


' Lumber will live forever! 
America was cradled in it—grew up with it, 
and now is depending upon it to help with the biggest 
job in our history. Most of our steel is needed for armaments 
and lumber is called upon to replace it in War Production work, 
wherever possible. 


This readily explains why our Government is calling upon our facilities 
and experience to produce more Auger Bits, Ship Augers, Car Bits 
and special wood-boring tools to aid in the speedy fabrication of 

all this lumber. 


Wood-boring tools are a necessary part of the War 
Production Program, and we are proud of 
our responsibility. 
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WOOSTERS’ SALES ROCKET. 


YOU’LL BE BUSY 
FILLING 


NEEDED BY 
EVERY BRUSH 
CUSTOMER 















IN ON 
CONSERVATION 


a / ff BRU H CLEANER BY WOOSTER will restore neg- 
“\ Woosrer BRUSHES gn lected and hardened brushes. War-time restrictions 
\ rue enseres caus come our make this practice imperative. Help conserve brushes 

and at the same time UP your own sales and profits. 


DROMPT DELIVERY beALERS MAKE BIG PROFIT 


No Priorities Re quire d BRUSH CLEANER BY WOOSTER sells faster than 


BRUSH CLEANER BY WOOSTER contain no crit- ever today and at a handsome profit. Attractively 
ical war material. Ample supplies for immediate deliv- packaged in 3-ounce boxes with colortul, sells-on-sight 
ery. A big sales opportunity for every dealer. Place display basket. Holds 24 packages. Retails at 10c each 
several baskets throughout your store. See how easy or 3 for 25c. Order from your Wooster Jobber today. 
BRUSH CLEANER BY WOOSTER sells. No other 

item meets any conservation problem so well. 


. so" oF O00 BRUSH eg, 
~* 


Wooster Wartime Brushes are being made, and may 
be had for essential uses through Wooster Jobbers. 


EPSSET 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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SPECIAL PROMOTIONS 


TO BUILD YOUR WAR-TIME SALES 


All of Yale & Towne’s manufacturing facilities are now serving 
the nation’s military needs... but Yale still has ideas to offer 
that will help our dealer-friends make sales. The YALE WAR- 
TIME PROGRESS PLAN is a continuing program to help keep 
your store busy despite scarcity of many products. The current 
promotion is described below. 
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A Yale & Towne creates 
timely sales promotion 
idea... A. R. P. Equip- 
ment Window. 


Your customers read 
about it in SATURDAY 
EVENING POST. 


MORE 
STORE TRAFFIC 
MEANS MORE 
SALES 


2. You read the details in 

your hardware magazine 

.. “Yale Victory News” 
Published Regularly. 


~YALE~ 


YALE PUTS 3 BIG SALES MOVERS IN YOUR BUSINESS 
THE NAME YALE neces MAKE THE SALE 


THE YALE & TOWNE stinroro: conn. uss.a: 
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Today our production facilities are directed 
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Have You Enlisted Yet? The vast scrap drive now 
under way affords Myers dealers an opportunity to 
get better acquainted with farmers. Farmers are very 
busy and welcome such public spirited co-operation. 
The present drive covers all critical material including 
iron, steel, rubber, copper, brass, aluminum, zinc, 
lead, tin, manila fiber and burlap. . . .We are con. 
fident that Myers dealers will assist by promoting 
farm collections as well as in the systematic removal 
of all scrap from their own premises. 


WATER SYSTEMS 


to the needs of the armed forces. But progress 
does not stand still. War time research and 


manufacture always bring new 
discoveries. All Myers Products 
will continue to reflect the pro- 
gress that comes from our partici- 
pation in war work. Our dealers 
and their customers are bound to 
profit from these improvements. 


SPRAYERS - HAY TOOLS + DOOR HANGERS 


The F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 
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is _. AND THE BATTLE CRY 
- ts 
STEEL..STEEL..STEEL 


* And more STEEL. Why, one of our 
new battleships alone can hurl twelve 
tons of steel screaming skyward in a 
single broadside. There just isn't steel 
to go'round and keep everybody happy. 

Our plant in Bridgeport is but one 
of many throughout the nation where 
steel is a primary factor. The govern- 
ment has taken over a substantial 
part of our total production facilities 
for vital implements of war. Another 
large part is operating to capacity on | 


\ } , J 
special mechanics’ hand tools for my \ o/ 
ay 
4 





various government agencies; still - 
another part produces standard items \ 
for lend-lease countries. Only the 
limited remainder is available for 
manufacturing our regular lines for 
our distributors, and then only on high 





As our good friends know full weil, it cannot be other- 
Ger ‘ j wise for the duration . . . Throughout the hardware 
priority ratings. Otherwise no steel industry this splendid spirit of cooperation and under- 
will be made available for our use. standing will prevail until victory is final and complete. 


TRADE MARK 


RS 


Uwe - FORGED TUOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. © BRIDGEPORT, CONN. 
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Enlarged reproduction free on request 


We're out to screen the Axis... 





If you need Wickwire Spencer hardware products to meet 
war requirements, rush your priority rating to us. We shall PUT RED CHECKS 
give you prompt delivery information. Meeting war needs : 
. . : . Next these brands in your “‘want”” book — 
is the most important job for both of us right now. yee 
so that after the war you'll remember our 
Practically all Wickwire Spencer hardware production absence was only for war duty. 
must now serve in helping to win the war. The needs of the v INSECT SCREEN CLOTH 
armed forces, and emergency housing requirements are "ean tame Clinton 
~ srandas, 
taking the orders we should otherwise be happy to ship for 
rn PP: i v POULTRY NETTING 
civilian use. Hex mesh and straight line, Clinton brand. 
When Victory is won, we'll be back working like blazes Vv HARDWARE CLOTH 
to help you catch up on peacetime service to your custo- Famous Clinton brand, silver finish. 
mers. Meanwhile, please understand our situation. We're ¥v WIRE NAILS AND BRADS 
a a Labeled Wickwire Spencer, in easy-to-sell, 
doing the best we can for our country—yours and ours. attractive packages. 
Just the minute we can, we shall again serve our valued v CLOTHES LINE 
old friends the best way we know how. Excelsior brand, “rust-proof,” flexible, 
“ galvanized. 
v PICTURE CORD 
Excelsior brand, in attractive packages. 
The Maritime M Pennant and Victory Fleet Flag ce ee ae ee 
have been awarded to Wickwire Spencer. . . v PERFECTION DOOR SPRINGS 
first to any plant in all of New England! 

















AMERICAN WIRE FABRICS CORPORATION Swubsidiery of 


WICKWIRE SPENCER STEEL COMPANY 
NEW YORK « + «© CHICAGO + «© « SAN FRANCISCO 


Also makers of: Hardware Cloth - Nails & Brads - Poultry Netting - Chain Link Fence 
Door Springs - Hex Mesh Netting - Single & Double Gates - Wire + Picture Cord 
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STANLEY HARDWARE 


that meets specifications of the 


HOUSING CRITICAL LIST 


DEFENSE 








242P Butt (201414P). Wrought steel, 
primed for painting. Sizes 312” x 312”, 
and 4” x 4” 





1565P 11,”Hinge. 1521P Semi-con- 
Wrought steel, cealed Hinge. 
primed for painting. Wrought steel, 

primed for painting. 


158) Spring 
Hinge. Ja- 
panned finish. 







267P Casement 
Hinge. Wrought steel, 
primed for painting. 





908) 12” (2209 Steel Pin 
US1B) Extra Heavy T- 
Hinge. Wrought steel, Ja- 
panned finish. 


[STANLEY | 


TRADE MARK 
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OS55P Floor Hinge, double acting, ball 
bearing. Wrought steel, primed for painting. 





476K Pull. Wrought steel, Zinc plated. 





465K Pull. Wrought steel, Zinc plated. 


é 


33K Spring Catch, for lipped or flush 
doors. Wrought steel, Zinc plated. 










12522 (1189A) 
Latch, Wrought 
steel, Japanned 


1245J (1430 US1B) 
Padlock Eye. Wrought 
steel, Japanned finish. 








10553 6” (1022B) Chain 
Bolt. Wrought steel, Japanned 
finish. 


faa 







10563 6”(1049B) 
Foot Bolt. Wrought 
steel, Japanned 
finish. 














37931 6” (1060A 1010 12”(1051A) 
US1D) Surface Cane Bolt. Wrought 
Bolt. Wrought steel. 

steel. Dead black 


xo 


17243 (1825 48631 (1201A 
US1B) Screen US1D) Hook Sash 
Hanger. Wrought Lift. Wrought 


steel, Japanned steel, Dead black 
finish. finish. 


= 





$e 


17613 Cellar Window Set. Wrought 
steel, Japanned finish. 


These are the Stanley Hardware items which meet the specifica- 
tions of the Defense Housing Critical List. Orders for any of these 
items, accompanied by proper priority certification and End Use 
symbol, will be handled promptly. Keep this page handy for 
ready reference. The Stanley Works, New Britain, Connecticut. 
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Magor Products meet the most rigid specifications. 
They are manufactured from extra tough steel, heat 
treated to insure extra strength and flexibility, nor- 
malized to prevent splitting or turning at the cutting 
edge. 

Magor production, for the duration, is concentrating 
on the types that serve best. These items, sales rec- 
ords prove, will satisfy over 90°/, of all customer 
shovel needs. 


TIME TESTED 


HARDWARE AGE 





SHOVELS 


ie lite scor 


SPADES 
SCRAPERS 











Our part in America’s all-out victory effort 
means that we must sometimes disappoint old 
customers and friends. We hope, therefore, that 
you will bear with us as we feel our first duty is 
to serve our country. This means that we are 
doing the job you want us to do—for America, 
for you, for all of us. 


TIME TESTED 


OCTOBER 29, 1942 





TODAY’S MANILA ROPE MUST 
OUTLAST THE DURATION! 


Here’s How Your Customers 
Can Make Rope LAST LONGER 



















10 Ways to Make Rope 
1. Avoid Sharp ben LONGER 


Smooth surfaces, =. Always fasten to large 


or decks, This grinds dirt into the merous floors 
Ss. 











3. Use correct size blocks 









q Beats isali 
' misalignment of 5] 
e ro ocks or sh 
blocks. does not rub Over the edges a ‘the 






ALL manila rope and manila 
fibre has been earmarked for 
Government use. Your cus- 
tomers will be unable to obtain 
new manila rope until after the 
war. And ropes of other fibres 
are increasingly harder to get. 

That means every user must 
exercise great care to insure 
maximum life from every rope 





entire length of rope 


9. Do not let r 
in use, Pes rub one against another when 






10. Cut out bad spots and Splice 







in his possession. Your custom- 
ers are anxious to know what to do to 
make ropes last longer. Give them the 


facts printed here. And write for fur- 
ther information. A free copy of “Capt. 
Mark’s Hints on Conserving Columbian 
Rope,”’ which also contains the insig- 
nia of our armed forces, is yours for 
the asking. Drop a postcard for it 


ROPE COMPANY 
Auburn, “*The Cordage City’’, N. Y. 


COLUMBIAN rope is made from the finest 
fibre. Give it the care it deserves. 


WA 








today. 

This advertisement is No. 4 in a series offering 

suggestions on ways to get maximum service from 
manila, or other, ropes now in service. 
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DIETZ 
LANTERNS 


When uninterrupted 
light over long peri- 
ods may be required, 
at the moment 
needed, there is 
nothing to equal an 
ever -dependable 


DIETZ LANTERN. . . 


DEPENDABLE FOR OVER A CENTURY 


There is no “plugging” necessary in offering your trade 
the brand all users have learned to prefer — DIETZ 
LANTERNS. 

Always keep a stock of DIETZ LANTERNS on hand for 
every need and emergency. 

Be prepared for power-lighting curtailments, and localized 
emergencies. 





1840 - DEPENDABLE FOR OVER A CENTURY : 1942 


There is a DIETZ LANTERN for every conceivable purpose 
—greatest economy of fuel consumption with maximum 
undiminished light. “ 


Proven efficiency prevents failure in operation. DIETZ 
LANTERNS burn dry to the last drop without interruption 
or failure. 





DIETZ No. 2 'D-LITE"’ 
STREAMLINE LANTERN 


The world’s most favored lantern. The finest 
tubular lantern made. Cold Blast. Balanced 
Draft gives high lighting power. Cold rolled 
steel construction. Wide opening for easy clean 
ing. Pivoted bail. Rising Cone Burner 

HEIGHT 1314 in. e LIGHT 10 C. Power 
WICK lin e CAPACITY 4S hours 

GLOBE “’D-Lite Loc-Nob 


DIETZ "LITTLE WIZARD” 
STREAMLINE LANTERN 


The finest little Short Globe Balanced Draft 
Lantern — the little lantern with the BIG light 
and low rate kerosene consumption. Sturdy 
frame of cold rolled steel. Broad non-tip base, 
strong beaded tubes, braced globe lift. improved 
pivot bail. Rising Cone Burner. 

HEIGHT ll\2in. e LIGHT... 6C. Power 
WICK gin. « CAPACITY . 30 hours 

GLOBE "Little Wizard Loc-Nob” 


DIETZ "MONARCH" 
STREAMLINE LANTERN 


The most popular Hot Blast Lantern. Gives the 
maximum of light obtainable from this type 
lantern. Cold rolled steel construction. Broad non- 
tip base, level globe lift, improved pivot bail. 


HEIGHT ... 13¥2in. e LIGHT... 4C. Power 


WICK... ¥in. « CAPACITY... 30 hours 
GLOBE "'Fitzall Loc-Nob” 





WHY USERS PREFER DIETZ LANTERNS 


From one generation to another, users receive complete satisiaction. 
They have faith in the name “DIETZ” and for this company’s 102 years’ 
experience and reputation. Users know a DIETZ never iails and are 
convinced that they are getting the best value and want no substitutes. 
They are sure that price paid represents best available materials. superior 
design and workmanship. They expect and receive a fully guaranteed 
lantern, ruggedly built for long and practical use—the moment needed. 
A DIETZ LANTERN is a good investment in dependable LIGHT and 
SAFETY. Every lantern carries the “DIETZ” trade-mark, we do not make 
private brand or “no-brand” lanterns. 


WHY DEALERS PREFER TO SELL “DIETZ’’ LANTERNS 


102 years’ experience in producing quality lanterns guaranteed of best 
material, assembly and workmanship. at prices that have been con- 
sidered good value. DIETZ LANTERNS have eye appeal and are always 
designed-to-the-times. Performance as represented. Absence of com- 
plaints. Other lanterns, lamps. etc., have come and gone. but always 
customers accept DIETZ LANTERNS without question as giving the best 
light obtainable for stationary. portable, or auxiliary use. Dealers know 
that DIETZ LANTERNS are sold ONLY through legitimate jobbers, thereby 
affording protection to the regular trade. We do not sell chains, catalog 
houses, syndicate buyers. etc. 


R.E. DIETZ COMPANY 
poe YORK "ln 


The Army, Navy, Coast Guard & Civilian Protection Services appreciate 
the well controlled light and positive performance of DIETZ Lanterns. 


Such groups have first call on our output, in these days. Use good 
judgement in your sales of DIETZ Lanterns based on need and purpose. 






bd 
é 
| 








































‘ 
RN 

Gives the 
this type 
3road non- 
divot bail. 


| C. Power 
. 30 hours 


i of best 
een con- 
> always 


| always 

the best 
rs know 
, thereby 


























Yes, many of these mechanical geniuses are 
now sub-contracting small parts in the war ef- 
fort—becoming small “arsenals of democracy.” 
They've used good tools for years — both as a 
hobby and in the plants where they work. 
Tools are the last thing they stint on. 

So stock these simple, tried and true abrasives 
— both “sandpaper” and oilstones — and gain 
additional profit, prestige and popularity. 


COATED ABRASIVES 


Behr-Manning Garnet Cabinet and Finishing 
Papers in sheets for hand sanding of wood: 
belts to fit portable machine sanders. 


Lightning Metalite Cloth (it’s electro coated) in 
sheets and Handy Rolls for hand sanding and 
finishing of metals. 


OILSTONES 


Benchstones: Crystolon, Queer Creek and 
Washita: 


India Oilstone Files, presaturated with oil, for 
stoning dies, moulds and models — 


All under the famous mark “Norton Abrasives.” 


Serve these craftsmen in their laudable jobs. 
Give them the same tools that industry uses. 
PRODUCTION and QUALITY are all-important 
in these hectic times. 





HOMECRAFT ARSENALS 
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BEHR-MANNING, - TROY. N.Y. 


‘toitimon’ at HORTON COMPANT - 
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HANOVER 


urges Screen Conservation. Health at home 
depends on it—while critical materials and 
wire weaving capacity must be diverted to 
needs of the armed forces. 


Management and Master Weavers of this tre- 
mendous HANOVER plant suggest that hardware 
hardware merchants pass the following 
thoughts on to customers: 











Take Care of Your Screens 
. When not in use remove to clean dry place. 
. Preserve frames with good paint. 
. Repair holes with screen patches. 
. Protect cloth in doors with grilles where necessary. 
. Paint hardware if exposed to weather. 
. Coat painted steel cloth every year with quality screen paint. 























War production is now keeping our organization intact. With 
Victory full peace-time production ‘and service can be resumed 
instantly. 

Hardware jobbers know that HANOVER quality—woven into 
every roll inspires confidence, wins trade and holds customers. 
HANOVER Wire Cloth is attractively labeled and packed in 
sturdy, individual cartons. 


WIRE CLOTH 


Sales Representatives in Boston, New York, Atlanta, 
New Orleans, Kansas City, Chicago, Los Angeles, 
San Francisco, Portland, Oregon. 
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Fetters for Dictators! 





McKay Straight Link Coil Chain 
Victor Pattern Tie-Out Chains 


Steam Shovel Hoisting Chains 
Lock Link Pattern Coil Chain 
McKay Twist Link Coil Chain 
Victor Pattern Coil Chain 
Victor Pattern Cow Ties 
Ohio Pattern Cow Ties 
Twist Link Coil Chain 
Closed Ring Cow Ties 
Open Ring Cow Ties 
Victor Breast Chains 
Steel Loading Chain 
Passing Link Chain 
Stage Trace Chains 
McKay Sash Chain 
Proof Coil Chain 
Stretcher Chains 


Conveyor Chain 
BBB Coil 


Stake Chains 
Trace Chains 
Repair Links 
Feed Chains 
Heel Chains 
Tire Chains 
Pump Chain 
Log Chains 
Well Chain 
Cold Shuts 





THE M°KAY COMPANY 


PITTSBURGH, PENNSYLVANIA 
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—don't get behind the "8-ball” because 
THE VARNISH DIDN'T DRY? 


No, it’s not such a funny spot to get into... when customers start yacking, ‘The varnish didn’t dry!’’ It may 


even mean money out-of-pocket for you. Yet it’s not your fault. It’s not the fault of the varnish. It’s the fault 
of this painful fact: every trace of wax, floor oil, polish, was not removed before the fresh varnish was applied. 
And it takes Waxoff to do just that! You know soap and water won’t do the trick. And you know gasoline and 
benzine (even without war rations) are risky at best. So why not take a smart cue from other dealers...and 
make it a pat policy to sell Waxoff every time you sell varnish or wax? You make an extra profit; and you 
keep away from that well-known ‘’8-ball‘’ What’s more, Waxoff 

can’t explode; can’t hurt the hands. Which is why Waxoff reg- 


isters with women. And it’s nationally advertised. Which is why 
Waxoff registers in your cash-box. The 10¢ self-seller comes to 
you in a knock-down basket that’s a knock-out. Then, there’s the 
25¢ Professional Size: holds three-cartons-in-one. Order from 
your jobber! Schalk Chemical Company, Los Angeles, Chicago. 











Stock Your Complete Tape Department 
Right From THIS PAGE... 


You can count on rapid turnover with these 
well-known PANTHER Friction and Rubber 
Tapes — Cellophane Wrapped and Sealed. . . 
free from edge-raveling . . . have high tensile 
strength and adhesive qualities ...are packed 
in attractive colored boxes for extra sales 
appeal. 





Panther Friction Tape con- 
tains a guaranteed average 
footage of No. 8 roll 60 ft., 
No. 4 roll 29 ft., No. 2 roll 
14 ft., No. 1 roll 614 ft. Each 
roll boxed individually. Reg- 
ular %” width. 


Panther Rubber Tape 
packed only in Nos. 
8 and 4 boxes. Regu- 
lar %” width. 
No. 8 roll con- 
tains a guaran- 
teed average 
footage of 23 ft., 
No. 4 roll 11 ft. 


no 






















PANTHER Friction Tape,’in the No. 1 and 2 sizes, 
is conveniently packed in attractive Display Cartons 
for your counter. The 1-lb. Display Carton contains 
16 rolls No. 1 or 8 rolls No. 2, Cellophane Wrapped 
and Sealed. The 2-lb. Display Carton holds 32 rolls 
No. 1 or 16 rolls No. 2, Cellophane Wrapped and 
Sealed . . . and im Individual Boxes. 


All Panther Tapes Are Gross Weight 


PANTHER DRAGON and EXCELLO TAPES Marketed exclusively through 


the wholesale trade. 


HAZARD INSULATED WIRE WORKS 


Division of The Okonite Company 
WORKS: WILKES-BARRE, PA. 
Offices in Principal Cities 





DRAGON Net Weight Tapes 


These popular commercial tapes meet all standard spe- 
cifications. They are Wrapped and Sealed in Cellophane 
... have plenty of customer appeal. Supplied in 8 and 
4 oz. sizes only. Dragon Friction Tape meets, and in 
some points exceeds, ASTM specifications and Federal 
Spec. HH-T-101a, Grade A, and contains 165 ft. per Ib. 
of %” width. Dragon Rubber Tape also meets ASTM 
Spec. and Federal Spec. HH-T-111a, and contains 60 ft. 
per Ib. of %” width. 


EXCELLO 


Friction Tape For Radio Service— 
Gross Weight. Developed for exact- 
ing work where a narrow friction 
tape is necessary. Machine-cut 
edges prevent raveling. Supplied in 
2 different widths in the No. 8 size 
—2 rolls %” wide or 3 rolls %4” 
wide .. . both sizes Wrapped and 
Sealed in Cellophane. Each roll 
contains 60 ft. 





PANTHER Handy Package 


for the convenience of the counter- 
mart, contains 10 rolls of friction or 
rubber tapes, No. 8 in 5 Ib., and 
No. 4 in 2% Ib. packages. Rolls 
are Wrapped in Cellophane and 
Sealed. 


PANTHER Service Pack 


10 rolls of No. 8 Panther Friction 
Tape only, 5 Ibs, gross, each roll 
Wrapped in Cellophane and Sealed. 








Each Rell of Panther & Dragon Tape 








CONTAINS GUARANTEED FOOTAGE 


Whether or not tape is sold by the roll or by the 
pound is unimportant, so long as the unit purchased 
contains a specific number of feet—sufficient to pro- 
vide a given amount of “coverage"—and at the same 
time meets the quality requirements of the Industry's 
specifications. Panther and Dragon Tapes satisfy all 
these requirements. 


HARDWARE AGE 








Today 
... overhauling old equipment is a “MUST” 


Hered A FINE CHANCE TO BUILD 
GOOD WILL BY SHOWING 
YOUR CUSTOMERS HOW 
TO SPEED THIS WORK WITH 
FASTER NUCUT FILING... 


Because of the critical shortage in new 
equipment, your customers are now 
obliged to fix up old and worn parts 
and products, and make them do for 
the duration. This is going on every- 
where—in factories, machine shops, 
garages, on the farm, in the home. 


Are you taking full advantage of this 
situation? Are you, for example, 
showing your customers how a faster- 
working NUCUT will help them speed 
repairs and overhauls? Are you point- 
ing out how the exclusive “Wavy 
Teeth” NUCUT design means more 
and better filing in less time, because 
a NUCUT cuts deep, clean, true—and 
levels off smooth at the same stroke? 


Your jobber will be glad to suggest 
an assortment of lengths, shapes and 
cuts to best meet the needs of your 
particular, locality. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers — 
Good Tools Since 1836 


Newark, N. J. * Neweomerstown, Ohio 





HELLER 


WAVY TEETH 
ee eet 


FILES 


PaT. NO. 2027039 
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NESCO BOMB FINS TO PLAY 
IMPORTANT ROLE 


HE FIN to a bomb is more important than a rud- 
A to a ship, for it is scheduled for a one way trip 

and must contact its objective. Making these fins 
for important bomb sizes is another of Nesco’s war mis- 
sions. Each marked with the famous name of Nesco, 
thousands upon thousands are being turned out on 
schedule, around the clock. 


New manufacturing equipment was needed to produce 
these important items. Some day, these facilities will 
be converted to turn out famous Nesco housewares with 
the same accuracy, high speed and dexterity. Nesco 
workmen, schooled in precision manufacture, will con- 
tinue to fabricate newly created Nesco housewares for 
your customers, 


Then, as now, the name Nesco will help you make easy 
sales. Nesco’s many complete lines will reduce your 
Operating expense by concentrating your shipments from 
Many sources to one. 


VANIZED WARE—BAKING TINWARE— 








































ELECTRIC ROASTERS AND CASSE- 
ROLES — OIL STOVES AND RANGES 
— CIRCULATING AND PORTABLE OIL 
HEATERS — PORTABLE OVENS — GAL- 


DECORATED AND LITHOGRAPHED 
WARE — ENAMELED WARE — RADIA- 
TOR COVERS — LUNCH BOXES — 
DAIRY SUPPLIES — STEEL DRUMS. 


* 


HOW TO MAKE OUT 
ONE ORDER INSTEAD OF THIRTY 


There is more clerical and executive effort needed in 
making out, checking, approving, receiving and paying 
thirty orders than one order. You can purchase thirty 
individual housewares lines from Nesco. Concen- 
trating purchases into fewer sources spells efficiency, 
and efficiency spells profits. 














12th STREET ° MILWAUKEE, WISCONSIN 





NATIONAL ENAMELING AND STAMPING COMPANY 
270 NORTH 
SAMPLES DISPLAYED AT 1462 MERCHANDISE MART, CHICAGO — 200 Sth AVE., NEW YORK 
20 
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* Personalized Service is no mere 

phrase ... it stands for a unique 
reorganization of our sales, order and 
service department for war-time needs. 
No matter what your requirement... 
whether for a product of our standard 
lines, a special radio part, a component 
of a particular aircraft motor, or what 
you will...there’s a Corbin expert with 
specialized know-how, ready to give 
you action, like the crack of a whip. We 
assign one of these experts as your per- 
sonal representative in our plant. 





* WE PROUDLY FLY THE 


This controller with special know- 
lege of your requirements also knows 
the fastest route through the manufac- 
turing stages without sacrifice of 





accuracy. When questions arise, as they 
frequently do, he knows the answers, 
preventing costly and time-consuming 
mistakes or delays. 


Corbin Personalized Service follows 


OWE 











through. We know our job isn’t com- 
plete until you receive the goods you 
ordered. The specialist who is your rep- 
resentative in the Corbin plant will see 
to it that your job is not only started 
promptly, finished swiftly, but speeded 
to you by the fastest possible means. 
Today when speed is vital to victory, 
take advantage of C. S.C. Personalized 
Service, which assures a job done well 
...and quickly. 


hSome ARMY-NAVY BURGEE 


The Corbin Screw Corporation 


Cold Headed and Rolled Thread Products — Screw Machine Products 


General Offices and Factories 
New York City: 98 Lafayette Street 


OCTOBER 29, 1942 


Mew Britain, Connecticut 
Chicago: 321 West Randolph Street 
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_ New Branches on the Rope Family-Tree 


The U. S. Rope Industry, built since clip- 
per ship days on fiber lines which stretched 
around the world, is changing from a global 
to a hemispheric operation in the havoc of 


World War Il 


Two great facts have created two great 
needs in this essential war industry. 


Fact 1: Jap invasion and Nazi submarines 
have stopped or threatened approximately 
90% of pA normal rope making fiber ship- 
ments. 


Fact 2: Rope on direct war orders (not in- 
cluding normal civilian requirements) now 
exceeds the pre-war aaa production of 
rope. 


Need 1: Fiber conservation by rope and twine 
users, through better care, and minimum 
buying. (Hardware Dealers, please note!) 
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Need 2: New sources of supply for fiber to 
augment sisal, Mexican henequen, and exist- 
ing Manila stocks. 


The Rope Family-Tree shows the follow- 
ing important new fiber possibilities which 
government and private Eeainans are busy 
exploring and developing. 


Domestic hemp— Kentucky farmers are 
raising 350,000 bushels of seed this year, 
which will sow 400,000 midwestern acres— 
expected yield for 1943 is 200 million pounds 
of cordage fiber. 


“Manila” from Paname —a new Carib- 
bean crop grown from Abaca (banana) seed- 
lings. The size of the first crop (in 1944) is a 
military secret. 

Synthetic fibers — Plymouth laboratories 


have pioneered synthetic rope research, with 


nga results (also a military secret). 
No great quantity of synthetic rope is an- 
ticipated for civilian use for some time. 
Yucca, a U.S. desert plant, Cabuya from 
Ecuador, Pita from Colombia, Caroa and 
other wild Brazilian plants, — come to the 
aid of our shrinking fiber pile, if current 
tests prove favorable. 

Meantime, save rope, save twine — ask your 
customers to buy only what they need. 
Plymouth Cordage Company, World’s Largest 
Manufacturer of Fine Rope and Binder Twine. 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts and Welland, Ontario 
Division Offices: New York, Chicago, Houston, 
San Francisco 
Worehouse Stocks: New York, Boston, Philadelphia, 


Baltimore, Houston, Chicago, San Francisco 
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2 
a TEMPER, acknowl- 

edged the world’s leader 
in forging, heat treating, and 
tempering fine steel, furnishes 
axes and other forged steel 
tools that meet all war require- 
ments as they have met all 
peace requirements—for over 
100 years. 


Millions know—True Temper 
stands for tops in quality and 
value. Stock True Temper Axes 
and other tools to the full ex- 
tent permitted by the prior 
needs of our fighting men 
throughout the world. The 
Makers of True Temper Prod- 
ucts, Cleveland, Ohio. 
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HERE'S G-E's NEW 
WARTIME LIGHTING 
GUIDE ! 


CONTENTS O> 





Helps you answer questions 
your customers ask about: 


Getting more from present 
lighting. 


roe 
e 











How to avoid wasting light. 


Blackout lighting. 


Simple home lighting recipes. 


How to clean lighting 
equipment. 


How to fix frayed cords, 
faulty switches. 


Making lamps do double duty. 


How to save eyesight with 
right size bulbs. 
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CLEAN -" 
HOW TO Nt 
WTO MAKE | yOUR eau * UgHTING EQUIPMES 
Ww po DOUBL £ DUTY CIPES oa How 10 ages 


IMPORTANT! In,cooperation with 
the W PB General Electric has adopted 
a policy of supplying Lumiline lamps 


GHTING RE 
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only on the return of similar burned 





out lamps ...a step necessary in order 
to conserve the critical materials used 


ENERAL ELECTRIC’S new Wartime Lighting Guide is specially in these lamps. Therefore, G-E lamp 
designed to help you render your customers a real lighting service. dealers should immediately advise 
You'll want to keep it handy right beside your display of G-E MAZDA caste qnmtnmacs ening Laniiine Seange 
, . ‘ ; that an old Lumiline lamp of any size 

lamps. You'll find it a great help in teaching new sales people what they 


j é or brand must be returned intact be- 
should know about lamps and lighting. fore a new lamp can be supplied. For 


Watch for the G-E MAZDA LAMP WARTIME LIGHTING GUIDE in ee Se Bae ag 
your October display package! Keep it on your lamp counter at all times! 


GE.MAZDA LAMPS GENERAL @Q ELECTRIC 


OCTOBER 29, 1942 25 


















A COLLAR PAD IS MY 





IME IS PRECIOUS! We are facing 
the biggest farming job in our history, and with 
war diversion of mechanical power farmers 
can’t afford to risk having horses and mules 
laid up from sore shoulders, or slowed down 
by collar choke. Every hour is needed to raise 
food for our soldiers. ' 
Since horses and mules are becoming more 
and more important as the source of power 
on the farm, it is doubly important that they 
have the protection of Ta-Pat-Co Collar Pads. 


Push Ta-Pat-Co Collar Pads 
—keep the home plows turning / 


FREE BREATHING 





i / 
TA-PAT-CO COLIBUEBULSSHEVENT SORE SHOULDERS AND COLLAR CHOKE 
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WIRE INSECT CLOTH 


Because Pennwoven meets the specifications of all 
government agencies — huge quantities of Pennwoven 
products are being used for our armed forces. 


Peumwouen WIRE INSECT CLOTH offers you a full 


TRAOCE-MARK 


range of sizes and kinds to fill all wire insect cloth requirements. e High 
quality of material and modern, advanced manufacturing methods combine 
to produce wire cloth with definite selling features. 


yeaot™ 


THE /“enmweoven LINE 


BLACK ENAMEL... Made of hard drawn steel 


wire of uniform gauge and processed after weaving 
with a specially selected flexible enamel. 


SYLVANOID ...Steel wire screen cloth electro- 
lytically coated with pure zinc by the continuous 
bath, Pennwoven process after which it is processed 
with specially compounded, flexible grey enamel and 
then lacquered. 


Tea0t wane 


OCTOBER 29, 1942 


ANTIQUE BRONZE... The wire base is com- 
mercial bronze with 90% to 92% pure copper and 
.0113 inches diameter to provide a stiff, durable 
cloth. After weaving, the cloth is further protected 
by a coat of clear lacquer. 


GOLDEN BRONZE... The saffie specifications 
as Antique Bronze except that the wire is natural, 
untreated commercial bronze. Lacquered after weav- 
ing for additional preservation. 





LOOK FOR jYemmiwGvenw LABEL.. .IT IDENTIFIES CONSISTENT QUALITY SINCE 1904 
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SHARPENERS 


KNIFE 








No. 76—ROUND KNIFE 
SHARPENER. A shaft of 
Carborundum Brand Silicon 
Carbide firmly secured to 
handle by steel rod extend- 
ing its entire length. Ideal 
for all household knives. 
Red, green or blue handle. 
Standard package 4 dozen. 
50¢ each. 








No. 78—OCTAGONAL KNIFE 
SHARPENER. Eight flat sur- 
faces give a sheer cut, pro- 
ducing a keen edge in less 
time. Carborundum Brand 
Silicon Carbide shaft fitted 
with green handle. 4 dozen 
to a package. $1.00 each. 











No. 66—KNIFE SHARPENER. 
Specially designed for stain- 
less steel household knives, 
can be used for all other types 
as well. Quickly gives a keen 
edge without marring or 
scratching. Carborundum 
Brand Silicon Carbide fitted 
with blue, green or red 
handles. Six sharpeners on 
display card. Price each 35¢. 


WHEN IT 
COMES TO 


ALES 


THESE 
PRODUCTS 
HAVE THE 


EDGE! 


There’s a place in every home 
in your community for the 
items illustrated here. Today 
when good cutlery is at a 
premium, your customers need 
these Carborundum made 
products more than ever to 
keep a keen edge on knives 
and razors. 

So stock up now. Write today 
for the items you need. Put 
them on your counter, display 
them in your window—and 
watch them sell! Remember 
that when it comes to sales, 
abrasive products made by 
Carborundum have the edge! 














No. 45—SAFETY BLADE HONE. 
Made of Aloxite Brand Alu- 
minum Oxide. Combines a 
velvety smoothness with 
speed of cut. Blade is placed 
in hollow or concave side of 
hone and a few circular 
movements with extremely 
light pressure brings blade 
to a smooth shaving edge. 
Each package of a dozen 
contains striking display 
card in gold and black. Price 
each, 50¢. 











Nos. 101A, 103, 118S— 
STRAIGHT EDGE HONES. 
These quality hones for 
straight edge razors are 
made of extra fine, hand- 
washed Carborundum Brand 
Silicon Carbide powder. 
They are extra fast-cutting 
and give a keen, smooth, 
lasting edge. Available in 
three sizes. 








THE CARBORUNDUM COMPANY 


REG. U.S. PAT. OFF. 


Niagara Falls, N. Y. 
Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, 


Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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FORMICA LAMINATED PLASTIC / 


HESE laminated plastic push and kick plates have 

all the useful qualities of metal plates, and some 
additional ones that are valued by the many archi- 
tects and designers who have specified them in the 
past. ‘ 


The material is sturdy and not brittle; it is non- 
porous and will not stain; it is chemically inert and 
will not be spotted by any cleaning solution including 
such solvents as gasoline, alcohol, acetone. 

There are four standard colors and black, so that 
there is a standard plate to harmonize with all the 
usual colors used on doors. The plates do not require 
vigorous polishing and therefore demand less labor 
to keep them looking new and perfect. 

They are ¥% of an inch thick, with beveled edges 
and countersunk holes for screws. 


Sold only by leading dealers in builders hardware. 


THE FORMICA INSULATION COMPANY 
4646 Spring Grove Avenue, Cincinnati, Ohio 


ORMICA 
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No. 5 THE USE AND 
CARE OF CRESCENT COLD 
CHISELS AND PUNCHES 











Crescent’Chisels and Punches are 
forged from a high quality tool 
steel with cutting edges or points 
specially hardened and tempered. 
Heads are purposely left softer than 
the balance of the tool as a safety 
»recaution to avoid chipping under 
loaauat blows. 


\ few simple but important rules 
govern the use of cold chisels. First 
of all, cold chisels are designed to 
‘ut only metals softer than the tool 
tself. Hardened steel such as drill 
rod, hacksaw blades, etc., cannot be 
cut with a chisel. Use a chisel large 
enough for the job at hand. Use the center of the blade 
rather than just one point or corner. Always use a heavy 
hammer. Too light a _aecndn tends to burr the chisel head 
and does not sufficiently transmit the force of the hammer 
blow to the cutting edge. 


t 
CUTTING EDGE 


Burrs are dangerous 
Grind them off 


Crescent Cold Chisels are ground for average 
use so that the angle between the two bevel 
surfaces is 60°. Although a sharper point 
may be used for soft materials, it is recom- 
mended that this angle be maintained in 
re-grinding. Don’t overheat the point in 
re-grinding or the tool will lose its temper. 








When shearing with a cold chisel the vertical angle at 
which the co is held should be such that one bevel of 
the cutting-edge is parallel to the shearing plane. Sketch 
below illustrates a method of shearing light metal held in 
a vise so that the shearing 
line lines up with top of vise 
jaw. Note the a horizon- 
tal angle at which the chisel 
is held ... the point of the 
chisel is nearer to you than 
the head. 








’ ¥ 
€ 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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> 
BEVEL ranauizt ) 
TO TOP OF VISE 


CRESCENT TOOLS 
- Give Wings to Work : 





— eee ae | 
Maintenance 
and Repair 
Suggestions to 
Prolong Tool:-Life 


Ordinary cutting with 
a cold chisel involves 
the use of an anvil 
or solid metal back 
plate. Lay the piece 
to be cut on the an- A 
vil and, with chisel 
held perpendicular 
to the work, strike A 
light hammer blows 
at first. When an ini- 
tial groove has been 
started hard blows 
with a heavy hammer B 
should tollow. Usu- 
ally the piece is cut part way through from both sides and 
finally parted by bending back and forth at the cut. 








Two methods of cutting off rivet heads: 
with flat cold chisel 


B— with narrow cape chisel 








Regarding Punches, when driving out rivets, pins, etc., 
use a size that almost fills the hole. A punch with too 
smali a point may upset the end of a soft pin or rivet and 
make it sieze. If a punch wedges itself in a hole, don’t 
attempt to loosen it by tapping sideways. 
You may bend or break the punch or force 
the hole out-of-round. Drive it backwards 
with another punch, or hammer back on the 
pin or rivet being removed. 


In re-grinding punches, observe the same 
precaution to prevent overheating as men- 
tioned for chisels above. Both Chisels and 
Punches are made in various designs or pat- 
terns for different uses. Always select the 

a type for the job at hand. Hardware 
—— dealers can advise their customers on this 
subject. 
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A NEW WINDOW DISPLAY 


Dress up your windows! Attract customers to your store! Sell more glass 
and other household items with this new, colorful Libbey -Owens- Ford 
Window Display. 

Its dramatic, human interest appeal will attract men and women alike. 
Sturdily constructed, about 30 x 40 inches, the easel back permits its use in 
windows, on counters or the salesroom floor. 

Libbey - Owens* Ford Quality Window Glass is made by L’O-F’s exclusive 
Flat Drawing Process ...is annealed 4 to 5 times longer, which makes it 
easier to cut and handle, with less breakage and waste. L-O-F Glass is clearer, 
brighter, and flatter. Your customers know its reputation for top quality. 

Ask your L-O-F Distributor for this new Window Display today. Libbey- 
Owens:Ford Glass Company, 1204-A Nicholas Building, Toledo, Ohio. 


vou CAN get GLASS! Push it! 








LIBBEY°-OWENS*FORD 


QUALITY Fla PRODUCTS 


GET YOUR DISPLAY NOW! 
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HOW TO INCREASE THE VALUE 
OF YOUR WARTIME senvess 


~ > _ 
| Avuones 4 
| CONSTRUCTION 

! COMPANY 5 re 








BE ALERT FOR NEW PLANTS 


Expanding war production plants, new branch 
plants, converting consumer goods industries, and 
home workshops going into sub-contract jobs... 
any or all of these in your community may need 
your service as a supply source. And they can 
back their orders with priority ratings. 


tae 
Ric 


ENCOURAGE CARE ie TOOLS 


You can strengthen the country’s war effort, and 
build long-term goodwill for yourself by pro- 
moting proper care of tools. Tools should be kept 
clean, sharp, dry, oiled . . . and not abused. Sell 
oil, whetstones, toolboxes, locks. Stress proper 
tool care every time you sell a tool. 





BUY AND SELL QUALITY TOOLS 


It takes just as much steel to make a good screw 
driver, for example, as it does to make a poor 
one. You can help conserve the nation’s vital 
stocks by choosing quality tools that are long- 
lived, efficient, cheapest in the Jong run. 


ee 
\ 





t — (®) 
SERVE WAR WORKERS AND FARMERS 


Many war workers buy their own tools. Farmers, 
too, buy tools. Both have a preferred war status. 
You can maintain adequate stocks if you consist- 
ently use forms P-100, PD-1X, etc., set up for you 
by WPB. They are your best guarantee of con- 
tinuing sales. 





|°CEILING PRICES? 
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FOLLOW THE RULES OF THE GAME 


Ceiling prices are this country’s only current safe- 
guard against destructive inflation. Post your ceil- 
ings, and keep customers aware of them. You've 
everything to gain . . . nothing to lose. 
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GET BEHIND THE WAR DRIVES 


Make your store the community leader in War 
Bond and Stamp sales, metal and rubber scrap 
collection, and other drives that develop as the 
war goes on. Help shorten the war, earn a secure 
position in your community, be ready for better 
days in peace. 


MILLERS FALLS COMPANY Manufacturers of Fine Hand Tools, Precision Tools, Portable 
Electric Tools, and Hack Saws. 


Greenfield Massachusetts 
MILLERS FALLS 
TOOLS 
SINCE , @ 
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Today’s conditions focus the spotlight on the 
service and dependability of 


R-W Door Hangers and Distinctive Hardware 














R-W Ball Bearing Hangers and the famous, 
patented R-W Lock Joint Trolley Track. Joint 
brackets lock the track ends so tightly together 
that hangers operate smoothly and silently over 
joints. Available in various sizes to meet any 
requirement. 








ented advantages, backed by more than 
62 years of leadership, guarantee the 
quality needed for top notch perform- 
ance. 


It is part of every hardware dealer's 
job to help American industry build 
for maximum efficiency and productive- 
ness. 

When it comes to door hardware, R-W service is nation-wide with 
your job is an easy one for R-W pro- branches in all principal cities. Our en- 


vides you with the world’s most com- 
plete line of hangers and tracks. You 
are assured of having a size to meet any 
requirement. And R-W exclusive, pat- 


gineers will gladly consult with you 
on any or all doorway problems. Write 
today for information about the com- 
plete Richards-Wilcox line. 














s e 
Richards-Wilcox Mfg. Co. [= 
62 
“A HANGER FOR ANY DOOR THAT SLIDES” YEARS 
' AURORA, ILLINOIS, U.S.A. 1942 
“ Quality leaves 


its imprint” Branches: New York Chicago 
Indianapolis St. Louis 
Los Angeles San Francisco 


Milwaukee 


Boston Philadelphia Cleveland Cincinnati Washington, D. C. 
New Orleans 

Omaha Seattle Detroit Atlanta 
Richards- Wilcox Canadian Co., Ltd., Londop Ont., Montreal, Winnipeg 


Des Moines Minneapolis 








Kansas City 
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OR WAS HIS FACE RED 


FRUSTRATED FREDDIE FIREBRAND 


“ILL GET THESE ©!!! HB “WAIT ‘TILL | GET THE "WHOA UP PODNER-! DIDNT MM SEE/ IT DOES A PERSON 
BATTERIES OUT OF HEREM™ DEALER WHO SOLD ME [iM SELL YOU THOSE BATTERIES. HM GOOD TO GET MAD. IF | 
IF ITS THE LAST THING THESE CORRODED We | HANDLE ONLY RAY-0-VAC HADNT, | MIGHT NEVER 
LEVER DO!” | y. BATTERIES. /dL SOCK HM JM LEAKPROOF. THEY CANT , Mi HAVE FOUND THESE 

fF 





Most people, when they are disappointed with mer- 
chandise, don’t take the trouble to raise h—1 with the 
dealer. They just never go back to him. Ray-O-Vac dry 
cells have never yet chased away a customer; on the 
contrary, they have built repeat sales and pleasanter 
customer relations. Ray-O-Vac is the ONLY battery 
that is LEAKPROOF—that is SEALED IN STEEL—that 
CANNOT STICK, SWELL OR CORRODE. 





RAY-O-VAC IN THE ARMED FORCES 
Ray-O-Vac Leakproof Batteries serve in America’s 
armed forces from Iceland to the South Seas—in all 
climates and under all conditions. In case of delays in~ 
filling orders, please remember that defense comes first. 


RAY-O-VAC COMPANY, maoison, wisconsin 


AGE OCTOBER 29, 1942 


CORRODE, SWELL OR STICK LEAKPROOF RAY-O-VACS. 
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M*: machines and metal that 
once would have made traps 
for America’s fur bearers are now 
helping to trap Axis predators. 
Peace-time production of the Animal 
Trap Company of America has been 
converted to production for Uncle 
Sam’s armed forces. 

But war does not demand con- 
version of manufacturing alone... 
it also demands conversion of dis- 
tribution. Reductions in consumers 
goods made of metal cannot be 
avoided. But they can . . . they should 
be explained to your customers. 

You’ve probably taken the first 
step already. You've reasoned it out 
.-. and you’ve seen that what’s best 


for America is best for you. You 
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realize that as goes the nation so will 
go every business within its borders! 

The hardware retailer, who 
patiently and untiringly works to 
hold the good will of customers for 
himself and the lines he sells, is the 
retailer who will still have friends and 
a good reputation after Hitler, Hiro- 
hito and Mussolini are buried under 
an avalanche of bombs. That may not 
happen for a long time? Perhaps . . . 


but don’t you want to hold your 












customer’s good will even longer ? 

Let’s join hands to do a job... 
on production front . . . on distribu- 
tion front! 


NATIONALLY ADVERTISED GUIDE 
HELPS KEEP CUSTOMERS HAPPY! 


“TRAP TIPS—A Guide to Care and 
Repair” is offered free in leading farm 
and sports papers . . . tells customers 
how to make their traps last longer 
--- builds good will. Distribute it 
among your customers. A quantity 
will be supplied free on request to 
any Oneida Victor retailer. 


PENNA. 


Victor Traps 
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ONE HUNDRED PER CENT 
MALL PARTS PRODUCTION 
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DOOR CLOSERS 





@ Users of crosscut saws have a 
greater responsibility than ever before. 
Lumberjacks cutting trees for lumber 
used in war production ... farmers con- 
serving transportation and fuel by cutting 
from private woodlots...both need tools 
designed for peak efficiency. When they 
come to you with orders for new cross- 
cuts, recommend Atkins Silver Steel Saws. 
Their Silver Steel blades with keen teeth 
that need less filing, segment ground for 
fast and easy running, help a man get 
more work done in less time. 


CHAWENG OY 
E.C. ATKINS AND COMPANY e S. Illinois St., Indianapolis, Ind. 
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HARDWARE CLOTH 


SCREEN CLOTH 


LAWN FENCE 


BURNER BASKETS 


CYCLONE 
Re? Tag 


HAROWARE 
a 





FOR YOUR 
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HE war can’t all be fought by our armed 
forces. I figure some of the fighting has 
got to be done in every town—in every home— 
and every store. So I’ve set up a ‘war depart- 
ment’ in my store to back up the boys on the 
fighting front. I’m doing three big jobs with it: 


1. SELLING WAR BONDS AND STAMPS. Boy what a 
turnover you get on,this item! Just keep remind- 
ing customers to buy ’em and you can do a real 
job for Uncle Sam. Whenever you can’t provide 
the things people ask for—be sure they don’t 
walk out without .putting their cash in war 
stamps. 


2. COLLECTING SCRAP. My customers are bringing 
in old rubber, steel, tin, copper, brass—almost 
anything. I give them war stamps according to 
the value of the scrap. And what a hit this has 
made with the leaders of the local scrap drive! 


3. REPAIRING APPLIANCES. Customers are going to 
have their toasters, sweepers, 
irons, clocks and a lot of 
other appliances getting out 
of order as time goes by. 
They won’t be able to buy 


I've set up a 
‘War Department” 
of my own... 
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the new ones I would ordinarily sell them. So 
they'll appreciate reliable repair service. Help- 
ing them ‘get by’ for the duration with the 
things they have is a worthwhile part of the war 
effort. And it will bring me some ready cash, too. 

“T know shortages are going to mean lost busi- 
ness. But if I keep customers coming to this 
store—-Ssw itch to new lines made of non-critical 
materials—and build good will in my commu- 
nity—I’ll come through this war in good shape.” 


It takes a lot of planning to hold business, 
switch lines and build for the future. But thou- 
sands of hardware dealers and jobbers are doing 
it. They’re helping their country—their commu- 
nities—and their own business, as well. 

We have a war progr: im, too—providing ma- 
terials for Uncle Sam, and building fence to 
guard the plants that are arming America. 
Right now, every thing we make is going to war. 
That’s w hy your patience can be a real contribu- 
tion to the war effort if you find us unable to 
furnish all the Cyclone “Red Tag” Hardware 
Products you ask for. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Ill. 


Branches in Principal Cities 


United States Steel Export Company, New York 
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SELL “PENNVERNON “ 
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.. . NOT JUST “WINDOW GLASS” 


@ In window glass, as in everything else, there is no substitute for high 

quality. That's why Pennvernon Window Glass has been such a good 

seller for dealers and such a favorite with users. It is clear. It affords good 
. 


vision. It has a bright, reflective surface finish on both sides of the sheet. 





It can always be depended upon to help create attractive windows. 


Pittsburgh Plate Glass Company, Grant Building, Pittsburgh, Penna. 


ENNVERNON WINDOW GLASS 
PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH * stand for Zualiity Glass and (Paired 
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@ You know, of course, that the bolts and nuts for navy 
ships, for guns and tanks and airplanes, are carefully 
engineered to definite standards, made to blue-print 
specifications as carefully as the parts of your watch. 
Perhaps you did not know that every Lamson bolt you sell 
was also engineered by Lamson & Sessions’ men before 
it was put into production. The most commonplace type 
of bolt you stock is made of the best steel for the purpose, 
by the best methods, and by our expert operators. The 
bolts you sell across the counter do not require as much 


time to make, or as many processes, or as fine a steel as 
the bolts we make for aircraft builders, for guns and for 
tanks. But whatever Lamson bolts you sell, you can be 
certain that they are the best bolts that money can buy, 
for their purpose. Your jobber will continue to get these 
fine bolts from us, in accord with restrictions imposed on 
him by the Government, as fast as conditions will permit. 
a 
THE LAMSON & SESSIONS COMPANY - 1971 West 85th Street + Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 





LAMSON & SESSIONS 
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Ask your Jobber for the Lamson Line 
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peer Oils and Greases. Apex is doing its ut- 
most to assure a constant supply, not only of oils and 
greases, but of the best of available containers and special 
selling packages. Quality is absolutely maintained. 

=: wholesaler hardwagg 






































and this is the way we 


FULFILLED 
THAT PROMISE 


We believed we had done a 
good job,—but after the many 
enthusiastic compliments at 
the Chicago convention last 


week, we are dead sure of it. 


APEX 


OIL PRODUCTS CO. 
















Wholesale hard- 
ware jobbers in over 
40 states sell Film-X 
and Protex Motor | 
Oil. If yours doesn’t, 


NOW, all you Apex custom- 


ers, — to cash in on the 
extra salability that these new con- 
tainers have added to Apex Oil 
Products, set up this attractive 


write us. 


display in windows,—on coun- 
ters or mass display on floor, 
—surround it with a com- 
plete assortment of the 
packages that you carry 
and watch your stock 
melt away. We can 
replace it, — never 
fear. 
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HIS NEED FOR CHAIN 
TS THE GREATEST! 


LOADING 


LIBERTY 
MACHINE 


(LEVELAND (1HAIN 














IS SERVING WAR INDUSTRIES 
TO THE LIMIT OF CAPACITY 


Chain has again become a weapon of war. Whatever you 
do to provide more chain for the Army or Navy or for 
any war industry is a contribution to the war effort and 
to final Victory. You may be in a position to serve impor- 
tant war production plants in your own locality. This is 
your opportunity to prove that the hardware dealer and 
jobber are as vitally essential in war as in peace. 
MANUFACTURERS SINCE 1869 DR’ 
Vows 
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ADMISSION B 
Y PAS 
BY ORDER of AR vPT 


The Dexter name has been con- 
tinuously before the American public 
for almost half acentury- It has always 
stood for the best in home washing ae ; 
machines — finest in quality —highest : : \ EXTER 
in dependability. Now comes a pause ao \ “TWIn TUB 


AL ADVERTISING 


Some 10,000,000 homes, or more than one third of all the families 
in the Unite , wi these Dexter messages on the 


while all of Dexter’s facilities are em~- we ON 3%, \ ooo 
ployed 24 hours a day, 7 days a week, \ din ese | 
making precision WAR instruments. NATION 
When victory comes, what then? And 
how best can we serve you men who 
deal in Washers in the meantime. advantages © i hing. Both the urban and rural 
Dexter TWIN TUB and its method of field will be reached through such powerful magazines 4s 
washing has 4 sales appeal stronger The Saturday Evening Post, Better Homes & Gardens, The 
than ever, even though no Washers Country Gentleman and Successful Farming. 


are being made. So, we are nationally A NEW 
advertising this Twin Tub method TWIN TUB BOOKLET 
—_— prompting desire TODAY which ny Here is another means of keeping Dexter’s 
will be FULFILLED TOMORROW 5 name alive in the minds of prospective 
this SAN Washer buyers- This free booklet tells the 

| % step-by-step method of the Twin Tub 
System of Washing- Intensely interesting 


when peace comes. Back of 
+s a complete WAR-TIME DEALER 
HELP PROGRAM. We invite you 
to -get the facts on the Dexter Plan. 


to every housewife. 


OMPLETE WAR-TIME 


AC 
DEALER H ELP PROGRAM 
THE DEXT ER co. Folders, stickers, novelties that keep repair business flowing your 


. This i h f D P » = h 
FAIRFIELD ° IOWA is a ae ‘2 
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Service is his 





Sixth Sense 


HE’S YOUR REPUBLIC UPSON JOBBER 


Service is as much a part of him as his five senses. 
He lives and breathes it every day— because service 
has been his life’s work. 


When you tell him about your bolt and nut problems, 
he instinctively goes into action. It’s just second na- 
ture for him to tackle those worries when he hears 
them. And he’ll use all his resources to help you. 


While the war has reduced his bolt and nut stocks, 
it hasn’t fazed his willingness or his desire to serve 
—nor his ability to help you, even now, in many ways. 


He can still supply most of the fast sellers. He often 


—— REPUBLIC 


finds other sizes and grades that will do in an emer- 
gency. If they’re not in stock, he won’t give up try- 
ing to get them until he has exhausted all angles of 
approach. He'll give you ideas to prevent stock 
depreciations, to conserve working capital, to make 
limited stocks do a better job of holding customer 
good-will. 

A man like that can be worth a lot to you these 
days. So, use him. Call your Republic Upson Jobber 
often. Republic Steel Corporation, 
Bolt and Nut Division: Cleveland, 
Ohio and Gadsden, Alabama. 





Cpson Quality BOLTS AND NUTS 


Other products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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EXTRA 
T PROFITS 


Here’s a package of extra 
paint profits, all wrapped 
up for you, Mr. Paint 
Dealer. And to get it— 
simply do this. Become 
the BPS exclusive fran- 
chise dealer in your 
territory. Control for 
yourself the outstanding 
ROUTE TO PROFITS profit-idea in the paint 
II industry today. 


This proved plan is skillfully engineered to , 


bring prospects into your store—to move 
paint from your shelves—to give you more 
and better paint profits than you’ve ever had 
before. It works like this: 


1) It creates the desire to paint. 

2) It aids in color selection. 

© It produces store traffic... more sales 
. ++ More profits. 


For complete details of this unique BPS Sales 
Promotion Plan, and how you can become 
an exclusive franchise holder, write The 
Patterson-Sargent Company, at once. 
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Country Gentleman, Outdoor 
Life, Sports Afield, Outdoors, 


Rod 
and 


Sportsman, Field and Stream, 
Hunting and Fishing, and other 
publications. 


Look for BIG 
"ADVERTISEMENTS IN. 


Life, Saturday Evening Post, 


and Gun in Canada, Hunting 
Fishing in Canada, Alaska 


10000000 Fx 


-to Build Prestige and Reputation for You, as a WINCHESTER Dealer 


This is a time to peer ahead ... to make plans 
for the future without self-deception or wishful 
thinking. 


This dramatic newsy story in brilliant four 
colors, is designed to do just that. Note that each 
advertisement focusing the realities of today— 
with the probabilities of tomorrow—is designed 
to help sell your present stock of Winchester 
products, and increase consumer insistence on 
getting Winchester quality when peace returns. 


Beg | ee then, 
ame, eg and heme gO tome 


tes , 





Lf, TER 


vf 
fi " $i 
*SHLien, ee 
Ano 


8 ‘ 966% 
tas 
"Liew, Barry 
Ries 


In the next 60 days these pages will be in the 
hands of millions of your present and future 
customers. Capitalize to the fullest upon this 
tremendous impact on these customers. Display 
the magazines, opened up at the Winchester 
advertisement, in your window or store. 
Winchester Repeating Arms Company, New 
Haven, Conn., U. S. A., Division of Western 
Cartridge Company. 


WINCHESTER 


‘‘On Guard.for America Since*1866%’ 


OCTOBER 29, 1942 


COPR., 1942, WINCHESTER REPEATING ARMS ¢ 


>., DIV. OF WESTERN CARTRIDGE CO. 











































It takes extra plugg1 


If 


WHEN THE GOING IS TOUGH 


F ever your business needed a 
sustained drive to build and 
maintain good will it’s right now. 
For, due to shortages, you probably 
have to disappoint many a customer 
who comes in to buy. It takes special 
effort to hold his business for the 
future — and to keep him from 
thinking you’re not interested in his 
problems. 

For example—what can you say 
to fence customers these days? Per- 
haps, like most dealers, you have 
little or no fence in stock. But 
farmers still ask for it. When this 
happens, be sire to remind your cus- 
tomers that the steel for the fence 
they want has been used to make 
tanks, jeeps, ships and other weap- 
ons of war. Make a memo of their 


needs and let them know as soon as 
you get some fence in stock. In the 
meantime, suggest ways of getting 
longer life out of the fence they now 
have. 

You won’t have to stand alone in 
this effort. Our advertising will help 
you do the job. It is giving farmers 
practical tips on fence repair—tell- 
ing them how to make their present 
fence last longer. 

By helping 
farmers in_ this 
way, you build 
good will for the Ma poten 
time when you y; WAR 
can fill the huge, SAVINGS 

/ BONDS 
pent-up demand |¢; AND 
created by to- STAMPS 
day’s shortages. 





INVEST FOR VICTORY 


BUY 








AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 
San Francisco 


TENNESSEE COAL, IRON & RAILROAD COMPANY 
Birmingham 


United States Steel Export Company, New York 
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“a AMERICAN FENCE 


Theres more in use than any other brand 

















When you come 
rings the cash register more 


f and louder because first of all the Jine is complete 
and want the same —a size and type for practically every chain job 












high quality found in and all the fittings that go with them. 


ew drivers and Equally important is customer acceptance. For its 





scr 
made by safety, strength and dependable performance in 
s / 






isel 
chise service, ‘““Inswell’’ Electric Weld Chain is classed 


UNION... unique ; as “tops.” 
te- 













design, best me 





Too, CM’s years of chain making for industry, 
rials and finest farm and home carries the added assurance to 






. then dealers and jobbers alike that here is a manufac- 





workmanship - - 
, turer and a line of chain that can be depended 


— for this upon for cooperation in building and maintain- © 
; ing a more satisfactory chain volume. : 


CALL YOUR JOBBER 


He has the CM catalogs and will help you 
select a fast moving, profitable stock of 
CM “Inswell” Electric Weld Chain. 





Sy on“ MBUS-MSKINNON [i 
CORPORATION 








| Ladi a ‘i 4 Lead Ld \. > 
| 54 (Affiliated with Chisholm-Moore Hoist Corporation) Pp 
TO R R | N Ye T Oo N. Cc O NN 172 FREMONT AVE. TONAWANDA, WN. Y. 
NEW YORK OFFICE ISI CHAMGERS STREET Branch Offices: NEW YORK « CHICAGO + CLEVELAND tp 
qa 
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That’s the : 
EXTRA VALUE | 


and Extra Service | 
Vi | You Get When 


i 
iG 
i 
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intain- 








The above blade is 
shown in our popular 
Plain Back Pattern 


which for genera j Made by INGERSOLL STEEL & DISC DIVISION 
BORG-WARNER CORPORATION, NEW CASTLE, IND. 
e | | | a r ©] U n re | U Ss e Cc © | n Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


not be surpassed. 





‘A Boig-Warrner Product” 
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The kid next door 


We never noticed him much, one way or the other. 
He was just another kid with a crew haircut who 
was crazy about swing music and jitterbugging and 
who drove the family car much too fast. When the 
kid’s father announced with pride that his son had 
soloed in one of those buzzing little yellow air- 
planes, we nodded politely and promptly forgot the 
whole thing. And after that, when we didn’t see the 
kid around anymore, we forgot him too. 

Last night we went to the movies. The newsreel 
was about half over when it happened. Suddenly 
there on the screen, crew haircut and all, was 
the kid. 

He was standing on the deck of an aircraft car- 
rier, fingering a flying helmet and obviously 
scared stiff. For a second we didn’t get it. Somebody 
must have made a mistake: 

And then the voice of an unseen interviewer said: 

“Tell us how it felt when you started down 
through the Japanese anti-aircraft off Midway.” 

Up front somebody yelled excitedly: ‘Looky! 
It’s Harry!” And then suddenly all over the 
theatre the people began to stamp and hoot and 
whistle. We never heard what the kid said. We 
couldn’t have, in all that racket, and besides, we 


were too busy cursing ourselves for a sentimental 
fool because the screen had somehow gotten blurry 
and we realized that those hoarse noises that filled 
our ears were coming from our own throat. 

Nobody needs to tell us anymore what Americans 
are fighting for, because we know. We’re fighting 
for the kid next door, for swing music and idiotic 
dance steps, for corn flakes in the morning and 
Amos ’n’ Andy at night, for Kansas wheatfields and 
Coney Island and Washington’s monument—for 
the thousands of big important things and crazy 
little inconsequential things which, when you add 
them up, are America. 

Bethlehem Steel Company and Bethlehem dis- 
tributors have a vital role in this war, and are 
playing it with every bit of skill and energy they’ve 
got. The armed forces need steel for jeeps, tanks, 
planes, shells, bombs, motors, guns and ships on 
the battle front. Essential industries back home 
need steel for the multitude of behind-the-lines 
uses which keep the home front in fighting trim. 
Every day, we’re striving to produce more steel, 
better steel, faster. The boys on the battlefields 
aren’t just soldiers—they’re neighbor Americans, 
they’re us. And we don’t propose to let them down. 




















HERE’S SOMETHING TO 
SELL AND THE PLACE 
TO SELL IT 








Industries’ Priority Ratings 
Permit the Purchase of 
WARREN TOOLS 


Hardware merchants need high pri- 
ority business to obtain merchandise 
and make sales. Many hardware 
men are therefore calling regularly 
upon industrial plants. From these 
companies they obtain bigger orders 
than ever before, accompanied by 
high priority ratings which permit 
delivery. It’s profitable selling. 
You'll find it worth-while to offer 
your personally supervised services. 
Solicit orders for Warren Heavy 
Hand Tools which last longer and 
thereby conserve vital materials. 
Pass the priorities along to your 
jobber, who will send them to 
Warren Tool Corporation, which in 
turn uses your priorities to obtain 
steel. Yes, tools are available for in- 
dustrial promotion of the war. 


WARREN TOOL CORP 


W A £8 & | 















WE SANDED 
OUR FLOORS 


Saued 














yw 
ELEK-TRO-CUT RUFF-STUFF 


FLOOR SANDING PAPER 
and a Rental Floor Sanding Machine 


“Our local dealer sold us on doing our floors ourselves. 
He gave us complete directions on how to use a floor 
sanding machine, and the rental rates were reasonable. 
Then he chose the correct Ruff-Stuff Floor Sanding Paper 
for us. We sanded our floors quickly and easily, leaving 
a perfectly smooth finish.” 


If you have a floor sanding rental machine, your cus- 
tomers = appreciate the superior qualities of Ruf Stuff 
Floor Sinden Paper, and you can build a nice 
business. Also, your rental floor sanding machines 
will bring in more steady returns from these satis- 
fied customers. Every sheet of Elek-Tro-Cut Ruff- 
Stuff Floor Sanding Paper you sell means a sub- 
stantial profit for you. Elek-Tro-Cut Ruff-Stuff Fioor 
Sanding Paper is available in a complete line of 
sizes and shapes to fit every make of rental floor 
sanding machine. 









On your next ‘Cut Sheet’ order, specify 
Elek-Tro-Cut Ruff-Stuff Floor Sanding Paper. 
Your floor sanding service will be recommended 
by satisfied customers—your profits increased. 








MINNESOTA MINING & MFG. CO. 


SAINT PAUL, MINNESOTA 


MERS OF 3-M PRODUCTS 3-M Abrasive Paper and Cloth 
fe Products—“’Scotch’’ Tapes—3-M 
Elastic Cements —3-M Wax and Sealer—3-M Lapping and 
Grinding Compound — 3-M Cutting and Finishing Compound — 
3-M Roofing Granules. 
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EXTRA LARGE 
ANVIL FACE 


COLLAR 


OCTOBER 29, 1942 


SQUARE 
SHANK 


STEEL 
CUT-OFF 
TOOL 


SUPPORTED 
ANVIL BACK 
AND HORN 


THE COLUMBIAN VISE & MFG. CO. 


9017 BESSEMER AVE. CLEVELAND, OHIO 


THE WORLD'S LARGEST MAKERS OF VISES 


* * * * * * * * 
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These Champions 


* are waiting to serve you 


Two Popular Champions 


The No. 52-J Steel Turn -But- 
ton for cellar windows, storm 





sash, screens and many other | 
places, and the No. 349 No. 349 Wrought Barrel Bolt K 7 
Wrought Barrel Bolt are popular items that your ei 


customers will be looking for. Stock Champions to- 
day and remember that your answer to Critical 


List items is CHAMPION. 





HERES 


i ae 
Gaye \ 7. Wa 


Write for your copy of CHAMPION SELLING fea- Ae 
turing hardware in war service. * 





THE CHAMPION HARDWARE COMPANY 


GENEVA, OHIO 51 Murray Street, NEW YORK, N. Y. 

















the Choice of Craftemen’ 


In time of war, the skilled craftsman must produce more, but he 
needs the right tools. Ohlen-Bishop saws, designed and made by 
masters in the saw-crafting trade for almost a century, are doing 
their part in the battle of production. Your recommendation of an 
Ohlen-Bishop saw affirms the judgment of thousands ‘of workmen who 


know quality tools. Stock up now for the requirements of our “ “ 
VICTORY workmen. ZEPHYR “44 





Our newest model, streamlined—a 
modern tool that retains the qual- 
ity of Ohlen-Bishop saws, plus extra 
eye catching smartness. Full taper- 
ground, sharp, bevel-filed teeth. 26- 
inch retails at only $3.50. A fast 
seller. 
















NEW CATALOG 
NOW READY 


Contains the complete OHLEN- 
BISHOP line of high-grade car- 
penter, farm and mill saws and 
tools, fully illustrated and cata- 
loged for convenient ordering. 
WRITE if you haven't received 
your copy Address all cor- 
respondence to OHLEN-BISHOP 
CO., Columbus, Ohio. 








BUTCHER “65” 
Favorite of the butcher trade. 
High-quality steel frame and blade, 
brightly polished. Hardwood han- 
dle, apple finish, laquered. Furnished 
a: 5 0 EF ao cs Ng: in 16, 18, 20, 22 and 24 inch sizes. 

i = air teas ai Other models to meet every re- 
quirement. Cash in on this profit- 
able trade line. 


COLUMBUS, OHIO LAWRENCEBURG, INDIANA 
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a STURDY TOOL FOR 
TOUGH JOBS 


ee L 4 


Here’s a picture of a customer of yours—up on 



















a stick—keeping power and communication 
lines open—helping our war effort along. 
There’s no time to wait for skies to clear or 
the mercury to rise. His job is keeping juice 
flowing—and it’s a tough one. 

This explains why he’s such a “crank” on 
the tools he buys. It takes the best to stand up 
under this kind of service. And he knows the 


bestin pliersis Kleins—has been “since 1857.” 





Your copy of the Klein Pocket 
Tool Guide will be sent on request 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: International 
Standard Electric Corp., New York 


Sse Since 1857... 


& Sons 


3200 eee M ON T a FEN Ga C £4: Ao UU 
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ALLIGATOR 


STEEL BELT LACING 





FOUR SIZES IN 
ECONOMY ODis- 
PLAY UNIT. For 
quick over-the- 
counter sales 
use this Econ- 
omy Display 
Unit, containing 
3 packages 15E 


FOR KEEPING | THIS ECONOMY PACKAGE is a 
UP YOUR STOCK | particularly attractive merchan- 
these Economy dising item. It avoids the neces- 
Packages are | sity of breaking a standard box 
packed 10 of a of lacing. Contains one set of 
single size in lacing complete with gauge and 
corrugated ship. hinge pins for a 12” belt and the 
ping carton lacing can be broken to length 
shown above. for the narrower belts. 























Lacing List Weight Belt 2 of 20E, 3 of 25F 
No. Per carton Percarton | Thickness and 2 of 27E. 
15E $4.75 3.1 lbs. "to So” 
20E $.00 4.1 lbs. Bho" to Ya" aslngg a 
i) ‘ 4.9 lbs. %e"’ to ho” -! b | 
27E 6.65 5.8 lbs. A" to %o" Unit, List....$5.60 

Yo" to Hea” 
35E 8.50 8.4 lbs. io" to Vig ORDER FROM 
All prices subject to discount YOUR JOBBER 





FLEXIBLE STEEL LACING COMPANY | 
4616 Lexington Street, Chicago, Ilinois 


“Get in the Scrap” 
Save it in 





Uncle Sam has vital | 
need for your waste | 
and scrap—keep your | 
WITT CANS handy | 
for this important | 
salvage. | 
WITT CANS are in the | 


ee 


service’ now and 


can’t be replaced under 





present conditions, so | 
—take extra good care | 
of them. 


CORNICE Co. 


CINCINNATI, OHIO_ 





The WITT 


WINCHELL AVE. 












EP ec 





\ FARRELL-CHEEK 


FIRE-FIKER 





FURNACE TOOLS TO MEET ALL 
REQUIREMENTS | 


Ask your jobber or write direct 
for catalog. 




















FARRELL-CHEEK STEEL CO. “onic” 


Back Up Wrenches 


a, = 
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FOR DEFENSE 


Spring Hinges of Quality 


We are proud that 
Chicago Spring Hinges 
have been specified for 
many of the country's 
greatest defense plants. A 


Orders for defense 
needs must be filled in 
= em the order of their im- 
Type BUT2001_ _— portance. Help us to 
serve you by showing all necessary priority 
and end use information on your orders. 





FOR VICTORY 


Buy U. S. War Bonds and Stamps 


Chicago Spring Hinge Compang, 


CHICAGO NEW YORK 
U.S.A. 
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@ The trade-mark “THERMOS” on the materials, we shall continue to supply 


bottom of a vacuum bottle tells the story Thermos brand vacuum bottles—in the 


of quality and dependability. 

In times like these, your customers turn facilities can produce. 
to familiar names and known brands. In 
vacuum ware that name is “Thermos.” 
Your customers know the Thermos name, 
they see it in national advertising appearing 
regularly in “Time” and “The Saturday 
Evening Post.” TAADE-MARK REG. U. 8. PAR. OFF. 


Subject to restrictions of war-needed 








C 
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THERMOS BOTTLE COMPANY, NORWICH, CONN 


a 





THE AMERICAN 
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Shou them the trade-mark 


THERMDs 


on the bottom of the bottle 


ted, Lon 


finest form possible, and as many as plant 


fe Folia) 























To Help in the Arming 
of America is the 
Proudest Assignment 


in our History. 


When the job is finished and 
victory is ours, we will offer 
for your approval a new and 
finer line of Hardware, Tools 


and Toys. 


ARCADE MFG. CO., 1201 SHAWNEE ST., FREEPORT, ILL. 


AKCADE 


HARDWARE & TOOLS 






















amount. 


ARE YOU GETTING YOUR SHARE? 


That's BIG BUSINESS in any man’s 
language! And highly profitable busi- 
ness, too, for those dealers who own 
and rent the CLARKE DREAD. 
NAUGHT 8 Sander—the high produc- 
tion, easy to handle sander that’s built 
to stand the severe use of public ser- 
vice. It requires 
little or no at- 
tention; is prac- 
tically trouble- 
free; always 
gives complete 
satisfaction. 


Get your share 
of this highly 
attractive busi- 
ness. Write 
NOW for com- 
plete details of 
the CLARKE 
Rental Plan and 
details of the 
Greatest profit 
Producing ma - 
chine on the 
market. 


CLARKE SANDING MACHINE CO. 





DEPT.HA24¢2,MUSKEGON, MICH. 


60 


it's estimated that allied 
sales of sandpaper, finishing ma- 
terial, etc., are double that 


$5,000,000 Annually 





DREAD- 
NAUGHT 8 
SANDER 

and 
.e. SPEED 
EDGER 


an _ inexpensive, 


| profitable combi- 
nation. Investi- 
gate. 








Maly 
Busy as Beavers [iRwaay 
Gut Little to Sell 


Nowadays, we often feel a great deal like 
the fond father forced by circumstances to 
spank his favorite son . . . It hurts us more 
than it does you when we have to say: 
“Sorry, but we can’t ship your order now 
—and don’t know when we can.” That's 
because we're producing now for Uncle 
Sam — turning out those things needed for 
the Army, Navy, Marine Corps and Coast 
Guard. Doing our bit to hit the Axis where 
it hurts the most . . to speed the day when 
we can again center our efforts on those 
things you and countless other friends have 
been buying from us with confidence for 


more than forty years. 











MFRS. OF DELUXE HOUSEHOLD METALWARE 





PURITAN 404 Za 


i PURITAN CORDAGE MILLS, Inc. LOUISVILLE, KY. 
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MARINES ADOPT NEW WEAPON 
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weapon by the Marine Corps. yards, and is Suitable fo 
In recent months severa] thousand of these troops 








Other special assault units. Their Satisfactory The Reising Submachine 
Performance led to the current Program of 45 Calibre ammunition, Ww; 
adjustment, it fires at the rate of 400-450 
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Two models of the Reising gun are used by rounds Per minute. It is also capable of semi- 

Marines. One has the conventional solid Stock, automatic Operation — one shot at a time, 

i With automatic reload. Leaving the muzzle at 

appearance. The Other has a folding Steel- a rate of over 300 yards per Second, the snub- 

frame stock and pistol TIP, giving the weapon nosed 45 bullet will Penetrate six inches of 
unusual compactness and a Weight of Only white Pine at 20 yards, 

614 pounds The gun is of simple Construction, having 


The latter model, designed for use by para- Only three MOving parts. Loaded Magazines 
chute troops, was developed by the inventor may be inserted swiftly and the weapon does 
and Manufacturer * at the Suggestion of Ma- not “buck’’ as much as similar guns when long 
rine Corps weapon experts. Its size enables bursts are fired. It is air-cooled and reloading 


is accomplished by a delayed blow-back. 
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*Exclusive Manufacturer: HARRINGTON & RICHARDSON ARMS co. 
WORCESTER, MASSACHUSETTS 















cial Photo 

<2 ae Corps 
Firing Model ian 
Harrington & Rich- 
ardson Reising Sub- 
machine Gun 





The sheer high quality, the 
Superior design, the Precision 
of H&R guns now built to 
rigid U. S. Specifications, the 
months of normal experience 
we're Packing into each week 
of all-out war production esa 
all these wil] inevitably be 
Teflected in the fine H&R 
Sporting arms of the future, 


first-hand respect for the 
\. grand old H&R name, 


/ 


HARRINGTON & RICHARDSON 
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Saves time—saves materials—saves files 


$ THis is a war in which 
- “F speed and conservation 
count heavily. They apply 


in many ways in the use of tools. With 
machine and repair shops, garages, 
smithies, farmers, master carpenters 
and plumbers having to get along 
with more and more “green” or partly 
trained workers, the hardware man can 
render a valuable service while selling 
files for use on the home fronts. 

A few suggestions on the right way 
to use a file —a little advice on the 


care of files—some help now and then 
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on selecting The right file for the job. 
These mean a lot in the long run. They 
improve the worker’s efficiency, save 
his time, increase his production, con- 
serve valuable materials, reduce wast- 
age and spoilage and make files them- 
selves last longer (thus saving file 
steels too). 

Nicholson has considerable litera- 
ture which can add to the hardware 
man’s fund of information on files and 
filing: Folders on saw filing; bulletins 
on special files for special purposes 
and materials; and this booklet . . . 


28-page illustrated booklet, 
“A FILE FOR EVERY PURPOSE” 


Supported by Nicholson’s 76 years’ expe- 
rience in research and manufacture. Every 
hardware man should have it. Write us 
(free)—or get it through your jobber. 
Your jobber can help you in making 
up practical assortments of files for 
the community you serve. Your good 
judgment will tell you to handle the 
world’s best known quality files — 
Nicholson or Black Diamond. Twelve 
perfect files in every dozen. 


NICHOLSON FILE CO., PROVIDENCE, R. 1, U. S. A. 


(Also Canadian Plent, Port Hope, Ont.) 
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Want to Trade Places, Gentlemen? 


{f you had devoted a lifetime to making chain and building 
a loyal distributing organization — 

And a war led the government to requisition virtually 
your entire chain output— 

Which left mighty little chain for your old friends, the 
wholesalers and retailers 

Which in turn caused them inconvenience and some 
loss of business— 


What would you do? 
* 


* 


We think you'd do exactly what we’re doing. You'd try to 
allocate what chain you could still make for wholesalers 
and retailers on a fair and equitable basis. 

Then you’d drive ahead, day and night, filling govern- 
ment orders. ; 

You’d not worry too much about the consequences 
because— 

First—you did the right thing as you saw it. 

SECOND—your customers would understand the situation. 


“ 


] HIS explanation does not fill a single civilian chain order. But we hope it clears the atmos- 
phere a little. As soon as our government needs slow down you'll get chain. In the meantime, 


if we can help by suggesting how the chain you have on hand can be used instead of chain 


that’s out of stock, call on us. Our thanks for your ability to see that we, too, have problems. 


P. & — Remember—too, that you can sell chain to industries that have a suitable preference rating. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Franc:szo 


AMERICAN CHAIN & CABLE COMPANY, Inc. 








BRIDGEPORT - CONNECTICUT 





ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Chicago War-Time 
Convention:— 


The Chicago convention of 
hardware wholesalers and 
manufacturers was the second 
largest, from the attendance 
standpoint, in the history of 
our industry. The only gath- 
ering that was larger was the 
1937 meeting which was also 
held in Chicago. The year 
1937 was a big business and a 
big profit year which was un- 
doubtedly a contributory fac- 
tor in making that convention 
se large. This year’s Chicago 
convention was large because 
we are at war and because the 
program had _ been strictly 
streamlined to help producers 
and distributors do a_ better 
job of helping to win the war, 
yet survive for the post-war 
period. Practically all speak- 
ers came from Washington, 
either from OPA or WPB, and 
those who were not in govern- 
ment service were assigned 
topics closely related to the 
war effort and its effect on the 
hardware business. No hard- 
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ware convention in years has 
enjoyed such thoughtful, atten- 
tive audiences. Each session 
was truly crowded to the ca- 
pacity of the meeting rooms. 
Hotel employees were con- 
stantly bringing in extra chairs. 
Most speakers brought really 
informative messages and, 
while only two or three seemed 
openly willing to answer all 
questions, the net result of at- 
tending this convention was 
definitely a better, or at least 
a more sympathetic, under- 
standing of the huge problem 
faced by government in con- 
ducting the all out war effort. 
It was a tremendous reporting 
job for the staff of HanpwarE 
Ace. Almost everything that 
was said was worth publishing 
and so it is physically impos- 
sible to carry the complete 
story in this one issue and 
really do an adequate inform- 
ative job. As a result, a part 
of the story must be told in 
our next issue to be dated Nov. 
12, 1942. We are endeavor- 
ing to bring our readers the 
most complete report believing 
that all of this first hand data, 


direct from former business 
men, now government officials, 
should be made available in 
detail in order to be properly 
understood and truly useful to 
our industry. So what you do 
not find in this issue (and you 
will readily agree it is itself a 
very broad coverage) you will 
find in your next issue. You 
are urged to give this entire 
convention report story in both 
issues your most earnest atten- 
tion. , 


Post War 
Surplus Goods:— 


When the last war ended, 
huge quantities of all kinds of 
merchandise were dumped on 
the domestic market at ridicu- 
lously low prices. Wherever 
such goods were available the 
immediate local market was 
partially demoralized until the 
surplus stocks were liquidated. 
In some lines, and in some 
sections, this process was slow. 
It literally took a couple of 
vears for local recovery. We 
face the same possibility at 
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the close of this war. Stagger- 
ing amounts of merchandise 
have been purchased and 
equally unbelievable quanti- 
ties are on order. Not all of 
this material can be used up 
and so there will undoubtedly 
be another post-war surplus of 
government bought goods. If 
we go through the same expe- 
rience this time, as we did be- 
fore, we will suffer a post-war 
economic strain, that might be 
avoided by some advance 
planning. It is too much to ex- 
pect that in an all-out war ef- 
fort restrictions can be made 
to work on public purchasing. 
No human mind can begin to 
grasp the amount of the cur- 
rent need for merchandise and 
so all available goods are 
bought and more are ordered. 
But we should think now about 
the disposition of the thou- 
sands of tons of goods that will 
be useless to our government 
when the peace does come. 


Worth While 
Suggestion: — 


A splendid suggestion for 
the disposal of post-war sur- 
plus goods comes from C, L. 
Gairoard, sales manager, J. 
Wiss Sons Co. of Newark, 
N. J., in a recent bulletin he 
has sent to his salesmen. With 
Mr. Gairoard’s permission, I 
quote from this message, in 
part, as follows: 

“After the last war a 
great deal of the surplus 
material in the hands of the 
United States Government 
found its way into the hands 
of certain individuals at 
prices that were ridicu- 
lously low. 

“Tnasmuch as we are go- 
ing to spend 10 times as 
much as we did during the 
last war, and perhaps 20 
times as much, it is possible 
that when the war ends, the 
amount of surplus stock— 
especially in tools in the 


hands of the United States 
Government, is going to be 
terrific. 

“If it were possible to 
have this surplus handled 
material for export only, by 
some corporation, with Gov- 
ernment supervision, two 
things would be accom- 
plished. First, these goods 
would not be a drug on the 
market and hurt manufac- 
turers as well as their em- 
ployees. Secondly, while 
they would have to be sold 
at only a fraction of their 
cost in foreign lands, the 
United States would get 
some marvelous adver- 
tising. 

“Take, for instance, 
China, after the war will 
undoubtedly make air- 
planes, tractors, cars, and 
if their workmen were to 
get used to using American- 
made goods, it certainly 
would be to our great ad- 
vantage. The only nation 
that might suffer by this 
would be Germany, but who 
would care. 

“In a movement of this 
kind the manufacturers 
would certainly get all the 
backing necessary from the 
labor unions. 

“While I do not believe 
that this war will be over 
until around 1945, it takes 
a long while to form public 
opinion, and the longer 
time one works at it the 
greater the chance for suc- 
cess. 

“A proposition of this 
kind should be of great in- 
terest not only to the manu- 
facturers, but to the jobbers 
and retailers of hardware 


in the United States.” 
* 


* 


Source for 
Scrap Metal:— 


From one of our readers, 
the Penny Profit Store of 
Norwich, Conn., comes a de- 
cidedly substantial suggestion 
for hardware dealers to aid in 
the search for scrap metal. 
Every hardware dealer has 
dozens of metal display 
stands, racks and wall signs— 
not all of which are still in 


use or serving any other 


worth while purpose. These 
should be gathered up and 
promptly turned over to local 
scrap collectors because every 
possible ounce of scrap metal 
is vitally needed to help win 
the war. 


Post War 
Competition: — 


A relatively new and de- 
cidedly formidable chain 
store type of competitor threat- 
ens to become one of the out- 
standing problems faced by 
independent retail hardware 
merchants when the war is 
over. This is the super-service 
station set-up of Firestone, 
Goodrich and other large tire 
producers. These overgrown 
gas service stations feature 
radios, cooking utensils, gar- 
den tools, bicycles, tools, 
paints and an ever-increasing 
line of goods normally sold 
through hardware channels. 
Well located in “Main Street” 
sections, open seven days a 
week and long hours every 
day, these stations have con- 
siderable constant traffic and 
use every possible display de- 
vice to bring such merchan- 
dise to the attention of the 


passersby. 
* 


“The Steel Industry and the War Effort” 


An address by Clifford F. Hood, president, American Steel & Wire 
Co., Cleveland, Ohio, will be published in the Nov. 12, 1942, issue of 
HARDWARE AGE—your next issue. 
cago convention was a high spot in the splendid program. Available 
space in this issue did not permit an adequate treatment of this paper. 
Other important convention messages will also be found in the next 


issue. Watch for itl 


Mr. Hood’s message to the Chi- 
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by Civilians 


That’s why the War Department is eager to 
recognize merit on the Production Front as 
well as in the Field. E flags and E pins are 
symbols to live up to. 

There’s a war to be won before we can 
talk about business as usual. 

When we produce materiel for the War 
Department; when yox sell a padlock, a night 
latch, or any other security hardware for a war 
service—we're both helping to bring V-Day 
that much closer. All other considerations must 
properly be placed in a secondary position. 

So... let’s work together. We'll gladly 
help you—all we can—to help win this war! 


pendent Lock Company-Lockwood Hardware Mfg. 
Co., at Fitchburg, Mass., on September 14, 1942. 
Left to right: Leroy Whittemore, Mildred La Roache, 
Stanley J. Richter, Douglas Kaddy, Helen Sidlaskas. 
Captain C. J. Wheeler, U.S.N. 


ax Presentation of Army-Navy E Pins to the 
Pw_—srepresentative group of employees of Inde- 
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(Chicago Association of Commerce Photo) 


Buckingham Fountain in the center of Grant Park, Chicago 


I HE joint war-time 


convention of the American 
Hardware Manufacturers Asso- 
ciation and the National Whole- 
sale Hardware Association had 
an attendance of about 1600. It 
was the largest since the 1937 
joint meeting, also held in Chi- 
cago. The convention was 
held in Chicago, Ill., Oct. 18 to 
21, 1942, and was the 48th an- 
nual gathering of the National 
Wholesale Hardware Associa- 
tion and the 85th semi-annual 
meeting of the American Hard- 
ware Manufacturers Associa- 
tion. Sixty-seven per cent of 
the firms having membership in 
N.W.H.A. were represented at 
the convention and there were 
154 more individuals from 
wholesale houses than there were 
at the convention having the 
largest previous attendance of 
wholesalers. 

At the ffinal§ session of 
N.W.H.A. F. F. Thomson, The 
@ homson-Diggs Co., Sacramento, 
Calif., succeeded Glenn E. Jen- 
nings, Wright & Wilhelmy Co., 
Omaha, Neb., as_ president. 
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Henry J. Allison, Glasgow-Alli- 
son Co., Charlotte, N. C.; Ed- 
ward F. Pritzlaff, John Pritzlaff 
Hardware Co., Milwaukee, Wis., 
and Eugene Foley, Bayonne 
Steel Products Co., Newark, 
N. J., were elected vice-presi- 
dents. Mr. Foley is also the 
new president of, the National 
Association of Sheet Metal 
Distributors. S. T. Olin, West- 
ern Cartridge Co., East Alton, 
Ill., succeeded Richard Harte, 
Ames Baldwin Wyoming Co., 
Parkersburg, W. Va., as presi- 
dent of A.H.M.A. J. S. Tomajan, 
The Washburn Co., Worcester, 
Mass., continues as vice presi- 
dent of the Manufacturers asso- 
ciation, new vice presidents be- 
ing R. S. Rauch, North Bros. 
Mfg. Co., Philadelphia, Pa., and 
H. P. Ladds, National Screw & 
Mfg. Co., Cleveland, Ohio. Other 
officers and members of the 
executive committees and ad- 
visory boards of the associations 
are listed in detail elsewhere in 
this issue. 

Because the convention was 
given over entirely to serious 


The Story of the Chicago 


discussion of priorities, alloca- 
tions, shortages, etc., there was 
no formal entertainment pro- 
gram. This helped make it a 
truly streamlined gathering so 
that maximum attention could 
be given to war problems fac- 
ing the country in general and 
hardware and allied line indus- 
tries in particular. 


Resolutions 


At their final session the 
wholesalers expressed apprecia- 
tion to A. J. Kwitek, for his 
work and efforts as Chief of the 
Hardware and Mill Supply 
Unit, O.P.A., and went on record 
as offering complete assistance 
and cooperation at all times. 
Another resolution urged “upon 
the officers and executive com- 
mittee that arrangements’ be 
made for a similar convention 
in 1943, at such time and place 
as in their judgment is suit- 
able.” 

The wholesalers passed a 
special resolution expressing 
their sincere appreciation for 
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the splendid work at WPB that 
has been done by Linford C. 
White and Lewis Herndon, both 
of whom appeared on the Chi- 
cago program. 

On Monday morning a joint 
session of the wholesalers and 
manufacturers heard talks on 
Priorities, Limitation Order 
L-63 and the General Maximum 
Price Regulation. Monday after- 
noon the wholesalers and the 
National Association of Sheet 
Metal Distributors had a joint 
meeting. That evening Richard 
Harte delivered his address as 
president of the Manufacturers 
before a joint gathering of the 
latter group and the Whole- 
salers’ association. He urged 
“less politics and more straight- 
forwardness in wartime govern- 
ment,” and a broader conception 
and interpretation, in the na- 
tional capital, of the word 
“labor.” He also said we must 


work harder and longer and 
“with better discipline than we 
have worked before.” 

Glenn E. Jennings, as presi- 
dent of the Wholesalers said, in 
part, at the Tuesday morning 
jobbers’ session that, “The hard- 
ware industry has a very real 
responsibility as I see it. We 
are not receiving from our 
sources of supply sufficient quan- 
tities of our regular merchan- 
dise to satisfy the increased 
demands made upon us by our 
customers. This has required 
that the wholesaler of hardware 
investigate substitutes which 
will ‘do’ for the duration and 
will satisfy essential civilian 
demands.” 

Practically all speakers em- 
phasized the fact that war 
needs of all kinds must come 
first, regardless of the effect on 
business. That trying times 
face us, but that the American 
people have never failed to solve 
difficult problems was another 
angle emphasized by several 
speakers. Standardization and 
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New A.H.M.A. President 





Ss. T. OLIN 
Western Cartridge Co. 
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War Time Convention 


the help of the industries af- 
fected, and for the greatest 
benefit of the country’s war 
effort. 

Industry advisory committees 
were referred to as having, in 
instances where there are such 
committees, the wholehearted 
cooperation of those industries. 
On the subject of “Concentration 
of Industry” those present were 
told that before any positive ac- 
tion may be taken members of 
the hardware industry or their 
representatives would be given 
ample opportunity to offer 
“criticism and suggestions.” 

In discussions on priorities 
speakers outlined the reasons 
for the need of such orders and 
the history of their formulation, 
application and other angles of 
their use. At most sessions 
there were numerous questions 
answered, some being prepared 
queries designed to clarify vari- 


ARGEST hardware convention since the 1937 
Chicago joint gathering of the American 
Hardware Manufacturers Association and the 
National Wholesale Hardware Association. The 
48th annual convention of the Wholesalers and 
the 85th semi-annual meeting of the Manufac- 
> turers, held jointly in Chicago, Ill., Oct. 18-21, 
1942. Attendance about 1600. S. T. Olin heads 
the A.H.M.A. and F. F. Thomson is president of 
N.W.H.A. Priorities, allocations and war prob- 
lems of the hardware business were dominant 
themes. Majority of speakers were government 
officials, including some who in civilian life have 
long been affiliated with the hardware industry. 


simplification were pointed out 
as being a need to effectively 
ease shortages in raw materials, 
productive capacity, man-power 
and transportation. 

Reasons were outlined as to 
why there “is not enough steel 
to go around.” Several speakers 
pointed out that while present 
priorities systems are not per- 
fect, they will be improved with 


ous points, while others were 
asked from the floor. 

As in previous years, a num- 
ber of wholesale hardware 
executives participated in dis- 
cussion programs. 

In the pages immediately fol- 
lowing are the major parts of 
the principal addresses and dis- 
cussions, together with other 
details of the convention. 




















AR must not bring an end to discussion. 

In the last decade almost every major 
move of Government has been a reflection of 
public opinion. Would have less politics and a 
broader conception of word “labor” in Washing- 
ton, D. C. Says only fighting will win war, in- 
cluding that on the home front of production. 


By RICHARD HARTE 


Ames Baldwin Wyoming Co. 
Retiring AHMA President 


HE day after Pearl 


Harbor was “Black Monday” in 
high circles in Washington. The 
air was charged with rumor, 
reports of calamity and bedtime 
stories from the Axis propa- 
ganda bureaus. Finally a safety 
valve let go—-General Marshall 
spoke quietly to a tense confer- 
ence — “Gentlemen,” he said, 
“this is only the usual fog of 
war.” I hope the story is true. 
War fog is a modest descrip- 
tion of the state of mind of 
most of us. Like seamen in thick 
weather, we’re strung up and a 
little touchy about almost every- 
thing including speeches, and 
we’re especially annoyed by 
the angle and tone of certain 
verbal blows struek in recent 
days. 

Charles Wilson, president, 
General Electric Co., some 
months ago remarked — “Per- 
haps it would be better not to 
speak at all, except through our 
works and our machines. So 
much is said about what we have 
done and what we have neg- 
lected. It is a remarkable thing, 
however, that men everywhere 
are still hungry for words. Par- 
ticularly on the very dark days 
which we have been passing 
through, does the sound of the 
human voice seem to act as a 
counter-irritant. From human 
contacts we get warmth, com- 
fort, new strength and at the 
very best, diversion.” At least I 
think that is the hope of all of 
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us at this convention. For a 
few minutes I trust you will ac- 
cept Mr. Wilson’s formula for 
counter-irritants. 

One promise, however, I make 
to you this evening: I will men- 
tion neither the words com- 
placency nor sacrifice. The first 
of those two old chestnuts— 
“complacency”—to me should be 
reserved only for those who 
helped contribute to our present 
situation; the second — “sacri- 
fice’—can be applied correctly 
only to our fighting military 
forces, those at the front doing 
the real job. 


War Time Worries 


Of course, besides the fog of 
war, we worry about the wounds 
and cuts our companies are daily 
receiving, and we wonder seri- 
ously about the permanency of 
our daily bread. To be sure it 
may continue to be bread, but 
the daily part seems soon des- 
tined to be lost soon in action. 
It is comforting, however, to ap- 
preciate that what past success 
our individual companies have 
had has come from the men and 
the teamwork of organization. 
Men alone make a business and 
after the war—though scared 
and bleeding—our companies 
will still have their manpower. 
Perhaps then we will use oak 


* * 


At Monday Evening 
Joint Session 
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leaves for money, but our oak 
leaves will be as good as the 
next fellow’s and the chances 
are our valuable mien will stick 
to the variety whose blooms in 
the past, though not prolific, 
have at least been fragrant. So 
let’s minimize during our Chi- 
cago visit our own small bur- 
dens. They are temporary. They 
really don’t count for much 
weight against the stake we’re 
fighting for. The only real 
worries we have are of final vic- 
tory and for our sons and our 
friends’ sons on the battle line. 

The public is becoming less 
and less affected by the opinions 
of political office holders. Gradu- 
ally it has turned to other 
sources for leadership, to the 
press, the radio and to those in- 
dividuals it believes are in- 
formed, unprejudiced and fear- 
less. 

Public thought is the touch- 
stone. Public opinion remains 
the guide. Certainly this has 
been the course we have wobbled 
along in recent years. While 
the bonfire was getting under 
way in Europe, public opinion 
or John Public, totally un- 
familiar with the facts, and 
having no possible way to learn 
them, craved peace—“No prepa- 
rations for war were necessary 
—we won’t go in this time— 
Let’s not even fortify the islands 
of the Pacific—that would offend 
Japan and might start some- 
thing.” Notwithstanding, the 
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Govern- 





prime obligation of 


‘ment is to foresee. It is fair to 


say that in the last decade al- 
most every major move of Gov- 
ernment has been a reflection of 
public opinion. That isn’t the 
kind of government our found- 
ing-fathers tried to create. They 
intended this country to be a re- 
public, where the statesmen led, 
not reflected. But over the 
years we have slowly changed to 
a democracy where, more and 
more, a cross-section of opinion 
determines the course of our 
country. 

I would like to give you a few 
examples of the influence of pub- 
lic opinion on questions familiar 
to all of us. When were the 
NYA and CCC finally put to 
sleep? Not until practically 
every columnist in the country 
had written one or more articles 
outlining their virtues in re- 
verse, and the long-suffering 
public finally agreed that those 
agencies in wartime were going 
a little too far, particularly 
when the boondoggling, dancing 
teachers were brought in, pub- 
lic opinion finally crystallized 
and Congress took action. 

The public, I believe, has a 
clear and rather definite con- 
cept of the strike situation, in 
spite of the effort made by po- 
litical leaders to minimize and 
fog the issue. It recognizes that 
strikes have been increasing 
each month since January and, 
although it may not know, they 
have multiplied eight times 
since the first of the year, the 
public is convinced that certain 


(Continued on page 130) 


1—Benjamin Lewis and Harry S. 
Hoag, both of Pennsylvania Woven 
Wire Co. 2—L. K. Simons, Alan 
Wood Steel Co. 3—Ed. Anderson 
and Roy W. Hartman, Knapp & 
Spencer Co. 4—P. W. Dillon and 
W. M. Dilon, both of Northwestern 
Steel & Wire Co. 5—Wilbur Hig- 
gins, Jr., Starline, Inc., and A. R. 
Meyers, General Hardware Co. 6— 
J. S. Wainwright, Mansfield Tire & 
Rubber Co. 7—T. Stran Jones, Na- 
tional Enameling & Stamping Co. 
8—Henry Nathan, H. W. Burgess 
and H. G. Klein, all of Burgess Steel 
Co. 9—L. C. Berkey, Jones & Laugh- 
lin Steel Co. 10—Adon H. Brownell 
and John J. Meyer, both of Lockwood 
Hardware Mfg. Co. 11—W. H. Nes- 
bit, W. C. Swickert and H. K. 
Bauer, all of Wheeling Corrugating 
Co. 12—W. W. Wood, III, Wood 
Shovel & Tool Co. 13—J. D. Bou- 
langer, J. Wiss & Sons Co.; Henry J. 
Allison, Glasgow-Allison Co., and 
C. A. Wuchter, J. Wiss & Sons Co. 
14—W. B. Wood, Wood Shovel & 
Tool Co. 


1942 























Hardware Industry 
Will Continue to Function 


HOLESALERS will make every neces- 
sary sacrifice to win the War, in the 
meantime, doing their best to serve essential 
civilian requirements through dealers, seeking 
substitutes where available and giving the best 
possible service to industrial customers doing 


war production. 


By GLENN E 


JENNINGS 


Wright & Wilhelmy Co., 
Omaha, Nebr. 
Retiring President of N.W.H.A 


| T is hardly necessary 
for me to mention the fact that 
we are meeting at a most critical 
time—a time of world crisis. 

Last year in Atlantic City 
most of our Convention sessions 
were devoted to the Defense Pro- 
gram which was under way at 
that time and few of us, if any, 
foresaw the tremendous metal 
shortages or the far-reaching 
problems with which we are now 
confronted. I believe we have 
witnessed more changes in busi- 
ness life than during any similar 
period in our history. 

In October of 1941, of course, 
we were not at war, but the rul- 
ings and regulations under the 
defense program were increas- 
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ing in number and broadening 
in scope. These, however, were 
indeed mild compared to the 
present requirements of the War 
Production Board, the Office of 
Price Administration, the Office 
of Defense Transportation, and 
others. 


New NWHA President 


F. F. THOMSON 
The Thomson-Diggs Co. 





George A. Fernley. Philadelphia, 


Pa., secretary-treasurer, National 
Wholesale Hardware Association, 
reported seven new members for 
the year, outlined the association's 
activities in keeping members in- 
formed on priority rules and regu- 
lations, and explained that the ac- 
tivities of the organization during 
the past twelve months have been of 
a decidedly different nature than at 
any time in the past. Mr. Fernley’s 
printed report was distributed to 
members at the Wholesalers’ open- 
ing session Tuesday morning. 


At Wholesalers 
Tuec-day a.m. Session 


GLENN E. JENNINGS 


The bulk of our regular mer- 
chandise has felt the impact of 
the war. In fact, few industries 
have been affected to a compar- 
able degree. 

It is almost unbelievable that 
the largest steel producing coun- 
try in the world should be faced 
with a shortage of this metal. 
But, with the almost incompre- 
hensible rate at which the war 
effort is consuming metals, this 
is a fact and the hardware in- 
dustry could not help but feel 
the shortage of this vital raw 
material. 

Even though this is true, the 
hardware industry will certainly 
continue to function. We have 
experienced unsettled conditions 
before and have successfully 
weathered them and I am sure 
we will likewise surmount our 
present difficulties. 

When I make these observa- 
tions I do so with the knowledge 
that everyone of us fully realizes 
this war must be won. To that 
end I know all of us are willing 
to make every necessary sacrifice 
to see that it is over as quickly 
as possible and that we must 
neither lose the peace, nor in 
gaining the victory, lose our way 
of life. 

The presence at this meeting 
of so many of our members is an 
indication to me that the whole- 
sale hardware industry desires 
to cooperate with the various 
war agencies and abide by the 
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many rulings which have been 
issued. There is also a like de- 
sire to continue to supply our 
civilian customers with the vital 
and essential requirements which 
they will need to maintain and 
repair their farms, homes and 
shops during this period. 


Real Responsibility 


Discussions which take place 
and information gathered at 
these sessions should enable all 
of us to go back to our busi- 
nesses with a better understand- 
ing and a better knowledge of 
how we can continue at this time 
to assist the ultimate consumer 
of our merchandise—the farmer 
and the rancher, who are raising 
food and live-stock for our armed 
forces, our allies, our civilian 
population—and the home own- 
ers and the others who pur- 
chase through the retailer for 


essential maintenance and repair. 

The hardware industry has a 
very real responsibility as I see 
it. We are not receiving from 
our sources of supply sufficient 
quantities of our regular mer- 
chandise to satisfy the increased 
demands made upon us by our 
customers. This has _ required 
that the wholesaler of hardware 
investigate substitutes which 
will “do” for the duration and 
will satisfy essential civilian 
demands. 


Another Avenue 


Should we fail to assume this 
responsibility, it may be said we 
are not doing our part toward 
winning the war. There is no 
other avenue through’ which 
homes and farms may obtain 
their needed repair items. The 
retail hardware store is patron- 
ized by all members of the com- 


munity and we need to be in a 
position to furnish essential 
items to them. 


A New Field 


Then there is the relatively 
new field to many of us—our in- 
dustrial customers—who are be- 
ing furnished with maintenance, 
production and repair require- 
ments. The vast expansion of 
our industrial centers has led 
many wholesalers into this new 
field and I have frankly been sur- 
prised at the percentage of the 
volume of many of our members 
which is being sold to the indus- 
trial trade. 

Of course, the industrials who 
are purchasing from us are do- 
ing important war work and our 
ability to serve them places fur 
ther emphasis on the importance 
of our members to the War 
effort. 








1—Tom Leavenworth, John E. Larrabee Co.: C. D. Short, Goldberg Bros. and A. J. Wurzbach, Sargent & Co. 2—J. M. 
Kennedy, Bigelow & Dowse Co.; W. G. Woodworth, Samson Cordage Co.; Stan L. Hanssen, Hanson Scale Co. and 
Ira Watson, Marshall-Wells Co. 3—Bruce Keener, C. M. McClung & Co., Inc. 4—J. H. Jahnz, C. D. Franke & Co.. 
Inc.; E. N. Gosselin, Phoenix Mfg. Co.: L. D. Nuchols, American Hardware & Equipment Co. and Lucian J. Crouch. 
American Hardware & Equipment Co. 5—E. A. McKenna and R. O. Heine. both of North Bros. Mig. Co. and H. L. 
Warmer, Albany Hardware & Iron Co. 6—J. L. Galbraith, Indiana Steel & Wire Co.; Ben Billinger, Reynolds Wire 
Co. and E. W. Harwell, Jones & Laughlin Steel Corp. 7—C. C. Allen, Dobbins Mfg. Co.; H. J. Underwood, Babcock. 
Hinds & Underwood, Inc., and B. M. Babcock, Babcock, Hinds & Underwood, Inc. 
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L-63, PD-336 and PD-IX 


HORTAGES and restrictions have combined 
to produce confusion in the minds of Ameri- 


can business men. 


The answer to their prob- 


lems is more and better work and clear think- 
ing. Trying times are ahead and we are faced 
with many problems but the American people 
have never failed to solve difficult problems. 


a. seems to me that 
explaining Limitation Order L-63 
to this group would be like car- 
rying water to the Mississippi 
River. 

This order limits distributors’ 
inventories to an amount not to 
exceed twice the sales of the pre- 
ceding, or second preceding 
month, or you may use_ two- 
thirds of the three preceding 
months’ sales. 

Your inventory is to be figured 
at cost value, your sales at sell- 
ing price. Your permissible in- 
ventory is always based on fig- 
ures at the end of the month. 
Now, let us assume you are ask- 
ing for priority assistance dur- 
ing the month of October. You 
would then insert your inventory 
(departmental or overall), in A, 
Section II, as of the end of July. 

In B, II you would show your 
sales (at sales value) for the 
month of July or two-thirds of 
your sales for the months of 
July, August, and September. 

Let us say that your sales fig- 
ure in B is $120,000.00 for July 
(or two-thirds of the three 
months). You would then be en- 
titled to an inventory (at cost) 
of $240,000. In both sales and 
inventory figures you must in- 
clude consigned stocks, but ez- 
clude all direct shipments. 

The above applies to distribu- 
tors in the Eastern and Central 
time zones. In the Rocky Moun- 
tains and Pacifi¢ Coast time 
zones the distributor is entitled 
to three times instead of two 
times his sales as above outlined. 

Since sales of this same sea- 

*In civilian 1 fe Mr. Herndon is 
vice-president of Belknap Hard- 
ware & Mfg. Co., Louisville, Ky. 
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By LEWIS HERNDON* 
Senior Hardware Consultant 
War Production Board 
Distributors’ Branch, 


at the Wholesalers 
Tuesday A.M. Session 


* * 


sonal lines vary in different sec- 
tions of the country the seasonal 
clause was written to take care 
of this situation. 

For example: Wire cloth sales 
begin much earlier in the far 
south than in the region north 
of the Ohio River, whereas 
stoves and stove sundries sales 
would be exactly reversed. 

You are permitted, under the 
seasonal clause, to accumulate 
and store an amount of seasonal 
lines equal to the accumulation 
in a comparable period of the 
previous year, not to exceed 90 
days. The seasonal goods clause 
permits ninety-day inventories 
in all time zones. 

You are permitted to exceed 
your permissible inventory: 

1—If purchasing commercially 
procurable quantities would 
cause an excess inventory. 

2—If short on specific items 
although above permissible in- 
ventory of a department or over- 
all inventory, but will be allowed 
only an amount equal to sales of 
the previous thirty days. 


Those Under L-63 Order 


All distributors whose total 
inventory is more than $20,000 
or the inventory of one type of 
supplies is $10,000 or more, are 
under L-63. 

A new amendment to L-63 in- 
cludes any distributor or retailer 
who owns more than one store, 
provided the total inventory of 
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all his stores is $20,000 or more. 

While the L-63 order provides 
for maximum overall or depart- 
mental inventories, no distribu- 
tor must have more of any line 
or item, than allowed on other 
orders of the War Production 
Board or previously issued by 
the Office of Production Manage- 
ment. 


Exempted Lines 


You may and should exclude 
from inventory and sales fig- 
ures: 

1—All materials under M-21-b 
(Iron Steel Warehouse Order). 

2—Materials made of alumi- 
num, provided they were ac- 
quired by allocation or authori- 
zation of the Director General 
for Operations, such as, alumi- 
num sheets, and bars. 

3—Automobile replacement 
parts under Limitation Order 
L-158 and L-4-b such as engines, 
clutches, transmissions, propel- 
lor shafts, universal joints, axles, 
braking systems, wheels, tire 
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valve assemblies, starting ap- 
paratus, shock absorbers, speed- 
ometers, etc. 

4—F unctional replacement 
parts for implements and ma- 
chinery used for the production 
of crops, but also includes horse 
shoes, horse shoe nails and har- 
ness hardware (buckles, snaps, 
rings, etc.). 

5—Machinery or equipment 
costing $500.00 or more per unit, 
such as a tractor, lathe, or a 
large grinder, etc. 

6—Any material which is sub- 
ject to rationing by O.P.A. 

7—Certain building materials 
such as lime, cement, brick, in- 
sulating materials, etc. 


Records PD-336 


All distributors, retailers, and 
producers, where acting as dis- 
tributors who are under the L-63 
Order, must keep monthly rec- 
ords of sales and inventory on 
Form PD-336. 

This record must be readily 
available, at all times, for inspec- 
tion by the War Production 
Board. 

Let me caution each of you to 
keep this PD-336 record up to 
date at all times. 

In the first column you are to 
show your total sales, both stock 
and direct shipments. 

In the second column direct 
shipments only. Deduct figures 
in column 2 from column 1 and 





If a firm (retail or wholesale) 
operating more than one store 
carries a total stock including all 
stores, even though each store 
carries less stock than $20,000 
he must keep one PD-336 for 
each store and one PD-336 to 
show total sales and inventories 
of the combined stocks. 


PD-1X Application 

In the minds of many of you 
there is this question, Why use 
PD-1X? 

If you do not use this applica- 
tion, what other method will you 
use to secure stocks of mer- 
chandise. 

You can and are expected to 
extend, to your producers, only 
ratings which have been served 
on you, but the wholesale hard- 
ware trade does a very small per- 
centage of its business with 
those who can legally extend 
ratings. 

The industrial plants are usu- 
ally authorized to serve ratings 
for mniaintenance and_ repair 
items, but many wholesale hard- 
ware houses do a very small per- 
centage of their business in in- 
dustrial supplies or with any de- 
fense plants or agencies. We 
know there is a thought preva- 
lent that the Distributors’ 
Branch will only assign A-10 
ratings on PD-1X Applications. 
There never was a more erron- 
eous idea, but even A-10 is much 












































































more. e you arrive at your sales from better than no rating at all. 

lilies 2 stock, which are to be shown in When this branch finds that 
»part- column 3. the ratings we have been author- 
tribu- You may arrive at your fig- ized to extend, will not get de- 
y line ures for the fourth column (in- livery of the merchandise re- 
other ventory on last day of month) by quested, we then take this up 
atten adding your stock receipts to the with the proper commodity 
1d by ‘ previous month’s inventory and branch and ask for a directive 
nage- rg deducting the month’s sales (at to allow the proper rating. 

t cost). In figuring cost of sales We operate entirely under di- 

F it is permissible to deduct the réectives from the various com- 

; percentage of mark up from the modity branches. 

} sales value. If you buy from producers you 
xclude | If your business is depart- must use the PD-1X or extend 
3 fig- mentalized, one PD-336 is to be ratings served on you, or else 

kept for each department. If not depend on getting your merchan- 
[-21-b departmentalized, you will keep dise on unrated orders. God help 
ler). an overall record of the entire you, if you expect to get very 
ilumi- inventory and sales. much on unrated orders. 
e ac- 
thori- P . : 

1 1—E,. Cc. Palmer, Remington Arms Co., Inc., and Robert Wier, Jr.. Winchester 
pnera Repeating Arms Co. 2—N. A. Holmer, Mid-States Steel & Wire Co., and 
ulumi- E. H. McLaughlin, Union Hardware & Metal Co. 3—V. G. Winston, Win- 

chester Repeating Arms Co.—Western Cartridge Co. 4—E. H. McGinnis. 
ement Union Hardware & Metal Co., and H. E. Nickloy, Mid-States Steel & Wire 
Ord Co. 5—Ralph Williams, Ray-O-Vac Co. 6—Norman D. Vea, Ray-O-Vac Co. 
reer 7—John W. Morris, Orgill Bros. & Co., and J. C. Calhoun, Winchester Repeat- 
gines, ing Arms Co. 8—Ole B. Bergersen, HARDWARE AGE, and Hugo Weyrauch, 
ropel- National Mfg. Co. $—Stanley Davis, Windsor Trading Co., Ltd., Montreal, 
axies Canada, and C. C. Ziegler, Greenfield Tap & Die Corp. 10—Henry A. 
aah Hoeynck, Shapleigh Hardware Co., and Stuart M. Jones, New York Wire 
tire Cloth Co. 
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1—John D. Stodder, Cyclone Fence Co.; Mrs. Stodder and E. J. Van Buskirk, Landers, Frary & Clark. 2—H. A. Hal- 

vorson and A. T. Fish, both of A. J. Lindemann & Hoverson Co.; Claude Michael, Claude Michael Agency. 3—Otto 

Huebner, E. C. Atkins & Co.; F. E. Barkley, C. M. McClung & Co., and Fred S. Slyder, American Thermos Bottle Co. 

4—Harry Izenour, Southwest Hardware Co., Inc., and John A. Fitschen, Wisco Hardware Co. 5—H. H. Parks, Wm. 

J. Keane, both of Chicago Spring Hinge Co.: W. H. March, The Yale & Towne Mfg. Co., and J. H. Jackson, The Jack- 
con Hardware Co. 6—Morton F. Fisk and Robert A. Cairo. both of Arrco Playing Card Co. 


When to use it. Any time you 
are short or low on regular stock 
items. 

You may find you are short or 
low on nail hammers today. Then 
file for the hammers. Tomorrow 
you find you will soon need screw 
drivers, pliers, and auger bits. 
Send another PD-1X covering 
these items. 

I would like to correct another 
false impression and that is, the 
length of time necessary to get 
an application processed and 
back. 

In the beginning we were slow 
in getting the applications 
through, due to the fact that we 
had to get all these directives 
from the other branches. We 
now have over 7000 directives. 

It is now very unusual for us 
to get an application for an item 
not covered by a directive. 

Under ordinary circumstances, 
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I would say that you should have 
your application back or on the 
way within a week from the time 
you send it in. 

Actually we are getting 
through our branch most of the 
applications on the same day we 
receive them and never later 
than the next day. 

If there is a delay in sight, 
the analyst is instructed to ac- 
knowledge the application and 
state that a short delay will 
occur in the processing. 


Causes of Delays 


Many of the delays are caused 
by the incorrect filing of the 
form and I would like to point 
out some of the most common 
errors: 

1. Under Section II, a and b, 
applicant frequently shows in- 
ventory and sales of only the 
items on which he is requesting 


priority. These figures must be 
total inventory and total sales of 
an entire department (if depart- 
mentalized) or the entire busi- 
ness, if not departmentalized. 

2—In filling out columns A 
and B many applicants simply 
specify one lot mechanics hand 
tools or whatever product they 
are requesting; you must show 
quantity in column A, and some 
description of the material in 
column B. 

3—In many cases amounts, 
far in excess of amounts to 
which applicant is entitled are 
requested. 

If you work up the figures in 
columns C, D, and E, you will be 
able to determine the amount to 
ask for. 

4—You would be _ surprised 
how many applications are filed 
for goods under M-21-B. 


(Continued on page 81) 


HARDWARE AGE 




















Items 1, 2, 3, 
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Items 7, 8, 9, 
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9th item, 


EXPLANATORY NOTE OF PRICES 


Item 5 represents Dollars per net CWT (formerly quoted 


Item 21 represents discounts from Price List which would 
need to be consulted. 
For Example: 


(2240 Ilbs.). 

2nd item, Foundry Pig Iron, No. 2—Chicago, $11.00 per 
gross ton (2240 lbs.). 

7th item, Common Iron Bars, Pittsburgh, 95/100 of a 
Dollar (equals 95c.) per 100 lbs. 


4 and 6 represent Dollars per gross ton (2240 


s ton). 
10, 11, 12, 13, 14, 15, 16, 17, 18, 19 and 20 repre- 
ars per hundred pounds. 


Pig Iron, Basic—Valley, $16.75 per gross ton 
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Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 
. OMMENTS :—Attention is particularly called to the long price movement starting in Apr‘ 
steadily until July, 1917, to points that probably will not be surpassed in this generation. | 
prices were agreed with or fixed by the Government on a majority of these items. The s 
tinued until the signing of the Armistice. Then there was a “marking time” or gradual easing | 
when the market began advancing again by leaps and bounds until July, 1920. This was the tur 
greatest inflationary movement we have yet witnessed, which was followed by the Post-War det! 
early in 1922. Perhaps more remarkable, however, was the steady recession in prices from A 
tember, 1929, when production was steadily mounting, together with profits, to record heights. 
The March, 1933, figures represent the period of the culmination of the banking crisis. Thos« 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938, figures 
price cuts announced near the end of that month when the basing point system was broadened 
many new market centcrs, and differentials in price at the various basing points were eliminat 
The 1941 and 1942 prices marked (*) are based on ceiling prices established by’ Governme: 
trator or later by O.P.A. 
In considering this chart the fact should be taken into consideration that the cost of labo: 
than prior to 1914. OLIVER BRO 










































































Coi.No. 1 2 3 4 5 6 7 8 9 10 

Item Price Sept. | Sept. 5| Oct. 2 | Oct. 1 | Nov. 1 (Dec. 22) July July | Mar. Jar 
No. | Material Based, | 1899 | 1800 | 1902 | 1904 | 1906 | 1 i907 | 1908 | 1909 | i91 
1 | Pig iron, Basic | Valley 7 ma) Sens “16.75 | 23.00 | 22.00 | 14.60 | 14.95 | 16.1 
2 | Foundry Pig Iron, No.2......Chicago | 21.00 15.50 | 23.00 | 13.60 | 17.75 | 26.60 | 24.50 | 17.50 | 16.50 | 19.¢ 
3 | Bessemer Pig: Iron. . : Pittsburgh | | 23.75 14.00 21.75 12.85 16.85 23.85 22.90 16.90 16.40 “19.1 
4 | Steel Billets, Bessemer. ..Pittsburgh | 38.00 | 17.60 | 29.00 | 19.60 | 26.00 | 29.60 | 24.00 | 27.00 | 25.00 | 27.1 
5 | Wire R Rods _ Pittsburgh 33.00 35.50 26.00 | 32.00 39.00 36.60 33.00. 33.00 | 33. 
8 | Heavy Steel Scrap Chicago | 16.50 9.00 18.50 10.00 14.50, 17.50 16. 60 | 4 11. 60 12.50 | 16.1 
7 | Common Iron Bars Pittsburgh 1.95 | 1.30 1.80 1.30 1.80 ‘ 1.60 | 1.70 a 1.40, 1.40 1. 
8 | Merchant Steel Bars Pittsburgh | 2.60| 1.10| 1.60| 1.30| 1.60| 1.60| 1.60| 1.40| 1.20| 1.: 
9 | Tank Plates. Pittsburgh | 2.75| 1.10] 1.75| 1.40| 1.75| 1.70| 1.70| 1.60| 1.30/ 1.1 
10 | Structural Material. Pittsburgh | 2.25] 1.45| 1.85] 1.40| 1.70| 1.70| 1.70| 1.60| 1.30/ 1.¢ 
11 | Steel Sheets, No. 24 Black. Pittsburgh | 3.00| 2.75| 2.40| 1.75| 1.90| 2.25| 2.26| 2.15| 2.00| 2.1 
12 | Steel Sheets, No.24Galv.. Pittsburgh | 2.60 | 2.70| 3.10| 3.25| 3.05| 2.75| 3.0 
13 | Barb-Wire—Galv....... Pittsburgh | 3.25| 2.80| 2.60| 2.05| 2.25| 2.45| 2.45| 2.40| 2.40| 2.1 
14 | Wire Nails— “Standard. _. Pittsburgh | 2.65} 2.20| 1.90| 1.60| 1.80! 2.00/ 2.00| 1.95| 1.96| 1. 
15 | Cut Nails Pittsburgh 2.40] 1.95| 2.05/ 1.60| 1.65| 2.05| 2.05| 1.75| 1.80| 1.8 
16 Copper, Ingot New York | 18.50 | 16.75 | 11.55 | 12.75 | 16.62%] 23.00 | 21.00 | 12.874] 13.00 | 13.: 
17 | Spelter- “Zine St.Louis | 6.36| 4.024 5.26| 5.00| 6.10| 6.65| 5.80| 4.35| 4.65| 6.1 
18 | Lead—Pigs St.Louis | 4.60/ 4.32% 4.10| 4.20| 6.25| 6.15| 5.00| 4.40| 3.824 4.1 
19 |_Tin—Pigs New York "$2.00 | 30.75 | | 26.00 27.86 32.60 42. 70 40.26 | 2 27.20 20 | 28. 65 32.1 
20 | Tin Plate Pittsburgh 4.65| 4.65| 4.00| 3.30| 3.45| 3.90| 3.90| 3. 70 3.45 | 3. 
21 | Steel Pipe. Pittsburgh | | 70% | 67% | 7834%| 79% | 76% | 72% | 74% | 79% | 78° 
Col.No. 1 2 3 4 5 6 7 8 9 10 


Hardware A 


100 East 42nd Street. New York City 


lable of Market values from September, 1899, to September, 1942, of tl 


materials entering into the manutacture of a great variety of har¢ 


ent starting in April, 1915, advancing 
in this generation. In November, 1917, 
these items. The strong market con- 
' or gradual easing off until late 1919, 
0. This was the turning point of the 
by the Post-War deflation culminating 
1 in prices from April, 1923, to Sep- 
to record heights. 

anking crisis. Those for August, 1933, 
ie June, 1938, figures reflect the drastic 
tem was broadened by the addition of 
joints were eliminated or modified. 
shed by’ Government Price Adminis- 


at the cost of labor is much greater 
OLIVER BROTHERS, INC. 


DITOR’S NOTE:—We again submit the revised TABLE OF MARKET 

by Oliver Brothers, Inc., with offices at New York and Chicago, who are re¢ 
the most reliable sources of price information in America. Requests have come 
the world for additional copies of the previous issues of this Chart, which is an 


value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the info 
would justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their courtesy 
Chart, and which we recognize as a service rendered the trade by their organizati 

















































































































































































































- 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 
| | 
July | Mar. | Jan. | Jan.1| Jan. | Aug. | April | Mar. | The Peak |Goveroment| May |M@r- 21) pec. | April | Sept. | Jan. | Mar. | Sept. | Dec. | Apri 
i908 | 1909 | i910 | 1912 | i913 | 1914 | 1915 | 1917 | July | wAsreed | 1918 |. 24)% | 1919 | 1920 | 1920 | i921 | 1922 | 1933 | 1922 1923 
1917 Nov. 1917 @ Note 
«= — i i a Fe EER Sica — Se = = Le = 
14.60 | 14.95 | 16.88 | 12.37 | 16.45 | 13.00 | 12.60 | 32.00 |Hish 5409 33.90 | 32.00 | 25.75 | 34.30 | 42.17 | 48.50 | 30.00 | 17.90 | 31.12 | 24.90 | 31.00 
17.50 | 16.50 | 19.00 | 14.00 | 18.48 | 14.44 | 13.60 | 35.65 |, Hish& || 33.50 | 33.60 | 27.25 | 37.30 | 43.60 | 46.75 | 33.15 | 20.47 | 32.93%| 28.41 | 32.6 
16.90 16.40 | 19.90 | 15.15 | 18.16 | 14.90 | 14.65 | 37.65 |Hich 5695| 37.25 | 36.15 | 27.96 | 35.30 | 43.50 | 60.46 | 33.96 | 20.92 | 35.32 | 29.95 | 32.7 
87.00 25.00 | 27.00 | 19.60 | 28.40 | 20.17 | 19.50 | 70.00 avttich,& lonelier Sioe| 51.08 38.50 | 38.601) 60.00 | 60.00 | 43.50 | 28.13 | 39.55 | 36.55 46.7 
33.00 | 33.00 | 33.00 | 24.50 | 30.00 | 25.26 | 25.00 | 80.00 |, Hh’) 67.00 | 67.00 | 62.00 | 52.001 | SS 67.00 | 36.04 | 46.59 | 46.25 | 60.00 
11.50 | 12.60 | 16.50 | 10.50 | 12.75 | 9.75 | 9.15 | 24.26 | 35.60 | 28.50 | 28.76 | 16.05 | 21.55 | 23.76 | 24.81 | 15.13 | 12.40 | 17.39 | 17.44 | 22.38 
1.40| 1.40| 1.70) 1.26] 1.65 | 1.25] 1.20] 3.60 /Hic $25 3.60) 3.60 | 2.36) 3.46 | 4.05 / 4.60/ 2.81/ 1.85/ 2.33] 2.474) 2.86 
1.40| 1.20} 1.48] 1.16] 1.40] 1.18] 1.20] 3.26] Hab@ | 2.90/ 2.90| 2.35 | 2.35; 235 | 235 | 2.35/ 1.44| 2.08| 2.00/ 2.6 
kickin Mean ibaa pa ae a meas ve. 4.50) ines Wee pie sa 3.75 3.25 8 = 
SO, SR] SN) ON 80) 8 A Oe ee et Oe 2 eS) te ee 
1.60| 1.30] 1.65| 1.26] 1.50] 1.18] 1.20] 3.60}, Hieh& | 3.00 3.00) 2.45 | 2.451) 348 | 245 | 2.45 / 1.44) 2.12%] 2.00] 2.4 
Runiad Brasoch Tieeced Beet Deed Benes Gaivet ve. 4.50 eaeiewedl: ORK __ 3.25 3.10 é i mites 
. 4. . 
SDE RIESE 2 ES eee 
High 10.50 5.20 5.20 ' 
3.05 | 2.75 | 3.00] 2.40] 2.97] 2.27) 2.90| 6.60 teh 195) 6.76 | 6.75 | 6.20/ 5.201) §2 | §2n,| 5.20| 3.50) 4.01) 3.85) 4.82 
2.40| 2.40| 2.15) 1.86| 2.16| 1.95| 2.16] 4.05] Hish& | 4.00] 4.36] 4.10) 4.10) 4% | 418 | 4.10) 3.16| 3.21] 3.35] 3.80 
Tic, Siriaas wii at SBvescaaal pei, Wiaiad. ee ee i 4.70 ‘ - patna eae: ss 
1.95 | 1.95} 1.85| 1.55] 1.76) 1.55 | 1.66 |Aco $f/|High & Ave} = 63.60 | 3.50 | 3.25 | 3.261] }75 325 | 3.25 | 2.45| 2.65) 2.70| 3.00 
reed Tenor Mivewrs) Meenen! Creched Burd Bajos 39 Pens Meta OE FREE Raion Mant Mer alt Macs 
1.75 | 1.80} 1.60| 1.50] 1.70/ 1.65} 1.55] 3.60) Hich& | 4.35 | 4.00| 4.25 | 5.70| 6.85 | 6.85 | 5.01| 2.78/ 2.90] 3.00| 3.26 
12.874| 13.00 | 13.93 | 14.25 | 16.90 | 12.68 | 17.10 | 36.75 | 28.90 | 23.50 | 23.60 | 15.01 | 18.48 | 18.64 | 18.05 | 12.86 | 13.03 | 14.21 | 14.46 | 17.1 
4.36} 4.65| 6.00| 6.10| 7.05| 6.45 | 11.25| 10.65| 8.65| 7.95| 7.14| 6.20| 8.39| 8.25| 7.75| 5.44| 4.65| 6.69| 7.13| 7.36 
4.40| 3.824, 4.60| 4.46| 4.20| 3.74| 4.11] 9.63] 10.65| 6.256| 6.70| 6.00| 6.89| 8.70) 8.25| 4.78 | 4.46| 5.89} 6.98| 8.0 
27.20 | 28.65 | 32.74 | 44.60 | 60.45 |Hith $599 47 98 | 64.36 | 62.60 | Nominal | jh | 67.00 | 54.81 | 62.20 | 44.65 | 36.94 | 29.17 | 32.44 | 37.70 | 45.9 
3.70 | 3.45| 3.60| 3.40) 3.60| 3.50| 3.20| 8.00] ‘S88 7.76 | 7.76 | 7.00| 7.00% 7% | 37% | 7.00) 4.68 | 4.76 | 4.75 | 6.74 
74% | 79% | 78% | 81% | 80% | 80% | 80% | e0% | 42% | 61% | 61% | 6714%| B7I4%| HR | H% | SrI4%| 71% | 68% | 66% | 68% 
8 4 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 8=_.26 27 
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2% 2% #£i2 #4«438 2 #30 «+381 38 «=+ss ss éi3 #6 ~« 3 
Sept. | Dec. | April | Sept. | Sept. | Sept. | Sept. | Sept. | Sept. | Mar. | Aug. July June 
1983 | 1922 | 1923 | 1924 | 1925 | 1926 | 1927 | 1928 | 1929 | 1933 | 1933 | i937 | 1938 
| 
p1.12 | 24.90 | 31.00 | 20.76 | 19.96 | 19.26 | 17.11 | 17.00 | 18.60 | 13.60 | 17.00 | 23.60 | 19.50 
2.934| 28.41 | 32.61 | 21.11 | 20.80 | 21.25 | 20.11 | 18.60 | 20.00 | 15.60 | 17.60 | 24.00 | 20.00 
5.32 | 29.96 | 92.77 | 22.01 | 20.96 | 20.38 | 18.00 | 19.26 | 20.76 | 15.00 | 18.00 | 24.60 | 20.50 
9.55 | 36.55 | 46.71 | 37.00 | 33.50 | 36.00 | 33.00 | 33.00 | 35.00 | 26.00 | 26.00 | 37.00 | 34.00 
6.59 | 46.25 | 50.00 | 46.00 | 45.00 | 45.00 | 43.00 | 42.00 | 42.00 | 35.00 | 36.00 | 47.00 | 43.00 
7.39 | 17.44 | 22.38 | 16.55 | 16.18 | 14.25 | 12.60 | 13.60 | 15.00 | 5.00 | 10.00 | 15.50 | 10.50 
2.33 | 2.474 2.86%} 2.66| 2.60| 2.26/ 2.15| 1.75| 1.76] 1.60| 1.60] 2.45 | 2.45 
2.08} 2.00) 2.674) 2.10| 2.00} 2.00] 1.78| 1.90] 1.90| 1.60| 1.60] 2.45| 2.26 
2.21 | 2.00 J 2.60| 1.90| 1.80| 1.90] 1.78| 1.90| 1.90| 1.60] 1.60| 2.45| 2.10 
2.124} 2.00| 2.474, 2.00| 1.90| 2.00| 1.78| 1.90] 1.90| 1.60| 1.60| 2.45| 2.10 
3.26| 3.10| 3.73| 3.26| 2.65| 2.85| 3.00| 2.65| 2.85| 2.00| 2.26| 3.15| 3.06 
4.01| 3.85| 4.824) 4.10| 3.70| 3.80| 3.85| 3.40| 3.50| 2.60| 2.85| 3.80| 3.50 
3.21| 3.35| 3.80| 3.49| 3.35| 3.35| 3.20| 3.25| 3.20| 2.36| 2.60| 3.40| 3.20 
.65| 2.70| 3.004 2.75| 2.65| 2.65| 2.60| 2.65| 2.45| 1.85] 2.10| 2.75| 2.45 
2.90| 3.00| 3.25| 2.90| 2.80| 2.80|. 2.80| 2.70| 2.70| 2.60| 2.65| 3.50| 3.50 
4.21 | 14.46 | 17.16 | 13.08 | 14.78 | 14.187| 13.05 | 14.95 | 18.03 | 5.265,| 9.00 | 14.00| 9.00 
6.59 | 7.13| 7.35| 6.64| 7.75| 7.423] 6.22| 6.25| 6.78 | 2.99%| 4.90% 6.76 | 4.60 
5.89| 6.98| 8.06| 8.00| 9.37| 8.522| 6.05| 6.29| 6.69| 3.02%; 4.50| 5.85} 4.60 
2.44 | 37.70 | 45.93 | 49.12 | 68.07 | 68.925| 61.49 | 48.07 | 45.38 | 24.34%) 44.737,| 56.62% 43.00. 
4.75| 4.75| 5.74| 6.50| 5.50| 6.60| 6.60| 6.25| 6.25| 4.25| 4.65| 6.35| 5.35 
e8% | 66% | 68% | 62% | 62% | 62% | 62% | o2% | 62% | 71% | 6714%| 6434%| 6816% 

,; a s+ es os s ua ws os xs s&s ws 
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OLIVER BROTHERS, INC. 





421 Canal Street, New York, N. Y. 
327 S. La Salle St., Chicago, Ill. 


D and metal Published by Hardware Age, Issue of Oct. 29, 1942 


N. B. Prices Shown Are Domestic Prices Only 
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ces under the heading “March 21, 1919,” and those marked by dagger (+), represent 
Corporation’s prices (to which they adhered strictly) and which prior to N.R.A. were 
lowed by the Independent mills. From Jan., 1920, to Jan., 1921, in some instances, two 
re shown on the chart because of the two markets prevailing on certain steel items. 
ces the upper price in each individual box indicates the one adopted by the U. S. 
ion and the lower price indicates figures that were secured in the open market. These 
ere caused by the Steel Corporation maintaining the prices suggested in Washing- 
1919, while the outside market was regulated to a considerable extent by the law of 
mand. This dual price market ceased to exist in November and December, 1920, as 





































































































llen off. 

ne ee a: ne eS a YC 44 

os | dost | oss | oss | doco | doer | Tosi | Soha | teres | tenet | yeateria Based, | Now 
Bie 87 aT TE: 2 x | 1897 | 1897 x | 
00 | 23.60 | 19.50 | 20.60 | 22.50 | 23.50*| 23.50*| 23..60*| July, 1904 | July 1917) pig Iron, Basic Valley 1 
60 | 24.00 | 20.00 | 21.00 | 23.00 | 24.00*| 24.00% 24.00%] Dee. 1897 | July.1917 | Foundry Pig Iron, No.2......Chicago | 2 
00 | 24.60 | 20.50 | 21.50 | 23.60 | 24.60'| 24.50") 24.50°] Pri; 9897| Ho 1917 | Bessemer Pig Iron.........Pittsburgh | 3 
5.00 | 37.00 | 34.00 | 34.00 | 34.00 | 34.00*| 34.00" 34.00*| 5487 | 44h: 1817 | Steel Billets, Bessemer ....Pittsburgh | 4 
|.00 | 47.00 | 43.00 | 43.00 | 2.00| 2.00 2.00°| 2.00*| Nox 1898 | July, 1917 | Wire Rods. Pittsburgh | 5 
.00 | 15.50 | 10.60 | 13.26 | 17.50 | 18.75°| 19.75*| 19.75*| AMt-,19% | June, 1917 | Freavy Steel Scrap...........Chicago | 6 
60 | 2.45| 2.45| 2.16] 2.25| 2.25%) 2.25%) 2.26*| Bec-1897| July.1917| Common Iron Bars Pittsburgh | 7 
60 | 2.46| 2.26| 2.15| 2.10] 2.16*| 2.15*| 2.16+| Der 1897 | July.1917| Merchant Steel Bars ....Pittsburgh | 8 
160 | 2.45| 2.10| 2.10| 2.10] 2.10*| 2.10*| 2.10% Pes-1897| Jul 1917) Tank Plates... Pittsburgh | 9. 
60 | 2.45| 2.10| 2.10] 2.10| 2.10*| 2.10*| 2.10°| Dec.1897 | July 1917 | Structural Material... Pittsburgh | 10 
25 | 3.16 | 3.05] 3.05| 3.00| 3.00% 3.00% 3.00*| Msy,!915| July.1917| Steel Sheets, No. 24 Black Pittsburgh | 11 
.85| 3.80| 3.60| 3.60| 3.50| 3.50°| 3.50*| 3.60*| 2,194 | Ju1-17| Steel Sheets, No. 24Galv.. Pittsburgh | 12 
60} 3.40| 3.20| 3.10| 3.40| 3.40°| 3.40*| 3.40%] De«-1897| Jule. 1917| Bary Wire—Galv......... Pittsburgh | 13 
10 | 2.75 | 2.46| 2.25| 2.40| 2.40*| 2.40° 2.40*| Dec.t897 | Jan. 1920 Wire Nails—Standard.... Pittsburgh | 14 
1.65 | 3.60| 3.60| 3.60| 3.86| 3.85°| 3.85°| 3.86%] YnJ92 | Avril.1920) Cut Nails Pittsburgh | 16 
1.00 | 14.00 | 9.00 | 16.00 | 11.60 | 12.00*| 12.00% 12.00*| Feb.,1933 | Mar.1917 | Copper, Ingot New York | 16 
90%, 6.75 | 4.60| 4.89| 6.24| 7.25*| 8.25°| 8.25¢| Mey, 1932 | June 1915) Spotter Zine St.Louis | 17 
50 | 5.85 | 4.60| 4.85| 4.85| 6.70% 5.70% 6.35* y,1932| Jmei9i7| Teng Pigs... .St. Louis | 18 
T3iiq| 66.62% 43.00 | 48.90 | 54.57 | 62.69 | 62.00* 62.00%] Pecz497 | My. 1918| Tin Pigs New York | 19 
65 | 6.35 | 6.365 | 5.00| 5.00| 5.00% 6.00% 5.00%) Ner-,1898| July i917! Tin Plate... "Pittsburgh | 20 
6% 644% | 6814%| 68149%| 6814%| 6814%|6814% "16814%"| Pegz9" | Hme.1917 | Steel Pipe. Pittsburgh | 21 














35 36 37 38 39 40 41 42 43 44 *Denotes ceiling prices. 








5—In many instances appli- 
cant gives no record in columns 
C, D, and E. 

6—Requesting capital equip- 
ment or items for use in your 
plant. Any one of the above 
errors means a denial of your 
application and refiling on your 
part. 

These very common errors are 
made by both large and small 
distributors. 

With shortages and threats of 
greater shortages of merchan- 
dise; with restriction piled on 
restriction; with shortage of 
help, you are likely to become so 
confused with the whole situa- 
tion that you wonder whether or 
not you will be able to remain 
in business. 

My answer to that is yes and 
no. Yes, if you are willing to 
do more and better work; if you 
can keep your feet on _ the 
ground; if you are willing to put 
in long hours, and above all keep 
a clear head. No, if you expect 
to get by with slipshod methods 
and are unwilling to change with 
the greatly changed conditions. 

These are not usual times. We 
have never faced such a situa- 
tion before. I hope we never will 
again. Every type of metal and 
most every other commodity is 
being used in quantities never 
before dreamed of. 

War sharpens our thinking, 
and largely because we want to 
get this war over. Some dark 
days are ahead of us. We will 
go through some very trying 
times. We will learn to do with- 
out many things which we now 
consider’ essential. But the 
American people have never 
failed to solve difficult problems, 
and we’ve got the guts to take 
whatever is dished out to us. 


Questions on L-63 


Question — Many items re- 
quiring A-10 or better ratings 
for delivery are not included in 
any of the L-63 general classi- 
fications. I refer to items like 
bobby pins, metal cocks and 
welders’ gloves with metal palms. 
May PD-1X form be used to ap- 


1—C. H. Wagner, American Fork & Hoe Co. 


ply for priority assistance on 
these items? If so, how should 
the PD-336 form be used in con- 
nection with them? 

Answer — They can apply for 
practically anything on PD-1X. 
Bobby pins are out. Metal cocks 
are out, except for the Army and 
Navy. They can apply for weld- 
ers’ gloves on PD-1X and count 
them in the inventory as they 
would any other item, showing 
the figures on the sales and the 
inventory. 

Question — Are cotton rope, 
cotton twine, soft goods, like 
quilts and bed spreads, covered 
by L-63? 

Answer — Up to the present 
time they have not been affected 
by the L-63. I would not be sur- 
prised if they were put under 
there very shortly. 


Questions on PD-1X 

Question —Is it possible to 
file PD-1X more than once a 
month on an item or a line, since 
the inventory and sales figures 
are for the end of the preceding 
month only? 

Answer — Yes. He can file as 
often as he is out. I don’t say 
he is going to get it every time. 

Question — On an item on 
which you have received no sup- 
plies since January 1, 1942, 
would it be of any value to give 
record preceding January 1 on 
sales? 

Answer—yYes, that is the only 
record you would have, and 
otherwise we wouldn’t have any 
idea of the trend of your sales 
when you would get that goods. 
That would be given considera- 
tion. Show that under section 4, 
with the sales supplementary 
information. 

Question — We sell a good 
many stoves and ranges direct. 
What form should we use to 
make that direct shipment from 
the stove manufacturer to the 
furniture or hardware dealer? 

Answer — At present there is 
no definite provision made for 
that. If you have some specific 
case, let me suggest you write 


(Continued on page 166) 


2—H. A. Lainson, Dutton- 


Lainson Co. 3—D. J. Wright. P. A. & S. Small Co., and Frank L. Campbell, 


Fayette R. Plumb, Inc. 


4—H. G. Hornibrook and George S. W. Cochrane, 


both of Apex Oil Products Co. 5—Earl G. Grenier, Roberts Hardware Co., 


Inc., and W. W. Hoyt, Babcock, Hinds & Underwood, Inc. 
7—A. L. Fleck, American Screw Corp. 


Burhans & Black, Inc. 


6—C. G. Ralph, 
8—P. J. 


Reidelberger, American Screw Corp., and F. A. Grooss, Champion DeAr- 
ment Tool Co. 9—Ralph H. Langsam, WPB, and George F. Brady, Century 


Metalcraft Corp. 


10—B. K. Throckmorton, Spencer C. Wernham and Norman 


A. Porter, all of McGill Metal Products Co. 
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JOHN T. BRASWELL 


3y JOHN T. BRASWELL 
King Hardware Co 
Atlanta, Ga 


W E have put girls and wo- 
men in our warehouse as 
stock girls and order clerks. 
We have several young men, 
who are going to evening school 
and working during the day. 
Also, several young men going 
to school during the day and 
working in the afternoon and 
on Saturdays. We have put on 
several factory traveling men 
who have nothing to sell on the 
road. We find that they are 
working out nicely. We also 
have put several more ladies in 
our retail stores and are going 
te have to put on more. 


* * 


By J. C. O'NEILL 
ONeill-McNamara Hardware 
Co., Vicksburg, Miss 


N our business in the South 

we use a good many colored 
employees. About 25 per cent 
of our personnel in the ware- 
housing end is colored help. We 
have had no difficulty whatever 
in placing colored help, strange 
as it may seem. So our help 
along that line has been satis- 
factory, and we haven’t had to 
call on women to work in the 
stock department yet. 


82 


Our territory is a small terri- 
tory, about 75 miles in radius, 
and we are just about 75 miles 
from any defense area. We 
have had the same difficulties 
that the previous speakers have 
referred to. We have lost men 
to the draft and we have lost 
men to most of the defense 
places. It became evident to us 
a vear ago that employees leav- 
ing us to go to the armed forces 
or to more profitable jobs 
would be very difficult to re- 
place, and would present a prob- 
lem very serious to the normal 
operation of our business. The 
first step taken was to replace 
these men with men near the 45 
year age, with dependents, or 
over 45 years of age, in good 
physical condition, and to at- 
tempt to employ younger men 
with one or more dependents. 
This, obviously, would insure 
their occupying the positions as 
long as possible under’ the 
present selective service  pro- 
gram. 

We have also employed new 
employees, where available, two 
or three months in advance of 
the draftee’s having to go to 
the Army, for the reason that 
when that was possible, it would 
enable us to train the new man 
so that the normal operation of 
business could go on even after 
the draftee left. In one in- 
stance, believe it or not, we 





J. C. O'NEILL 


Steps Taken to Replace | 


have employed a man who has 
only one arm. He never was in 
the hardware business before, 
but he has experience that is 
adaptable to our business. His 
right arm is all right; his left 
arm is off at the elbow. He is 
very well educated, highly in- 
telligent, and we can use that 
man in our organization even 
after the war is over. We are 
very glad to get him, and glad 
of the opportunity that we 
could find out that we can use 
that type of a man. 


* * 


By C. L. HILDRETH 
The Emery-Waterhouse Co., 
Portland, Me. 


E have lost 10 employees 

to the shipyards and war 
industries to one for the draft. 
I will simply list the steps which 
we have taken to contend with 
this situation. 

Obviously, we have turned to 
women whom we have used as 
stock clerks and packers. As 
has already been pointed out, in 
doing this one has to be careful 
in not getting young men and 
young women working together. 
You can get older men and 
young women and vice versa, 
and it works out all right, but 
you can’t beat nature, and don’t 
try to get young men and young 
women together or you are going 
to have a great deal of wasted 
time! Girls’ work has been sat- 
isfactory. Again, obviously, we 
have used all the cripples and 
old men we could find and could 
possibly use. 

We have made all the physi- 
cal plant improvements possi- 
ble in order to cut down on the 
necessity for labor. It is almost 
impossible to get material to- 
day to make future plant im- 
provements, however, in our 
locality. 

We have given up our own 
truck delivery, artly from 
necessity from ODT  regula- 
tions and partly to save labor. 
We now ship by common car- 
rier in lieu of our own trucks 
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and have disposed of most of 


our trucks. 

Where we previously shunned 
temporary help and made every 
effort to keep permanent em- 
ployees, we now hire a great 
deal of temporary help. Prior 
to Pearl Harbor, in the previous 
five years, we did not have a 
two per cent turnover. Since 
that time, we have had over 200 
per cent turnover in our labor. 
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It is impossible to compete: with 
the shipyards for ordinary help. 
We now hire drunkards as 
lumpers and are glad to get 
them. When they have earned 
enough to go on a good binge, 
they go; and when they are suf- 
ficiently recovered, they come 
back to earn enough money to 
repeat the process—and we are 
glad to see them back! 

We are reluctantly planning 
to use our salesmen on the in- 
side. We took our specialty 
salesmen for inside work some 
time ago. We found, as a rule, 
that salesmen do not make par- 
ticularly good men on the in- 
side. In considering taking 
salesmen on the inside, I would 
like to give you one word of 
caution, and that is: to watch 
the wage-hour regulations or, 
the first thing you know, why, 
you will wake up with a bill 
for restitution on the basis of 
salesmen’s pay for bringing 
them on the inside. I think that 
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is something which must be 
carefully watched. 

We have given our better men 
a chance to work overtime a 
great deal, thus in some way 
trying to give them earnings 
comparative to shipyard work- 
ers. This has to be watched very 
carefully to avoid abuse, but 
we believe it is easier to cut 
down overtime work in _ the 
future than it is to cut the base 
rate of pay. 

We keep in close touch with 
the Federal Employment Office, 
by keeping a particular man 
there who is familiar with our 
work, and occasionally we get 
a good man from them, though 
the run-of-the-mine men are 
pretty bad and often have to 
be watched very closely for dis- 
honesty. Unless it is possible 
to get a particular person in the 
Federal Employment Office in- 
terested in your problems, they 
are not very apt to turn over 
good men to you, as they will 
direct them to the war indus- 
tries if possible. 

We use high school boys after 
school and on Saturdays a 
great deal. 


* * 


By PERRY E. FAETH 


Stowe Hardware & Supply Co., 
Kansas City, Mo. 


THINK our situation out 

here is a little different 
from the standpoint of bring- 
ing any salesmen in to help. 
We work in the wide open spaces. 
We work from Kansas City 
west, and the salesman has to 
drive about 75 miles, sometimes, 
from one town to the other. So 
we couldn’t economically bring 
those salesmen in to help. We 
do bring some of our salesmen 
in, from around Kansas City — 
we have on two occasions — to 
help us out. 

In regard to steps we might 
take to replace drafted and other 
lost employees, we have em- 
ployed, so far, no women in the 
warehouse, and no negroes, ex- 
cept the two porters. We have 
a number of older men in the 
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warehouse and office that we 
have employed in the past year, 
and we have employed women in 
the office to replace some men. 

In Kansas City we have a 
branch of what is known as the 
Forty Plus Club. I think it 
started in Boston. It consists 
ot men that are over forty and 
at one time earned four thousand 
dollars a year or more, and have 
a good record. At least, they 
are pretty well combed on that 
ground in Kansas City. We 
have had applications from that 
club from time to time, and had 
no occasions to employ any of 
those men until just recently, 
and we have interviewed four of 
them, and have employed one. I 
think we will employ one other 
man out of this Forty Plus Club. 
I think they have branches in 
many of the cities of the United 
States, and there are quite a 
number of good men who, for 
one reason or another, have been 
out of employment. 

We think that our problem is 
going to be solved to a great 
extent by decline in business, 
which will require a _ smaller 
organization. We have not re- 
placed any of our salesmen. I 
don’t think anyone has made 
any reference to that. Sales- 
men are called into the service 
the same as the others. We 
have lost three or four of our 
men, and we have not replaced 
any of them. We have just 
widened out the territories. 
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By JOSEPH M. KENNEDY 


Bigelow & Dowse Co 


1% 
HIS subject, par- 


ticularly now, is of great inter- 
est to practically all in our 
industry. 

For nearly 100 years our 
business prospered on the sale 
of strictly hardware items. 
Practically all items sold were 
made from metal. Our business 
nearly 100 per cent with 
retail dealers. We have never 
entered the industrial field. 

Two years ago, however, we 
did start a small department to 
look after business which came 
from defense projects. This de- 
partment has worked out very 
satisfactorily, and a fair per- 
centage of our total business is 
now being done on merchandise 
carrying high ratings. 

In 1935 we were willing to 
admit that hardware items 
alone, were not enough, so we 
started adding lines. First, 
housewares and woodenware, 
then paints, followed by toys 
and wheel goods, then gift 
goods. We enlarged our de- 
partment on electrical items 
and accessories. All of these 
lines mentioned have become 
major ones with us. 

The average New England re- 
tail hardware store, like our- 
selves, depended on hardware 
and paint sales for their volume 
and their store traffic was 95 
per cent men. We realized that 
women must be attracted to the 
stores of our customers if we 
were to be successful in han- 
dling housewares. 

We worked out a sales plan 
which we sold to a_ selected 
group of dealers. We furnished 
price cards—window streamers 
and a monthly sales sheet, to- 
gether with weekly bulletins. 

We launched our sales cam- 
paign in December, 1934, and 
still continue it. 

I remember in the beginning 
that one of the items featured 


was 
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in our first paper was bath 
scales. We had handled these 
for several years, but the item 
had not meant much, either to 
us or to the dealer. We sold 
more scales in that month than 
we had sold in the previous six 
years. 
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The first couple of months, 
we advertised merchandise that 
our dealers had been in the 
habit of handling, then we 
jumped right in with a program 
devoted entirely to houseware 
items—pots and pans and all 
that goes with them. 

We sent a proof of our sheet 
two weeks in advange and when 
some of the old time dealers 
received this one, I want to tell 
you “there was music in the 
air.” They telephoned, they 
wrote letters, they dropped 
everything, to come in and make 
a “squawk.” 

“They were hardware men,” 
and they did not want their 
stores cluttered with this kind 
of junk. They understood that 
we would advertise hardware 
for them. We tried to explain 
that we were using merchandise 
in this advertising that would 
bring women into their stores 
and women were spending the 
money. Some, we convinced to 
give it a try. Others just said 
“to hell with it, if I have to sell 
that class of stuff, I’m going out 
of business.” 









Well, to make a long story 
short, those that stayed, were 
like ourselves, thoroughly con- 
vinced that we were on the 
right track. 

I remember one of the items 
used in this first houseware 
sheet was dish cloths. Up to 
that time, neither we, nor many 
of our dealers, had ever sold a 
dish cloth in our lives. Fortu- 
nately for us we bought them 
from a local manufacturer who 
was able to give us service. We 


needed it for these dealers 
bought 68,000 of them that 
month. 


We sold and advertised “The 
Gold Fish Deal.” Many of you 
are familiar with this promo- 
tion which included—two fish— 
colored stones—fern and a glass 
bowl. This was the most active 
promotion we ever had. Deal- 
ers sold out in two to four hours 
—72 to 144 sales. , 

Well, this is all in the past, 
and we are all interested in the 
future. Volume is going to 
shrink—I don’t know how much, 
but I do think that there is 
much that the average whole- 
saler can do to prevent it from 
going overboard. 


The public is in a buying 
mood — they have money to 
spend. Give them merchandise 


well displayed and properly ad- 
vertised, and they will buy it 
at this time. 

Many of the things which 
they are interested in are no 
longer made, but there are still 
thousands of items which can 
be purchased that the hard- 
wareman can sell, as a matter 
of fact a live hardwareman can 
sell almost anything. 

Here are a few suggestions: 


Decorative Glassware 
candles Playing cards 

Automotive Unfinished 
goods furniture 

Shower Garden trellis 
curtains Wood flower 


Electric fence 
controllers 


bed guard 
Wood pails 


Luggage Wood garbage 
Clothes pails 
hampers Artificial 
Baskets flowers 
Charcoal Work clothing 
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Spot clothes 
Wood kitchen 
cabinets 

Sporting 


Stoneware 
Tea pots 
Casseroles 
Bean pots 
Chinaware goods 

Fish aquari- Paper waste 

ums baskets 

Seeds Paper goods: 


Bulbs 
Plants 
Sun glasses 
Bird baths 
Garden 
pottery 
Insulations 
Bath towels 
Dish towels 
Ice refriger- 
ators 


Toilet 
Towels 
Shelf paper 
Napkins 
Table cloths 


Dog goods: 


Collars 
Combs 
Flea 

powders 
Beds 


I will admit that it is going 
to be tough to replace the vol- 
ume of mower and hose busi- 
ness, plus the many other items 
that are out, with some of the 
items I have mentioned, but 
isn’t it better to make the effort 
than to sit back and just weep 
about what we have lost? I 
know things look bad but I can- 
not make myself believe that it 
is going to be quite as tough as 
some make it out. If we have 
to go down let’s go down swing- 
ing! 


By AMOS H. HERR 


Herr & Company 
Lancaster, Pa. 


E have not taken on 
many new lines. We are 
not going out into the house 
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furnishing business or kitchen 
supply business or anything like 
that. But we have added items 
which we still think are house 
furnishing goods. We haven’t 
taken on any line of merchandise 
that wasn’t closely tied up with 
what we already had; but we 
have added a lot of new items 
to such lines as we were carry- 
ing. We have extended our 
glassware and our soft goods, 
such as dish rags, but we 
haven’t taken on wallpaper, and 
we haven’t taken on furniture, 
or other things. But through 
those extensions of the line that 
we had and adding new items 
here and there, we have so far 
been able to keep up our dealer 
volume. For the nine months 
past we have had an increase 
in each and every one of our 
salesmen’s accounts. Our travel- 
ing men have enjoyed increased 
business each and every month. 
What we are going to do within 
the next three months is a ques- 
tion, and whether we are going 
into other things is also a ques- 
tion. But so far we have not 
taken on anything that we have 
considered new line. 

We have made an earnest 
effort to sell more paint. We 
have a county down there where 
practically every building, from 
the outhouse to the barn and 
everything else, is painted, and 
painted regularly. We have in- 
creased our. paint business. 
Farmers have the money and 
they apply it. We have a paint 
spray machine which we give 
out, with the paint to those peo- 
ple: who are doing the painting. 
A lot of farmers are doing their 
own painting. In that way we 
have managed to keep. our 
volume up without adding what 
we call new lines. 


By EDWARD H. McLAUGHLIN 


Union Hardware & Metal Co., 
Los Angeles, Calif. 


HEREVER possible we 
have endeavored to secure 
those articles manufactured 
from some substitute material 


which are still available and 
which we may purchase with- 
out priority. We have been 
successful to a limited degree 
only. 

Plastic kitchen tools, such as 
salad forks, salad sets, strain- 


E. H. McLAUGHLIN 


ers, knives, cookie cutters, etc., 
have ¢replaced to some extent 
those made from tinned sheet 
steel in the past. To replace the 
common galvanized pails, we 
have purchased wooden pails 
and have had a limited amount 
of good luck with the above. 
Plastic screen cloth has come 
into the market in this territory 
and has to some extent been 
well received by dealers. It is 
high priced and those dealers 
having galvanized screen cloth 
on hand have not yet seen fit to 
stock it. 7, 

As a new line entirely foreign 
to anything we have handled be- 
fore we now have wardrobe cab- 
inets. This might be digressing 
somewhat from the conventional] 
hardware items. The line so 
far is so new with us that it is 
impossible to tell of any results. 

The sale of tennis and golf 
goods, because of the shortage 
of rubber for tennis and golf 
balls, and the restrictions on the 
manufacture of golf clubs, has 
fallen off materially. To sup- 
plant both these lines we have 
expanded both badminton and 
archery. No priority materials 
to speak of are used in either of 
the above, and we have urged 
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our dealers to try to interest 
their trade in these rather than 
in tennis or golf. 

Victory gardens have been 
receiving a lot of interest in 
our territory, and although gar- 
den tools as a whole are some- 
what hard to get, there are 
many accessories to a Victory 
garden that dealers have fea- 
tured. We have expanded this 
line materially. 

We have had fair success on 
paper flashlights, and asphalt 
corrugated roof siding.  Inci- 
dentally, on that subject, you 
know this resinoid roofing that 
has just come on the market is 
just as black as ink, so before 
we would take that on, we 
thought that there must be some 
covering that would go over it 
and at least make it look better 
than solid black. Again, in Cal- 
ifornia, we have a heat problem, 
and the black will absorb a great 
amount of heat and it would be 
practically impossible to even 
get it into any kind of a ware- 
house. So we have called upon 
one of our paint manufacturers 
in Los Angeles, and he has a 
paint now—in several different 
colors, by the way—with which 
you can paint this resinoid cor- 
rugated sheet. 

We have had success on plastic 


hose nozzles and_ sprinklers, 
“war” hose, as a substitute for 
our regular line of garden hose, 
plywood tool boxes and chests 
to replace hardwood and metal 
tool boxes. Cast iron lavatory, 
hose and sink faucets have been 


1—-G. M. Baird, manufacturers’ 
agent, and Robert St. John, Great 
States Corp. 2—M. O. Newby. 
Stowe Hardware & Supply Co., and 
M. M. McCahill, Fayette R. Plumb, 
Inc. 3—Earl J. Tower, Master Lock 
Co. 4—Murphy Bryan, Hasson- 
Bryan Hardware Co.; J. B. Fleming. 
Fleming & Sons, Inc., and H. F. Zu- 
lauf, Union Fork & Hoe Co. 5—L. 
V. Rowlands, sales manager, HARD- 
WARE AGE; John Holmes, Holmes 
Hardware Co., and E. W. Hardin, 
Amarillo Hardware Co. 6—W. H. 
Cordes, American Steel & Wire Co. 
7—Harold S. Hobson and Stanley J. 
Birge, both of Seymour Mfg. Co., Inc. 
8—David A. Coulter, New Britain 
Machine Co. 9—William P. Ross, 
Standard Tool Co., and Linford C. 
White, WPB speaker. 10—Fred 
Knowles and E. G. Sibley. both of 
Nicholson File Co. 11—J. O. Findei- 
sen, American Fork & Hoe Co., and 
E. P. King, Sands Level & Tool Co. 
12—J. R. Gabel, Hibbard, Spencer, 
Bartlett & Co., and J. H. Collier. 
Nicholson File Co. 13—H. Lee 
Murphy and Rollin B. Plumb, both 
of Eagle Lock Co. 
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purchased to replace those made 
ef brass, and a rough looking 
substitute they are, but they 
will do in a pinch, and we have 
been successful in selling these 
to a limited degree. 

The above are just a few high- 
lights and some of the substi- 
tutes that have come to our at- 
tention. We understand that 
some of our good jobbing friends 
have added such things as fur- 
niture, work clothing and other 
items just a little foreign to 
regular hardware lines. With the 
shortage of materials, we find 
that the hardware dealer is quite 
receptive to anything that may 
be placed in his stock giving him 
something to sell and helping to 
keep his doors open. Dealers 
frequently send their orders to 
us asking us to substitute any- 
thing within reason, giving 
them something to take care of 
their trade. With this in mind, 
we will at all times have an open 
mind on anything new that 
might be offered to us. 

In southern California we 
have a great deal of war work, 
particularly aircraft plants. A 
demand for many items has 


* 





MARK LYONS, JR. 


By MARK LYONS, JR. 
McGowin-Lyons Hardware & 
Supply Co., Mobile, Ala. 

E, as many other jobbers, 
are selling in volume lines 
which we only sold in small 





arisen that did not exist before 
our entry into the conflict. 
These we have added to our 
stock, but these items are mostly 
peculiar to our locality and 
would not be at all general in 
other parts of the country. 
California is also unquestion- 
ably the most likely section for 
token bombings, and after an 
air raid we have received great 
floods of inquiries for various 
and sundry articles to fight this 
menace. Some of these articles 
we have seen fit to add, such 
as stirrup pumps, bomb _ ex- 
tinguishers, nozzles, special lad- 
ders, etc. However, again, this 
is peculiar to our location. 

Expansion of our glass, china 
and pottery departments has 
been one where we have had the 
most success. The use of glass 
and pottery for cooking has 
been a most excellent item to 
take the place of enameled ware, 
stainless steel and other sheet 
steel items. This department of 
our business has gone ahead 
quite well, and dealers as a 
whole are very receptive to ex- 
pansion of this department in 
their own stores. 


* 


quantities in the past. We are 
also selling certain lines which 
we probably never believed, that 
as hardware jobbers, we would 
sell. For instance, we are now 
selling in our house furnishings 
department, glassware, and glass 
and china tableware in volume. 

We are selling many items 
made of pottery, such as cookie 
jars, covered utility jars, bean 
pots} mixing bowl] sets and even 
casseroles and dutch ovens. 
These items are taking the place 
of those made of steel, cast iron 
and ‘aluminum. It is true, they 
are certainly not as durable, but 
they will serve the purpose. 

We have also added window 
shades and have met with con- 
siderable success in selling 
them. 

It seems that war conditions 


1—C. Neal Turner, Atlas Tack Corp., and Conrad Hartman, Witte Hard- 
ware Co. 2—Herb Megran, Starline, Inc. 3—P. L. Nagler. Atlas Tack 
Corp. 4—J. F. Donahue, The Lamsons & Sessions Co., and B. C. Neese, Land- 
ers, Frary & Clark. 5—William H. Fitch, Richards-Wilcox Mfg. Co.; J. Frank- 
land Miller, Bigelow & Dowse Co., and E. C. Paddock, Corbin Screw Corp. 
6—Earl C. Bowman, Atlantic Screw Works, and A. E. Herrnstein, Chillicothe, 
Ohio, president, National Retail Hardware Association. 7—Arthur W. Carr 
and Frank E. Smith, both of R. E. Dietz Co. 8—H. Janett Smith and William 


L. Hochschild, both of R. E. Dietz Co. 


9—E. P. Hallock. California Hardware 


Co., and Robert A. Whitney, Corning Glass Works. 10—Hugo Weyrauch, 
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National Mfg. Co., and Edwin F. Flato, Corpus-Christi Hardware Co. 







































































have caused an increase in our 
national birth rate and there is 
a proportionate increase in de- 
mand for items for babies and 
children. We have been well 
pleased with our sales of juve- 
nile furniture. 

Another item which we have 
found that there is an exception- 
ally large market for, is oil 
cloth. We have recently noticed 
new life in our paper and paper- 
wares department, and an in- 
creasing interest on the part of 
dealers in floor covering. We 
find that numerous hardware 
dealers who never before could 
be convinced that felt base and 
linoleum floor coverings were 
profitable, are now doing a large 
volume of business on these 
lines. 

Boiled down, dealers are now 
willing and anxious to purchase 
items of a non-critical nature 
that they can sell and are looking 
to the distributors to supply 
them with this merchandise. 


By WM. GEO. STELTZ 


Supplee-Biddle Hardware Co., 
Philadelphia, Pa. 


F you are able to maintain 

your position by a satisfac- 
tory turnover on priority mer- 
chandise, you are not particu- 
larly interested in adding new 
items, especially lines that are 
more difficult to sell than the 
scarce “every day” items. 

But, if you are like us and 
countless other wholesalers, who 
are fighting today for existence 
and who are attending this con- 
vention to catch some of the air 
of hope and encouragement that 
might prevail, then you should 
be interested in new lines now, 
for the preservation of your vol- 
ume and that of your dealers. 

While we are interested in 
staying in business for a purely 
selfish reason, we feel self-pres- 
ervation is secondary to the most 
important part, and that is, a 
patriotic duty to stay in busi- 
ness, and -help our country to 


All of the items mentioned, I 
realize, have been sold by some 
distributors for years. How- 
ever, I feel that there are many 
other distributors who have 
never handled these lines. 

In the selling of new and non- 
critical items, we have found it 
advisable to have our sales rep- 
resentatives carry a _ separate 
catalog in which merchandise 
that can be sold in volume with- 
out priorities is shown. We ask 
our representatives, in the 
interest of the dealer, as_ well 
as in his own interest, to open 
up his sales talk on the items 
shown in our “non-priorities” 
catalog. 

There are many items still 
available today which we can 
and must find in order to help 
our customer—the hardware 
dealer—continue in business so 
that after these troublesome 
times are over, we will still have 
customers with whom to do 
business. 
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continue to function as a going 
concern. 

Right now, the exhaustion of 
stocks of many non-replaceable 
items: is causing all of us con- 
tinued and great worry and it 


1—Walter S. Johnson, P. & F. Corbin and Fitzhugh L. Wallace, Summers 
Hardware & Supply Co. 2—C. F. Sharrocks, Baker & Hamilton. 3—B. M. 
Burgess and L. P. Mentzer, both of Federal Enameling & Stamping Co. 
4—Shannon Crandall, California Hardware Co. and Wakefield Baker, Baker 
& Hamilton. 5—B. J. Badham, Hoffman Hardware Co. and Orville W. Crane, 
Kin-Del-Kwik Sales Co. 6—John A. Metz, P. & F. Corbin and L. E. Nelson. 
Omaha, Neb. 7—H. R. Brunbaum, O.P.A. and W. M. Stout, American Hard- 
ware Supply Co. 
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‘would seem rather difficult of 
solution—a prime problem is 
new lines. Many lines handled 
in the past are no longer pro- 
curable and we therefore must 
either develop new departments 
or lines or curtail our business. 
Merchandising survival in the 
war days depends on merchan- 
dising agility. 

Present day restrictions and 
gasoline rationing will have a 
direct bearing on the adding of 
new lines. Then, too, the ques- 
tion of the financial stability of 
new outlets must be considered 
and again borderline merchan- 
dise and substitutions carry far 
greater risks. 

With the research that is be- 
ing carried on in America today, 
lines that might be most desira- 
ble now may not be of much 
importance a few years hence. 
To illustrate—the automobile of 
the future may not require anti- 


freeze. Then—plastics, plywoods 
and synthetics may make great 
changes in all manufacturing. 

While in our business we have 
recently greatly speeded up seek- 
ing new lines of merchandise, we 
found that need many months 
ago, because having had no 
major appliance department, no 
industrial division, our volume 
of sales naturally was to be af- 
fected earlier than most whole- 
salers. Jt would seem, though, 
for all of us, the necessity for 
adding new lines was not created 
but only accentuated by the war 
development. 


“Alternatives” 


We find little chance for “‘sub- 
stitutes,” but much opportunity 
for “alternatives.” We can’t 
find a line to substitute for di- 
minishing cutlery sales, but— 
found fast-selling Kem-Tone. It 


is difficult, of course, to supplant 
a large lawnmower volume with 
some new line like greeting 
cards. New lines can be intro- 
duced more readily if offered by 
a house that enjoys earned good 
will. 

No set of rules can apply in 
edetermining the advisability of 
adding new lines to a wholesale 
business. Territories are differ- 
ent and while in Philadelphia we 
may successfully sell work cloth- 
ing, our experience is to the 
direct contrary in other mar- 
kets. While one large wholesaler 
recently added a rather complete 
line of already very competitive 
cosmetics to his assortment and 
obtained a successful distribu- 
tion in his working field, the 
same result may not prevail in 
some other section. Then, again, 
what might constitute a new 
major addition for a wholesaler 

(Continued on page 169) 


1—A. C. Corson, Herb George, A. E. Johnson and Harry Hall, all of Marshall-Wells Co. 2—L. S. Pickup, Stanley 


Works; J. D. McCue, Russell & Erwin Mfg. Co., and R. A. Slack, Huey & hilp Hardware Co. 


3—W. A. Crawford, 


Griffin Mfg. Co.; W. M. Parker and C. H. Mosher, both of Columbian Rope Co. 4—A. J. Deniston, Jr., The Deniston 


Co., and Mrs. Deniston. 


5—Ben S. Pierson, Corning Glass Works; C. J. Luthe, Jr., and B. L. Scherer, both of Luthe 


Hardware Co., and Walter H. Hansen, Corning Glass Works. 6—Robert Humphrey and William Humphrey, both of 
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Economies Which Can Be Effected 


in Operating With Prospective 
Reduced Volume 


By C. E. HAMILTON 
Odell Hardware Company, 
Greensboro, N. C. 


Ox: of the best 


moves we have made to date, 
we feel, was the closing and 
discontinuing of our up-town re- 
tail store. While it was loca- 
ted in a different section and 
operated separately from our 
wholesale department, neverthe- 
less, it was dependent on us for 
its merchandise, and unlike other 
retail stores it could not draw 
from several sources of supply, 
and the result was when our 
stock of an item became exhaust- 
ed, they likewise suffered. 

We have already and are now 
attempting to make further sub- 
stantial savings in the operation 
of our wholesale department 
which I will outline briefly. 

First, our salesmen operate on 
a straight commission basis, and 
we have as yet not been forced 
to curtail their traveling to any 
special degree. We are, however, 
considering plans which will aid 
our salesmen in conserving tires 
and gasoline and eliminate all 
unnecessary traveling expense by 
alternating trips, that is to let 
part of our men travel two weeks 
and the remainder the following 
two weeks, etc. 

Second, in the past, we have 
given them the privilege of tak- 
ing their vacation period at any 
time most suitable for them, 
however, this year, we requested 
that all traveling men, as well 
as our warehouse and office force 
take their vacation at one time. 
This meant that we literally 
closed down our warehouse for 
two weeks during July with the 
exception of a skeleton force to 
handle telephone and mail orders, 
and also to receive incoming 
shipments. 
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Third, in our office, we have 
lost to date several employees; 
part of these are in the service, 
some of our girls have recently 
moved from Greensboro and 
joined their husbands in defense 
work at other points. Practically 
this same condition applies in 
our warehouse and_ shipping 
rooms. With reduced volume ex- 
pected, we have not as yet, nor 
are we planning on replacing 
these employees. It is now our 
intention, rather than to replace 
these employees we have lost, to 
train those remaining to do more 
than one job by doubling up on 
the work to be done. 

We have also effected consid- 
erable savings in our credit de- 
partment due to improved finan- 
cial conditions and, at this time, 
we do not find it necessary to 
send a_ special representative 
from this department to contact 
our customers as we did in the 
past. 

Now is also an opportune time 
to dispose of various types of 
used office and warehouse equip- 
ment which are no longer needed. 

One saving that will affect 
some of us is the interest that 
we ordinarily pay on borrowed 
money during normal times. 





Informal Discussions 
at the Wholesalers 
Wednesday Session 


Reduced inventories will be 
the means of substantial savings 
on fire insurance. Reduced num- 
ber of employees will result in 
less compensation, social security 
and old age insurance. Even the 
small items, such as telephone, 
telegraph, and miscellaneous of- 
fice and warehouse supplies can 
be curtailed considerably. 

Due to reduced inventories, 
most of us will, no doubt, have 
sections of our warehouses that 
we could probably rent or sublet 
to other interests, such as trans- 
portation and storage companies 
who, under present conditions, 
actually need more space. In our 
case, we have had two inquiries 
from like concerns who desired 
to rent temporary space. As a 
further economy gesture, where 
possible, it might be well to con- 
sider transferring your stocks to 
lower rent and lower tax dis- 
tricts. For example, some time 
ago, we moved our office and 
wholesale plant out near the edge 
of town. This reduced our oper- 
ating expense and taxes tremen- 
dously, and also increased our 
efficiency by being away from 
heavily congested traffic, and also 
having the advantage of confin- 
ing all of our stocks to two floors, 
simplifying greatly the working 
of orders. 

- * 


By WILLIAM FRANKFURTH 


Frankfurth Hardware Co., 
Milwaukee, Wis. 


ABOR is by far the largest 

part of our expense. Cut- 
ting wages is out of the question 
so we can’t save this way. We 
will, however, lose employees to 
the armed services and defense 
industries, many of these need 
not be replaced and this will help 
some. As the manpower short- 
age grows we will lose more 
employees and may be unable to 
replace them. In other words, 
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we must use labor efficiently to 
reduce overhead and to release 
as many as possible for defense. 

Here are some of the things 

that all of us can to a greater 
degree to help solve this problem 
and it won’t require any equip- 
ment or strategic materials. 

Avoid mountain climbing and 

dead-end streets. Arrange 
shelving and stock piles with at 
least 2'%-ft. isles all around 
them, also so they can be 
reached from the floor without 
climbing. Don’t make rows too 
long. In our building we find 
it practical to keep shelving and 
stock piles down to a maximum 
of 16-ft. in length with 214-ft. 
isles around them and not over 
5'%-ft. to the highest shelf. 
With this layout, a man need 
not retrace his steps as often 
but can go to the next item. 

Cut down hunting time. Keep 
bins and piles plainly marked, 
keep related goods together and 
in numerical sequence wherever 
practical. This will save con- 
siderable time especially for 
new or inexperienced employees. 
It may also save costly errors. 
Keep long bulky goods on the 
ground floor to avoid slow han- 
dling in elevators. 

Facilities for handling small 
goods, especially those requir- 
ing repacking, can be more 
easily provided if they are kept 
together in one department or 
on one floor. 

Avoid seasonal __ overloads. 
Allocate seasonal lines to vari- 
ous departments. For example: 





Don’t place Christmas tree 
ights, toys, snow shovels, ice 
skates, and electric appliances 
in the same department because 
if the weather is right they may 
all be in season at the same 
time which would cause a tre- 
mendous overload, and might 
require robbing other depart- 
ments to help out. Divide these 
lines among departments that 
are normally slack during these 
seasons, it will help keep them 
all functioning more normally. 

We weigh, label, and show the 

routing on all full package goods 
and send them direct to the ship- 
ping department. Here they 
are immediately sorted by cus- 
tomers and routing so they are 
ready for loading when the small 
goods that require packing come 
down. Whenever possible we at- 
tach a bill of lading for the en- 
tire order to the package con- 
taining the small goods that re- 
quire packing. Our shipping 
department does not stop to 
weigh packages, write bills of 
lading or route orders. They 
merely sort, check, and load. 

We try to save time and er- 
rors in our billing department 
by arranging desks so orders 
can be passed from one to 
another as they are priced, 
checked, figured, and typed. We 
use net prices wherever prac- 
tical and print list prices show- 
ing discounts and multipliers in 
our price book. For example: 
If the discount is 50/10/10/5, 
our price book states, multiply 
by .385 which is faster than 
figuring discounts. 

] haven’t tried to cover the 
the whole field. There are many 
other economies that can be 
effected. Each of us have dif- 
ferent problems and must ap- 
preach them differently. We 
can find the answers to many of 
these by carefully observing and 
studying the functions of each 
department and our business. 

These steps are necessary now 
to operate economically with the 
prospective reduced volumes; 
they will be necessary later to 
help reduce the cost of jobber- 
dealer distribution so we can 
meet syndicate competition 
which will be greater than ever. 


1—G. W. Farr, Decatur & Hopkins Co. and H. Jarrett Smith, R. E. Dietz Co 
2—M. W. Miller, Swan Rubber Co. and A. H. Deveney. A. H. Deveney & 
oe 3—C. R. Onley, A. H. Deveney & Co. and M. G. Nussbaum, Swan Rub- 
er Co. 4—Tony Lauritzen, Arvey Corp. 5—James H. Oliver. Oliver Bros.. 
Inc. 6—George G. Hoy, HARDWARE AGE. 7—S. Strauss, Arvey Corp. 















































































Limitation Order L-63 


HOLESALERS should live within L-63. 
There is not enough material to go around. 
We are going to have to ask that items be sold 
those really needing them for maintenance and 
repair of the country, for farmers and civilian 


needs. 


By LINFORD C. WHITE* 


Chief, Distributors’ Branch 
War Production Board 
Washington, D. C 


at the Monday A.M 
Joint Session 


ie L-63—just to 


give you a rough “quickie’— 
was drawn to protect you peo- 
ple. You should live within it. 
The principle was that in the 
last war many distributors built 
up large inventories and cer- 
tainly suffered the  conse- 
quences with all the orders 
they had placed on the pro- 
ducers when the cancellations 
came. Furthermore, we knew 
and realized that there would 
not be enough material to go 
around, especially with the big 
war program. Many people 
don’t realize that we are prac- 
tically taking care of all allied 
nations for their materials. We 
take care of all the South Amer- 
ican countries, Canada, and our 
armed forces, and there are 
not enough materials. 

Take such an item as shov- 
els, for instance—we _ prob- 
ably don’t have near enough of 
them, as near as they can esti- 
mate. The boys will tell you 
about that—not even enough to 
take care of the armed forces. 
And you fellows probably won’t 
like it, but we are going to have 
to ask you to try to control and 

*In civilian life Mr. White oper- 
ates the White Supply Co., Water- 
bury, Conn., industrial supplies dis- 
tributors. He started his business 
career in a retail hardware store in 
Connecticut and was for several 
years in the sales department of 
The Standard Tool Co., Cleveland, 
Ohio, operating in New England 
territory. He was a founder, first 
secretary-treasurer and later presi- 
dent of The Nutmeggers. 
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sell your shovels to the fellows 
who really need them for main- 
tenance and repair of the coun- 
try, for the farmers, and for 
the upkeep of civilian needs. 

Now, Mr. Nelson has worked 
night and day on this alloca- 
tion business. And you have 
men down there in Washington 
who are working night and day 
on this tremendous problem of 
not enough materials; and it is 
going to be reflected down into 
all types of distribution; and 
it is up to you fellows to do 
your part now. 

We are going to call in the 
PD-336, which is the reporting 
form on the L-63 order. 


You Can Do It 


Well, we have all tried very 
hard. We are going to work out 
some plans to try to control 
this thing. We don’t want to 
see anyone go out of business. 
You only have an L-63 to keep 
within, and you can do it. We 
can tell that because on the 
PD-1-X’s that come in, where 
they haven’t used the crystal 
ball to get their figures, we 
know what you are doing. And 
a crystal ball is used in many 
cases, we know that. So we 
can tell if the inventories have 
been coming down within the 
L-63 order. Just stop and fig- 
ure out that there are not 
enough materials to spread 
around. We do need those ma- 
terials all around the country; 
and the hardware business will 


LINFORD C. WHITE 


have to make a comparison of 
that to keep the country going. 
But we are going to have a 
terrible time getting those ma- 
terials to you if you won’t play 
ball with us. 


You have all heard of the 
P-100 order. There are manu- 
facturing men going around at 
the present time with a rubber 
stamp in their pocket asking 
people to sign the P-100 order 
on rakes and forks and floral 
pieces and everything else. That 
is an actual fact. They started 
out to stop it. The P-100 order 
would have been a pretty good 
order for you fellows to work 
on—if you had lived up to it. 
We wish you would keep to 
what we have. You don’t have 
too many things to watch out 
for. 

You must realize that you 
put your producers and some 
of the distributors in a spot in 
not filing the PD-1-X. You 
took your strength and your 
sizes in some cases where you 
were an old customer, saying, 
“Ship me the goods,” and then 
the producer came to us on a 
25-A and he lost out. That hurt 
you in the long run. That hurt 
you because he was cut down 
and now you will not receive 
as many materials as you were 
going to, because you didn’t 
file the PD-1-X. 

There is one point that I want 
to bring out now so there won’t 
be any misunderstanding. It is 
that regardless of the height of 
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the rating assigned, the pro- 
ducer has been yelling for high- 
er and higher and higher rat- 
ings. “We must have an AA 
this and an AA that!” That is 
not necessary because your ma- 
terials will not be allotted to 
you on the height of your rat- 
ings any further. The latter 
system of ratings certainly 
raises cain. We knew it would 
and it did. The producer’s rat- 
ings were in the AA bracket 
entirely in this quarter. Now, 
if you sold out at an A-10, that 
has nothing to do with it. 
Someone asked me _ about 
what we are going to do with 
these A-10’s that we get on a 
PD-1-X. I had to say that to- 
day nine out of 10 ratings on 
PD-1-X are higher than an 
A-10. There are a few left of 
the A-10’s. The way we work 
that is with the Materials 
Branch. There is a Materials 
Branch for every commodity 
made and they are in close 
touch with the industry, and 
they know, generally speaking, 
what the height of rating is 
that will obtain the material 
from the producer. But the 
producer has been looking for 
higher and higher ratings and 


l1—Harold W. Hirth, Frankfurth 
Hardware Co., and John Theriault, 
Samson Cordage Works. 2—William 
S. Armstrong, Henry Disston & 
Sons, Inc., and John M. Burbank, 
Farwell, Ozmun, Kirk & Co., Inc. 3— 
Ed. Knutson, Henry Disston & Sons, 
Inc.; Kenneth A. Heale, HARDWARE 
AGE, and John -.Craver, Henry 
Disston & Sons, Inc. 4—G. W. Al- 
deen, American Cabinet Hardware 
Corp. 5—E. L. Meadowcroft, Chi- 
cago Lock Co.; Mrs. Fred Miller, 
Mrs. Meadowcroft and F. L. Miller, 
The Kruse Hardware Co. 6—R. A. Al- 
deen, American Cabinet Corp. 7— 
Amos Herr, Herr & Co., and C. E. 
Foster, Bommer Spring Hinge Co. 
8—H. A. Vaughan, Vaughan & Bush- 
nell Mfg. Co.; L. M. Stratton, Jr., 
Stratton-Warren Hardware Co., and 
A. E. Alverson, Greenlee Tool Co. 
9—J. N. Williamson, Nelson Hard- 
ware Co., and Arthur H. Bommer, 
Bommer Spring Hinge Co. 10—A. 
J. Eggleston, Richards-Wilcox Mfg. 
Co., and I. P. Gassman, Arcade 
Mfg. Co. 11—George F. Wright, G. 
F. Wright Steel & Wire Co.; F. N. 
Hall, Montgomery & Crawford, and 
E. L. Hornibrook, G. F. Wright Steel 
& Wire Co. 12—Hal G. Blodgett, 
HARDWARE AGE. 13—L. B. Jack- 
son, Wickwire Bros., and H. F. Sey- 
mour, Columbian Vise & Mig. Co. 
14— Michael Grahek, Kelley-How- 
Thomson Co., and L. E. Gilliard, 
Fayette R. Plumb, Inc. 
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refusing in violation of Regu- 
lation No. 1. But I believe that 
with the new system, with a 
proper understanding on the 
part of the producer, that will 
be over and priorities assigned 
under the PD-1-X will be for 
sequence of delivery, for which 
they were intended. 

Now, very often a producer 
will be flooded with high-rated 
orders on government work, 
and maybe you bought from 
him for years and he is caught. 
We can’t and won’t assign an 
AA rating when an A-10 will 
get it. You can’t expect to get 
all your products immediately 
on any form, because they just 
aren’t available. 

The time for fooling is over. 
Our old methods of doing busi- 
ness are over. You are going 
to be modernized, and you are 
going to be smart, or you won’t 
be here, because we do not 
have the materials to pass out 





to the fellow who goes and 
looks on the shelf and says, “I 
want 10,000 of that,’’ and 8000 
of them might lay there for the 
rest of the war. You should 
set up and you must set up a 
buying record of some kind, 
because it isn’t fair for any 
distributor to order 10,000 of 
an item, when 2000 will do to 
keep the country going. It is 
part of your game, to keep the 
country going. 


Must Have the Goods 


You are essentially in main- 
tenance, repair, and operating 
supplies, and small capitalized 
goods, and you must have those 
goods. But we can’t give them 
to you if you won’t play ball. 
Another thing, I am going to 
ask you to read your trade 
journals, and your association 
notices. I had a man come from 
the west coast the other day 








to Washington. And when we 
got through, I said, “Listen, if 
you had read what has been 
written you would be back home 
working, because nothing I am 
telling you has not been print- 
ed.” 

George Fernley is down sev- 
eral times a week. The other 
people come in, and we are glad 
to help them. We give them a 
look at what we are going to 
do, what we have to do, and 
they are down there working 
for your interests, and so is the 
distributors’ branch. We want 
to have you know that. We are 
with you 100 per cent. 

Mr. White concluded his re- 
marks with a question and an- 
swer session. Highlights of 
some of the questions and an- 
swers were: 

Question: If the PD form 
comes back with a rating as- 
signed, such as A-3 in the last 


(Continued on page 172) 





1—E. K. Donahue and R. J. Donahue, both of Wabash Screen Door Co.; Tillman Cavert, Cavert & Lipscomb, and 


L. J. Horan, Wabash Screen Door Co. 
3—B. F. Heilig and John K. Heilig, Heilig Bros. Co., Inc. 


Varick Co. 


2—J. W. McLean, Edwards & Walker Co., and George F. McClintock, John B. 
4—A. P. Zetterberg. Ingersoll Steel & Disc Co.; 


Hanson Thomas, Russell, Burdsall & Ward Bolt & Nut Co.; W. W. French, Moore-Handley Hardware Co., and Robert 
Burdsall, Russell, Burdsall & Ward Bolt & Nut Co. 5—W. D. Cashner, Geyer Mfg. Co.: D. S. McBride and W. M. Baldwin. 
6—Joseph N. Orbin and H. L. Usher, both of Oliver Iron & Steel Corp. 


both of Rogers & Baldwin Hardware Co. 
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The Extent to Which the Activities of 


Traveling Salesmen Have Been Curtailed 


ESTRICTIONS in the ac- 

tivities of wholesale hard- 
ware salesmen are generally rec- 
ognized as an absolute necessity 
in the face of diminishing stocks 
of merchandise. 

Theoretically, we like to vis- 
ualize our salesmen as personal 
representatives of our several 
institutions. We like to believe 
that they will think and act as 
the management would do under 
the same given circumstances. 
We like to imagine that our 
salesmen always represent the 
best interests of the company. 

However, we must face the 
reality. The normal attitude of 
any aggressive salesman is to 
place the maximum amount of 
merchandise on his territory 
that his company is in a position 
to deliver. This is the kind of 
salesmen that all of us are am- 
bitious to have working for us. 
Most salesmen through close as- 
sociation and personal contact 
with customers at regular inter- 
vals feel a keen responsibility to 
those dealers who have contrib- 
uted to their success in the past. 
The normal attitude, at the pres- 
ent time, of any aggressive sales- 
man is to sell all the merchandise 
that he can in order that he can 
increase his personal earnings 
and, secondly, to protect his deal- 
ers against future shortage. Ac- 
celerated buying beyond present 
and future needs is considered 
by the average dealer and sales- 
man as good judgment rather 
than hoarding. This tendency of 
aggressive selling on the part of 
our salesmen is a habit which 
cannot be reversed over night. 

But it is now generally con- 
ceded that it is to the best in- 
terests of retail dealers, of sales- 
men, distributors, and the war 
effort, to limit the number of 
sales contacts. Each area has its 
specific problem which governs 
the extent of curtailment of the 
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By JOHN H. MIZE 


Blish, Mize & Silliman Hardware Co., 


Atchison, Kans. 





JOHN H. MIZE 


salesmen’s activities. Further- 
more, the hardware salesman is 
now, or is about to be, regulated 
by outside forces such as gaso- 
line rationing and tire rationing. 

We jobbers in the middle west 
have just begun to curtail the 
traveling activities of our sales- 
mén. Some of us are now work- 
ing our men three out of four 
weeks each month; others of us 
are working our salesmen every 
other week, and still others of 
us are taking our men off the 
road when the influx of orders 
becomes too large and shipments 
become delayed. In our opinion 
the advent of gasoline rationing, 
in our section, will force us all 
to work on practically the same 
basis. 

The curtailment of sales ac- 
tivities should not mean an en- 
forced vacation of one, two or 
three weeks each month for the 
salesman. These are days, in the 
midst of man power shortage, 


* * 


At Wholesalers’ 
Tuesday A.M. Session 


where every hour must be util- 
ized. The salesman, even though 
he cannot travel a full percentage 
of the time, should be gainfully 
employed either in the office or 
warehouse of the company he 
represents. If he is not gainfully 
employed it is entirely possible 
that he might become lazy, in- 
efficient and behind the times in 
his thinking. 

We feel that the younger sales- 
men can render us a valuable 
service by stepping down into 
some of the positions formerly 
held in our warehouses prior to 
the time they took to the road. 
Many of our younger salesmen 
have expressed a willing eager- 
ness to assist us in the working 
of our orders, in the taking of 
inventory, in the writing up of 
mail orders—in fact, they seem 
most eager to help us keep things 
going in a smooth manner. 

Some of the older salesmen 
who are more fixed in their ways 
can render us a valuable service 
in contacting the many Govern- 
ment projects now located in our 
trade ‘territory. Some of our 
salesmen can be used to survey 
post-war markets. Some of our 
salesmen can be used in the 
education and assistance of our 
retail dealers as’ to the proper 
applications and usages of pref- 
erence ratings. Still others can 
assist us in merchandising plans 
to move stock that has been con- 
sidered obsolete but is now of 
definite value. Some of our sales- 
men can be used to educate new 
clerks and new employees. 

The extent to which a sales- 
man’s activities must be cur- 
tailed really depends, in the last 
analysis, primarily on the sales- 
man himself and in his ability 
to readjust his way of life to 
present changing conditions. 
This is no time for a salesman’s 
holiday; there is plenty of work 
to be done. 
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p{mcstar has now converted the war pro- 
duction to a point where productive capacity 
has passed the available material supply, with 
availability of materials the determining factor. 
When the supply of materials was adequate to 
meet the demand, simple preference ratings 
sufficed to insure delivery of first things first. 


By HENRY P. NELSON 
Chief of System Planning, 
Bureau of Priorities Control, 
War Production Board 


HENRY P. NELSON 


C 
ON TROL of the flow 


of materials has been in a 
state of evolution since the issu- 
ance of the first preference rat- 
ing certificate. Originally, pref- 
erence rating certificates were 
designed merely to indicate or- 
der of delivery. During that 
period of our war production 
program when the supply of 
materials was adequate to meet 
the demand, simple preference 
ratings were sufficient to insure 
delivery of first things first. 
As the tempo of the produc- 
tion of war necessities increased, 
it soon became apparent that the 
available supply of materials was 
not sufficient to meet these in- 
creasing demands and that addi- 
tional controls were necessary to 
insure maximum use of those 
supplies for war purposes. 
Obviously, the flow of critical 
materials into non-essential 
manufacturing could not be per- 
mitted to impede the expansion 
of war goods production. Efforts 
were therefore made to limit the 
production of goods which were 
not considered necessary to fight 
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the war or to maintain essential 
civilian economy. Limitation or- 
ders were issued to limit the 
manufacture of non-essential 
civilian goods which consumed 
critical materials. Conservation 
orders were issued to control and 
direct the flow of basic raw ma- 
terials into those channels con- 
sidered necessary to build our 
military requirements and to 
maintain essential civilian ser- 
vices. In addition, every effort 
was made to increase wherever 
possible the supply of vital raw 
materials. 

During this stage of our pro- 
duction program, general prefer- 
ence ratings were issued on an 
industry-wide basis. This blan- 
ket preference rating system as 
typified by “P-Orders” repre- 
sented the beginning of control 
over the use of production facili- 
ties. 

After having established the 


* * 


at the Monday A.M 


Joint Session 


principle of priorities through 
preference ratings, the limita- 
tion of civilian production 
through issuance of “L” and 
“M” Orders, and given industry 
direction through “P” Orders, 
it became necessary to further 
refine the priorities system to 
assure quantitative as well as 
qualitative control. 

The Production Requirements 
Plan, known as PRP and imple- 
mented through Form PD-25A, 
then became the largest single 
instrument in the control of ma- 
terials. This plan is now used 
as the means through which pri- 
orities are granted to all major 
users of critical metals and pro- 
vides a review of past use, inven- 
tories and requirements of these 
metals as well as a review of 
past shipments and orders on 
hand by product groups. 

Industry has now converted 
the war production to a point 
where productive capacity has 
passed the available material 
supply, with the availability of 
materials the determining factor. 
Similarly, the knowledge that an 
item is of a military or essential 
civilian nature is no longer a 
sufficient basis for extending pri- 
ority assistance. 

The time has now come for a 
critical analysis of each type of 
product to determine its rela- 
tionship to the total program and 
to judge the specific materials 
required for that product in the 
light of available supplies. The 
program must be balanced—in- 
ventories must be balanced—and 
the material budget must be 
balanced if we are to achieve 
maximum results with these 
available supplies. 

To that end, the management 
of the War Production Board is 
giving its utmost attention. 
Present controls will remain in 
effect during the fourth quarter 
of this year, and with some 
modifications, during the first 
quarter of 1943. 

We found that the job of ad- 
ministering Priorities Regula- 
tion No. 10 was so terrific, par- 
ticularly with the distributor 
groups, that the changes that 
were promised to you about two 
months ago have not come 
through. We are not going to 
release any Priorities Regula- 
tion No. 10 until we know we 
have got one that by its very 
simplicity will do the job that 
was originally intended in the 
first regulation. 
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Editor’s Note: 


We submit the following table of values of manufactured hardware and affiliated 
lines, compiled by Oliver Brothers, Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 


This table of values applying to manufactured hardware will, we are sure prove 
to be a valuable supplement to the table of values of iron, steel, wire and metal materi- 
ials.—-Editor, Hardware Age. 


























Comments: The prices shown in this table of manufactured hardware and affili- 
ated lines represent the price fluctuations over the period indicated, and we believe will 
be interesting to hardware merchants. Some manufacturers of special brands may 
have obtained prices different from those indicated. 
Col. Ne. 1 2 3 
Item Dec. | March | July 
No. MATERIAL ; Unit . 1913 a 1916 iL 1917 
1 Steel railroad spikes, % x 514 100 Lb 1.50 | 1.35 5.00 
2 Track bolts, square nut, 34 x 3.. | Since le tna ise 2 15 ; 1.70 7. 00 
3 | Crow bars, 10 to 40 Ib. 100Lb. | 1.90 1.65 | 6.60 
4 | Striking hammers, Oregon pattern, 6 Ib. Buty, 1928 and Inter, by the pi plese. 4.74 3 3.54 | 10.80 
5 | Railroad picks, 6 Ib. Dez, ~+'| 2.43 | 1.87 12.29 
6 Machine bolts, 54 x 4 “100 Pes 1.61 | 1.32 | 4.97 
7 | Hot pressed nuts, square, blank, ! 1% in. Since. Kea, 11927, per 00 2.60 | “2.20 | 6.50 
8 | Iron turnbuckles, 1 in. with stub ends 400 Pes,” 27.80 ; 26.34 | 57.20 
9 | Spring cotters, steel, 44x14 : 1000 Pes. 0.44 ; 0.41 | 0.96 
10 Small black rivets, YX 1 \Y, in kegs. 100 Lb 2.56 2.40 | 8.21 
11 | Upholsterers cut tacks, No. 4, blued, in bulk*.. 100 Lb 5.20 4.96 | “16.25 
12 Wood screws, flat head, iron (new list t prices i 3, 1928) _Per Cent Of List : 0.926 0. 9198 0.784 
13 Shovels, plain back, No. 2, C grade : ‘Doz. ; 4.31 i 3.90 a 5 8.50 
14 | Ball tip, loose pin, steel butts, 34x 314, plated "Doz. Pr | 0.64 0. 61 1.78 
15 | Wrought brass butts, 2 in. narrow. CaN Gross Pr. 3.38 3 3.80 ; | 7.17 
16 Stillson pattern n wrenches, 10 10 i in., wood handle Doz. 4.87 Ps 4.75 | 9.00 
17 | Monkey wrenches, knife | handle, 10 in in. 7 ; Doz. 7 4.32 4.32 | 10. 49 
18 | Files, 10 in. flat bastard. ; Doz. . 1.13 . 1.13 2.09 
19 | Carbon twist drills, “Yi in., round straight shank, Jobbers Lengths . Doz. 0.85 0.79 | 1.42 
20 | Chisels, plain handle and stam, & te. coda ames ‘Doz. 1.97 | 1.97 | 4.01 
21 | Soldering coppers, 3 Ib. base Lb. 0.2044 | 0.19 | 0.42 
22 CO Post-hole diggers, Eureka pattern Doz. 6.00 | 6. 00 | 9.00 
a3 | Carm movers, Badger Doz. | 24.00 | 26. 00 | 27.50 
24 CO Wire ro rope, cruc. cast steel, 6 strand, 19 wire, °% in. diameter 100 Ft. | 4.72 "t 4. 41 | 11.90 
265 | Poultry n netting, 2-in. mesh, 19-gage wire, galvanized after woven Roll of 600 ‘Sa. Ft. | 1.97 1.69 | 3.47 
26 | Wire screen cloth, 12 mesh, black, less than carload 100 Sq. Ft. 1.10 | 0.90 | 1.75 
_ (Cl Galvanized water pails, 10 qt., light pattern, less than carload Gross | 18. 14 33.60 
28 CO Enameled cast iron sinks, flat rim, 18 x 30. Each 1.80 1. 80 | 3.36 
29 F inished brass. compression bibbs, standard pattern, for L Pp 5 ¢ in. Doz 3.67 4 3.59 2 18 
30 Axes, unhandled, first quality standard grade, single bit, , base . Doz 5.15 | 3.60 | 11.5 .50 
31 | Plain tin wash basins, 13 in., , stampedt. Sit Gross } :. 6.03 | 10.44 
32 | Circular spring balances, 30 Ib. x o7.. a Each 6.00 | 7.50 
33 Lawn ‘mowers, 14 i in., ball- em medium grade, + Blade Each 2.90 3.60 
Col. No. 1 2 a 





many cases this was auto 
instances by specific O.P.A 
@ %” size generally disco 
production. 


*Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. 
tJune, 1926, to June, 1930, prices on 13 in.; other prices on 12% in. 
tNew list Nov. 21, 1935. 


@ Ceiling prices established by Government Price Administrator in 1941; or later in 1942 by O.P.A. In 
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2 3 4 5 6 — 9 10 11 12 13 14 15 16 17 
| March | July | Nov. we Sept. | March | Sept. | Dec. | Dec. | Dec. | Dec. | Dec. | Dec. | March | Aug. | Ma 
| ‘s905' | ior? | 1918 | 1920 | i920 | 1922 | toaz | 1925 | soz | 1926 | 1926 | 1928 | 1929 | 1993 | 1933 19% 

1.85 6.00 | 3.90 | 3.60 6.00 | 2.10 | 2.80 | 3.165 | 2.80 | 2.80 | 2.90 | 2.80 | 2.80 | 2.15 | 2.40 | 2.4 
“1.70 | 7.00 | 4.90 | 6.60 | 7.50 | 3.00 | 4.05 | 4.00 | 3.75 | 4.00 | 4.26 | 3.81 | 3.81 | 2.86 | 3.41 | 3.8 
| 1.65 | 6.60 | 7.60 | 6.256 | 7.26 4.50 | 4.75 | 5.75 | 5.26 | 6.75 | 5.26 | 6.89 | 6.89 | 5.89 | 6.00 | 6.0 
| 3.64 | 10.80 | 10.80 | 9.23 | 10.80 | 6.41 | 7.29 | 8.75 | 8.10 | 8.75 | 8.10 | 0.70 | 0.70 | 0.70 | 0.58 | 0.8 
| 1.87 | 7.29 | 9.00 | 7.69 | 8.65 | 4.86 | 6.40 | 6.20 | 6.71 | 6.10 | 6.00 | 6.70 | 6.70 | 6.70 | 6.70 | 6.1 
| 132 | 407 | 3.63 | 4.05 | 6.93 | 1.68 | 261 | 248 | 9.04 | 3.06 | 3.04 | 3.39 3.83 | 2.49 | 3.00 | 3.1 

2.20 | 6.50 | 6.60 | 6.50 | 8.60 | 3.25 | 6.10 | 6.20 | 4.95 | 4.95 | 4.95 | 0.555 | 0.655 | 0.41 | 0.60 | 0.6 

26.34 | 57.20. | 67.20 | 61.60 | 70.40 | 39.60 | 48.40 | 39.80 | 41.80 | 49.60 | 65.00 | 66.00 | 55.00 | 39.60 | 66.00 | 55.0 

0.41 | 0.96— | 1.02 | 0.78 | 1.16 | 0.62 — | 0.65 | 1.05 | 0.68 | 0.75 | 0.75 | 0.78 | 0.78 | 0.78 | 0.78 | 0.8 

2.40 | 8.21 | 7.20 | 7.20 | 8.80 | 3.70 | 5.44 | 5.10 | 4.86 | 4.10 | 4.10 | 4.2 | 4.92 | 3.90 | 4.10 | 4.8 
(4.96 | 16.26 | 15.10 | 17.15 | 18.16 | 11.75 | 12.75 | 12.40 | 14.30 | 14.65 | 11.265 | 11.93 | 9.91 | 6.45 | 8.10 | 9.8 
‘| 0.9198 | 0.784 0.764 | 0.82 | 0.784 | 0.8847 | 0.8677 | 0.8835 | 0.835 | 0.87 | 0.8819 | 0.645625 0.6288 | 0.8108 | 0.67949) 0.¢ 
3.90 | 8.60 | 11.61 | 10.90 | 12.90 | 9.90 | 7.41 | 9.16 | 9.16 | 8.47 | 8.47 | 8.28 | 6.62 | 7.45 | 7.46 | 8.7 

0.61 | 1.78 | 1.75 2.20 / 2.20) 1 65 | 1.55 L 1.90 | 1.70 | 1.44 | 1.44 | 1.67 | 1.64 | 1.58 | 1.92 | 1.7 

3.80 | 7.17 | 7.81 | 7.02 | 7.02 | 6.49 | 6.93 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 6.4 | 6.48 | 6.1 
| 4.75 | 9.00 '10.00 | 10.00 | 11.81 | 8.78 | 8.78 | 9.00 | 7.50 7.60 | 7.60 | 4.86 | 6.13 | 3.26 | 4.63 | 5.8 
4.32 | 10.49 | 11.66 | 11.68 13.20 7.13 | 7.12 | 9.62 | 9.62 | 9.62 | 9.62 | 9.62 | 9.14 | 5.9 | 5.94 | 6. 
|) 14s | 2.09 | 2.73 | 2.39 | 2.66 | 1.70 | 1.89 1.75 | 1.69 | 1.89 | 1.69 | 1.80 | 1.89 | 1.89 | 1.89 | 1.8 
0.79 | «1.42 | 1.46 1.39 | 1.39 | 1.08 | 0.78 | 0.97 | dat | dat | dad f dad) aad | tar | aan | 2. 
1.07 | 4.01 | 4.70 | 6.95 | 5.35 | 5.49 | 5.49 | 5.35 | 5.36 | 6.94 | 5.94 | 6.35 | 5.35 | 6.35 | 5.95 | 5.1 
| 0.19 | 0.42 0.48 | 0.29 0.2934 | 0.184 | 0.1914 | 0.19 | 0.21% | 0.21 | 0.2034 0.23% | 0.26% | 0.12% | 0.16 0.1 
| 6.00 | 9.00 | 12.60 | 18.00 | 17.00 | 10.00 10.00 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 10.0 
25.00 | 27.50 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.0 
\oaa 1.00 |11.65 | 9.28 | 9.08 | 7.01 | 7.61 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 862 | 9.71 | 9.71 | 9. 

1.69 | 3.47 | 4.13 | 4.13 4.13 | 3.61 | 3.61 | 3.76 | 3.63 | 3.33 3.08 | 3.13 | 3.01 | 2.48 | 2.48 | 2.6 

0.90 | 1.75 | 1.95 | 2.05 | 2.05 | 1.80 | 1.80 | 1.95 | 1.80 | 1.70 | 1.60 | 1.71 | 1.42 | 1.86 | 1.44 | 1.8 
(18.14 | 33.60 | 45.97 | 40.32 | 60.40 | 22.98 | 22.98 | 24.19 | 25.63 | 26.88 | 24.84 | 23.04 | 24.12 | 18.12 21.87 | 21.1 

1.80 | 3.35 | 4.45 | 4.55 | 5.00 | 3.85 | 3.85 | 4.05 | 4.05 | 4.05 | 4.05 | 4.05 | 4.15 2.35 | 3.65 | 3.2 
3.69 | 7.18 | 8.60 | 9.68 | 10.77 | 6.67 | 6.30 | 6.80 | 5.98 | 6.98 | 6.30 | 5.99 | 5.35 | 6.25 | 6.75 | 6.2 
| 3.60 | 11.60 | 13.60 | 14.60 | 16.00 | 12.00 || 11.00 | 10.75 | 12.00 | 10.50 | 12.00 | 13.00 | 13.00 | 9.60 | 8.80 9.6 
(6.03 | 10.44 | 10.44 | 17.16 | 17.16 | 18.90 | 13.90 | 13.90 18.21 | 18.21 | 12.20 | 12.20 | 9.72 | 9.60 | 9.24 | 9.4 

6.00. | 7.60. 8.00 | 9.00 | 9.00 7.60 | 7.60 | 7.6914| 7.6914| 7.69%¢| 7.6914 | 7.6914| 7.69')| 6.60 | 6.60 | 6.8 

2.00 | 3.60 | 6.00 | 5.60 | 7.50 6.40 | 6.40 | 7.00 | 6.40 6.40 6.40 6.00 | 6.50 3.75 | 3.60 | 4. 
as 3 4 5 6 7 8 9 10 11 12 13 14 15 16 
\y cases this was automatic by fixing price ceilings at selling price in effect March, 1942, in other A Price ceiling, March, 1942. 


ances by specific O.P.A. ruling. ; -] Later advance allowed by O.P.A. , 
;” size generally discontinued as of March, 1942, %” figures show lower price because of greater ® In Feb., 1942, excepting for defense housing manufacture of 
luction of July 31, 1942. A 5 per cent increase was allowed 


















e housing manufacture of enameled sinks was ordered stopped as 
se was allowed 
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k City ” 3h 
ACTURED HARDWARE Th 
MBER, 1942 1918, 
We 

ober 29, 1942 conju 
nd Chicago, U. S. A. — 
15 16 17 18 19 20 21 22 23 24 25 
March Aug. March July Aug. | July | July June June June June 
1933 | 1933 | 1934 | i934 | 1936 | i936 | i937 | 1938 | 1939 | 1940 | 1941 
2.15 | 2.40 | 2.40 2.40 | 2.40 | 2.60 | 3.00 | 3.00 | 2.90 | 3.00 | 3.00¢ 
2.86 | 3.41 | 3.81 | 3.81 | 3.81 | 3.81 | 4.22 | 4.92 | 4.81 | 4.15 | 4.160 
5.89 | 6.00 | 6.00 | 6.00 | 6.00 | 6.00 | 6.30 | 6.30 | 6.15 | 6.25 | 7.67 
0.70 | 0.68 | 0.68 | 0.68 | 0.68 | 0.68 | 0.60 | 0.655 | 0.69 | 0.63 | 0.70 
5.70 | 6.70 | 6.70 | 6.70 | 6.70 | 6.70 | 6.16 | 6.73 6.05 | 6.39 7.58 
2.49 | 3.00 | 3.33 | 2.70 | 2.86 | 3.16 | 3.42 | 2.78 2.68 | 3.05 3.29 
0.41 | 0.60 | 0.655 | 0.45 | 0.475 | 0.627 | 0.67 | 0.43 | 0.44 | 0.44 | 0.57 
39.60 | 55.00 | 55.00 | 55.00 | 65.00 | 65.00 | 65.00 | 55.00 45.00 | 47.30 | 55.00 
0.78 | 0.78 | 0.82 | 0.80 | 0.80 | 0.76 | 0.95 | 0.84 | 0.95 | 1.05 i 1.06 
3.900 4.10 | 4.92 | 4.66 | 4.66 | 4.56 | 4.80 | 5.05 | 4.79 | 5.04 | 5.32 
6.45 8.10 9.30 8.37 7.16 | 7.63 | 9.15 | 9.15 | 9.30 | 9.30 | 10. 5 
0.8108 | 0.67949| 0.63577, 0.72631, 0.7494 | 0.78253] 0.70003} 0.7832 0.7338 | 0.7346 | 0.633 
145 | 7.45 | 8.75 | 8.76 | 6.76 | 6.75 | 9.60 | 9.60 | 9.60 | 9.60 | 10.00 
ies | 1.92 | 1.78 | 1.97 | 1.97 | 1.86 | 2.98 | 2.06 | 2.15 | 2.02 | 2.67 
5.84 | (6.48 | 6.48 | 6.48 | 6.48 | 6.48 | 7.20 | 6.48 | 5.83 | 5.83 | 5.89 
3.26 | 4.63 | 5.8 | 3.92 | 3.92 | 5.13 | 6.80 | 5.38 | 4.85 4.60 | 6.12 
5.0 | 6.94 | 6.42 | 6.93 | 6.93 | 7.70 | 7.70 | 7.70 | 7.70 | 7.42 | 8.75 
1.89 | 1.89 | 1.80 | 1.89 | 1.69 | 1.89 | 2.36 | 2.36 | 2.96 | 2.36 | 2.36 
1.11 | 1.11 | 1.23 | 1.93 | 1.93 | 1.93 | 1.48 | 1.42 | 1.43 | 1.48 | 1.48 
5.35 | 6.35 | 6.35 | 6.35 | 6.35 | 6.35 | 5.65 | 6.65 | 6.65 | 5.65 | 5.94 
0.12% | 0.16 | 0.16%) 0.16%/| .16 | .17 3y%| .17 | .18¢ | .20 | «25 
(41.60 | 11.60 | 10.00 11.26 | 11.26 | 11.26 | 11.26 | 11.76 | 11.76 | 11.00 | 11.00 
“48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 48.00 | 48.00. 
9.71 | 9.71 | 9.71 | 881 | 881 | 881 | 9.33 | 9.33 | 8.81 | 8.81 | 9.27 
2.48 | 2.48 | 2.54 | 2.09 | 2.92 | 2.56 | 2.80 | 2.72 | 2.63 | 2.71 | 3.12 
1.36 | 1.44 | 1.66 | 1.29 | 1.82 | 1.49 | 1.60 | 1.475 | 1.98 | 1.50 | 1.53 
18.12 | 21.87 | 21.96 | 20.78 | 21.87 | 24.36 | 31.68 | 24.40 | 25.08 | 26.40 | 30.24 
2.35 | 3.65 | 3.20 | 3.02 | 3.16 | 3.16 | 3.16 | 3.16 | 3.12 | 3.27 | 3.42 
5.25 | 6.75 | 6.25 | 5.60 | 5.81 | 6.64 | 6.88 | 5.06 | 6.02 | 6.27 | 6.48 
9.60 | 8.80 | 9.60 | 9.60 | 9.60 | 9.60 | 10.80 | 12.00 | 12.00 | 12.00 12.32 
9.60 | 9.24 | 9.48 | 9.84 | 9.84 | 9.84 | 10.92 | 10.92 | 10.92 | 9.36 | 9.48 
6.50 | 6.50 | 6.60 | 6.60 | 6.60 | 6.00 | 6.00 | 6.00 | 6.00 | 6.00 | 6.60 
3.75 | 3.60 4.10 | 4.10 | 3.60 | 3.86 4.30 | 4.30 | 3.86 | 3.85 | 4.05 
15 16 17 18 19 20 21 22 23 24 25 


@ Denotes ceiling price. 


Compiler’s Note: 

We have reduced lists and discounts to unit prices or unit quantity prices as the case 
may be, and in doing this we have taken into consideration the fact that the, list prices on 
some items have been changed from time to time and the net prices shown are based upon 
the lists and discounts in effect on the dates given. The figures opposite the subject Wood 
Screws represent the discounts reduced to a unit percentage. The prices shown represent 
what would be recognized as a reasonable wholesale price allowed by the manufacturer 
to the wholesale merchant (the jobber). 

The lowest average prices will be found in column under “March, 1915,” although 
lower prices on some commodities are to be found in other columns. 

The highest prices are to be found distributed between July, 1917, and September, 
1920. Many of the highest prices were put into effect after the war had ended, during 
1918, 1919 and 1920. 

We believe a study of the prices shown in this table of manufactured hardware, in 
conjunction with our TABLE OF MARKET VALUES of iron, steel, wire and metal materials, 
would be time well spent to those who are familiar with the materials entering into the 














manufacture of the finished product. OLIVER BROTHERS, Inc. 
24 25 26 27 New York-Chicago. 
June June Dec. Sept. Item 
1940 | 1941 1941 | 1942 | MATERIAL No. 
3.00 ; 3.000 3.00@ . 3.000 Steel railroad spikes, % x 51% 1 
4.15 | 4.16@ | 4.76@ | 4.75@ | Track bolts, square nut, 34 x 314 “a 
6.25 7.67 7.67 | 7.67@ | Crow bars, 10 to 40 Ib. “ 
0.63 | 0.70 | 0.70 | 0.70@ | Striking hammers, Oregon pattern, 6 Ib. 4 
6.39 | 7.58 | 7.58 | 7.68@ | Railroad picks, 6 1b... 5 
| 3.05 | 3.29 | 3.29 | 3.29@ | Machine bolts, % x 4.. 6 
| 0. 44 | 0.57 0.57 | 0. Te Hot pressed nuts, square, blank, 4 in. 7 
| 47.30 | 65.00 | 60.60 | 60.50@ | Iron turnbuckles, 1 in. with stub ends 8 
| 1.06 | 1.06 | 1.06 | 1.05@ | Spring cotters, steel, 3% x 114 4 
| 5.04 6.32 . 5.32 | 5.04@ Small black rivets, 14 x 1%, in kegs. 10 
| 9.30 | 10.65 | 10.55 | 10.65@ | Upholsterers cut tacks, No. 4, blued, in bulk*. 11 
8 0.7346 | 0.6337 | 0.6337 | 0.6337@| Wood screws, fiat head, iron (new list prices Jan. 3, 1928) “42 
“| 9.60 | 10.00 | 10.26 | 10.25@ | Shovels, plain back, No. 2, C grade , 13 
2.02 iz 2. 67 2.67 2.67@ | Ball tip, loose pin, steel butts, 344 x 3/4, plated ’ cel 14 
5.83 6. 83 5.838 | 5.83@ | Wrought brass butts, 2 in. narrow 15 
4.60 . | 6.12 | 6.80 | 6.80@ | Stillson pattern wrenches, 10 i in., wood handle . 16 ; 
| 7.42 | 8.75 10.90 11.00@ Monkey wrenches, knife handle, 10 i in. 17 
2.36 | 2.36 | 2.36 | 2.36@ | Files, 10 in. flat bastard. 18 
1.43 | 1 43 1 43 1.43@ | Carbon twist drills, 4 in., round straight shank, Jobbers Lengths 19 
5.65 | 5.94 6.27 6.27@ Chisels, plain handle and edge, 1 in. socket firmer 20 
a 20 | 25 -25 .25@ Soldering coppers, 3 Ib. base 21 
| 11.00 | 11.00 14.00 | 14.00@ | Post- hole diggers, Eureka pattern 22 
| 48.00 48.00 48.00@ | 48.00@ | Car movers, Badger 23 
8.81 9.27 9.27 | 9.27@ Wire 1 rope, cruc. cast steel, 6 strand, 19 wire, %% in. diameter 24 
2.71 | $3.12 3.12 3. i2@ Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven 25 
1.60 | 1.53 1.53 Fi 1486 | Wire screen cloth, 12 mesh, black, less than carload. 26 
‘ 26.40 | 30.24 34.20 34.20@ ; Galvanized water pails, 10 at., light pattern, less than carload 27 
3.27 | 3.42 | 4.76 | 6.35% | Enameled cast iron sinks, , flat rim, 18 x 30 28 
5.27 6.48 . i; Sane | Pe 938 Finished brass compression bibbs, s standard pattern, for I. P. 5 in. 29 
| 12.00 | 12 32 12.75 | 12. 1.15 | Axes, unhandled, first quality , standard grade, single bit, base 30 | 
9. 36 | 9.48 9.48@ | 9. 480 Plain tin wash basins, 13 in., stampedt.. 31 
6.00 | 6.60 6.00 | 6.00@ Circular spring - balances, 30 Ib. x oz. 32 
3.85 | 4.05 4.50 4.35@ Lawn ‘mowers, 14 in., ball- bearing, medium grade, 4 Blade . 33 
24 25 26 27 


, ceiling price. 








The General Maximum 
Price Regulation 


OINTS out average manufacturing plant is 

now 90 per cent on war production. Con- 

@ cerning the General Maximum Price Regula- 

tion, he outlines reasons for its inception and 

answers prepared questions concerning gen- 
eral and specific points in the Regulation. 


By A. J. KWITEK* 
Hardware and Mill Supply Unit, 
Office of Price Administration 


Q, April 27th when 


President Roosevelt delivered his 
message to Congress, you will 
recall that he submitted a seven- 
point program of general prin- 
ciples which collectively consti- 
tute our present national eco- 
nomic policy. 

They form the foundation on 
which all our efforts and activ- 
ities are being built, and I would 
like to draw them to your atten- 
tion. I quote: 

“We must, through heavier 
taxes, keep personal and corpor- 
ate profits at a low reasonable 
rate. 

“We must fix ceilings on prices 
and rents. 

“We must stabilize wages. 

“We must stabilize farm 
prices. 

“We must put more billions 
into War Bonds. 

“We must ration all essential 
commodities which are scarce. 

“We must discourage install- 
ment buying, and encourage pay- 
ing off debts and mortgages.” 

The important thing to re- 
member is that each one of these 
points is dependent on the other 
if the whole program is to work. 

We recognize that the Office of 
Price Administration is charged 
with the responsibility of admin- 
istering only two of these points, 


*In civilian life Mr. Kwitek 
is vice-president in charge of pur- 
chases, Hibbard, Spencer, Bartlett 
& Co., Chicago, IIl., wholesale hard- 
ware distributors. 
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ceiling prices and rationing, but 
the first of these forms a corner- 
stone without which the whole 
structure cannot be built. 


The Emergency Price Control 
Act, passed by Congress and 
made effective in February, em- 
powered the Office of Price Ad- 
ministration to establish ceiling 
prices at any and all levels of 
distribution. By March, there 
were already 130 individual price 
schedules in effect and our dock- 
ets contained many more in 
varying stages of negotiation. 
The majority of these individual 
price schedules which covered 
specific commodities had been 
placed at the manufacturing 
level, since that was where the 
first dislocation of demand made 
itself apparent. 


All Embracing 


, The General Maximum Price 
Regulation governs the price of 
all commodities sold by your in- 
dustry except those specifically 
excluded by its terms and those 
governed by specific regulations. 

NB—At this point Mr. Kwitek 
paused in his prepared message 
and presented a group of ques- 
tions on the General Maximum 
Price Regulation. The answers 
were given by his associate, 
P. N. Russell, Head, Hand Tools 


* * 


at the Monday A.M. 
Joint Session 


A. J. KWITEK (left) 
and P. N. RUSSELL 


Unit, OPA. These questions and 
answers follow: 

Highlights of the questions 
and answers were: 

Question—What are maximum 
prices? 

Answer—In general, the high- 
est prices charged during March, 
1942. Under the Regulation each 
seller established his own maxi- 
mum prices. If an organization 
had more than one manufactur- 
ing plant or more than one 
wholesale outlet, each individual 
plant, or outlet is considered an 
individual seller and determines 
its own maximum prices inde- 
pendently from those of any 
other unit in the organization. 
As a first step, a manufacturer 
or wholesaler took for his maxi- 
mum, the highest price he 
charged during March, 1942, for 
the same commodity sold to a 
purchaser of the same class. 

Question—What does “highest 
price charged” mean? 

Answer—First, it means that 
the top price for which an article 
was delivered during March, 
1942, in completion of a sale to 
a buyer of the same class. Cus- 
tomary allowances, discounts, or 
other price differentials cannot 
be changed except to lower the 
price. It also means that, failing 
to make delivery during March, 
1942, the maximum price shall 


101 











be the highest price at which the 
article was offered for delivery 
during that month to a purchaser 
of the same class. Third, it 
means that if the first two are 
not applicable, the maximum 
price shall be the highest price 
at which a similar article was 
delivered, or failing of delivery, 
was offered for delivery during 
March, 1942. Fourth, it means 
that if the first three are not 
applicable, the maximum price 
shall be the highest price at 
which the seller most closely 
competitive delivered, or failing 
to deliver, offered to deliver 
the same or similar article dur- 
ing March. 

If none of these apply, the 
wholesaler shall determine his 
price by applying a formula set 
forth in Section 3(a). 

I shall discuss a new regula- 
tion, Maximum Price Regulation 
No. 188, which changes this for 
a manufacturer of a list of hard- 
ware items. 


1—E. B. Durell, Union Fork & Hoe Co. and W. P. Tracy, The Tracy-Wells Co. 
ware Co.; B. R. Foley. Birtman Electric Co., and John S. Tomajan, The Washburn Co. 


Miller, both of Gilbert & Bennett Mfg. Co. 


both of Hill-Shaw Co. 
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Question — May special dis- 
counts extended to preferred 
customers be rescinded? 

Answer — No seller shall 
change his customary allowances, 
discounts or other price differ- 
entials unless such change re- 
sults in a lower price. This in- 
cludes cash discounts which may 
not be lowered or the discount 
period shortened. The seller who 
had an established practice of 
making allowances, discounts or 
price differentials to different 
classes of purchasers and raised 
his general level of prices but 
thereafter during March, 1942, 
made no delivery to any pur- 
chaser of a particular class, shall 
for that particular class, calcu- 
late the highest price charged 
by taking the highest price 
charged during March, 1942, to 
a purchaser of another class and 
then adjusting such price to re- 
flect his established allowances, 
discounts or other price dif- 
ferentials. 








Question—lIs a price list dated 
in March, showing increases to 
be effective April 1st, valid? 

Answer—No. The first crite- 
rion is actual deliveries in 
March. If no deliveries were 
made, then the offering is valid 
only if it was for delivery in 
March. The fact that this ques- 
tion states that the increases 
were to be effective April 1 
makes them invalid after May 
11 last. 

Question — Where shipme®s 
were formerly made by water 
but are now made by rail at an 
increased cost, may the seller in- 
crease his prices to cover this? 

Answer — No. Economies 
should be found elsewhere to 
compensate for such an increase. 

Question — May wholesalers 
discontinue free deliveries? 

Answer — Where wholesalers 
offered free deliveries or trans- 
portation allowances in March, 
these practices must be contin- 
ued. 





2—Sherrill Sherman, Roberts Hard- 
3—A. D. Mackay, Landon P. 
Smith, Inc.; Mrs. Mackay: Mrs. Larson, and Wayne Larson. Landon P. Smith, Inc. 4—M. T. Townley and Charles J. 


5—L. G. McDonald, Reynolds Wire Co.; S. I. Jacobson, and John Zitz, 
6—Duncan Shaw and W. M. Johnson, both of Reading Hardware Corp. 
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Question — Must we file our 
prices with the Office of Price 
Administration? 

Answer—Under the General 
Maximum Price Regulation, no 
manufacturer or wholesaler need 
file any prices with any office of 
the Office of Price Administra- 
tion. Later I shall discuss two 
regulations where filing is neces- 
sary. For items whose price is 
governed by the General Maxi- 
mum Price Regulation, no filing 
is necessary. It is necessary to 
preserve for examination by 
O.P.A. all your existing records 
relating to the prices which you 
charged during March, 1942, and 
all offering prices for delivery 
during that month. In addition, 
you should have prepared by 
July 1, 1942, and thereafter keep 
it for examination by any per- 
son, a statement showing: 

(a) The highest prices which 
you charged for such of those 
commodities as you delivered 
during March, 1942, and your 
offering prices for delivery dur- 
ing that month, together with an 
adequate description or identifi- 
cation of each commodity, and 

(b) All your customary allow- 
ances, discounts and price differ- 
entials. 


Addition of Taxes 


Question—May we add sales 
or other taxes to the maximum 
price? 

Answer—(1) If the seller cus- 
tomarily stated and_ collected 
such tax separately from the 
purchase price during March, 
1942, he shall not include the tax 
in determining the maximum 
price under this regulation, and 
in such case may collect the tax 
in addition to the maximum 
price. (2) If the seller customa- 
rily quoted and collected the tax 
as a part of the purchase price 
during March, 1942, he may not 
collect the tax in addition to the 
maximum price. 

Question—What about taxes 
which have become effective, or 
may become effective after 
March 31, 1942? 


Answer—If the statute or or- 


dinance levying the tax requires 
or permits the seller to state and 
collect the tax separately from 
the price paid by the purchaser, 
and the seller does it, he may col- 
lect the tax in addition to the 
maximum price. 

Question—Are products under 
price schedule 40 subject to the 
General Maximum Price Regula- 
tion? 

Answer — Where other price 
schedules or regulations exist, 
the items covered are not gov- 
erned by the General Maximum 
Price Regulation. 

Question — Where a wholesal- 
er’s March prices were based on 
last year’s cost, may he raise his 
prices to conform with the in- 
crease in cost? 

Answer — No. He must ob- 
serve these prices, unless he can 
obtain relief under the petition- 
ing provisions of the General 
Maximum Price Regulation. 

Question—A manufacturer is 
faced with a 71% per cent in- 
crease in the price of raw mate- 
rial due to the necessity of go- 
ing to another source of supply. 
May he raise his prices? 

Answer—No, unless he can get 
his supplier to quote a lower 
price, he will have to take a 
shorter profit. I suspect, how- 
ever, that Yankee ingenuity will 
turn up operating economies to 
compensate for such increases. 

O.P.A. can carry on its huge 
job of controlling war-time 
prices only if it centers its ef- 
forts upon issuing regulations of 
general application which are 
economically right in their rela- 
tion, to production for war and 
stability in the cost-of-living and 
which apply fairly and equally 
to people in the same situation. 
It cannot attempt to eliminate 
every single departure from nor- 
mal’conditions and pricing prac- 
tices. Regulations already issued 
are constantly being studied and, 
if necessary, revised or replaced 
if fuller information makes it 
possible to draw better regula- 
tions. The process of study and 
improvement of the regulations 
as a whole would be seriously in- 


1—H. E. Hulburd, The Geo. Worthington Co. and Frank I. Clark, Iver John- 
son’s Arms & Cycle Works. 2—R. R. Osborn, Cleveland Chain & Mfg. 
Co. and W. L. Garvin, Cutler Hardware Co. 3—Ermest Estwing, Estwing 
Mfg. Co. and Bruce Burgess, Union Fork & Hoe Co. 4—C. K. Hamilton, Odell 
Hardware Co. and S. F. Woody, Roanoke Hardware Co. 5—W. D. Higgins, 
Savage Arms Corp. and T. S. Simpson, W. W. Cross & Co. Inc. 6—Mrs. 
Davenport and L. C. Davenport, Weed & Co. 7—Edwin Goldschmidt, Wm. 
Goldenblum & Co. and N. E. Drazan, National Screen Co. 8—H. M. Hart 
and George L. Service, Galena Oil Corp. 
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terfered with if, with its limited 
personnel and budget, the O.P.A. 
undertook large numbers of in- 
dividual price actions. In the 
end, price control, the country 
over, would be less successful in 
keeping down the cost-of-living 
and would cause greater hard- 
ship than if the same effort had 
been expended in perfecting the 
regulation themselves. 


Because it was difficult, and in 
many cases impossible, to price 
under the General Maximum 
Price Regulation many items 
which are strictly fall and 
winter seasonal in character, 
Maximum Price Regulation No. 
210 was issued on Aug. 26 last 
to cover the wholesale and retail 
trade. It applies to a restricted 
list of items which include snow 
shovels and sidewalk scrapers, 
portable or fixed room heaters, 
stove and furnace pipe and el- 
bows, radiator shields, coal hods 
and fire shovels, and shotgun 
shells, and many Thanksgiving 
and Christmas items. 

This regulation provides a 
method for the wholesaler and 
retailer to add a stipulated per- 
centage mark-up to his cost to 
determine his selling price. The 
manufacturers and distributors 
of machines and parts, and the 
attachments and machine oper- 


1—G. F. Wiepert, J. B. Duff and H. 
A. Parks, all of Sargent & Co. 2—A. 
S. Goodbrad, McGowin-Lyons Hard- 
ware & Supply Co. 3—Charles 
Mains, Sr., The American Pad & 
Textile Co. 4—Charles Howard, 
Wood, Alexander, James, Ltd., Ham- 
ilton, Ont., Canada, and E. E. H. 
Wright, Welland Vale Mig. Co., Ltd., 
St. Catherines, Ont., Canada. 5— 
W. T. Birney. Western Cartridge Co. 
—Western Repeating Arms Co., and 
Mark Lyons, Jr.. McGowin-Lyons 
Hardware & Suplpy Co. 6—Seated 
—Mrs. Ernest Harwell; L. M. Strat- 
ton, Jr., Stratton-Warren Hardware 
Co.; Mrs. Stratton, Jr.; standing—P. 
Warren Stratton, Stratton - Warren 
Hardware Co.; Mrs. P. Warren Strat- 
ton, and William Steytler, Jones & 
Laughlin Steel Corp. 7—M. E. 
Wyckoff “Hardware World”: A. F. 
Larson, Larson Hardware Co., and 
Charles J. Heale, vice-president and 
editor, HARDWARE AGE. 8—J. G. 
Pacan, Corbin Screw Corp. 9—A. 
L. Darby, J. M. Warren & Co., and 
A. T. MacSpedon, Stanley Works. 
10—H. N. Brown, F. B. Kaufman, 
both of Hibbard, Spencer, Bartlett & 
Co., and Seth Marshall, Marshall- 
Wells Co. 1l1—George E. Hopf, 
Henry Disston & Sons, Inc. 12— 
L. H. Weishar, Greer & Lang; F. M. 
Everett, Columbian Rope Co.; Carl 
B. Waller, Underhill, Clinch & Co., 
and E. J. Vogeler, The Hawkins Co. 


HARDWARE AGE 
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ated tools which go with them, 
are vitally interested in Maxi- 
mum Price Regulation No. 136, 
as amended. 

Because the volume of con- 
sumer goods is fast shrinking, it 
is of great importance that you 
increase your volume of indus- 
trial supplies. You are all look- 
ing for additional lines to stock 
and sell and I urge you to inves- 
tigate the expansion of your in- 
dustrial supply departments 
which have an important place 
in the war economy. With this 
thought, Maximum Price Regu- 
lation No. 136, as amended, be- 
comes of increased interest and I 
will try to explain the provisions 
with these questions and an- 
swers. 


Determining Maximum Prices 


Question—How are maximum 
prices determined under this 
Regulation? 

Answer—tThe items governed 
by this Regulation fall into two 
groups, first, machines and parts, 
listed under Appendix A; and 
second, attachments and expend- 
able cutting tools under Appen- 
dix B. For those items listed in 
Appendix A, where a manufac- 
turer or wholesaler had a pub- 
lished or confidential price in 
effect on Oct. 1, 1941, this price 
becomes his maximum price. For 
the items listed under Appendix 
B, where a manufacturer or 
wholesaler had published or con- 
fidential prices in effect on 
March 31, 1942, these become his 
maximum prices. In reading the 
Regulation for Appendix B 
items, the March 31, 1942, date 
should be substituted for the 
Oct. 1, 1941, date wherever it ap- 
pears. Appendix B items are of 
greater importance to the mem- 
bers of this joint convention. 
The more important items gov- 
erned by this Appendix are: In- 
dustrial power driven brushes, 
chucks, mandrels, collets and all 
machine tool attachments, jigs 
and fixtures, machine knives and 
power driven saw blades, perish- 
able or expendable tools which 
includes all the metal, cutting 
tools so essential to war produc- 


tion such as twist drills, ream- 
ers, taps, dies, milling cutters, 
hobs, and rotary files. 

Question—How do I determine 
my price, if I had no price on the 
base date? 

Answer — The manufacturer 
may compute his maximum price 
each time he is called upon to 
make a sale by using a formula 
set forth in Section 1390.7. If on 
sales subsequent to the first, he 
should compute a higher price 
than the previous sale, he shall 
make a factual report to O.P.A., 
Washington, D. C. The whole- 
saler without a list price on. the 
base date computes his maxi- 
mum price by using the formula 
set forth in Section 1390.10. 

Question—What reports do we 
have to file? 

Answer—To satisfy Maximum 
Price Regulation No. 136, as 
amended, each manufacturer and 
wholesaler subject to its terms 
should have filed with O.P.A., 
Washington, D. C., by Aug. 1, 
1942, his list prices and dis- 
counts in effect on Oct. 1, 1941, 
for items listed in Appendix A 
and his list prices and discounts 
in effect on March 31, 1942, for 
items listed in Appendix B. If a 
seller uses prices based upon 
price sheets published by any 
other person subject to this Reg- 
ulation, he need not file that 
other person’s price list but in- 
stead file a statement identifying 
the other person’s price list and 
in addition his own discounts 
and a statement of any prices 
which constitute exceptions to 
such practice. This Regulation 
further provides for special fil- 
ing under certain unusual condi- 
tions. 

N.B.—At this point Mr. 
Kwitek resumed his formal ad- 
dress as follows: 

The last regulation which I 
will discuss is of particular in- 
terest to the manufacturer of 
hand tools and certain other 
items. Maximum Price Regula- 
tion No. 188 is a manufacturers’ 
price determining regulation for 
those items specifically mention- 
ed therein, but the wholesaler is 


1—M. W. Miller, Swan Rubber Co. and Mrs. C. L. Braund. 2—H. Allen Hall, 
Ferry Cap & Set Screw Co. 3—C. L. Braund, H. B. Sherman Mfg. Co. 4— 
John H. Mize, Blish, Mize & Silliman Hardware Co.; Joe W. Pitts, Brown- 
Roberts Hardware & Supply Co. and Robert L. Raymond, American Fork & 
Hoe Co. 5—Harry J. Strugnell, Remington Arms Co., Inc. and J. L. Pitts, Brown 
Roberts Hardware Supply Co. 6—Robert E. Doti, and Peter Igoe, both of Igoe 
Bros. 7—Ben Leve, The Carborundum Co. 8—O. A. Lanchantin, J. K. Larkin 
Co. 9—E. L. Kettering, M. W. Dunton Co. 10—George L. Earle, North Wayne 
Tool Co. and Thorn Pendleton, Warren Tool Co. 
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l—Irving S. Kemp, manufacturers’ agent: John F. Windso:, The Bridgeport Hardware Mfg. Corp., and C. O. Klein- 
smith, National Carbon Co., Inc. 2—Folke Engstrom and L. J. Bernatz, both of American Cabinet Hardware Corp. 


3—E. G. Sibley, Nicholson File Co.; Clyde A. Mansur, Simonds Saw & Steel Co.; W. F. Kennedy, Ott-Heiskell Co.., 


and D. J. Gemmell, Cleveland Chain & Mig. Co. 
F. Pritzlaff, John Pritzlaff Hardware Co., new N.W.H.A. vice-president. 


4—R. W.Harper, Harper & McIntire Co.; Roy Halquist, WPB, and E. 
5—H. S. Hallgren and H. S. Forsberg. The Fors- 


berg Mig. Co. 6—R. S. Rauch. E. J. Weierstall and R. O. Heine. all of North Bros. Mfg. Co. 


equally responsible to maintain 
these maximum prices. 

Maximum Price Regulation 
No. 188 was issued on July 30, 
1942, and became effective Aug. 
1. This Regulation was designed 
to provide a simpler and more 
expeditious method of pricing a 
long list of specified building ma- 
terials and consumers’ durable 
goods—including all types of 
hand tools—than that provided 
by the pricing provisions of the 
General Maximum Price Regula- 
tion. Actually, in order to under- 
stand clearly why Regulation 188 
was issued it will be necessary 
briefly to review the price pro- 
visions of the General Regula- 
tion. 

Broadly speaking, in pricing 
new articles under the General 
Maximum Price Regulation a 
hand tool manufacturer had two 
alternative approaches: (1) If 
the new article was similar to 
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one sold during March, 1942, by 
the same seller it had to be sold 
at the same maximum price, or 
lacking such a similar article, 
the maximum price was the 
highest price at which his most 
closely competitive seller sold a 
similar article in March, 1942. 
(2) If the article was not simi- 
lar, then before offering it for 
sale the manufacturer was re- 
quired to obtain a specific au- 
thorization from the Office of 
Price Administration under Sec- 
tion 3(b). 


wEfficient Methods. 


With as many new products 
constantly being developed in 
these industries, resort to speci- 
fic authorization under Section 
3(b) of the General Maximum 
Price Regulation as a means of 
determining maximum prices 
proved cumbersome and wasteful 





of both time and effort. The 
most efficient technique for han- 
dling this problem of new item 
pricing was to translate Section 
3(b) of the General Regulation 
into a set of specific pricing for- 
mulae by which manufacturers 
might themselves price new 
items in their lines. 

With the issuance of Regula- 
tion 188, all sales of hand tools 
and certain other appliances by 
manufacturers were made sub- 
ject to the new pricing provi- 
sions. This Regulation estab- 
lished maximum prices for arti- 
cles dealt in during March, 1942, 
at the identical level of the 
General Maximum Price Regula- 
tion, and provided that new arti- 
cles which were finally priced 
under the General Maximum 
Price Regulation or certain Tem- 
porary Maximum Price Regula- 
tions before Aug. 1, 1942, should 
retain the maximum prices 
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already established by those reg- 
ulations. By requiring reports on 
all prices not previously report- 
ed, and making these prices sub- 
ject to adjustment, a means was 
provided for checking the entire 
price structure existing at that 
time and correcting improper 
prices. 

Four methods of pricing were 
adopted by the Regulation for 
new articles which were not fi- 
nally priced before Aug. 1. 

The first method, which we 
may call the “minor change” 
method, provides that articles 
which were the same or which 
exhibited only minor changes 
from articles already priced 
must be sold at the same maxi- 
mum prices as the old articles. 
In effect this fixes their maxi- 
mum prices at the same level as 
that provided for the so-called 
“similar” articles under the Gen- 
eral Regulation. The test of 





minor changes is more restric- 
tive than the test of “similar” 
and experience with _ specific 
maximum price regulations at 
the manufacturing level has 
shown it to have more meaning 
in the consumer durable goods 
industries. While it is not possi- 
ble to define a minor change pre- 
cisely in percentage terms to fit 
every case, the concept is com- 
mon sense and it is readily ap- 
plicable. 


Not Jeopardized 


Since the criterion of quality 
does not afford a_ sufficiently 
sharp test for these articles with 
minor innovations, the more con- 
crete tests of cost of materials 
and fairly equivalent serviceabil- 
ity are also employed. As long 
as no reduction is made in cost 
and the rendering of fairly 
equivalent serviceability is not 





jeopardized, minor changes may 
be permitted without a change 
of the maximum price and with- 
out any serious risk of quality 
deterioration. 

The provision as to minor 
changes is sufficiently broad to 
cover situations where changes 
of a non-substantial character 
are made either voluntarily or 
because of unavailability of ma- 
terials. It is proper in the inter- 
ests of sound price control that 
there should be no increase in 
the maximum price in such cases 
even though minor increases in 
costs have taken place. 

The second -pricing -methed, 
which we may term “substitu- 
tion of materials or parts,” pro- 
vides for an adjustment in the 
maximum selling price based on 
changes in direct costs where 
substantial changes in an article 
have been necessitated by war 
curtailment. Wherever possible 





1—W. C. Perkins, American Chain & Cable Co., Inc.; Mrs. Gibbs and E. E. Gibbs, Wimberley & Thomas Hardware 
Co. 2—Oscar Koepke, Corpus Christi Hardware Co.; E. G. Anthony. H. D. Hudson Mfg. Co. and J. Blatt. J. A. 
Williams Co. 3—E. R. Masback, Jr. and Harold E. Masback, both of Masback Hardware Co. and R. G. Patterson, 
Lamson & Sessions Co. 4—Ward Walker. Isaac Walker Hardware Co.; Will J.Feddery, HARDWARE AGE and L. P. 
Finley, Union Fork & Hoe Co. 5—C. B. Parsons, P. & F. Corbin: William Frankfurth, Frankfurth Hardware Co. and 
Harry Hanson, Damascus Steel Products. 6—H. R. Manbeck, Mann Edge Tool Co.; G. N. Abt, Barcalo Mfg. Co. and 

A. P. Henricks, manufacturers’ agent. 
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increases in the cost to consum- 
ers for articles which remain 
largely the same except for 
changes necessitated by short- 
ages of materials or parts owing 
to wartime conditions should be 
held to a minimum. But where 
changes are limited to those 
made necessary by wartime 
shortages of materials and 
where the connection between 
the original and the changed ar- 
ticle is patent, no justification 
exists for forcing the consumer 
to pay a markup on whatever 
cost increase may result. Wher- 
ever the employment of substi- 
tute materials or parts enable 
costs to be lowered, consistency 
requires the maintenance of the 
dollar markup on the article by 
decreasing the maximum price 
only by the amount of cost sav- 
ing. Unavoidable changes of this 
type do not affect the continuity 
of the article as being the same 
product in the eyes of the pub- 
lic and, therefore, should not 
serve as a basis for a new start 
in pricing. To adjust only for 
the increase or decrease in cost, 
cushions these forced changes so 
as to provide the least penalty 
to the manufacturer and to the 
purchaser for the compulsory 
shift. 


Comparable Article Formula 


The third pricing method may 
be designated “the comparable 
article formula.” The prime ob- 
jective of the “comparable arti- 
cle formula” is to insure that 
each new article is priced at a 
level as closely equivalent as pos- 
sible to the March, 1942, level 
for the old or comparable arti- 
cles. As a first step in approxi- 
mating this level it is necessary 
to analyze the pricing of the 
comparable articles in the manu- 
facturer’s line. If the price of 
the new article bears the same 
relationship to direct cost as the 
price of the comparable articles, 
it may then be fairly regarded 
as equivalent to the March price. 
Where such fundamental changes 
occur that the continuity of the 
article is lost entirely, it is only 
fair to price the-article by a for- 
mula which allows a markup on 
cost increases. In effect the com- 
parable article formula simply 
acts to transfer to the direct cost 
of the new article, with appro- 
priate adjustments, the March 
margins over direct cost of the 
price for comparable articles. 
These March margins on the 
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comparable articles are deter- 
mined on the basis of highest 
March prices for labor and ma- 
terials. And, of course, in order 
for the transfer margins to be 
meaningful, the direct cost fig- 
ure for the new article must also 
be computed on the basis of 
highest March prices which the 
manufacturer’s supplier charged 
a purchaser of the same general 
class for materials and on the 
basis of the highest wage rates 
in effect during any part of 
March for each class of labor in- 
volved in the production of the 
product. 


Margin Varies 


In general the margin over di- 
rect cost varies with the price 
range of the article and tends to 
increase in the higher price 
brackets. As a consequence, 
where a manufacturer’s line con- 
tains a number of comparable 
articles spread over a wide price 
range, some will be so far re- 
moved from the new article in 
terms of cost and selling price 
that to use their margin as a 
standard of comparison would 
distort the margin to be trans- 
ferred to the new commodity. 
Accordingly the regulation lim- 
its the choice of comparable ar- 
ticles to those whose unit direct 
costs in dollars and cents are di- 
rectly above and directly below 
the unit direct cost of the article 
being priced. Should there be in 
addition a comparable article 
with unit direct cost exactly 
equal to that, of the article being 
priced, it too shall be included 
for comparison. ,Where the unit 
direct costs of the comparable 
articles are either all below or all 
above the direct unit costs of the 
article being priced, then the one 
closest in unit cost serves as the 
sole basis of comparison. 


In order to reduce the possi- 
bility that the margin transfer- 
red to the new article will result 
in too high a price, the regula- 
tion requires the manufacturer 
to calculate both the average dol- 
lar markup and the average per- 
centage markup for the compar- 
able articles selected and to ap- 
ply whichever of these two will 
yield the lower price. On the 
other hand if too low a price re- 
sults and the manufacturer is 
thereby faced with undue hard- 
ship, he may price under the 
fourth method. 

The fourth pricing method is 





a catch-all which functions in the 
same manner as does Section 
3(b) of the General Maximum 
Price Regulation. It provides 
for pricing by specific authoriza- 
tion in advance of sale for those 
new articles which constitute so 
great a departure in use or type 
from those previously sold by a 
manufacturer as to make appli- 
cation of the formula impracti- 
cal. It also provides a mode of 
relief where pricing under any 
of the three preceding methods 
would result in undue hardship. 

This brings me to the third 
and last main topic which I 
would like to cover on this regu- 
lation. One may expect, quite 
naturally, that in the _ initial 
months of operation under a reg- 
ulation of broad scope such as 
MPR 188, a few rough edges are 
going to develop which will have 
to be smoothed off. It appears 
for the most part that the mis- 
understandings which have aris- 
en in connection with the regu- 
lation have centered around the 
concept and use of costs. There 
seem to be three chief sorts of 
misapprehension regarding 
costs. The first concerns the 
meaning and application of 
March costs. The second relates 
to the types of costs which are 
comprised by the term “direct 
costs.” The third pertains to the 
amount and the sort of cost in- 
formation required for an ade- 
quate price report. There are 
some other miscellaneous points 
which we shall come to later on 
but let me first attempt to 
straighten out these kinks that 
have been encountered with re- 
spect to costs. 


Understanding Essential 


A clear understanding of what 
is meant by “March materials 
costs” is essential to correct pric- 
ing under the regulation. There 
has been some tendency for 
March materials costs to be in- 
terpreted either as “the average 
costs in March” or as the “costs 
generally prevailing in March,” 
whereas actually the term means 
the highest prices charged for 
materials during any portion of 
March by the manufacturer’s 
supplier to purchasers of the 
class to which the manufacturer 
belongs. A more accurate desig- 
nation might be “highest March 
replacement costs.” That is, 
costs which the manufacturer 
would have had to pay had he 
had to replace all the materials 
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used in the production of the fin- 
ished product as his supplier’s 
ceiling prices in March or at the 
highest prices which his supplier 
charged a purchaser of his class 
during any portion of that 
month. Average March mate- 
rials costs or costs generally pre- 
vailing in March should not be 
used in computing unit direct 
costs. 

In cases where the manufac- 
turer had no supplier during 
March, he should use the highest 
March prices of his most recent 
supplier. If he has no supplier 
as yet he should use the highest 
March prices of his potential 
supplier. Labor costs for the ar- 
ticles being priced, as well as for 
comparable and original articles, 
should be computed at the high- 
est fixed wage rates in effect in 
the manufacturer’s plant for any 
portion of March 1942, for each 
class of labor involved in the pro- 
duction of the articles. For ex- 


ample if wages were raised on 
March 15, the direct labor costs 
in the calculation of prices 
should be computed at the rates 
in effect during the last half of 
the month and not at average 
wage rates in effect during 
March or at the rates prevailing 
in the first half. 


Two Exceptions 


There are two notable excep- 
tion to the use of March replace- 
ment costs. (1) In determining 
the direct cost of a new article 
if the price of any one of the 
materials used in the article has 
been rolled back by a special 
price regulation of the Office of 
Price Administration, the rolled- 
back and not the March price 
shall be employed for that mate- 
rial. (2) In the case of original 
articles or comparable articles 
which were priced subsequent to 
Aug. 1, and which embody a 





material whose price has been 
rolled back by a special price 
regulation of the Office of Price 
Administration, the rolled-back 
price of that material shall be 
adopted for the cost computation, 
but only where the selling prices 
of these articles have also been 
calculated on the basis of the 
rolled-back materials costs. 

The meaning of the term “di- 
rect costs” is the second point 
around which the understanding 
has not been quite so clear. Di- 
rect costs, or prime costs as they 
are sometimes called, are those 
costs which are immediately re- 
lated and applicable to the pro- 
duction of the commodity sold. 
In computing this direct or 
prime cost, all items of indirect 
cost should be excluded. Such 
items as depreciation, overhead, 
commercial expense, watchman’s 
salaries and maintenance ex- 
pense, transportation and ware 


(Continued on page 190) 





1—J. M. Cotter, Kelley-How-Thomson Co.; H. K. Zust, Camillus Cutlery Co., and I. Wold, Kelley-How-Thomson Co. 2— 
John Moore, R. R. Rehm and H. G. Zimmerman, ail of Rehm Hardware Co. 3—E. G. Hackbarth, Barth Mfg. Co., and 


W. J. Brodesser, R. F. Willis & Bros., Inc. 


4—George W. Anderson, American Wholesale Hardware Co.; C. R. Swiss- 


helm, Crescent Tool Co., and C. L. Wheeler, Salt Lake Hardware Co. 5—H. A. Taylor, R. W. Watson and W. 


Painter, all of Plymouth Cordage Co. 


6—George H. Harper, National Enameling & Stamping Co.; C. A. Merriman, 


Cyclone Fence Co., and H. J. Fraser, The Tanglefoot Co. 
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Industrial Concentration 


} Be ymca orders requiring uniform produc- 
tion reductions across an entire industry 
breed inefficiency, waste and higher costs 
whereas the “concentration of production” prin- 
ciple designates nucleus plants which can pro- 
duce civilian goods at a high enough rate to 
permit efficient production. Non-nucleus plants 
are then free for conversion to 100°/, war pro- 
duction or if not suitable for conversion shut 
down releasing labor for other war production 
plants. Such shut-down plants in Great Britain 
receive compensation on several plans now 
being studied by WPB for possible adaptation 
here. Says WPB plans intensive study, by in- 
dustries, before embarking upon concentration 
program. Indefinite as to whether hardware 
industry may be singled out for concentration 


program. 


By HENRY A. DINEGAR* 
Asst. Chief, Industrial 
Programs Branch, 
Office of Civilian Supply, 
War Production Board 


i] BELIEVE that con- 
centration of production can 
best be described as the principle 
of allocating restricted civilian 
production to selected plants 
within an industry in order to 
make better use of manpower, 
machinery, and plant facilities 
in the production of war ma- 
terial and _ essential civilian 
goods. To a certain extent it 
means the placement of orders 
for non-military production in 
such a way that the war effort 
is helped rather than hindered. 
| believe you are all quite fa- 
miliar with W.P.B. orders which 
have placed limitations on the 
production of civilian goods. 
These orders are called “L” 
orders and most of them have 
curtailed the production of civil- 





*In civilian life Mr. Dinegar 
spent 13 years with General Elec- 
tric Co. and then became Middle 
East representative for The Car- 
rier Corp. 
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ian goods which use critical ma- 
terials. 

As a general rule in the past, 
orders have limited the output 
of a particular product by estab- 
lishing uniform percentage re- 
ductions in the production of all 
firms. These orders have served 
definite purposes. They have 
stimulated conversion of plants 
to war work. They have in- 
creased the amount of raw 
materials available for planes, 
tanks and guns. Nevertheless, 
as the tempo of war production 
has increased, further restric- 
tions on _ civilian production 
have become necessary. Experi- 
ence has demonstrated that 
severe curtailment in production 
applied uniformly to all firms 
comprising an industry breeds 
inefficiency, waste and higher 
costs. 

For example, let us assume 
that the war production board 
decides that the output of a cer- 
tain product must be reduced to 
50 per cent of the 1940 rate of 
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production. What would hap- 
pen if all plants in the industry 
were to uniformly curtail their 
production? Most of the firms 
unable to convert to war work 
would operate at a loss. Some 
of them might be forced into 
bankruptcy. The labor employed 
might be forced to quit or work 
part time. Costs of production 
would probably go up and pres- 
sure would be applied to the 
price ceilings. Furthermore, the 
production of the firms which 
could not afford to operate would 
be lost and we might get less 
than enough of the particular 
civilian product to meet prede- 
termined essential needs. Only 
cur enemies would be cheered 
by these circumstances. 

How can this be avoided? We 
in the War Production Board 
believe that concentration of 
production is the best alterna- 
tive. According to the concen- 
tration principles, certain plants 
in a curtailed industry are desig- 
nated as nucleus plants. These 
plants are permitted to produce 
the civilian goods at a high 
enough rate to permit efficient 
operation. The other plants 
which are denied the right to 
produce the particular product 
may be turned over to war work. 
If they cannot be converted, and 
consequently must shut down, 
then their labor is released to 
work in other plants engaged in 
war _ production. Shut-down 
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plants may be utilized for ware- 
house space. 

The step-children of a concen- 
tration of production program 
will obviously be the non-nucleus, 
non-convertible plants which 
may be knocked out. What can 
be done about them? The Brit- 
ish were faced with this problem 
when they decided in favor of 
concentration after Dunkerque. 
They reasoned that the shut- 
down plants should receive some 
form of compensation by shar- 
ing in the profits of the nucleus 
plants, or by participating in the 
distribution of the products of 
the nucleus plants. When my 
colleagues and I were in En- 
gland, we carefully studied the 
compensation schemes’ which 


and Henry J. Funk and W. C. Dearstyne, both of Albany Hardware & Iron Co. 
R. P. Boyd, secretary, Old Guard, Southern Hardware Jobbers Association. 
A. Parker, Beck & Gregg Hardware Co. and Frank A. Bond, The McKay Co. 
L. P. Hermes, Albert Steinfeld & Co. and D. L. Stapley. Arizona Hardware Co. 











have been worked out by the 
British government in coopera- 
tion with the concentrated indus- 
tries. They have various types of 
compensation arrangements and 
all of these are being studied by 
the War Production Board. 

A committee on concentration 
of production has been estab- 
lished in the War Production 
Board whose function is to de- 
cide which industries should be 
concentrated, and to review con- 
centration programs. This com- 
mittee is comprised of a group 
of officials who are _ practical 
realists with a broad knowledge 
of American industry. With 
access to the facts, they are 
capable of solving the concentra- 
tion problems soundly and ju- 
diciously. Generally, this com- 
mittee considers positive answers 
to the following as indications 
that an industry shall be concen- 
trated. 


\ 
\ 








1—Are some or all of the firms 
in the industry needed for war 
production and can they be con- 
verted to such production? 

2—Is the permitted civilian 
production so restricted that 
economic operation of some or 
all firms in the industry is not 
possible? 

3—Is a significant part of the 
production continuing in areas 
where there is a shortage of 
labor to work on war production ? 

4—Does the industry utilize 
railroad facilities uneconomically 
because of long hauls and cross 
hauls which could be eliminated 
by a concentration program? 

5—Does the industry use a 
substantial amount of power and, 
if so, is a significant part of the 
production continuing in areas 
where there is a shortage of 
power for war industry? 

After the committee on con- 
centration of production decides 


9, 


l—Aaron Jaffe, J. A. Williams Co.; J. A. Warner, Wyeth Hardware & Mfg. Co.; H. L. Ehrhardt, Biddle Purchasing Co. 


2—Miss Pattie Boyd and her brother, 
3—John Morris, Orgill Bros. Co.; W. 
4—C. A. L. Wilson, Corning Glass Works; 
5—Wm. Geo. Steltz, Supplee-Biddle 


Hardware Co.; S. Horace Disston, Henry Disston & Sons, Inc.; E. Conner, Supplee-Biddle Hardware Co. and J. Blatt, 
J. A. Williams Co. 6—E. S. Kantowicz, Hibbard, Spencer, Bartlett & Co.; Sam Avedon, Plastic & Die Cast Products 
Corp. and R. A. Klein, Hibbard, Spencer, Bartlett & Co. 
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that it is necessary to concen- 
trate the production of a par- 
ticular industry, the War Pro- 
duction Board will explain the 
reason for concentration to the 
industry. It will then proceed 
to prepare a program. What 
considerations will govern the 
selection of nucleus plants? In 
almost every industry the chief 
factors to be considered firm by 
firm and plant by plant will be: 
conversion and suitability for 
military production, labor mar- 
ket conditions, power, transpor- 
tation and size of firms. 

Concerns already partly con- 
verted to war work, or with con- 
vertible facilities will not ordi- 
narily be chosen as nucleus firms 
for civilian goods. Those mak- 
ing commercial-type items for 
the armed forces may, however, 
be nucleus firms, especially if 
the commercial-type is an adap- 
tation of its normal production. 
The current pattern of military 
orders will be important, but it 
cannot always be taken as deter- 
minative. 

Where there is a shortage of 
labor, war work must take pre- 
cedence. Nucleus plants, there- 
fore, will generally be those in 
communities where there is no 
labor shortage. 

Which criteria for choice of 
nucleus plants are more im- 
portant for any given industry 
are dependent upon the facts of 
that industry. No single for- 
mula can cover every industry. 
The advice of industry and labor 
will be sought in the develop- 
ment of principles for concentra- 
tion. Industry will get an ade- 
quate, but strictly limited time 
in which to offer a plan for con- 
centration and inter-firm ar- 
rangements. 

We in the War Production 
Board expect that both industry 
and labor representatives will 
give us their full cooperation, 
but we realize that we cannot ex- 
pect them to exercise impartial 
judgment when it comes to 
selecting nucleus plants. The 
advantages of nucleus plants 
over non-nucleus plants will 
probably prevail under any pro- 
gram and there is bound to be 
reluctance on the part of a 
member of the industry to close 
himself out of his normal busi- 
ness, or for that matter, to close 
out his competitor. In the final 


analysis, therefore, it will be the 
War Production Board which 
will have to decide upon the 
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concentration program. These 
decisions will not be easy to 
make, but they must be made and 
they will be made judiciously. 
Although the War Production 
Board has approved the prin- 
ciple of concentration of indus- 
try, we regard it as purely a 
war-time measure, applicable for 
the duration only. In the post- 
war reconstruction, the same 
agencies that now swing a plant 
from door checks to pumps and 
shells and shut down the non- 


convertible plants will be here to 
set the process in reverse. In 
the meantime, every possible 
safeguard will be taken to pro- 
tect the non-nucleus firm’s 
trademarks, particularly where 
good will is involved in connec- 
tion with brand names. 

That’s the story of concentra- 
tion in general. The success of 
the War Production Board in 
putting the principles into prac- 
tice intelligently depends upon 

(Continued on page 192) 
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The Distribution of Iron and Steel 


Products Under the War Program 





J. R. STUART 


T HE question has 


been raised as to whether there 
may not be just a little steel for 
the civilian; as to whether we 
may not have just a little bit of 
steel for conductor pipe, down- 
spouts, and so forth; why we 
can’t have a few nails for some 
of the things which we have al- 
ways been accustomed to have 
them for. It is a very simple 
thing to say that there is not 
enough steel to go around; but I 
think that it might be well, from 
the standpoint of the people who 
are here, to know just a little bit 
more than that. 

From each steel producer 
every month we get two reports: 
one on form PD-138, which de- 
tails shipments during the pre- 
ceding month; and another form, 
PD-139, which details the back- 
log for the ensuing month and 
the backlog for one month fol- 
lowing. It is from those reports 
that we determine the load on 
mills and try to arrange produc- 
tion to meet the demand. For 
those of you who are not too 
familiar with the setup in the 
Iron and Steel Branch of the 
War Production Board, let me 
say that there is a committee 
known as the Production Direc- 
tive Committee. Each steel pro- 
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“— is not enough steel to go around so 
it is necessary to curtail steel that would 
normally go for the production of less essential 
commodities. Requests for the Army, Navy, and 
the Maritime Commission combined exceed the 
amount the industry at large could produce for 


one month.” 


By J. R. STUART 


Head, Warehouse Unit, 
Iron and Steel Branch 
War Production Board 


ducer today, with few exceptions, 
is operating under a production 
directive which covers all of his 
departments and all of his prod- 
ucts. It is the responsibility of 
this committee to try and estab- 
lish a rate of production for each 
commodity commensurate with 
the demand for war purposes. If 
the demand for hot roll bars, for 
example, is increasing, it is the 
responsibility of the committee 
to work out, by consultation with 
varjous manufacturers, an in- 
creased program along. those 
lines, even at the sacrifice of ton- 
nage in certain other depart- 
ments. Increased production of 
ship plates requires more steel, 
and the steel has had to come 
from the less essential commodi- 
ties; and by “less essential com- 
modities” I mean those which 
are less essential from the stand- 
point of actual war. 

Looking at it another way and 
perhaps in a more important 
way, the requests of the Army, 
the Navy, and the Maritime 
Commission combined exceeded 
the amount which the industry 


* * 
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at large could produce, for one 
month. Bear in mind that that 
is not the overall request of those 
agencies, but merely the amount 
requested for September de- 
livery, and it exceeds it by a com- 
fortable margin. So that any 
material which is given to the 
railroads, to the warehouses, to 
the Lend-Lease, and to other 
agencies must of necessity be 
drawn from that which the 
Army and the Navy and the 
Maritime Commission need to 
further their program. 

I say that merely to emphasize 
that every pound of steel which 
you sell to someone who is not 
in the war business, is just that 
much taken away from what the 
Army and the Navy really re- 
quire. Every pound that is sold 
for non-essential uses means just 
that much longer a delay in 
establishing a “second front,” if 
you want to call it that. The de- 
mand for war purposes is there 
and it is greatly in excess of the 
supply. You can realize, then, 
how difficult it is to try and con- 
vince officials of the War Produc- 
tion Board and the Army and the 
Navy Commissions Board and 
others that a certain minimum 
supply of steel should be made 
available for civilian work. 

We have, however, made some 


108E 











progress in that direction, and 
during the past thirty days the 
War Production Board has de- 
termined that a minimum supply 
of steel should be made available 
for warehouse distribution. We 
have in mind the breakdown as 
covered by M-21-B, dividing the 
products into Schedule A and 
Schedule B products. In the case 
of the Schedule A products, most 
of the items represented therein 
are greatly in demand for war 
work. The Schedule B products, 
for the most part at least, are of 
a type which find their normal 
market in civilian activity. 

We have, therefore — and be- 
cause of the practical problems 
involved—attempted to deal with 
the problem of materials in 
Schedule A and Schedule B prod- 
ucts in a different manner. 

In the case of the Schedule A 
products, we have established on 
mills what is known as a ware- 
house load. There is no sanctity 
about that term. It is merely 
one devised to fit the problem. In 
essence it means simply this: 
that producer A is requested or, 
if you will, directed each month 
to schedule “X” tons of certain 
products for warehouse distribu- 
tion, notwithstanding the fact 
that he may have higher rated 
orders for the same commodity 
from other types of customers. 

I can assure you that that step 
was not taken because the War 
Production Board had any par- 
ticular love for the steel dis- 
tributor, but more particularly 
it was taken because many of the 
war production lines were get- 
ting the large tonnage items that 
are required but were experienc- 
ing considerable difficulty in find- 
ing 200 and 300 pound lots. 

It is always difficult, of course, 
to determine just how much steel 
should be channeled through 
warehouse outlets, and you can 
only approximate it based on 
what has been required in the 
past. At any rate, in a group of 
products known as Schedule A 
products, we have _ established 
warehouse load directives to date 
covering structural shapes, hot 


roll carbon bars, cold finish car- 
bon bars, special mechanical tub- 
ing, hot roll sheets and strips, 
cold roll sheets and strips, and 
so forth. The distribution of 
plates through warehouses is 
taken care of because of the par- 
ticular setup with respect to the 
plate schedules each month pro- 
ducers of steel plates are re- 
quired to submit, based on a 
determination which the Re- 
quirements Committee makes. 
Warehouse orders for plates are 
left in the schedule according to 
preference rating. So that we get 
the tonnage that way rather than 
having to establish on the mill 
today specific warehouse load for 
that product. We expect to do 
the same thing for alloy steels, 
although that problem is not 
quite so far along at this point. 


What Is Being Done 


The letter which I directed to 
Mr. Fernley not long ago, and 
which I understand a good many 
of you have had an opportunity 
to read, covered particularly the 
program with respect to Sched- 
ule A products. We have no in- 
tention whatsoever in trying to 
make available for warehouse 
distribution the full quota on 
Schedule B products. As I 
pointed out before, a great part 
of the demand for those com- 
modities normally centers in 
civilian work which we are un- 
able to take care of at this time 
the way it probably should be 
taken care of. We are, however, 
trying to maintain, if you will, 
a trickle of Schedule B products 
through warehouse outlets, and 
accordingly have established 
warehouse loads for pipe and 
galvanized sheets to date. 

The amount which we have di- 
rected the mills to deliver to 
warehouses each month is a very 
small quantity. The quantity is 
determined by the advice of a 
large number of people and rep- 
resents what in their composite 
judgment is required to service 
maintenance and repair require- 
ments only. 


1—C. A. Pound, Baird Hardware Co. and R. M. Miller, Railey-Milan Co., Inc. 
2—A. R. Baldwin, Tennessee Coal, Iron & Railroad Co. and J. L. Lawrence, 
Baird Hardware Co. 3—Warren Hartwell and Fred Tinseth, both of Mar- 
shall-Wells Co. 4—Otto Lamb and £E. F. Hughes, both of Marshall-Wells Co. 
5—D. S. Brisbin, Columbus-McKinnon Chain Corp. and Ralph Etchey, Seattle 
Hardware Co. 6—Jerry Grace, Columbus-McKinnon Chain Corp. and R. S. 
Persing, Clyde Cutlery Co. 7—H. B. Landenslager and John R. Henderson. 
both of Clark Hardware Co. 8—George E. Dresser, The Carborundum Co. 
and F. M. Everett, Columbian Rope Co. 
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In the case of pipe, the amount 
determined was 25 per cent of 
the 1940 purchases or 25 per cent 
of the base tonnage distributed 
equally throughout the four 
quarters. In the case of gal- 
vanized sheets, the amount is 10 
per cent. That also js distrib- 
uted throughout the four quar- 
ters. And the order for gal- 
vanized sheets came out Oct. 17 
or Oct. 19. It covers only gal- 
vanized flat sheets. It has no 
relationship whatever to any 
corrugated roofing and siding 
that you may have purchased or 
any material which you _ pur- 
chased with the object of mak- 
ing corrugated roofing and sid- 
ing during. the base period. 

If your base tonnage of flat 
galvanized sheets in 1940 exceed- 
ed 800 tons, you are, under this 
directive, entitled to two-and- 
one-half per cent a quarter; in 
the course of a year, obviously, 
you should get 10 per cent. If 
your base tonnage is under 800 
tons for the year, the schedule 
goes like this: 

If you are under 200 but over 
20 tons in base tonnage, you are 
entitled to one minimum car of 
flat galvanized sheets per year; 
if it is over 200 to and including 
400 tons, two cars a year; over 


400 and to and including 600, 
three cars per year; and over 
600 tons, to and including 800, 
four cars per year. 

Bear in mind that all that this 
is intended to is to provide a 


1—John W. Wallace, Clemson Bros., 
Inc., and Oscar E. Foerster, Frank- 
furth Hardware Co. 2—P. Neal 
Oysler, Clemson Bros., Inc., and F. 
B. Reed, Dutton-Lainson Co. 3— 
Walker D. Stuart, Richmond Hard- 
ware Co. and nephew Private Wil- 
liam T. Haynes. 4—J. A. Edwards 
and C. L. Clark, both of Greenlee 
Tool Co. 5—H. P. Dwyer and S. 
Hayden, Century Metalcraft Corp. 
6—E. S. Norvell, E. C. Atkins & Co., 
and A. H. Nichols, Buhl Sons Co. 
7—A. Wessell Shapleigh, Shapleigh 
Hardware Co. and his two sons— 
left to right. Lee Shapleigh, A. Wes- 
sell Shapleigh and Warren Shap- 
leigh. 8—Carroll Hill, Shapleigh 
Hardware Co. 9—R. E. Lewis, C. F. 
Hood, John May and H. A. Squibbs, 
all of American Steel & Wire Co. 
10—S. Lee Hall, Smith Bros. Hard- 
ware Co. 1I—A. G. Rorabeck and 
A. C. Maecker, both of The Geo. 
Worthington Co. 12—R. R. Glenn, 
Evans Associates, Inc., and K. W. 
Atkins, E. C. Atkins & Co. 13— 
Richard Hesse, Ace Hardware Corp. 
14—W. C. Habbersett and Isaac 
Black, Russell & Erwin Mfg. Co., and 
U. Grant Barr, Reilly Bros. & Raub. 
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very small quantity of material 
to take care of the most essen- 
tial maintenance and_ repair 
work. 

That is what you might call 
a guaranteed tonnage. In addi- 
tion to that material, the ware- 
house is privileged to operate un- 
der M-21-b as the order is drawn 
and as you know it. If you will 
recall, the order as now opera- 
tive gives the warehouse a rat- 
ing of 83 on 50 per cent of the 
base tonnage per quarter. We 
have pulled out of that 50 per 
cent, if you will, 10 per cent. So 
that in effect you now have 10 
per cent guaranteed; 40 per cent 
which may be rated A-3; and, in 
addition, up to 120 per cent of 
your base tonnage or a remain- 
der of 70 per cent, which may be 
obtained through the extension 
of higher ratings on Form PD- 
83. 








The extension of higher rat- 
ings, however, can absorb the 
difference between the 10 per 
cent which is guaranteed and the 
50 per cent which is rated A-3. 
In other words, a warehouse con- 
ceivably might get the full 120 
per cent merely by the use of 
PD-83. If, however, a steel pro- 
ducer is able to take care of A-3 
tonnage, then you may expect to 
receive galvanized sheets in ad- 
dition to the 10 per cent which is 
guaranteed under the directive 
issued under date of Oct. 13. 


Directives on Steel Pipe 


We have also issued directives 
on steel pipe. We are working 
on a directive for nails and pos- 
sibly one also on wire rope and 
strand. I believe those will be 
the only schedyle B_ products 
which we will cover by this type 
of a program. 


I want to touch briefly on 
Amendment No. 7 to the ware- 
house order which is about to ap- 
pear. You will recall that in 
Amendment No. 6 warehouses 
were permitted to sell only on 
ratings of A-1 or higher, except 
with certain restrictions. That 
rating is raised from A-1 in 
Amendment No. 7 to AA-5. 1 
think, however, when you realize 
that most of the ratings granted 
on PD-25-a for the fourth quar- 
ter have been raised, you will 
not be too disturbed when you 
are limited to AA-5 or higher. 
We have tried to make material 
available for maintenance and re- 
pair work on the farms and to 
assist the small distributor 
whose business is 100 per cent 
maintenance and repair work, by 
incorporating in Amendment No. 
7 a change from the 5 per cent 
(Continued on page 195) 





iI—A. Z. Moore, Steinman Hardware Co.; Harry B. Curtis, Bridgeport Hardware Mig. Co. and J. Sco.t Jensen, Jen- 
sen-Byrd Co. 2—Norbert T. Jacobs, The Wood Shovel & Tool Co.; Michael Grahek, Kelley-How-Thomson Co. and 


L. H. Turner, American Fork & Hoe Co. 
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3—Kenneth C. Warner, HARDWARE AGE; E. L. Johnson, Shapleigh Hard- 
ware Co. and George F. Beaudin, J. Wiss Sons Co. 4—H. Cunningham, Ames Baldwin Wyoming Co.; Col. R. H. 
Baker, Ferrying Division, Air Transport Command, U. S. Army Air Forces, formerly of Fones Bros. Hardware Co. and 
R. Earl Vance. Bona Allen, Inc. 5—R. J. Hamilton, McKinney Mfg. Co.; R. A. Zipf, Joseph Woodwell Co.; Jack P. 
Dunphy. Sager Lock Works and Bruce Allen, The Yale & Towne Mig. Co. 





6—J. F. Gunn, Gunn-Alkon, Inc. and G. 
W. Bulmer and Joe De Jure, both of Northwestern Steel & Wire Co. 
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By ROBERT B. SHEPARD, 


Chief, Simplification Branch, Bureau of Industrial 
Conservation, War Production Board 


at the Manufacturers’ 
Tuesday A. M. Session 


‘ie four elements 


necessary in abundance to an all 
out war production program are 
raw materials, productive capac- 
ity, man-power and transporta- 
tion. As the tempo of our war 
production program has been 
stepped up, serious shortages 
have developed in each of these 
fields. Simplification and stand- 
ardization have been effectively 
used to ease these shortages, and, 
with the squeezing of non-essen- 
tial production ont of our econ- 
omy, have become increasingly 
important as two of our few re- 
maining weapons in the battle 
against shortages. 


Standardization is defined as 
the method of determining and 
establishing in use the best de- 
sign, quality, method or process 
for performing a desired func- 
tion. Briefly then, standardiza- 
tion determines HOW a product 
shall be made. The function of 
simplification is to determine 
which sizes or items of a product 
are most important, and to con- 
centrate production on them 
whenever possible. 


WHEN sshall we standardize 
and simplify? We believe that 


the answer is now. And, there is 
a why. The answer to that is— 
to speed up our production pro- 
gram. 

Let me illustrate how simplifi- 
cation is being used as a weapon 
in the battle against shortages. 
After careful consideration the 
Simplification Branch, Conserva- 
tion Division, War Production 
Board, has developed a definite 
method of appraising the effec- 
tiveness of conservation orders 
involving simplification by mea- 
suring their value in terms of 
the war effort. Will the Order 
help win the war, save critical 
materials, release needed produc- 
tion equipment, reduce man-hour 
requirements and relieve trans- 
portation facilities? These and 
other questions are weighed care- 
fully—for these are the elements 
upon which our war economy is 
based. Materials — machines — 
men — and movement. 


Most Critical Factor 


The most critical factor at 
present is raw materials. There- 
fore, there can be no question of 
the nécessity of further curtail- 
ing the use of our limited supply 


IMPLIFICATION and standardization have 
been effectively used to ease shortages in 
raw materials, productive capacity, man-power 
and transportation. Standardization determines 
how a product shall be made and simplification 
the best design, quality, method or process for 
a desired function. Concentration of production 
on essential and fast-moving items reduces the 
time required for special training of employees, 
releasing skilled craftsmen to production of 


“bottleneck” equipment. 
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of raw materials, particularly 
those in the highly critical lists. 
Simplification and standardiza- 
tion are two of the most effective 
means of accomplishing this con- 
servation. Material savings are 
considered in three ways in de- 
termining the value of any pro- 
posed order. Is a large volume 
of one or more critical materials 
saved? Does the order contrib- 
ute to the release of a consider- 
able percentage of the critical 
material consumed by the indus- 
try? And, what savings are made 
possible by the reduced variety 
of dies, patterns, tools and fix- 
tures which accompanies a re- 
duction in variety of products? 

With the assistance of the in- 
dustry concerned, data can be 
gathered which, when compiled 
and compared with the supply 
and demand figures for the crit- 
ical material or materials, will 
indicate the extent to which an 
order would ease the existing 
shortage. 

Productive capacity is an im- 
portant consideration. The re- 
duction of product types and 
sizes made possible by simplified 
practice can result in a number 
of worthwhile savings. For ex- 
ample, the elimination of short- 
run production schedules; less 
frequent time-consuming ma- 
chine set-ups; the release of 
valuable equipment or floor 
space; the reduction of handling 
and transportation. These sav- 
ings will permit substantial in- 
creases in the manufacture of 
the essential types and sizes of 
a product, or release manufac- 
turing facilities for conversion 
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to production of “bottleneck” 
equipment and material. 

Of increasing importance to- 
day is the growing shortage, in 
snany of the critical industries, 
of skilled and semi-skilled labor. 
The estimated requirements of a 
7,500,000-man army and an in- 
dustrial army at home sufficient- 
ly large to support such a force 
demand spreading of the exist- 
ing available manpower, partic- 
ularly skiJed craftsmen. Intel- 
ligent elimination of non-essen- 
tial product sizes and varieties, 
of unnecessary machine changes 
and corresponding loss of man- 
hours, and of extra handling are 
the most effective means of in- 
suring maximum use of the 
limited manpower supply. Con- 
centration of production on the 
essential and fast-moving items 
will also reduce the time re- 
quired for the special training 
of employees, an important point 
to be considered under present 
conditions. 

So the release of skilled crafts- 
men, which can be diverted to 
production of “bottleneck” equip- 
ment, as well as any reduction in 
the general man-hour require- 
ments of the industry, are con- 
sidered in reaching a decision as 
to how much an order contributes 
to our war economy. 

Land, water and air transpor- 
tation facilities will become an 
increasingly serious “bottle- 
neck.” Simplification can help 
to develop maximum use of 
transportation space by a reduc- 
tion in the variety of end-product 
containers, and will otherwise 
relieve facilities through the 
liquidation of warehousing in- 
ventories which need not be re- 
placed. 

As to inventory, simplified 
practice relieves the producer, 
distributor and user of the need 
for continuing eliminated items 
in stock. While this is a one- 
time saving, the saving starts 
immediately and is carried on 
through the most critical mate- 
rial-requirements period. And, 
any reduction in inventory re- 
sults in a permanent saving in 
floor space and warehousing cost. 

One of the most serious diffi- 
culties encountered in the combat 
areas is lack of standardization 
and interchangeability of equip- 
ment parts. Complete inter- 
changeability of parts of equip- 
ment such as tanks, trucks, etc., 
produced by several manufactur- 
ers cannot be achieved without 
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great delays. Interchangeability 
of parts, however, can be de- 
veloped; and such interchange- 
ability will substantially reduce 
the necessary intentories in the 
combat areas. Thus, any reduc- 
tion in product types contribut- 
ing to greater interchangeability 
is considered in appraising a 
program. Two important stand- 
ardization and_ simplification 
projects of this type are now 
under way—one on small gas- 


oline engines and another on 
bolts, nuts, screws, and rivets. 
The effect of this whole pro- 
gram has direct military im- 
portance because it will mean 
fewer ship bottoms necessary to 
ship repair parts, quicker re- 
pairs in the theaters of war and 
therefore, a higher percentage 
of mechanized equipment in ac- 
tive service. It is not the num- 
ber of machines we send into 
battle that will win the war, but 
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OFFICERS 
of the 
AMERICAN HARDWARE 
MANUFACTURERS’ ASSOCIATION 
Elected at Chicago, Ill., Oct. 21, 1942 


President 
S. T. Olin, Western Cartridge Co. 


Vice-Presidents 


J. S. Tomajan, The Washburn Co. 
R. S. Rauch, North Bros Mfg. Co. 
H. P. Ladds, National Screw & Mfg. Co. 


Secretary-Treasurer 
Charles F. Rockwell 


Executive Committee 
1943 
Stanley Woodward, The Rubberoid Co., Chair- 


H. G. Ingersoll, Ingersoll Steel & Disc Co. 
Philip Rogers, Millers Falls Co. 


1944 
W. H. Baker, Universal-Cyclops Steel Corp. 


L. B. Jackson, Wickwire Bros., Inc. 
H. F. Seymour, Columbian Vise & Mfg. Co. 


1945 


H. B. Curtis, Bridgeport Hardware Mfg. Corp. 
Robert H. Gates, Turner, Day & Woolworth 


Frank A. Bond, The McKay Co. 


Advisory Board 
Robert Garland, Garland Mfg. Co. 
P. B. Noyes, Oneida, Ltd. 
Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Mfg. Co. 
S. Horace Disston, Henry Disston & Sons, Inc. 


J. E. Stone, The Stanley Works 

A. E. Alverson, Greenlee Tool Co. 

Robert G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 
Richard Harte, Ames Baldwin Wyoming Co. 
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A 6-POINT PLAN 


to keep hunters com- 
ing into your store 


CCORDING to reports from almost every 

part of the country, game is plentiful. 

In fact, some hunting laws are being liberal- 

ized. For instance, sunrise to sunset duck 
hunting has gone into effect. 


Why not take advantage of this season, and 
make your store a headquarters for hunters 
and hunting information? It’s profitable, and 
it’s not hard to do. 


Here are six things to do which will help 
you get started: 


1. Learn about, and keep currently informed on, 
nearby game conditions — easy-to-reach places 
where a carful of hunters can go for a good 
day’s hunt. 


2. Learn about hunting regulations in your local- 
ity from your local game warden or the State 
Fish & Game Commission. 





3. Arrange to issue hunting licenses if your state 
laws premit. 


4. Join your local sportsmen’s club. (You can 
make good contacts there.) 


5. Join the Remington Retail Merchandisers’ 
Club, so that you can help hunters with their 
shooting problems and the care of their guns 
and ammunition. 


6. Advertise—to let hunters know how you can 
serve them. 


Do those things—and you’ll find an increas- 
ing number of hunters looking to you for 
hunting information and for hunting equip- 
ment. (Fishing equipment, too, when spring 
rolls around.) 


Maybe the phrase, “service pays dividends,” 
has been overworked. But the fact remains: 
it’s true! 








HOW ABOUT GETTING THAT 
R.M.C. MEMBERSHIP BLANK? 





membership blanks for yourself and the others in 
your organization, better sit right down and do so 


now. 


As soon as you’re enrolled as an R. M. C. mem- 
we'll start sending you bulletins as they ap- 
pear—and also supply you with back issues to 
bring you up to date. There’s no charge, of 
course, and no obligation of any kind. Just write 
Remington Arms Co., Inc., Dealer Section, Bridge- 
port, Conn. 


ber, 
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Remember, the Retail Merchan- 
disers’ Club Bulletins bring you 
helpful, up-to-the-minute infor- 
mation about guns and ammuni- 
tion—including how to. store 
them, display them, and talk 
about them with authority. 


If you haven’t already written 
for Retail Merchandisers’ Club 


HE WANTS A SILK HAT THAT 


RABBITS COME OUT OF / « 
































the number which can be kept 
in actual combat service that will 
give numerical superiority. 

For several years the Inter- 
departmental Screw - Thread 
Committee, established by the 
War, Navy, and Commerce De- 
partments, worked on the de- 
velopment of screw-thread stand- 
ards for Federal services. The 
result of their study was pub- 
lished in 1942 under the title 
“Screw - Thread Standards for 
Federal Services.” These stand- 
ards include approximately 450,- 
000 standard screw-threads. The 
Simplification Branch, with the 
assistance of the National Bu- 
reau of Standards, and in co- 
operation with the Departments 
of War, Navy, and Commerce, is 
working on a drastic reduction 
of the standard threads of bolts, 
nuts, and screws commonly used 
in the assembly of our combat 
equipment. As soon as completed, 
this will be followed by simpli- 
fication in other screw-thread 
products. 

The Simplification Branch has 
been working closely with O.P.A.., 
through the Standard Division 
to set up simplified practice 
schedules for pricing and control 
purposes. Limitation orders 
which, through simplified prac- 
tice, curtail short runs and elimi- 


1—Bert J. Clark, manufacturers’ 
agent; Harold Graham, John H. 
Graham & Co.: George W. Eckhardt. 
John H. Graham & Co., and Phil 
Embury, Embury Mfg. Co. 2—E. G. 
Lindquist, Ace Stores Co. %3—Ray 
Mendenhall, R. Ray Meeks, both of 
Miiler Bros. Hardware Co.; G. H. 
Luster, Eberhard Mfg. Co.; Everett 
Brinley, Miller Bros. Hardware Co., 
and J. M. Nordstrom, Eberhard Mfg. 
Co. 4—D. A. Merriman, Chain In- 
stitute, Inc. 5—Howard Mull, War- 
ren Tool Co. 6—Robert H. Gates, 
Turner, Day & Woolworth Handle 
Co.; H. J. Yoder, W. W. Conde 
Hardware Co.; J. H. Hirst, Covert 
Hardware Co., and W. Lee Bassett 
and E. M. Luther, both of Turner, 
Day & Woolworth Handle Co. 7— 
B. W. Brannon, Beck & Gregg 
Hardware Co. 8—Mark Lyons, Sr., 
McGowin-Lyons Hardware & Sup- 
ply Co., and Al Green, Berea 
Abrasives, Division, The Cleveland 
Quarries Co. 9—F. F. Thomson, 
The Thomson-Diggs Co. and H. B. 
Wilson, Mathias Klein & Sons. 10 
—Milton D. Jones, Richards-Wilcox 
Mig. Co. and William O. Jennings, 
Wickwire Bros. 1l1—E. B. Caldwell 
and J. E. Core, both of Jackson Mfg. 
Co. 12—A. R. Webber and J. T. 
Cobb, both of H. B. Sherman Mfg. 
Co.; 13—J. L. Croix, Arthur Rose, 
Donald Dean and Lyles L. Zabriskie, 
all of Rubberset Co. 14—George L. 
Lee, Landon P. Smith, Inc. 
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KEEPS A ROOF OVER 
OUR SOLDIERS HEADS 














4 The movement of large numbers of troops fre- which make it difficult for the cordage industry to 
~ quently requires the use of tents for temporary hous- accommodate all civilian demands. Dealers and con- 
- ing. Tents provide the only practical shelter on sumers can best help the situation by promoting the 
: rapidly shifting battlefronts and at invasion points conservation of rope through proper care. 

tt : , ; ; 

“ while permanent quarters are being built. As a result, —— ey ee 

J: the Army’s demand for tent rope is tremendous. ‘ia! suggestions for conserving rope, plus knots 

2 Rae f and splices. Available to the trade in quanti- 

4 This is just one of many vital war needs for rope jies upon request. 
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* AMERICAN MANUFACTURING COMPANY 

r : ; 4 NOBLE AND WEST STREETS, BROOKLYN, NEW YORK 

} j >. 

: : ¥ * ROPE — TWINE — OAKUM — PACKING 

g. ¥ Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis, Mo. 

ay Sales offices: Boston, Baltimore, Philadelphia, Chicago, New Orleans, Houston 
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ROPE 1S A WAR NECESSITY...CARE SAVES ROPE 
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nate specials will either permit 
a lowering of retail prices or aid 
in stabilizing prices at their 
present levels where cost factors 
have increased. Simplification 
and standardization, therefore, 
provide a most effective basis for 
setting price ceilings. 

These then are the elements 
which we consider in appraising 
the effectiveness of Simplifica- 
tion; savings in raw materials, 
productive capacity, manpower, 
transportation and _ inventory; 
the extent to which the schedule 
increases the possibilities for in- 
terchangeability, and the degree 
to which the simplified lists con- 
tribute to the establishment of 
price schedules. 

This seven-point appraisal is 
applied to all simplification pro- 
grams not only in making a final 
analysis of the benefits to be de- 
rived from the order, but also 
in checking the program when it 
is first proposed in order to de- 
termine whether or not it is 
worthy of development. 

The principal task and respon- 
sibility of the Simplification 
Branch of the Conservation Divi- 
sion is to assist and direct the 
Industry and Commodity 
Branches in finding ways and 
means of cutting down the con- 
sumption of essential raw mate- 
rials, releasing important pro- 
ductive capacity, conserving 
manpower, etc., through the 
elimination of non-essential vari- 
eties of products. 

Tin is one of the most critical 
materials. To preserve the lim- 
ited supply of tin, certain re- 
strictions were placed upon its 


MARK J. LACEY 
Peck, Stow & Wilcox 


use in the manufacture of con- 
tainers. Containers themselves 
are a very necessary product— 
one that just cannot be elimi- 
nated, so means had to be found 
of producing probably just as 
many containers of other mate- 
rials. Glass was one obvious 
answer. In order to make way 
for this tremendous switch from 
tin containers to glass, the ca- 
pacity of the glass container in- 
dustry had to be increased. If 
the industry continued to pro- 
duce the normal tremendous va- 
riety of sizes and styles, the 
necessary additional capacity 
was not going to be there when 
it was needed. Simplification 
provided the means of making 
available the additional capacity. 

As an example of relieving an 
already “bottlenecked” industry, 
there is the order on plywood, 


‘ 


MEMBERS OF A.H.M.A. ADVISORY BOARD 





R. G. THOMPSON 
Lufkin Rule Co. 
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J. E. STONE 
The Stanley Works 





A. E. ALVERSON 


Greenlee Tool Co. 


L. M. STRATTON 
Stratton-Warren 
Hdwe. Co. 





C. J. WHIPPLE 
Hibbard, Spencer, 
Bartlett & Co. 


covering particularly the low 
grade plywood which is now be- 
ing used so extensively in the 
construction of low cost houses, 
cantonments, military and naval 
bases, etc. This order increases 
production of this critical type 
of plywood by 20,000,000 board 
feet per month, and is accom- 
plished by eliminating some 4,- 
000 of the 4,300 types and sizes 
of plywood. We eliminated 93 
per cent of the sizes which were 
at the time being produced and 
converted the capacity to produc- 
tion of the critical varieties. 

A similar shortage existed in 
the manufacture of industrial 
power trucks—the type designed 
primarily for handling materials 
in and around factories, docks, 
warehouses, aviation bases, and 
supply depots. By reducing the 
types from 221 to 50, this in- 
dustry’s output was increased 25 
per cent, thereby balancing the 
supply and demand figures. All 
types of hand tools are now in 
the process of simplification and 
some orders have been issued. 
Actually, no shortage of capacity 
existed in this industry, and it 
cannot be said that large mate- 
rial savings were effected. How- 
ever, these orders have accom- 
plished other equally important 
objectives. The hitherto large in- 
ventory requirements have been 
substantially reduced. These or- 
ders facilitate rolling mill sched- 
ules by making possible more 
orderly purchasing policies on 
the part of the industry. The 
simplified production schedules 
have released small forging 
presses and other facilities di- 
rectly to the manufacture of war 
materials, and at the same time 
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HIMNEY SWEEP DEMAND 
SWEEPS TRADE AS NATION 
COES ON FUEL RATIONS! 
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Nor forced ballyhoo — but actual NATIONAL NECESSITY — is 











‘i producing an avalanche of sales for CHIMNEY SWEEP SOOT 7, 
ss REMOVER. With millions of families facing the bitter prospect of war- So 
;, time fuel restrictions, people are clamoring for a product that quickly 
il removes soot and scale from firebox to chimney . . . a product that 
S saves precious heat — saves fuel — saves money. 
e 
d You can satisfy this growing demand in your town without costly $ 
“ inventory investment. Our Special Introductory Deal sets you up for 
! immediate sales and paves the way for the biggest winter profits you 
3 have ever enjoyed. a 
e ; ; e 
d Practically every person entering your store is a customer for # 
be CHIMNEY SWEEP. Attractive displays, circulars and mats simplify = 
your selling. It is urgent that you stock CHIMNEY SWEEP without Ps 
n delay. Today— NOW! Consult your Jobber or write us direct. " 
y a 
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REPEAT ORDERS FLOCKING \C_ 2 mooeay way 10 th 

. MNES, FURNACES AND F 

5 IN ON Sensational Deal: 7 

e 

1 

n 1 doz. Trial Size 12 oz. cans—retail value............. $3.48 ‘ : ado 
d 

. V2 doz. Standard Size 48 oz. cans—retail value......... 6.00 * 
y 
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have increased the industry’s 
capacity for heat treating armor 
plates. All this was made pos- 
sible by eliminating 74 per cent 
of the types, styles and sizes of 
wood hand saws, by reducing the 
varieties of axes from 382 to 147, 
cutting the varieties of hatchets 
almost in half, and the varieties 
of heavy forged hand tools such 


as picks, sledges and mine tools 
from approximately 1150 to 357. 

Incandescent and fluorescent 
lamp lines have been simplified. 
The number of types has been 
reduced from 3500 to 1609. We 
have eliminated 10 of the 13 
colors of lamps formerly pro- 
duced and cut the number of 
voltages from 32 to 7 which are 
considered essential. We have 
found that the 40 and 60-watt 
lamps can in most cases be read- 
ily substituted for the 50 and 75- 
watt sizes, and therefore, we 
eliminated these except for the 
most essential services. Orna- 
mental and decorative bulb types 
have been almost totally elimi- 
nated. Hitherto, lamps have been 
made to last either 500 or 1000 
hours, although using an equal 
amount of critical material. Ob- 
viously, the 1000-hour lamp was 
most economical, so the 500-hour 
lamp has been eliminated. All of 
this simplification saved 650 tons 
of steel, 35,000 pounds of solder 
and 8,000 pounds of tungsten, 
and directly released 1,300,000 
critical man-hours. 

There are instances in which 
limitation orders involving 
Simplification cannot be effected 
—where projects are too difficult 
to develop. Power, plant, refinery 
and synthetic rubber plant con- 
struction are examples. In these 
cases, the Simplification Branch 
appealed to construction engi- 
neering companies in these fields 
to incorporate in their designs— 
so far as possible—only standard 
products. Response to this ap- 
peal has been almost universally 
satisfactory. 

Along these same lines, both 
the Division of Simplified Prac- 
tice of the National Bureau of 
Standards and the American 
Standards Association cooperate 
effectively with the W.P.B. in 
the development of Simplifica- 
tion Projects. Proposed Projects 
not meriting immediate issuance 
of orders by W.P.B. are referred 
to these organizations to be de- 
veloped by voluntary request— 
by the Bureau of Standards as 
a Simplified Practice Recom- 
mendation, or by ASA through 
the medium of its War Emer- 
gency Standards. Projects de- 


veloped in this way may be in- 
corporated in W.P.B. Orders at 
a later date, when the particular 
situation becomes more acute. 

Concentration is perhaps the 
foremost subject of discussion 
among manufacturers’ today. 
When Donald Nelson announced 
the W.P.B.’s policy favoring con- 
centration programs, he said, 
“The war program has now 
reached a stage ... in which the 
imposition of straight percent- 
age cuts on all firms does not 
provide for the most effective 
use of the nation’s resources. 
Consequently, the Board has de- 
cided that wherever possible a 
policy of selective limitation be. 
applied, with essential civilian 
production concentrated in cer- 
tain plants and regions.” He 
went on to say that, in working 
out concentration plans, certain 
principles should be applied. His 
statement included this observa- 
tion: “Wherever possible, con- 
centration plans should be ac- 
companied by standardization 
and simplification of the prod- 
uct.” The purpose of concentra- 
tion is to make available most 
effectively existing facilities, 
labor, transportation and power 
for war production. This can be 
most fully accomplished by con- 
centrating production on the 
least variety of a product. Thus 
the concentration programs be- 
ing drawn in W.P.B. and indus- 
try today are depending to a 
considerable extent for their ef- 
fectiveness on simplification 
studies. The establishment of a 
Subcommittee on Standardiza- 
tion and Simplification of the 
Committee on Concentration of 
Production is giving impetus to 
the program, assisting in point- 
ing the way to the greatest 
amount of production in the 
smallest number of plants. 

In closing I wish to bespeak 
your earnest cooperation in fur- 
thering the war effort through 
the cheerful acceptance of sim- 
plified products which, although 
stripped of many of the frills to 
which we are accustomed and of- 
fering a restricted range of 
choice, are in general fully capa- 
ble of performing the functions 
for which they are designed. 


1—F. J. Kruse, Hulman & Co. and G. C. Graber, Vonnegut Hardware Co. 


2—L. I. Dietz, Plymouth Cordage Co. 
Lucian J. Crouch, American Hardware & Equipment Co. 


3—William Hall, The Paine Co. and 


4—W. C. Fraley. 


Burlington Mills, Inc. 5—John C. Finch, Tower Mig. Co. 6—J. Crossan Hays, 
Iron City Tool Works and Frank B. Wensing, Tenk Hardware Co. 7—G. R. 
Muzzy, Detlefsen & Muzzy 
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... all require the high-grade metals that go into the manu- 
facture of Red Edge Screen Cloth—and this means that 
we cannot, as heretofore, obtain unlimited tonnage of 
these basic materials. We are required to ship our product 
only on priority-rated orders—to comply with the War 
Production Board's provisions for conserving and allocating 
the nation’s steel supply. 

Our old and loyal Red Edge customers are uppermost 
in our minds, and we will continue our effort, in every way 
consistent with the war program restrictions, to serve them. 

The winning of the war is our mutual aim. 
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“Carrying On” Is Theme of 
Farm Equipment Dealer Meeting 


‘Bone were 257 


dealer-delegates at the 43rd annual 
convention of the National Retail 
Farm Equipment Association, held 
Oct. 13-15 in the Hotel Sherman, 
Chicago, Ill. Featured speakers and 
discussion leaders, included govern- 
ment agency officials and represen- 
tatives from Washington, D. C., all 
of whom showed deep interest and 
concern for the problems of farm 
equipment dealers in their efforts to 
adequately serve their farmer-cus- 
tomers in obtaining greater produc- 
tion. 

It was apparent that there would 
be a comparatively small amount of 
new farm equipment available for 
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SEEN AT THE CONVENTION: 


1943, therefore every effort should 
be made by the government, and 
manufacturers, distributors and 
dealers to conserve and keep in 
good running order the equipment 
now in use on farms. There was 
emphasis, too, on the scrap collec- 
tion activities of dealers. At last 
year’s convention, held some weeks 
before Pearl Harbor, there was con- 
siderable emphasis on the belief 
that “Food Will Win the War,” as 
pointed out in HARDWARE AGe’s re- 
port of the 1941 gathering. At the 
1942 meeting there was no question 
in the minds of dealers and manu- 
facturers of its importance. 
Resolutions urged complete sup- 
port of the war effort and requested 
greater deferment from the draft of 


skilled shop workers in established 
retail farm equipment dealer shops 
where they were needed to ade- 
quately serve a farm district’s needs. 
One resolution petitioned that the 
5 per cent mark up on trade-ins be 
increased to 25 per cent by amend- 
ment to P-133 and another endorsed 
the setting up of a Post War Plan- 
ning Committee of the association. 
There was the request that not less 
than 165 per cent of the 1940 pro- 
duction of repair parts be permitted. 

Frank Silloway. chairman, execu- 
tive committee, Farm Equipment In- 
stitute, and vice-president, Deere & 
Co., Moline, Ill., extended greetings 
to the retail dealers. 

Burl F. George. Spring Valley, 
Ill., president, N.R.F.E.A., in his 
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1—Robert A. Jones, Chicago, Ill., executive secretary, Farm Equipment Institute: 2— 


Fowler McCormick, president, International Harvester Co., Chicago, Ill. (left) and Burl F. George, Spring Valley, Ill. 
retiring president of the National Retail Farm Equipment Assn.; 3—Paul M. Mulliken, St. Louis, Mo., executive secre- 
tary. N.R.F.E.A.; 4—Left to right: Arthur Bryan, Scott City. Kan.; Henry Marhanke, Eureka, Kan.; Bryan Crawford, 
Shelbina, Mo.; George S. Straight, Eureka, Kan., and E. G. Stucker, Ottawa, Kan.; 5—Clyde Tomlinson, Hillsboro, 
Tex., president-elect (left) and C. A. Nordlund, Auburn, Neb., vice-president-elect, N.R.F.E.A.; 6—Burl F. George 
Spring Valley. Ill, retiring president, N.R.F.E.A. (left) and William H. Roberts, Jr., S. L. Allen & Co., Philadelphia, 
Pa., retiring president, Farm Equipment Institute: 7—Left to right: M. M. Smith, Clay Center, Kan., treasurer and 
director, N.R.F.E.A.; A. A. Doerr, Larned, Kan., advisory board, N.R.F.E.A.; Fred L. Taylor, Lyons, Kan.; Lee Oldham, 
Leoti, Kan., vice-president, Western Retail Implement and Hardware Assn.; Frank H. Spink, Kansas City, Mo., secre- 
tary, W.R.ILH.A.; Eddie Potter, Macon, Mo., and J. C. Nitsch, Oberlin, Kan. 
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DEMING 


PUMP 
PROTECTION 
PLAN 








Here, in this Deming “PUMP PROTECTION PLAN”, you 
havea down-to-earth, workable plan to help YOU meet 
wartime conditions right NOW and for the duration! 


The demand for new pumps and water systems is far 
in excess of the number permitted by war limitations. 
Until new equipment can be supplied, old equipment 
must be made to serve. 


The Deming “PUMP PROTECTION PLAN” is carefully 
designed to help YOU get service and repair parts 
business NOW; protect the good will of your customers; 
and pave the way for future sales of NEW Deming 
Pumps and Water Systems as they become available. 


One of the most important helps in the Deming 
“PUMP PROTECTION PLAN” is the “SERVICE MANUAL” 
—a 64 page illustrated guide prepared by men with 
long experience in the water system business. 


The new“DEMING WATER SYSTEM SERVICE MANUAL” 
gives you step-by-step instructions on what to look 
for and how to service all popular types of Deming 
Pumps and Water Systems. 


The entire Deming “PUMP PROTECTION PLAN” is 
carefully organized to the last detail, even including 
conservation of YOUR time and YOUR money in 
making the Plan a success! 


All material for the Deming “PUMP PROTECTION 
PLAN” is furnished at no cost to YOU! 


Write NOW for the complete description of this real 
PLAN! Ask for the “BUSINESS ASSURANCE POLICY FOR 
DEMING DEALERS”. Don’t delay. Take action TODAY! 





me THE DEMING COMPANY + SALEM, OHIO 








message, “Carrying on Through the 
Association” spoke of events since 
Pearl Harbor. He said, “I think that 
I can better retain the friendship of 
all my farmer friends if I do not 
have the right to choose which of 
my customers shall be favored dur- 
ing the coming year. . . . We have 
all been told that next year we will 
not have as much new merchandise 
as this year and we will undoubt- 
edly have to operate our businesses 
with less help. . . . It is going to be 
hard to ‘carry on’ but we must.” He 
outlined association activities and 
said that N.R.F.E.A. membership 
had shown an increase of more than 
49 per cent. 

Dudley H. Pace. consultant, Farm 
Machinery and Equipment Branch, 
W.P.B., said that the Limitation 
Order for 1943 had not yet been ap- 
proved because several other agen- 
cies had to be consulted. Actually, 
preparation for the new order was 
started in March but the subject of 
concentration of farm machinery 
production was injected into the sit- 
uation after proposed production 
quotas for 1943 farm machinery and 
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equipment production program had 
been set up. 

It is easy to work out a formula 
for concentration, he said, but it is 
impossible to tell exactly what the 
effects of such a formula will be un- 
til a detailed study has shown just 
how much production is transferred 
from and to each company. This 
involves extensive tabulation. 


Points of Difference 


He said it is expected that there 
will be several points of difference 
between the proposed Limitation 
Order L-170 and the present Order 
L-26, some of which will be of a 
major nature and some minor. Of 
probable additions and changes, 
contemplated, excepting for those 
which deal with exports, he pointed 
out it is probable that blacksmiths, 
garage owners, etc., making a few 
machines, attachments or repairs for 
local farmers will be exempted. An- 
other proviso may prohibit any per- 
son from making farm machinery 
and equipment or repair parts who 
did not make “any such products” 





( Kaufmann-Fabry Photo ) 
At Chicago River Bridge. Wrigley Building left, Tribune Tower right 

















in 1940 or 1941. It is proposed that 
“attachment” for farm machinery 
and equipment will mean a supple- 
mentary appliance which may be 
added to an otherwise complete 
machine to extend the utility of such 
machines. It may be provided in the 
new order, he said, “that no distrib- 
utor shall, during any consecutive 
three months’ period (or four months’ 
period as to distributors not located 
in either Eastern or Central War 
Time Zones), place regular stock 
orders for a quantity of any item 
of repair parts in excess of his esti- 
mated requirements of such item 
for that period, taking into consid- 
eration inventory of like parts on 
hand.” Such a proposed regulation 
would not apply to emergency orders 
for repair parts to be used in the 
current three (or four) month pe- 
riod, provided the distributor files 
with producer for such emergency 
item a certificate certifying it is 
“essential for the current repair of 
farm machinery and equipment.” 

Dealers were cautioned they must 
strictly comply with provisions of 
the new order as issued in so far as 
it applies to distributors as defined 
by the order. The new order will 
probably impose very few restric- 
tions on implement dealers. Imple- 
ment dealers will have an excellent 
opportunity to render another real 
service to the war program in sup- 
porting the program of farm ma- 
chinery repair which will probably 
be started in December by the U. S. 
Department of Agriculture working 
through State Agricultural Colleges. 
Because of the extremely small 
quantity of new machines to be pro- 
duced in 1943, equipment already 
on farms must do over 98 per cent 
of the farm work next year. 

In a discussion led by Mr. Pace, 
A. P. Yerkes, consultant, Farm 
Machinery and Equipment Branch, 
W.P.B., and Frank Bonnes, Chief. 
Tractor & Engine Section, of the 
same branch, and participated in by 
various dealers it was pointed out 
that regulations do not prohibit 
dealers from carrying reasonable 
stocks of repair items. Cooperative 
use of machinery may be necessary 
in 1943. 

Paul M. Mulliken, St. Louis, Mo.. 
executive secretary of the associa- 
tion, said that Maximum Price Reg- 
ulation 165 on services to the public 
states that those who find their 
charges for labor abnormally low 
may apply to the local O.P.A. 
branch requesting relief. He said 
that consideration is being given to 
the establishment of standard rental 
charges for leasing used equipment. 

(Continued on page 186) 
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“For want of a nail, the shoe 
was lost, for want of a shoe, the 
horse was lost, for want of a 
horse, the kingdom was lost.” 














She PECK, STOW & WILCOX Company 


Southington Since 1785 Connecticut,U.S.A. 
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Late November-Feature Gift 
Housewares and Dairy Supplies 
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DECORATIVE HOUSEWARES WINDOW 


MERCHANDISE: Framed pictures, of several sizes and types, round mirrors, oblong 
mirrors, oval mirrors, rectangular mirrors, decorative trays, highball glasses, cocktail 
glasses, water tumblers, window or glass cleaner, polishing clothes. 

BACKGROUND: Center panel of dark brown corrugated board or painted wallboard. 
Side panels of tan or buff corrugated board. Cut-out letters of bright red and yellow. 


Pass: -DAY _ pro- 


yressive hardware dealers are add- 
ing every new line they possibly 
can add to their stocks. Many of 
these lines fit into already estab- 
lished departments and, as a mat- 
ter of fact, many of them would 
have been added long ago if there 
had been sufficient space in which 
to accommodate them. Now that 
the extra space is available, each 
new line added brings some ad- 
ditional volume to the business, a 
decidedly important factor in 
maintaining it under present op- 
erating conditions. 

housewares and 
home furnishings, such as mir- 
rors and framed pictures, are 


Decorative 
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items which can be fitted into al- 
most any hardware stock. This, 
however, has not always been pos- 
sible in the past. These items re- 
quire plenty of display space 
which has not been available in 
many stores. Now that conditions 
are changed, and the space is 
there, many dealers are adding 
these lines. 

New merchandise must be pro- 
moted and introduced to the 
store’s customers and window dis- 
plays are needed in order to ac- 
complish the desired result. Dec- 
orative housewares are featured 
in the suggested window display 
shown on this page. The featured 
items are mirrors and framed pic- 


tures. Decorated serving trays 
and other related items are also 
presented. Be sure that the most 
popular and best selling numbers 
are shown in this trim. 


Mirrors Along Sidewalls 


Decorative mirrors are made in 
many shapes and sizes. This be- 
ing the case, every item in the line 
should be featured in the interior 
store display if best results are to 
be obtained. 

Platform space along the side- 
wall, across the backs of the win- 
dows or at the rear of the store is 
best suited for the showing of 
these items. A plywood _back- 
ground should be installed and it 
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A 102-YEAR OLD 
VETERAN 
HAS GONE TO WAR 


This is the fourth war in which Henry Disston & Sons, Inc., 
founded in 1840, has had the honor to do its duty in performing an essential 
service for the nation. 


Today, Disston is meeting the imperative demands of emergency produc- 
tion with the most effective possible use of its manpower and facilities. 
Disston products are flying with the fighting air force... rolling with the 
tanks... going to sea with the battle fleet... serving with all branches of 
the service. 


On the home front in the battle of production, Disston Steel, Saws, Files, 
Knives and Tools are in the thick of the fight. Thousands of plants are turning 
out more for war with the help of Disston quality-made products. 


We have had many expressions of appreciation for the way we have taken 
care of the hardware wholesaler. Disston is continuing and will continue to 
provide the hardware trade with those essential tools that can be manufactured 
after war needs are supplied. 


We are looking forward to a victory that will insure peace for all nations and 
a continuation of the American Way of Life for which we are fighting. 


HENRY DISSTON & SONS, INC. 


TACONY, PHILADELPHIA, PA., U.S.A. 


ESTABLISHED 1840 
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DAIRY SUPPLIES WINDOW 


MERCHANDISE: Milker units, vacuum pump units, cream cans in several sizes, milk 
cans in two types, milk pails, covered milk pails, strainer, milk scales, filter disc, bottle 
brushes, milk bottles, and milk bottle caps. Milker repairs such as teat cups, rubber 
teat cup liners, milker tubing. valve cocks, gauges. 


BACKGROUND: Center panel yellow corrugated board or painted wallboard. Side 


panels of yellow corrugated board. Cut-out letters in dark blue. 


should slope from the front edge 
of the platform to the rear of the 
fixture top. Finish this back- 
ground in neutral colors such as 
ivory, buff, or gray, light blue or 
green. Show the mirrors against 
a background similar in color to 
walls found in the average home. 
It is a good idea to use two or 
three different background colors 
and to show different types of 
mirrors on each. This certainly 
should be done if any of the mir- 
rors are made of tinted glass. The 
proper background will bring out 
the color of the mirror. 


Framed Pictures 


Framed pictures also require 
considerable display room and 
space similar to that suggested 
for mirrors is recommended. Pic- 
tures can also be shown on tables. 
Small pictures should be shown 
at the front with the larger ones 
at the rear. Do not forget show 
cards for such a display. Prices 
on each picture should be carried 
on a sticker in one of the top cor- 
ners. 
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Water tumblers, cocktail and 
highball glasses are items that are 
always being replaced around the 
home. As soon as one or two 
glasses in a set are broken, the 
housewife must either replace them 
or select another pattern. In any 
case new glasses must be pur- 
chased. The good glasses in the 
home are constantly being replaced 
as breakages occur from time to 
time. 

This means that new business 
on glassware is always available. 
Dealers who now carry this line 
should promote it all the time. 
Show popular selling glass in your 
windows and feature them on the 
ends of several tables throughout 


American Industries 
Salvage Program 
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the store. You will be amazed at 
the extra sales these displays will 
produce. 


Dairy Supplies 


We hear much about labor 
shortages on the farm today. 
Hardware dealers can be helpful 
in this situation if they will show 
farmers how they can continue 
to maintain their high rate of 
milk production by means of la- 
bor saving equipment such as 
milker and separators. 

Install a window display of 
this equipment. You can follow 
the suggestions shown in the sug- 
gested dairy supplies window 
which is on this page. Substitute 
merchandise you have for any 
items shown in the display which 
you do not carry. Be sure to fea- 
ture quantities of items such as 
filter disc. There is always re- 
peat business available on this 
line. 

Be sure that your display em- 
phasizes the fact that milking 
equipment will help the farmer 
solve the manpower problem. 
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“We're keeping these 
for our Own 


..e MORE PROFITS 


There’s the biggest hog crop in years 
on American farms this fall. And out of 
it farmers will keep more hogs than 
ever before for their own family food 
supply. Because pork is valuable — be- 
cause there is none to waste—the tend- 


ency is to buy high grade prepared 


meat curing products — to cure this 
meat better to avoid loss. 


The demand for meat curing supplies 
will be great, and hardware dealers can 
take full advantage of it. 


Make Your Store Headquarters 
For Home Butchering Supplies 


Display knives, scrapers, cleavers, meat 
choppers and other tools along with 
plenty of Morton’s Tender-Quick, Sugar- 
Cure, Sausage Seasoning and meat 
pumps. These popular products are 
available — they are in demand — they 
offer you attractive profits. Average 
sale $3 to $4 per customer. 


Write for illustrated selling poster 
and prices. 
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From A Home Butchering Department 

















..- These Are the Meat Curing 
Products That Will Be in Demand 


Years of consistent advertising back up 
MORTON’S meat curing products. More 
than a million farmers use them every 
year. They're the best known, best liked 
products on the market. Powerful adver- 
tising program running NOW in all lead- 
ing farm papers. Take full advantage of 








it — let it help you add new profits 











from a new source. 
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To Help You Sell More Goods 


Manufacturers Offer These Display Helps 





“Lev-L-Floor” Card—The 
Central Paint & Varnish 
Works, Brooklyn, N. Y., 

offering dealers a new 
display piece, shown at 
the right, illustrating how 
its product can be used 
for industrial buildings 
This very effective sales 
piece is printed in three 
colors, has an_ easel 
back and is about 16 
by 22 in. in size 


GE’s Wartime Display Pro- 
gram—Five major display 
pieces, designed primarily 
for window use, various 
supplementary pieces, and 
an October Wartime Light- 
ing, Guide are outstanding 
features of the novel ‘war- 
time service program” now 
being offered to subscrib- 
ing agents by the General 
Electric Co., Lamp Depart- 
ment, Nela Park, Cleve- 
land, Ohio. Participating 
G-E lamp agents will be 
entitled to receive this ser- 
vice program free for the 
current year upon the pur- 
chase of four 25-cent War 
Saving Stamps and the in- 
sertion of these in a special 
album to be supplied by 
the company. Agents also 
agree to continue to put 
stamps in the album and 
to use the display material 
received consistently and 
effectively. 





Helps Sell Model Airplanes—Megow’'s latest 
sales help is a 24 by 36-in., three-color easel 
display featuring 117 of the firm’s model air- 


planes. It shows all of the best known war- 
planes and includes all of the company’s 
latest models. Each display is boxed in 


heavy corrugated board and there is no as- 

sembling necessary. Full information from 

Megow, Howard and Oxford Streets, Phila- 
delphia, Pa 
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Electrically Refined Copper Alloy Steet 
for STERLING WIRE PRODUCTS 


The giant electrodes in Northwestern’s huge electrical furnaces pass high voltage 
electrical current through the molten steel — agitating, refining, purifying, the 
swirling bubbling metal to produce the special rust resistant quality steels that 
characterize Sterling Wire Products. 


Sterling quality is based on the inherent properties found in Electric Furnace 
steels—the dense, fine grained non-porous structure and other special qualities 
imparted by the high power electric furnace method of refining. 


Northwestern’s electric furnaces are working night and day. Everything pos- 
sible is being done to maintain the highest practical rate of production—and the 
quickest schedule of deliveries that can be made under present conditions. 


Check with your Jobber or write direct for complete information on Sterling 
Wire Products of electrically refined steel quality, at no extra cost to you. 


PRINCIPAL PRODUCTS INCLUDE: 


Woven Wire Field and Poultry Fence, Orna- 
mental Fence, Poultry Netting, Hardware 
Cloth, Smooth and Barbed Wire, Steel Posts, 
Gates, Bale Ties, Fence Stretchers, Pump 
Rods, Steel Billets, Rods, Bars, etc. 











HENRY J. ALLISON 


TT 
HIS committee was 


formed as a result of a realiza- 
tion on the part of the secre- 
tary’s office, that there were 
many more important things oc- 
curring in Washington from time 
to.time than they should take the 
full responsibility of dealing 
with. I wouldn’t have you over 
estimate the importance, or the 
accomplishments of our commit- 
tee. We are very humble about 
them ourselves, because we don’t 
feel that we can point to any 
very brilliant accomplishments. 
The only thing is that we as a 
duly constituted representative 
committee of you, are at least 
able to go to Washington when 
we are asked to, or to go volun- 
tarily if we feel there is a need 
of our going there, and becom- 
ing your spokesmen to aid the 
various bureaus and committees 
there, to try and do what we are 
thoroughly convinced they are 
conscientiously trying to do, and 
that is, the best job they can un- 
der most difficult and trying cir- 
cumstances. 

There is no precedent to go 
by. We have never had but one 
World War before, and we 
thought we were through with 
wars then, so you can’t look up 
in the rule book and see just how 
a War Service Committee of a 
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The N.W.H.A. War Service Committee Report 


By HENRY J. ALLISON 


Glasgow-Allison Co., Charlotte, 
N. C., Chairman, N.W.H.A. War 
Service Committee 


At Wholesalers’ 
Tuesday a.m. Session 


wholesale hardware association 
should function. All in the world 
we can do, is make our facilities 
and our services available in a 
purely advisory capacity. 

We find both disorder and con- 
fusion there. I am thoroughly in 
sympathy with the spirit of what 
Mr. Shore (previous speaker re- 
ported elsewhere) was saying, 
and it is not in a spirit of criti- 
cism. It would indeed be less 
than candid if I should attempt 
to persuade you that there is 
nothing but orderliness and per- 
fect conception of what is being 
attempted in Washington. How- 
ever, we do find in the various 
bureaus there as fine an order 
of system and precision as we 
would find in the most success- 
fully operated businesses which 
you represent. As an example, 
we were called in on one occa- 
sion for a conference. When they 
were all there a complete outline 
of what was to be considered 
was printed, and a copy was 
given to everyone. The commit- 
tee was immediately adjourned 
for an hour, so those who were 
there could thoroughly read over 
what we were given to consider. 








At the expiration of that hour 
we were called back and took 
these proposed rules up item by 
item with perfectly candid dis- 
cussion. We found things that 
we thought were wrong. We rea- 
soned them out. Sometimes the 
officials persuaded us they were 
right; sometimes we persuaded 
them we were right, and when 
we got through we felt like we 
had accomplished something. 
Our conception of what we are 
attempting to do down there is, 
as I say, to try and fit the hard- 
ware industry into this very 
complicated but very vital and 
important situation. We are not 
down there trying to keep you 
individually in business. If that 
is what we ought to be doing, I 
haven’t been authorized to speak 
for every member of the commit- 
tee, but you certainly need a new 
chairman, because I don’t think 
that it is any vital concern of 
our country at  this_ point 
whether you or I, as an individ- 
ual, or our business as an indi- 
vidual business is kept in the 
picture. Now, if that is what we 
ought to have down there, I want 
somebody else to represent it, 
because I can’t do it. As a matter 
of fact, the appeal from that 
standpoint has been much more 
eloquently presented than I think 
you or I could do it, without 
success, although not before the 
War Production Board, but it 
was before a Police Commis- 
sioner who had broken up a strip- 
(Continued on page 188) 


W. W. FRENCH FAYETTE R. PLUMB MARK A. MILLER 
Moore-Handley Fayette R. Plumb, Yale & Towne 
Hardware Co. Inc. Mfg. Co. 
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WHAT’S THE ANSWER: 


¢ The big swing in cooking utensils 


is to _|TIN [|ALUMINUM [(]GLASS 
[ JEARTHENWARE. (Check one.) 


W hat popular cooking utensil 
makes a better-than-ever; gift this 
Christmas ? 


Can you name new items in glass 
cooking ware that are making his- 
tory as top sellers today ? 


TRUE([] or FALSE(_|: Transparent 
glass baking ware bakes faster. 


Guess the number of American read- 


ers, within five million (5,000,000), 
that will be reached during the 


coming Christmas season by adver- 
tising on this glass product that 
you sell ? 


What famous line of cooking uten- 
sils has been backed by consistent 
national advertising for 25, years? 


Why does its manufacturer con- 
sistently advertise it to the more 
than 2,000,000 readers of TRUE 
CONFESSIONS, ROMANTIC 
STORY and MOVIE STORY? 


ANSWERS ON PAGE 169 














OCTOBER 29, 1942 








129 






Richard Harte’s Address 


(Continued from page 71) 


labor organizations are holding 
up the war effort and that, not 
the factory workers, but our sol- 
diers should have public sym- 
pathy. Strikes in wartime must 
stop. Public opinion, like the 
wheels of the Gods, grinds slow- 
ly but exceedingly fine, and | 
think you will find that the pub- 
lie will finally definitely rectify 
the matter. 

It is because of the present 
labor situation that public 
opinion sympathizes, I believe, 
with the farm bloc. It realizes 
that, on the whole, Attorney 
General Biddle was correct when 
he said at a public dinner, that 
“The New Deal is a political 
party tied up with the labor 
movement under an able political 
leader.” (Those are not my 
words, but the words of the At- 
torney General of the United 
States). Why should the farm 
bloc keep its hand out of the 
gravy-bowl when labor in the 
narrow sense of the word has 
both feet inside? The public 
agrees with the farm bloc; 
hence the recent row in Con 
gress—again public opinion as- 
serting itself. 

I don’t think the public is yet 
informed or conscious of the 
damage the WPA causes in war- 
time, both as to its effect on 
production and the strain on na- 
tional solvency. At least in my 
state—West Virginia — it still 
thrives. Last week, on one short 
trip, I passed four projects em- 
ploying at least 100 men, when 
almost every plant in West Vir- 
ginia is short of good labor, and 
where government employment 
agencies are still encouraging 
transfers of men away from lo- 
cations where labor is_ badly 
needed—so that the next year 
budget of the local Government 
Employment Bureau will be in- 
creased as a reward for the 
volume of such inexcusable 
transfers. 


Our Obligation 


I bring up these points to 
show the obligation we are all 
under in a democracy to do our 
part in informing the public as 
to what is taking place. I be- 
lieve we in this room can go far 
in cerrecting such weaknesses as 
I have illustrated. It won’t be 
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easy and our record over the 
past years is bad, for besides the 
usual difficulties of informing 
and crystallizing public opinion, 
we have had to combat, since the 
depression, the popular theme- 
song of defeat. Many so-called 
leaders of public opinion have 
been complete defeatists  re- 
specting our economy. If you 
are doubtful, read some of the 
hearings and conclusions of the 
Temporary Economic Commit- 
tee. They are a post mortem of 
business, not a diagnosis of the 
illness. And to cap the climax, 
the chairman of the committee. 
upon whose defeatist education 
thousands of dollars had been 
spent, introduced a bill to bury 
the corpse by leveling a tax on 
industry to give hand labor a 
kind of industrial parity. 
penalizing the machine and sub- 
sidizing hand work with a 
bounty. But that isn’t all. 
So-called business leaders, too, 
have been defeatists regarding 
politics—best summarized per- 
haps in the phrase—“‘Who would 
shoot Santa Claus before 
Christmas?” To say nothing of 





GUY P. NORTON 


Guy P. Norton, Unit Chief, Copper 
Branch, War Production Board, 
Washington, D. C., discussed the 
situation in copper at the Sheet 
Metal Distributors Tuesday P. M. 
session. He outlined the extent of 
the war needs and stressed the im- 
portance of the copper recovery 
drive now under way through in- 
dustry. Mr. Norton also reviewed 
and explained various WPB limi- 
tation and conservation orders is- 
sued recently. 








those who have already sur- 
rendered, acknowledged defeat 
and with wishbone replacing 
backbone, gone over to the 
enemy, accepting lock, stock and 
barrel the philosophy of the new 
social school: that greed is 
stronger than right, that avarice 
wins over fair dealing, and that 
gold is more potent than good. 
This period in our history can 
quite properly be called the 
years of decay and defeat. Not 
a happy background for a war! 


Three Recommendations 


I would like to make three 
wartime recommendations to 
the business group (and that 
means all of us, managers, 
laborers and salesmen) that we 
should take up and present in 
the clearest possible manner to 
the public, in the hope of in- 
fluencing its opinion and by so 
doing force action upon our po- 
litical leaders. I want to make 
it plain that I am excluding from 
my proposals the correction of 
the one great illusion of our new 
era philosophy that of attempt- 
ing to separate social from eco- 
nomic elements. Surely the life 
of no man is or can be inde- 
pendent of labor and production, 
and a strong economy. The dis- 
regard of this premise denies the 
fundamental rules that govern 
every human life. 

The first recommendatior is: 
we want less politics, and more 
straightforwardness in wartime 
government. We want over- 
head pitching, not screw-balling. 
If we are short on rubber, we 
want to be told so. We don’t 
want to dig through a three- 
foot smoke screen of gasoline 
mist. The proof of this pudding 
is that neither you nor I (I am 
safe in saying) has heard a 
single word of complaint about 
gasoline rationing, after the 
facts of the case were so clear- 
ly and honestly set before us by 
that splendid team of Messrs. 
Baruch, Conant and Compton. 

The second recommendation 
is to end Washington’s falsely 
narrow conception and interpre- 
tation of the word—“labor.” 
We know, contrary to Washing- 
ton’s philosophy, of special 
grouping and special privileges, 
that labor is the total working 
force in the United States— 
55,000,000 persons with de- 
pendencies all but a negligible 

(Continued on page 165) 
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The design and engineering leadership 
that developed Amerock ‘‘Matched’’ Cabinet 
Hardware, Precision ‘““Winged Bolt ’’ Catches, 
and ‘‘Wintite’”’ Sash Locks is now speeding 


the production of precision parts for our 


FOR WAR HOUSING—Ask your 
jobber for Victory catalog page 
showing Cabinet Hardware for 
jobs with qualifying preference . 
ratings. Complies with specifica- 
tions of new Defense Housing 
Critical List and new WPB 
Builders Hardware Manual. 


No. E3022 


- 
= ~~ : ns Cy No, £0563 


fighting planes, tanks, ships, and submarines. 
When Victory is ours, the facilities of the 
Amerock organization will again be turned to 
the creation and production of finer hardware 


for American homes in true Amerock tradition! 


FOR WAR-TIME REMODELING 
Most items of our regular line 
are still available from factory 
stocks, and many jobbers still 
have Amerock Cabinet Hardware 
in a normal range of design and 

finishes. Get the facts — 

talk with your jobber today! 


No. C295 No. £08260 No. £0253 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILLINOIS 

















IT IN HARDWARE 
News of Retailers, Jobbers, 


and Manufacturers and 
Salesmen 
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| their country above any concerns | all Peerless kits, materials, de 
Independent-Lockwood of their own, and they are still | signs and manufacturing equip- Ay 
: doing that.” | ment, the production of the more 
Wilbur Evans, noted baritone, popular kits in the Peerless line 


Awarded Arm -Nav “RE” | was joined by all present in the | will he resumed as soon as prac 
y y | singing of “America” at the close | tical in the Cleveland Model 

|of the program. plant. Regular Cleveland Model 

line jobbers and dealers will be 


notified when these Peerless kits 


CLEVELAND MODEL BUYS | are available. 


At an impressive and solemn | the duration, not to boast of what | — 
ceremony, the Army-Navy “E” | we have done, but as a reminder 
Production Award was formally | to every one of us of how very 


presented to the Independent | much more there is left to be PEERLESS MODEL LINE The Cleveland Model & Supply 
Lock Co. and Lockwood Hard- | done, and how little time is left | Edward T. Pachasa. president | Co., Inc., was founded in 1919 
ware Mfg. Co., at Fitchburg, | to us in which to do it.” lof The Cleveland Model & Sup- | and is managed by the Pachasa 
Mass., on Sept. 14. The entire Capt. C. J. Wheeler, U. S. N.,, | ply Co., Inc., Cleveland, Ohio, | family, consisting of five broth- 





presentation ceremony, lasting | First Naval District. presented | has announced that his company | ers, Edward, William, Fred, Al 
from 4:30 to 5:00 P.M. was | the “E” pins, explaining that in | has purchased the Peerless Model | bert and Andrew, Jr., and their 
broadcast coast-to-coa:t over aj| the Navy the “E” Award sym- | Airplane Co. also of Cleveland. father and mother, Mr. and Mrs. 
network of 130 radio stations, | bolizes the highest honor that can | Because the purchase included | Andrew Pachasa, Sr. 

carrying the exercises from the | come to a ship and its crew. The 
stage of the Fitchburg Audi- | award of pins was accepted for 
torium to friends and relatives of | the employees by Stanley J. 
the employees all over the coun- Richter, lockfitter and assembler 











W. G. Hume Made Vice-President 


try. in one of the companies’ plants, " 

George Hicks, commentator | chosen by his fellow-employees. of the Reynolds Wire Co. 
and announcer, was master of On the speakers’ platform, Le- 
ceremonies, recreating the events | roy Whittemore, Mildred La- William G. Hume has been| Ill. He began his business ca 


of the presentation for the bene- | Roache, Douglas Kaddy, Helen | elected a vice-president of the | reer in the St. Louis office of 
fit of the big radio audience. | Sidlaskas and Stanley J. Richter, | Reynolds Wire Co., Dixon, IIl., the Pittsburgh Steel Co. in 1911. 
Brig.-Gen. Burton O. Lewis, | chosen by their fellow employees, | manufacturers of screen cloth, 
U. S. A., District Chief, Bosten | represented the entire employee | hardware cloth, wire and wire 





























Ordnance District, made the for- | body. products. | 
mal presentation of the “E In his address of acceptance a Ter 
award, which was received on be- | Mr. Falk complimented the em- 
; eral manager of sales of the guest: 
half of the employees by Morris | ployees of the two companies and | Pittsburgh Steel Co., Pittsburgh, | hoy 
Falk, president of both com- | said, “The award belongs to these | p ; pane ce a 
; : P Pa. Immediately before joining cially 
panies. Mr. Falk keynoted the | men and women, for theirs are | ht, os . he hail Divtel 
it of the ard and of the | the heads and the hands and the | he Reynelds company, he hat —_ 
on aoe OS aor he : : been loaned to the War Produc- Dayto 
“E” pennant when he said “. . . | hearts that have earned it... . | ; i his d : 
ill fly above on lants ‘for | They have placed the need of | tion Board and assumed his du- cerem 
uli ee : - |ties there the day after Pearl Hig 
| Harbor as chief of the Rod and ments 
| Wire Products Unit of the Tron Maj. 
land Steel Branch. He has been the 
in the wire business for 31 years, Ordn: 
having been general manager of the p 
sales for the Keystone Steel & | ators 
— Wire Co., Peoria, Ill., and later, jump 
SM LLL before going to Pittsburgh, was a mes 
vice-president of the Northwest: win ¢] 
ern Steel & Wire Co. Sterling. WwW. G. HUME Ace 
| 
the p 
made 
| 
CELANESE CELLULOID _| now director of sales of the Lu mana 
SHIFTS PERSONNEL | marith Molding Materials Divi stated 
Celanese Celluloid Corp., New | sion, will head the technical sales becon 
York City, the Plastics Division | °*¥“¢ division. we f 
of Celanese Corp. of America,| Mr. Demarest will be succeeded men ¢ 
recently announced the formation | by W. Raymond Porter, now head and ! 
AT THE PRESENTATION: Left to right: Brig. Gen. Burton |»f a new department to be | of the Washington, D. C., office tribut 
O. Lewis, U.S.A., who presented the pennant; Douglas Kaddy. | known as the technical sales ser- | and formerly Mr. Demarest’s as- bers | 
president of the Hardware Employees Association; John } vice division. sistant. George H. Boehmer, gen- tion » 
Meyer, vice-president and general manager of the companies; Chis now Greesenens wilt coe | ead cllebeatians Set aaa oem the I 
Morris Falk, president of the companies; Capt. C. J. Wheeler, , , : : . : th 
, 2 : vice the industrial plants that are | prior to his retirement because irouy 
U.S.N., who presented the pins; Stanley J. Richter, lockfitter | *" | et “1 ith tt 
and assembler, who made the address of acceptance for the | "S!"# the company’s Lumarith | of il health three years ago, r¢ Len 
employees; the Honorable Alfred Woollacott, mayor of Fitch- plastics to replace other mate- | turns to active duty as head of the L 
burg, Mass. rials. Millard Demarest, until | the Washington, D. C., office. Radio 
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Is, de | with M. L. Langel, Osborn Mfg. 

equip- Arm N “FE” A d | Co., runner-up. Other winners 

e€ more y- avy war | were: low gross—jobbers, Robert 

ss_line | E. Doti, Igoe Brothers, Inc.; run- 

ee = ° ner-up, B. F. McCreary, Carroll- 

Model Presented to Frigidaire McCreary & Co.; low gross, W. 

Model B. Manitz, Chile Exploration Co. ; 

will be runner-up, E. W. Heymann, E. K. 

ss kits Tryon Co.; high gross, Willis 
Horner, Allen Mfg. Co.; runner- 

Supply up, Eugene Foley, Bayonne Bolt 

n 1919 & Nut Co. 

achasa 

beoth- STROH TO WAR DEPT. 

“ahr FOR DURATION 

1eir 

d Mrs. William A. Stroh, associated 

with the Peck, Stow & Wilcox 





Colorful ceremonies marked the presentation of 
the Army-Navy “E”’ to the Frigidaire Division. 


Ten thousand employees and 
guests were present as the prized 
Army-Navy “E” Award was offi- 
cially presented to the Frigidaire 
: Division, General Motors Corp., 


Dayton, Ohio, in an impressive | 


ceremony. 
High praise for the accomplish- 
ments of Frigidaire was given by 


Maj. Gen. T. J. Hayes, Chief of | 
Army | 


the Industrial Division, 
Ordnance Department, in making 
the presentation. “From refriger- 
ators to machine guns is a big 
jump but your achievements are 
a message of America’s ability to 
win this war,” Gen. Hayes said. 
Acceptance of the award on 
the part of the management was 
made by E. G. Biechler, general 
manager of Frigidaire, who 
stated, “Today's vital objectives 
become even more urgent when 
we remember our debt to the 
men of our Army and Navy... 
and specially so when we pay 
tribute to more than 1,100 mem- 
bers of the Frigidaire organiza- 
tion who are now serving with 
the United States armed forces 
throughout the world.” 


ne Lu 
Divi 


1 sales 


reeded 
v head 
office 
t’s as- 
r, gen- 
; years 
ecause 
zo, re 
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fice. 


Lem Markland, president of 
the Local 801, United Electrical 
Radio and Machine Workers 
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| Union, CIO, in accepting the 
| award on behalf of labor stated 

that, “We not only feel that it is 
our duty to build the guns and 
| other equipment for our boys in 
the armed forces, but we feel it 
is a privilege.” 

Army-Navy “E” pins, which all 
| Frigidaire employees: are entitled 
to wear, were presented by Capt. 
D. Royce of the U. S. Navy. The 
pins were accepted on behalf of 
all the employees by two employ- 
who have that 
wounded in action. 





ees sons were 


In addition to Maj. Gen. Hayes 
and Capt. Royce, 60 Army and 
Navy officers of the United States 
and other United Nations at- 
tended the ceremonies. 


HARDWARE TRADE ASS’N 
HOLDS GOLF OUTING 


The Hardware Trade Associa- 
tion of New York held its Sep- 
tember golf Outing at the Dun- 
woodie Golf Club in Yonkers, 
N. Y., on Sept. 22. Twenty-nine 
members and guests were present 
and 19 played golf. 





The Secretary’s Cup was wen 
by Russell Conners, Russell, 
Burdsall & Ward Bolt & Nut Co. 
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Co., Southington, Conn., for the 
past 30 years as traveling repre- 
sentative covering the central 
states with headquarters in Chi- 
cago, is new with the War De- 
partment, Chicago Ordnance Dis- 
trict, First National Bank 
Building, Chicago, Ill. 

He has been appointed negotia- 
tor and purchasing agent for the 
procurement of tools, equipment 
and kindred itenis for this dis- 
trict, and for the duration of the 
war. 














HOWARD MacCARTHY, JR. 


MacCarthy Hardware Co., hard- 
ware contractors, Baltimore, 
Md., and former president of 
the American Society of Archi- 
tectural Consultants, has been 
commissioned a first lieutenant 
in the Army. His present ad- 
dress is: Headquarters Com- 
pany Boat Battalion, 542nd En- 
gineers, Amphibian Regiment, 
Camp Edwards, Mass. 








Roemer and Melville Promoted 
By Pittsburgh Steel Co. 





HENRY A. ROEMER, JR. 


Pittsburgh Steel Co.,  Pitts- 
burgh, Pa., has announced the 
promotion of two members of 
its sales organization, Henry A. 


Roemer, Jr., and Norman F. 
Melville. 
Mr. Roemer, formerly man- 


ager of sales of steel and wire 
products, has been advanced to 


assistant general manager of 


| sales and Mr. Melville, formerly 


| department. 





manager of sales of 
steel and wire products, has been 


manager of sales of that 


assistant 


made 





NORMAN F. 


MELVILLE 
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C. Donald Dallas, president of Revere Copper and Brass, Inc., 


accepts the Army-Navy “E” 


flag from 


{dmiral H. A. 


U.S.N. (Ret, in behalt of the Dallas Division. 


Dallas Division of Revere 


Receives Army-Navy “E” 


Over 2,200 men and women of 
the Dallas Division of Revere 
Copper and Brass, Inc., Chicago, 
Ill., gathered recently to receive 
America’s 
dustry—the 


highest award to in 

Army-Navy “E” for 
high achievement in the produc- 
tion of war equipment. 

At the special ceremonies Rear 
Admiral H. A. Wiley, U.S.N. 
(Ret.) again shook the hand of 
C. Donald Dallas, 
Revere Copper and Brass, Inc., 


president of 


in presenting the 
“E” Flag. On two previous oc- 
casions this year Admiral Wiley 
and Mr. Dallas met as the com- 


pany was honored for distin 
guished war achievement. On 


April 20, 1942, 
New Bedford 
the Navy “E” 
9 the Rome 
plimented. 


the company’s 
Division received 
award and on May 
Division was com- 

Herbert S. Ullman, vice-presi- 
dent of the Dallas Division, de- 


Army-Navy | 


livered the address of welcome, 


the Hon. Edward J. Kelly, mayor 
of Chicago, offered the greetings 
of the city and Ferre C. Watkins, 


DSC., commander of the 
American Legion, Dept. of IIli- 
nois, represented Gov. Dwight H. 
Green of the State of Illinois. 

Each employee at the plant, 
who is now entitled to wear the 
Army-Navy “E” lapel insignia, 
listened to the words of Rear Ad- 
miral Wiley as he complimented 
them and praised the plant which 
he had inspected. 


past 


Mr. Dallas accepted the award 
“in the name of millions of man- 
hours of work and in the loyalty 
and patriotism of family 
of every worker here in Chicago.” 


every 


Mr. Dallas also told the employees 
that “headlines, slogans, politics 
are not going to win this war for 
us. In the final analysis, only 
working and fighting are going 
to win this war.” 





Lt. Com. John Slezak, U.S.A., on leave of absence from his posi- 
tion as president of the Turner Brass Works, Sycamore, IIl., 


presents an Army-Navy “E” 


Dallas Division for 26 years, while President Dallas and other 
long service employees of the company witness the ceremony. 
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Wiley. 


| presented the “E” 





Lt. Col. Slezak, U.S.A., 
pins to the 
Over 300 of them 
have close relatives in the armed 


forces, 96 of the have 


John 
employees. 


women 


fathers, husbands, sons or broth- | 


service and 133 of 
Revere’s Chicago employees are 
now serving their country. 


ers in the 


“It is the experience of this | 
plant,” said Mr. Dallas, “multi- | 
plied a thousand times through- | 
out America, which is enabling | 
our Army, Navy, Air Force and | 


Marine to arm with 
unprecedented speed and power.” 


Merchant 


GOVERNMENT INSTITUTES | 


POWER TOOL DRIVE 


The Office of Ordnace of the | 


War Department is instituting a 
national drive to purchase service 
and maintenance 
which are retail 
stocks country. 
These tools are vitally needed to 
supply our overseas maintenance 
crews. It is the intention of this 


power tools 
available in 


throughout the 


| office to procure the tools which 


are now on dealers shelves and 
in this way make them available 
immediately for our armed forces 
equipment. The dealers will be 
paid the retail price for any of 
these tools which they now have 
on hand. The following are items 
which this office wishes to pro- 
cure: 
Air Compressors: Boring Bars 
portable; Hoists—small; Cut- 
off Machines—hack saws (power 
driven), band saws; Drill Presses 
bench; Electric Drills—Port- 
able; Engine and Parts Cleaners: 
F o rg e s— portable; Grinders 
maintenance — bench and 
able; Lathes—engine, brake 
bench; Paint Spray Equip- 
arbor and_straighten- 
ing; Riveters—hand; Shapers 
bench; Welding Machines—D.C. 
oxy and electric, 200 amp. min- 
imum; Woodworking Machinery. 


Presses 


If dealers have any of the list 


| ed equipment on hand they are 
| asked to notify the Office of Ord- 


pin to John Ikemeyer, with the | 


nance, War Department, Wash- 
ington, D. C., so that it may be 
purchased directly. 


ROBERT CONN JOINS 
THE ARMED FORCES 


Robert L. Conn, vice-president 
and treasurer of Puritan Cordage 
Mills, Inc., Louisville, Ky., re- 
cently joined the armed forces. 
He expects to be stationed at 
Fort Benjamin Harrison at In- 
dianapolis, Ind. 

Mr. Conn has been connected 


with the Puritan Cordage Mills | 


for the past 20 years, during 
which time he had risen steadily 
to the vice-presidency of the 
company. 


port- | 


| 
| 





GEORGE L. RANDALL 


RANDALL PROMOTED 
BY WICKWIRE SPENCER 


George L. Randall, advertising 


manager of Wickwire Spencer 
Steel Co., New York City, has 
been appointed public relations 
manager of the company. 

Mr. Randall has been with 
Wickwire Spencer for the last 
seven years and has held the 
position of advertising manager 
for the last year. 

In addition to his new assign- 
ment, Mr. Randall will continue 
in charge of advertising. 


DEXTER OPERATING ON 
24-HOUR WAR SCHEDULE 


For the first time in its 50 
years of history, no washers are 





being produced by the Dexter 
Company, Fairfield, Iowa. The 
company is now operating on a 
full 24-hr. wartime schedule and 
is working day and night to help 
produce the weapons needed by 
our government to win this war. 

In the meanwhile, the Dexter 
Company is carrying on a cam- 
paign to create interest in its 
Twin Tub method of washing 
even though it has no washers 
to sell. It has taken this step 
to maintain contact with the 
| public and at the same time to 
help its dealers. A program of 
| dealer helps has been worked 
| out, including folders, newspa- 
per advertisements and novelties, 
to assist the dealer in getting 
his share of repair and recondi- 
tioning business. 

In this way Dexter’s name is 
being kept alive in the minds of 


prospective washer buyers for 
| . ° 

| the time when the war is over 
| and consumer production re- 


| sumed. 


Latest News on 


PRIORITIES 


and 
_WAR-TIME ORDERS 
on page 142 
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W. H. Fitch, Pres. of Richards-Wilcox 
Has 50th Anniversary Party 


A group of approximately 50| anniversary of his connection 
foremen and office department | with the Richards-Wilcox Mfg. 


heads of the Richards-Wilcox | Co. 


In 1892 Mr. Fitch resigned 


Mfg. Co., Aurora, Ill., surprised | his job as a driver of a sprinkling 





WILLIAM H. FITCH 


their president and general man- | 


ager, William H. Fitch, with a 
party held on Sept. 30 in the Sky 
Room of the Leland Hotel in 
Aurora. 

It was a red letter day for Mr. 
Fitch for in addition to it being 
his birthday it was also the 50th 


GLIDDEN CO. MOVES 
NEW YORK DIV. OFFICES 


+ wagon and took a position with 
| the old Wilcox Mfg. Co. in the 
| bookkeeping department (a job 

his predecessor had just resigned 
| because it “had no future”). 

By 1903 he had advanced so 
far in the door hanger industry 
ithat he became manager of a 
new company, The Richards Mfg. 
| Co. and in 1904 built the first 
| building of the present plant. At 
| that time the total floor space 
| including the office was 16,000 
| square feet, two-thirds of the 
present R-W office floor space 
alone. Under his guiding hand 
| and brilliant leadership the new 
| company progressed rapidly and 
|in 1910 purchased the Wilcox 
| Mfg. Co. consolidating it under 
the name of Richards-Wilcox 
Mfg. Co. with Mr. Fitch as its 
president and general manager. 
a position he still fills. 

During the banquet, speeches 
and entertainment added to the 
enjoyment of the evening, after 
which Mr. Fitch was presented 
with a golf bag and a traveling 
bag by his employees to show 


\ their esteem and devotion. 


|ham Yardley, president of the 


Dwight P. Joyce, vice-president, | 


The Glidden Co., 
Ohio, manufacturers of paints 
and varnishes, has announced 
that the company’s New York Di- 
vision headquarters have been 


Cleveland, 


company, following a recent meet- 
ing of the board of directors. 
Mr. Chamberlain came to Jen- 
kins Bros. in 1929, after his 
graduation from Hamilton Col- 


|lege. Starting as an assistant in 


moved from Long Island City to | 
a new location at 4201-11 Ton- | 


nelle Ave., North Bergen, N. J. | 


Ralph Bennett is manager of the | 


New York division. 


KAUFMANN RECEIVES 
NAVY COMMISSION 


David Kaufmann, Jr., a_part- 
ner in the firm of David Kauf- 
mann’s Sons, wholesale hardware 
distributors, Baltimore, Md., was 
recently commissioned an ensign 


in the Navy. Mr. Kaufmann en- | 


listed in the Naval Reserve last 
February. He had been associated 
with the firm for 11 years. 


CHAMBERLAIN NAMED 
JENKINS SALES MGR. 


Charles C. Chamberlain has 


been named general sales man- | 
ager of Jenkins Bros., Bridgeport, | 


Conn., manufacturers of valves 
and other products. The an- 
nouncement was made by Farn 
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the advertising department he 
was appointed advertising man- 
ager in 1932, and advanced to 
publicity manager in 1940. The 
new general manager will make 
his headquarters at the offices of 
the company, 80 White St., New 
York City. 





CHARLES C. CHAMBERLAIN 


LHENEY 


NAIL HOLDING 
HAMMERS 


Cheney Nail Holding Hammers 
are saving precious time on many 
war jobs by lessening nail driv- 
ing from 2 to 4 strokes on every 
nail driven home. Carpenters, 
millwrights, construction workers, 
etc., both in and’out of the armed 
services, know by experience that 
Cheney Nail Holding Hammers 
are helping them do a better job, 
a faster job with much, very 
much, less fatigue. 


Let each and every one of us back up 
our President and help him win the war— 
Buy War Bonds and Stamps—every day. 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, N. Y. City 


THERE IS A CHENEY HAMMER 
FOR EVERY PURPOSE 
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EXTRA VALUE IN 


National SCREEN 


PRODUCTS CONTINUES! 


The high standard of workmanship 
in NATIONAL Screen Doors, Window 
Screens and Window Ventilators .. . 
their exceptionally sturdy features and 
handsome appearance .. . all add 
up to real sales news—real selling 
points for you! NATIONAL Screen 
products mean EXTRA prestige 
for the dealer who sells them! 


ASK YOUR JOBBER about the complete 
line of these value-plus screen doors, window 
screens and ventilators. A wide variety of styles. 






















USE THIS 
COUPON 


NATIONAL SCREEN CO., INC. 
Suffolk, Virginia 
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! Please send us a copy of your 1942 catalog show- 
: ing the complete line of National Screen Doors, 
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ndow Screens and Ventilators. 


Mciesscnkkaseeneeas ii bdaiceemeinniaia 
IEG, inc 0idndueacibandalieiema chanel 















NEW YORK OFFICE: 200 Fifth Avenue Ree 
Southera Selling Agents: 2 
PETERSON & LOWE, 22 Light St., Baltimore, Md. 
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pany. 


| AMONG THE DISPLAYS at the recent Kelvinator conven- 


tion was the model of the fying boat which Nash-Kelvinator 


| is scheduled to build in a New Orleans plant now nearing 
| completion. Charles T. Lawson, manager of the New Orleans 


plant, is shown with Frank R. Pierce, vice-president in charge 
of sales, inspecting the model of the ship the company will 


build. 


Nash Kelvinator Distributors 
Hold Convention in Detroit 


The entire distributing organ- | 


ization of Nash-Kelvinator Corp., 
Detroit, Mich., held its first war- 
time convention at the 
Cadillac in Detroit recently. The 
staff was brought in for a four- 
day meeting, which included an 
inspection tour of the company’s 
Propeller Division plants in Lan- 
sing, Mich. The Kelvinator dis- 
tributors met the latter part of 
the week, while the Nash men 
met during the first part of the 
convenion. 

“We wanted to give our organ- 
ization first-hand knowledge of 
the tremendous war job the in- 
dustry is doing,” said Frank R. 
Pierce, vice-president of the com- 
“These men, in common 





RABENS JOINS O.P.A. 
AS PRICE SPECIALIST 
George E. Rabens, eastern sea- 

board sales representative for the 

American Fork & Hoe Co., Cleve- 

land, Ohio, has been granted a 

leave of absence for the duration 

of the war to take over the duties 
of Price Specialist for Consumers 

Durable Goods for the O.P.A. 

His headquarters will be located 

at the State Office, Office of Price 

Administration, Richmond, Va. 
During Mr. Rabens absence, his 

territory will be covered by John 

F. Agnew, Atlanta, Ga., the True 

Temper representative for the 

southeastern district. Mr. Agnew 

will also continue to cover his 
own territory. 


Book- | 





' 





with all automotive and refriger- 
ation dealers, have accepted the 
sacrifices and financial hardship- 
of these wartimes and at the 
same time have kept their faith 
in themselves, in the future of 
their business and in the inevita- 
ble victory of America. We felt 
that it was up to us to show them 
that everything possible is being 
done on the production front to 
speed that victory.” 

Mr. Pierce pointed out that the 
meetings also served as a get- 
together to discuss future plans, 
particularly in respect to main- 
tenance and strengthening of the 
dealer organization for the time 
when domestic business is re- 
sumed. 











GEORGE E. RABENS 
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W. H. TORIAN 


Associated with Dan M. Bell & 
Co., manufacturers’ representa- 
tive, Dallas, Tex., for the last 
seven years, is now a first lieu- 
tenant in the Chemical War- 
fare Service. He is presently 
stationed at the 4th T. R. & 
B. School, Chemical Warfare 
Schools, Edgewood Arsenal, Md. 


PHEIFFER GUEST SPEAKER 
AT METROPOLITAN 
HDWE. BANQUET 
The Hon. William T. Pheiffer, 
Congressman of the 16th New 
York District, will be the guest 
speaker at the 32nd annual ban- 
quet of the Metropolitan Hard 
ware Association to be held Nov. 
16 at the Hotel Astor in New 
York City. To date over 700 
tickets have been sold and tickets 


still may be obtained from 





Anthony Herrmann, 67-29 Myrtle 
| Ave., Brooklyn, N. Y., chairman 
| of the ticket committee. Sydney 
| Atkinson, president, New York 

State Retail Hardware Associa- 

tion, is the banquet chairman and 

Ralph S. Allen, chairman of ar- 

rangements. 


GEORGE A. ROBERTSHAW 
RESIGNS FROM COMPANIES 


George A. Robertshaw has re- 
signed as president and director 
of the Richmond Radiator Co., 
Uniontown, Pa., and vice-presi- 
dent and director of the Reynolds 
Metals Co., Richmond, Va. 

He also resigned as chairman 
of the board of the Robertshaw 
Thermostat Co., Youngwood, Pa., 
American Thermometer Co., St. 
Louis, Mo. and vice-president of 
Grayson Heat Control of Los An- 
geles, Cal., subsidiaries of the 
Reynolds Metals Co. 

Mr. Robertshaw, the inventor 
of the Robertshaw oven heat 
control, joined the Robertshaw 
Thermostat Co. in 1907 and sold 
that company to Reynolds Metals 
Co. in 1928. When the Reynolds 
Metals Co. acquired controlling 
intcrest in the Richmond Radi- 
ator Co. in 1935, Mr. Robertshaw 
was elected chairman and presi- 
dent of that company. Since 
restrictions of manufacture of 
cast iron enameled ware, Rich- 
mond Radiator Co. has converted 
to the heat treating of armor 
plate. 

“Mr. Robertshaw will devote his 
time to real estate operations. 


LUCAS RECEIVES MARITIME “EAGLE”: John Lucas & Co., 
Philadelphia, Pa., is believed to be the first paint manufac- 


turer in the country to fly the Maritime “‘Eagle’’. 


This flag 


signifies that the company is producing maritime specification 
finishes satisfactorily. The flag was presented to Charles Hol- 
linger, superintendent of the Lucas factories by A. E. John- 


ston, manager of the Maritime 


Division, at ceremonies attend- 


ed by all the factory employees at Gibbsboro, N. J. Walter A. 
Gorrell, vice-president and gereral manager of the company, 


addressed the employees and commended their endeavors 
which resulted in the award. Left to right: Charles Hollinger, 
Walter A. Gorrell and A. E. Johnston. 
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F Bucephalus, here, could talk, he would 
tell you that the Campbell Trace Chains 
he's wearing were made by International. 
* * He might tell you, too, that ialelUlelsmigela = 
chains are getting scarce, he isn't worrying. 
His Campbell Trace Chains were made to 
rigid specifications and carefully inspected. 
With proper treatment, they can be ex- 
pected to last for the duration. * * But 
Inter- 


Bucephalus doesn't know that the 


national Chain line is complete — covering 
every chain need: simple dog chains, cow 
ties, well chain, log chains, tire chains, falstenlats 
of every type, in every size, for every use. 
* * Send for your copy of the latest Inter- 
mTetivoratel mm G@laleliaim Qtek iol toleMe aliclastelilelalelm Silelia 


& Mfg. Co., York, Pu 


PINTERNATIONAL CHAINGE 
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more farmers’ 
planting plans! 


FEW FARMERS this Fall will risk the 
loss of high-priced seed and hard-to-get 
labor by planting seed without Du Bay 
treatment ! Now, more than ever, watch 
them rely on this recommended prac- 
tice to keep grain, potato and vegetable 
yields profitable under adverse condi- 
tions. That’s why you can look for more 
New Improved CERESAN, SEMESAN 
BEL and SEMESAN sales—why you 
should look ahead and order stocks 
now! If you are not a Du Bay dealer, 
write for further information on this 
fast-selling line. 


BAYER-SEMESAN COMPANY 


Nemours Bidg., Wilmington, Del. 


10-1 einen 


ANTI-FREEZE no.ps to 


90° BELOW FREEZING! 


From all over the country orders are pouring in for this 
amazing new anti-freeze. Dealers say it’s the “hottest’”’ 
anti-freeze on the market And no wonder—just look at 
these exclusive selling points: 
@ Men-corrosive. 


@ Holds to 90 degrees be- 
low freezing. @ Odoriess. 
@ One shot lasts the ‘ @ Will not attack rubber 
= : agg hose, metal or gasket ma- 
@ Non-critice! materials. terial. 


There is still a supply on hand 


@ Non-clogging. 
@ Non-vaporizing. 


get your order in now! 


£0-TEWw CHEMICAL WORKS 


117-119 Ninth Ave. North, Nashville, Tennessee 
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J. C. BLASER 


J. C. Blaser, 52, former presi- 
dent of the Eagle Hardware 
Stores, Cleveland, Ohio, and past 
president of the Ohio State Hard- 
ware Association, died recently 
in Cleveland. 





J. C. BLASER 


Mr. Blaser had been in the | 


hardware business for 21 years 


and had served four years as | 


president of the Eagle Hardware 
Stores, a group of retail outlets 
which he founded. Mr. Blaser 


organized this group of indepen.- | 


dent hardware stores to take ad- 
vantage of the cooperative plan of 
advertising in the Cleveland news- 
papers. 


THOMAS L. MORRISSEY 


Thomas L. Morrissey, Burhans 
& Black, Inc., wholesale hardware 
organization of Syracuse, New 
York, passed away at his home, 
Oct. 12, at the age of 72 years. 

Mr. Morrissey had been iden- | 
tified with the hardware business | 
in central New York for the past 
45 years. As a young man, he | 
entered the employ of Bradford, | 
Kennedy Sons and McGuire, this 
company later being taken over 
by Burhans & Black. Mr. Mor- 
rissey continued with them and 
was one of the key men of the 
organization. He was well known 
by the hardware trade and highly 
thought of for his efficiency and 
fine personality. 


STANLEY A. MOTT 


Stanley A. Mott, 61, former 
traveling sales manager for the 
Devoe & Raynolds Co., Inc., New 
York City, passed away recently. 

Mr. Mott joined Devoe &| 
Raynolds in 1918 as a clerk-in- | 
training in the New York office | 
and a year later took over a sales | 





| territory. He was transferred to 
the Boston branch and promoted 
to traveling sales manager in 
1921. From this time on he cov- 
ered sales territories for the com- 
pany until his retirement in 1940. 
Mr. Mott was a life member 
of The Nutmeggers, Inc., a sales- 
| men’s organization in New Eng- 
land, and was particularly well 
known in that territory among the 
| hardware and paint circles. 


RICHARD VARICK 
| Richard Varick, 77, director 
and former president of the John 
| B. Varick Co., wholesale and re- 
tail hardware, Manchester, N. H., 
died recently in a Boston hospi 

tal following a long illness. 
| Mr. Varick served as president 
| of the company from 1902 until 
| 1939 and was a director of the 
| company at the time of his death. 
The death of Mr. Varick breaks 
for the first time the family’s long 
tradition of membership in the 
| New York Society of the Cincin- 
| nati which one of his early an- 
| cestors, Col. Richard Varick, a 
former mayor of New York City, 

| founded in 1800. 


W. I. PEAK 

W. I. Peak, 85, manufacturers’ 
representative, died recently in 
| Washington, D. C. Mr. Peak 
| had been identified with the hard- 
| ware business for more than 60 
| years, having entered the field in 
| 1877. He specialized in build- 
|ers’ hardware and related spe- 
| cialties and at one time: repre- 
sented the Norton Door Closer 
|Co., Vonnegut Hardware Co., 
Glynn-Johnson Co., Soss Mfg. Co. 
and the Rochester Balance Co. 
He had also formerly represented 


\the Hall Safe & Lock Co. and 


the National Cash Register Co. 





W. L. PEAK 
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FRANK LOW LLOYD MIDDLEKAUFF 


Frank Low, 84, vice-president | Lloyd Middlekauff, 60, former 
ff The Ludlow-Saylor Wire Co., | sales manager of the Union Hard- 
St. Louis, Mo., died recently at | ware Co., Torrington, Conn., 
passed away recently in La Jolla, 





his home in that city. 
Mr. Low joined the St. Louis | Cal. 

concern as secretary and trea- Mr. Middlekauff had been as- 
surer in 1891. He was head of} sociated with the Union Hard- 
the sales department continuous- | ware Co. for 36 years and prior 
ly for 50 years. Prior to entering | to his retirement because of ill 
the Ludlow-Saylor organization | health, had been sales manager 
he traveled the Pacific Coast ter- | of the company. 

ritory for W. W. Montague & He is survived by his widow, a 
Co., San Francisco, Cal. 


| daughter and a grandson. 


dent, Russell, Burdsall & Ward 
Bolt & Nut Co,, and F. E. Booth, 
vice-president, Edward Weck & 
Co., Ine. 

Kenneth A. Heale, associate 
editor of HARDWARE AGE, is pub- 
licity director for the committee. 


N. Y. HARDWAREMEN 
FORM SALVAGE UNIT 


More than 30 representatives 
of the hardware industry in 
Greater New York met with rep- 
resentatives of the Industrial 
Salvage Section. Conservation 
Division, WPB, last month in 
the Hotel New Yorker to form | 
an industry salvage committee. 
Meeting as guests of L. Gold- 
burg, president, Parker-Kalon | 
Corp., New York City, they later 
formed the Industrial Salvage 
Committee for The Screw Ma- 
chine Products, Hardware Spe- 
cialties, Cutlery and Hand Tool 


PAINT DEALERS INST. 
MEETING, GCT. 29TH 


The Paint Dealers Institute, 
Brooklyn, N. Y., has scheduled a 
dinner meeting for paint dealers, 
manufacturers and suppliers who 
sell the metropolitan area. This 
meeting will be held at the Build- 
Industries in Greater New York. |‘. ” wane Employers Renocie- 

ja , ~* | tion, 2 Park Ave., New York City, 

The chief speaker, R. Merrill | 
Decker, regional chief, Industrial 
Salvage Section, Conservation 
Division, War Production Board. 
pointed out that the industrial 


on Thursday evening, Oct. 29, at 
| 7 p.m. 
The meeting is called for the 


public announcement of the re- 
sults of a campaign conducted 
about six months ago by the In- 
| stitute, concerning the sales pol- 
icies of manufacturers and other 


salvage section collects salvage 
through industry and community 
committees, according to the size 
of the community. Failure of 
the campaign to realize its full 
potentialities, will of necessity 
lead to directives and requisi- 
tion, he pointed out. The gov- BROOKLYN HDWE. ASS’N 
ernment, however, prefers a vol- HOLDS OCT.,MEETING 
untary campaign. In 1932 waste ‘Tweatetes nismbes of the 
campaigns were conducted to Brooklyn Hardware Association, 
save money in order to remain| New York City, attended the 
in business. Today the waste | October meeting held at the store 
erusade is to save materials so | of Otto Herrmann & Sons, at 
that we can remain in industry. | Glendale, L. I., No Y.. on Oct. 8. 
Raw materials needed for the| The Guest speaker was August 
war effort must come partly | Flamman, attorney for the Brook- 
from scrap, 32,000,000 tons being | lyn Hardware Association. His 
needed this year for use in steel | subject was “Priorities, Ceilings 
production. It is not so much a | and Government Regulations.” 
problem of shortage as of dislo- 
cation of scrap. 


The Industrial Salvage Com- MARTIN RESIGNS ‘ 
mittee for the Screw Machine | FROM TEXAS HDWE. ASS’N 


Products, Hardware Specialties,| J. D. Martin, Jr., recently re- 
Cutlery and Hand Tool Indus- | signed as secretary-treasurer of 
tries in Greater New York is| the Texas Hardware and Imple- 
headed by Mr. Goldburg. Other | ment Association. Mr. Martin 
members are: Milton Dammann, | explained his resignation by say- 
president, American Safety Ra- | ing, “the additional requirements 
zor Corp.; A. J. Graham, vice- | with which I am faced, because of 
president, G. M. Co. Mfg. Co.. | increased responsibilities, dictates 
Inc.; Henry V. Rau, president, | the necessity of my severing the 
E. G. Stimpson Co.; M. J. Ker- | years of pleasant contact that | 
ner, vice-president, Francis Keil | have had while serving as secre- 
& Sons, Inc.; E. Ward, presi- | tary-treasurer.” 


suppliers serving the territory 
covered by the Institute. 
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Hook 


They Hook 
and Hold 





DEALERS, kindly bear with us until we can again 
serve you with your normal fishing requirements. 


Manufacture of snelled hooks and leaders for 1943 delivery 
will depend upon materials on hand. Spinners and lures 
are out because of materials. Flies are obtainable in 
limited quantities. 


Most of our hook production is now being used to aid our 
government. We are suppyling large quantities of hooks 
for commercial fishing. These hooks are helping to pro- 
vide food for the United States and Allied Nations. 


If you are a commercial fishing concern located in or out 
of the United States, we are capable of serving you with 
fish hooks. 

Yours for victory, 


Wricnt « McGILL 
CoMPANY 


1477 York Street Denver, Colorado 


"Buy War Bonds -- Save Strategic Materials 


BOND permanent 
ANTI-FREEZE 


@ Single shot action ... one filling lasts all season. 
@ Safe, non-corrosive, odorless. 

@ Made of non-criticial materials. 

@ Bonded performance . . . thoroughly tested and 
highly approved in laboratory tests. 

We still have a supply, so get your order in 
ae 


BOND ANTI-FREEZE 


FACTORY 
117-119 Ninth Ave. North, Nashville, Tennessee 





















































































PONY 


Solid Shank 


FEATHERWEIGHT 


Shauels 


PERFECT 
BALANCE 


A new redesigned socket 
gives to the PONY Solid 
Shank Shovel the perfect 
balance which no other 


solid shank shovel has. 


Equipped with 
i) LOLS 
BAND 


[The famous ABW Shock 
Band gives to the shovel 
greater handle strength. 
This is a patented feature of 
PONY Solid Shank Shovels. 


Ath Your Jobber 


C ) 
AMES 

aoa. > 
P2774 > 


AMES BALDWIN WYOMING CO. 


Parkersburg, W. Vo North Easton, Mass 


ABW PRODUCTS 
SHOVELS FORKS 
SPADES HOES 
SCOOPS RAKES 
POST HOLE DIGGERS 
AGRICULTURAL HANDLES 













the company. 
; 


Builders’ Hardware Clab 


Celebrates First Anniversary 


The Builders’ Hardware Club 
of Philadelphia celebrated its 
first anniversary, Oct. 8, with a 
birthday party held in the club 


rooms of the organization in the | 


Architects Building, Philadelphia, 
Pa. More than 50 members and 
guests attended the meeting. 

A year ago, a group of enter- 
prising men formed this organi- 
zation and have held regular 
quarterly meetings since. The 
membership is made up of con- 
tract builders, hardware dealers 
and sales representatives of hard- 
ware manufacturers. Evidence 
that the club has served a worth 
while purpose is revealed in the 
attendance report presented at 
the meeting. During the past 
year better than 90 per cent of 
the members have attended each 
meeting. 


THALACKER GENERAL 
MGR. OF DETROIT 
REX PRODS. 

A. O. Thalacker has been ap- 
pointed general manager of De- | 
troit Rex Products Co., Detroit, 
Mich., manufacturers of metal | 
cleaning equipment. He has been | 
a company executive for the last 
five years and lately has been | 
secretary, an office he will retain | 
in addition to his new responsi- 
bility. 

Mr. Thalacker came to the De- 
troit Rex Products organization | 
in December, 1937, as head of | 
the legal department and in Jan- 
uary 1941 became secretary of 


LOCKE FETED BY 
HDWE. SQUARE CLUB 
Robert Locke, The Payson | 

Mfg. Co., New York City, and | 
former secretary of the Hard- 
ware Square Club, was given a | 
dinner party recently by the | 
members of the club after he had | 
resigned his positions to enter the | 
Army. Twenty-five members at- | 
tended the dinner party and pre- | 
sented him with a stainless steel 
watch as a farewell gift. Mr. 
Locke is at present stationed on 
the Pacific coast. 


INCORPORATE BORG 
SCALE UNDER NEW NAME | 
The Borg-Erickson Corp., Chi- 
cago, Ill., formerly known as the 


| Borg Scale Division of the Geo. 
| W. Borg Corp., has recently been 


formed as a new corporation. 


| Army. 


Guest speaker of the evening 
was George G. Hoy, associate 
editor, HaArpwareE AcE, New 
York. Mr. Hoy discussed the im- 
portant War Production Board 
form PD-IX and Limitation Or 
der L-63 which are so important 
to distributors and wholesalers. 
He explained how the PD-IX 
form should be filled out and 
pointed out the relation of limi 
tation provisions of L-63 to it. 

Gerald M. Coholan, Stanley 
Works, chairman of the club pre- 
sided at the business session and 
introduced the guest speaker. 

Following the talk, several in- 
teresting travel pictures were 
shown for the entertainment of 
the group. True birthday atmos- 
phere was supplied by a large 
birthday cake properly inscribed 
and decorated with one large red 
candle. 





|The two corporations are now 
separated. The Borg-Erickson 
| Corp. will continue to manufac- 
| ture scales and the Geo. W. Borg 
Corp. will make automobile 
clocks. 

L. H. Erickson has been named 
president of the new corporation 
and J. M. Zapoleon will hold the 


position of v ice-president. 


R. S. ALLEN ELECTED 
SQUARE CLUB SECTY. 


Ralph S. Allen, Diamond Ex- 
pansion Bolt Co., 48 W. Broad- 
way, New York City, has been 
elected secretary of the Hardware 
Square Club to fill the unexpired 
term of Robert Locke, The Pay- 
son Mfg. Co., who resigned when 
he joined the United States 
Mr. Allen, who is well 
known in the metropolitan hard- 
ware trade, was Mr. Locke’s pre- 
decessor as secretary, having pre 
viously held that position for 
many years. Mr. Allen is also 
secretary of the Brooklyn Hard- 
ware Association and of the 
Metropolitan Hardware Associa 
tion. 





RALPH 8S. ALLEN 





HARDWARE AGE 
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Purchasing Officers Needed 


for Civilian War Service 


Purchasing officers are now be- 
ing sought for positions connect- 
ed with the war effort which pay 
from $2,000 to $4,600 a 


for the purchase of government 


supplies; prepare invitations to | 


bid; and maintain current in- 
formation with respect to market 
fluctuations, 
supply, and laws and regulations 
Federal procure- 


trends, sources of 
pertaining to 
ment. 

service examination 
announced for filling these posi- 
tions calls for persons who have 


The civil 


had from two to six years of re- 
sponsible experience as purchas- 
ing or procurement officer han- 
dling large lots of materials of 
considerable variety. This expe- 
rience may have been acquired 
with a large railroad, or other 
public utility, a large industrial 
or commercial establishment, a 
branch of the Federal Govern 
ment or with the government of 
a State or large municipality. 
Applications are not sought 
from persons 
work unless a change of position 


engaged in war 


year. 
They will prepare specifications | 


result in utilization of 
skills by the 
In keeping with War 


would 
higher possessed 
applicant. 
Manpower 
individuals engaged in any pro- 
duction and maintenance 
pations in non-ferrous metal min- 


Commission _ policy, 


occu- 


ing, milling, smelting and refin- 
| ing, and logging and lumbering 
industries in the critical labor 
area which includes the States 
of Arizona, California, Colorado, 
Idaho, Montana, Nevada, New 
Mexico, Oregon, Texas, Utah, 
Washington, and Wyoming, can- 
not be considered for appoint- 
ment in the Federal Government 
unless a certificate of separation 
from the United States Employ- 
| ment Service has been obtained 
by the Civil Service Commission. 
limits for 
this examination. No written 
tests are required. Applicat’ons 
will be accepted until the needs 
of the service have been met. An- 


There are no age 


nouncements and _ application 
forms may be obtained at any 


office 
Service Com- 


first or second-class post 
or from the Civil 


mission, Washington, D. C. 








BRINKMAN PLANT MGR. 

OF REYNOLDS WIRE CO. 

The Reynolds Wire Co., Dixon, 
Ill., manufacturers of 
cloth, has announced the appoint- 


screen | 


| 





ERWIN E. BRINKMAN 


ment of Erwin E. Brinkman as 

plant manager. Mr. Brinkman, 

before coming to the Reynolds 

Wire Co., was production engi- | 
neer and consultant for the seven 

branches of the Line Material 

Co. of Milwaukee, Wis. and prior 

to that connection had been with 

Holeproof Hosiery Co. and Lux- 

ite Silk Products, Inc., as an in- 

dustrial engineer and 
factory manager. 


assistant 


OCTOBER 29, 1942 


| 1919 from 


Mr. Brinkman graduated in 
Milwaukee School of 
Engineering, with a B.S. degree 
in electrical engineering. He is 


| a past director of the American 


Management Association and a 
past president of the Milwaukee 


| Chapter of the Soc‘ety for the 


Advancement of Management. 











A. J. EGGLESTON 


Richards-Wilcox Mfg. Co., Chi- 
cago, Ill., was re-elected secre- 
tary and treasurer of the Hard- 
ware Golf Association at the 
meeting held at Excelsior 
Springs, Mo., Sept. 17-19. Mr. 


Eggleston is also a director of 


the association. 





ine PAT. (i 


IS STOCKED BY THESE 
RELIABLE HARDWARE JOB- 
BERS AND MANY OTHERS 


Buy Pres-Kloth 

only from /e//- 

able jobbers. 

The price is 

never cut on 

the genuine 

Pres- 

Kloth. Be sure that it 
is aGENU/NE Weaver 
Pres-Kloth sold by most 
leading jobbers. 


Weaver 


PROFIT 


No Priorities 
*- Timely Tra 

A Fast Seller 

WellAdvertised 
* Free Circulars 


* Free Displays 


Weaver Pres-Kloth Company 


4963 CENTER STREET 


(O)Valnlaten asitaelaa 























WPB STOPS PRODUCTION 
OF HOUSEHOLD SCALES 


Order also stops the production of 
commercial scales for retail trade 


(Washington 
of HARDWARE 


Bureau 
AGE) 
Production which consumed 
approximately 10,000 tons of ma- 
terials in 194] is affected by a 
WPB order prohibiting output 
of commercial for retail 
trade and production of house- 


scales 


hold scales. The order limits 
the production of clinical, mail- 
ing, parcel post and dietetic 


scales to 25 per cent of 1941 pro- 


duction; limits manufacture of 
scales 
for inventory to 30 days’ supply; 
prohibits the 


major parts of 


industrial and scientific 
brass in 


industrial 


use of 


scales, 


and in all weights except small 


ones for analytical balances; re- 
stricts the sale of industrial, sci- 
entific, clinical, mail and parcel 
post scales to rated orders; re- 
stricts the sale of dietetic scales 
to doctors’ prescriptions. 

The order also prohibits the 


production of repair parts for 
household scales but permits 
their manufacture for all other 


scales up to 150 per cent of the 
1941 production, in order to re- 
duce replacement ‘requirements 
and facilitate the continued use 


of existing equipment. 


Stirrup Pumps for 
Civilian Protection 


Office of Civilian 
OPA, and the Defense Supplies 
Corp. announced Oct. 7 that ar- 


rangements have been completed | 
for the manufacture 
of 2,258,000 stirrup for | 
civilian protection against fires 
started by incendiary bombs. The | 
pumps are to supplement the 
$65,000,000 worth of fire fighting 
equipment to be supplied in tar- 
get areas by the Office of Civilian 
Defense. 
Maximum 


and sale 


pumps 


stir- 


prices for the 
rup pumps have been established 
by OPA. Six manufacturers will | 
produce the equipment. Maxi- 
mum prices for manufacturers 
range from $1.86 to $2.18. Whole- | 
salers’ maximum prices range 
from $2.31 to $2.63. Transporta- 
tion costs from factory to retailer 
must be paid by the wholesaler. 
Retailers’ maximum prices range | 
from $3.30 to $3.80 where the 
retailer buys from the wholesaler, | 


and $3.00 to $3.40 where the re- 


tailer buys directly from the | 
manufacturer. In the latter case. | 
the retailer must absorb trans- 


portation costs. 
Stirrup pumps, like other fire- 
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Defense, | fighting equipment will be dis- 


tributed in accordance with the 
strategic nature of different areas. 
The three main considerations in 
allocating such equipment to a 
particular area are its vulnerabil- 
‘ty, likelihood of attack, and im- 
portance to the war production 
program. 

Defense councils are to adopt 
methods for dis- 


one of three 


| tributing the pumps allotted to 
| their respective areas: 


1. The Defense Council can 


| purchase a municipality’s allot- 


ment for distribution free to 
members of Citizens Defense 
Corps or other civilians. In the 
event of resale, the OPA has 


ruled the price to purchaser shall 


| not be higher than the wholesale 


ceiling price. 

2. The pumps can be sold by 
retailers, without control, to the 
first purchasers who appear. Re- 
tail outlets will be selected by 


| manufacturers or distributors. 


3. The Defense Council can 
arrange with local retailers to 
sell the pumps only to persons 
obtaining certificates or some 
other form of permission from 


the Defense Council, thus assur- 


ing that the pumps reach the | 
persons who most need them. 
The pumps will be manufac- | 
tured by the following com- | 
panies: James Graham Mfg. Co., 
Newark, Calif.; Standard Con- 


tainer, Inc., Rockway, N. J.; In- | 


dependent Lock Co., Fitchburgh, 
Mass.: Tennessee Stove Works, 
Chattanooga, ‘Tenn.; The 
Mfg. Co., Tipton, Ind.: and Dob- 
bins Mfg. Co., Elkart, Ind. 


AMENDMENT FREES 
INSULATION MATERIALS 


Certain types of construction 


Oaks | 





buildings so that fuel can be con- 
served, may be undertaken with- 
lout specific authorization, the 
WPB announced Oct. 2. 

In a supplement to Construc- 
tion Conservation Order L-41-b, 
it was provided that the ordet 
will not apply to construction 
begun prior to Jan. 1, 1943, 
which is necessary to the installa- 
tion or application in buildings 
of certain materials and equip- 


ment. 
These include insulation ma- 
terials, air cell pipe coverings, 


weatherstripping and storm win- 
dows and doors. It was provid- 


ed, however, that no rubber, 


| cork or metal, other than fasten- 
using non-metallic materials and | ers, may be used in such installs- 


equipment designed to insulate | tions or applications. 


Battery and Flashlight 
Production Cut by WPB 





(Washington Bureau 
of HARDWARE AGE) 


An overall control over 


Output of flashlights and other 


| types of portable electric lights 
pro- | 


(such as electric lanterns) will 


duction of dry cell batteries and | be 20 per cent less than in 1941. 


flashlights for civilian use was 


ordered Oct. 3 by WPB. Cuts 
in civilian production of both 
were ordered effective immedi- 


ately, and in addition flashlights 
in the hands of manufacturers 
were put under priority control. 

At the same time, the order 
(L-71, as permits 
smaller plants which do not have 
large military orders to operate 


amended) 


No direct restriction is placed 
on sales of lights in the hands of 


| dealers and wholesalers, but the 


only way they can replenish their 


stocks is by certification that 
their sales have been only for 
A-10 or higher orders. There- 


fore, unless dealers and whole 


| salers restrict their sales to A-10 


| or better ratings, they will be un- 


at a considerably greater rate of | 


civilian production than larger 
plants. The latter are for the 
most part operating at capacity 
on orders for the armed forces. 
It is expected that this action 
will assure continued operations 
of the smaller plants in the in- 
dustry in spite of the ordered 
production cuts. 

Curtailment of civilian pro- 
duction, put on a quarterly basis, 
will have these results: Only 35 
per cent of the radio batteries 
produced in 1941 will be manu- 
factured and these will be for 
radios used on the farm prima- 
rily. Production of fiashlight bat- 
teries will be cut 50 per cent. 
Other types of drv cell batteries 


| manufacturers 





will be reduced 10 per cent. 





able to replace their inventories. 

Flashlights and other portable 
electric lanterns in the hands of 
will released 
primarily for industrial use, and 
then only for orders bearing a 


A-10 or 


be 


preference rating of 
higher. 

The guiding principle behind 
this determination of production 
of batteries and portable lights 
was to provide for an equitable 
distribution ef permitted produc- 
tion among all manufacturers. 
The result is expected to be that 
a minimum of dislocation in the 
industry will be felt because of 
the essential curtailment of out- 
put. None of the production re- 
strictions apply to orders for mili- 
tary and lend-lease purposes. 


HARDWARE AGE 
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Bureau 
AGE) 


(Washington 
of HARDWARE 


Organization of the Bureau of 
Priorities Control was announced 


Sept. 29 by J. A. Krug, Deputy | 
Priorities | 


Director General for 
Control. 


The Office of the Deputy Di- | 


rector, four divisions, with a to- 
tal of 15 operating branches, an 
\ppeals Board and a Clearance 


Committee constitute the bureau | 


as now established. 

Edward Falck will serve under 
Mr. Krug as Assistant Deputy 
Director General for 
Control. 

Top staff members of the bu- 
reau, in addition to 
and Mr. Falck, are Dr. A. N. 
Holcombe, Chairman, 
Board; Donald Uthus, 
Clearance Committee; 


Priorities 


Appeals 
Chair- 
man, 


Henry P. Nelson, Chief, System | 


Planning: Herman Director, As- 
sistant Chief, System Planning; 
John H. Martin, Chief, Program 
Liaison; Dr. Samuel S. Stratton, 


Director, Priorities Review Divi- | 


Joseph Tucker, Director, 
Canadian Priorities; John H. 
Ward, Director, Compliance Di- 


sion; 


Restrictions on 


Brush 


Bureau 
AGE) 


(Washington 
of HARDWARE 


Imported unturned 


pigs’ and hogs’ bristles, have 
been removed from restrictions 
imposed on the use of bristles, by 


an amendment to Order M-5l. 


Longer bristles are used for pro- | 


duction of paint and varnish 
brushes, but the unturned riflings 
constitute a residue not suitable 
for such purposes. If the riflings 
are turned, however, those 2 in. 
and longer are still subject to 
the restrictions. “Turning” is the 
trade term for sorting the 
bristles. 

A conservation provision in the 
order restricting the use of hogs’ 
ind pigs’ bristles to 55 per cent 


of the total bristle mixture has | 


been tightened as- it affects pur- 
chases by the Army, Navy, Mari- 
time Commission and War Ship- 
ping Administration. If the 
provision is not adhered to in 
these purchases, the purchasing 


OCTOBER 29, 1942 





New Organization Priority 
Control Bureau Announced 


Mr. Krug | 


riflings. | 
which are the shortest types of 


| vision, and C. E. Rhetts, Direc- 
| tor, Foreign Division. 

Chiefs of the branches within 
| the four divisions are: 

Vaterials Control Division: 
PRP Branch, C. M. Schoenlaub, 
Chief; Emergency Rating 
| Branch, D. C. Gallagher, Chief, 
and Distributors’ Branch, L. C. 
White, Chief. 


Priorities Review Division: 
Routing and Issuance Branch, 
|C. C. Crossland, Chief; Review 


Branch, W. G. W. Glos, Chief; 
Appeals Branch, H. T. Bourne. 
Chief; Field Contact Branch, J. 
J. Burnett, Chief. 
Division: Survey 
and Analysis Branch, H. J. 
Dowd, Chief; Business Contact 
Branch, Mason Manghum, Chief. 
Foreign Division: Reports and 
| Control Branch, J. D. Coppock, 
| Chief, and Foreign Priorities 
Branch, E. C. Garwood, Chief. 
Processing of applications for 
will now be 
solely of the 


Compliance 


priority assistance 
| the responsibility 
branches, subject to general pol- 
Bureau of 
This will re- 
saving of 


icy review by the 
| Priorities Control. 
sult in considerable 


time in acting on applications. 


Short 
Bristles Lifted 


} agency must certify to the manu- 
facturer that a bristle mixture 
of a different content from that 
specified in the order is neces- 


| 
sary. 


ODT RULES ONE 
DELIVERY PER DAY 
| An interpretation making it 
clear that only one delivery may 
be made on the same day by a 
truck operator to an apartment 
house or office building, was is- 
sued Oct. 7 by ODT. 

The fact that the operator may 
have material to deliver to dif- 


ferent apartments or offices does 





not relieve him from compliance 
with the General Order ODT No. 
“No 
motor carrier when operating a 
motor truck shall make... (c) 


17 which specifically states: 


more than one delivery from any 
one point of origin to any one 
| point of destination in one calen- 


dar day.” 





“Sure we're in it... 


right up to here!” 


@ Like everyone else in our line of business, we're working 
for Uncle Sam. We’re making materials for war...making 
them with the same skill and precision that set our elec- 
trical appliances apart from the field. 

We'll be back when it’s over. We'll be seeing you again. 
And in the meantime, we’re keeping our repair service de- 
partments going. Although war requirements limit manu- 
facturing, we are supplying dealers with most parts, and 
servicing the majority of the appliances we have made. 

We aim to take care of the appliances you sold your cus- 
tomers...giving them the attention you promised they would 
get. Send your repairs to 
us, or to any of our author- 
ized service stations. Man- > 
ning-Bowman’s national anning 

Means Best 


Owman 


reputation for fine crafts- 
manship will be upheld in 
every service job. 


MANNING, BOWMAN & CO., MERIDEN, CONN. 
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Operating Supplies for Firms 
Outside PRP Provided 


(Washington Bureau 
of HARDWARE AGE) 
Priorities Regulations Nos. 3, 
11, and 12, governing the exten- 
sion of preference ratings, use of 
ratings by companies under the 
Production Requirements Plan, 
and reratings have been amended 
in several important respects. 
Under Regulation No. 3 as 
now amended, a more flexible 
procedure is provided for the 
extension of preference ratings to 


obtain operating supplies by com- | 


panies not under the Production 
Requirement Plan. A correspond- 
ing amendment has been made in 
Regulation No. 12. Under these 
amendments, the former restric- 
tion which allowed the extension 
of ratings only for such operat- 
ing supplies as would be actually 
consumed in processing produc- 
tion materials to which the same 
ratings were applied, is removed. 
The New Regulations provide 
simply that a person who is not 
a PRP unit may extend rating: 


for operating supplies in any 
month up to 10 per cent of the 
cost of production materials to 
which the same ratings are ex- 
tended during the month. 

Items for repair of production 
machinery (but not of building! 
are included in the definition of 
operating supplies. The new defi- 
nition includes materials such as 
small hand tools which are gen- 
erally considered operating sup- 
plies but which were excluded 
under the old provisions. The 
new regulations also permit ex- 


| tension of ratings for operating 


supplies in cases where the cus- 
tomer provides the materials to 
be processed. 

Under Regulation No. 11 as 
amended, companies operating 
under the Production Require- 
ments Plan are given the priv- 
ilege of extending ratings served 
on them instead of using the rat- 
ings assigned on their PRP ecr- 
tificates to obtain materials which 
are not included in the Mate- 


No. 27 BLADE ASSORTMENT 


























your jobber 








Send your steck order to 
teday. Ask 
about special deals. 





rials List accompanying the PRP 


This change is in- 
tended chiefly to allow extension 
of ratings for obtaining parts and 
sub-assemblies, since the Mate- 


application. 


rials List is confined chiefly to | 


raw materials. 

This privilege of extending rat- 
ings provided by the regulation 
as now amended is, however, con- 
fined to materials which would 
be incorporated in the product, 
and may not be used for operat- 
ing supplies. 

The privilege of extending rat- 
ings instead of using the ratings 
assigned on a PRP certificate is 
available to PRP units (com- 
panies operating under the Pro- 
duction Requirements Plan) only 
for the fourth quarter of 1942. A 
PRP unit wishing to use this al- 
ternative procedure must decide 
to do so not later than the 
seventh business day after receiv- 
ing its fourth-quarter PRP cer- 
tificate. In that case, a specific 
form of endorsement prescribed 





by the amendment regulation 
must be placed under the head- 
ing of Section F on the certifi- 
cate. No notification to the War 
Production Board is necessary. 
However, the choice must be 
made as to all materials other 
than those contained in the Ma- 
terials List or none, and once 
made cannot be changed during 
the quarter. 

Priorities Regulation No. 12 as 
amended cancels the permission 
formerly granted PRP units to 


| revise their own “rating pattern” 


twice a month on the basis of the 
ratings appearing on their un- 
filled orders. This change becomes 
effective for each PRP unit when 
it receives its PRP certificate for 
the fourth quarter. Before re- 
ceiving the certificate the PRP 
unit may continue to operate un- 
der the provisions of Regulation 
No. 12 before it was amended. 
PRP units which have received 


|or may receive high rated orders 
| which would have allowed them 


Cheapest. .. IN THE LONG RUN 


Available... and ESSENTIAL 


3 The No. 


27 Assortment of 
Blades provide a perfect balance of replacement 
blades for all standard coping saw frames and 

5 is a stock essential for every jobber and dealer 
TROJAN Blades far outlast other blades, because 
they are manufactured of high carbon content 

No. wire, rolled to TROJAN specifications, and oil 

6 hardened and tempered for sawing wood, metal, 

plastic, etc., in any thickness. 

and set (not stamped). 
22P includes 3 doz. No. 3 blades for wood; 2 doz 
No. 5 for wood or metal; 3 doz. No. 6 for thin 
metals; 3 doz. No. 22P for wood, bone, plastic, 
etc., and 1 doz. No. 420P Hack Saw Blades and 
p--7 retails for $6.25 with full profit. 






TROJAN Quality 


Teeth are filed 
The assortment No. 27 


DEAL No. 26 


Every dealer featuring 
Deal No. 26 should have 
an Assortment No. 27 in 
stock. 


Order yours NOW! 


ACKERMANN, STEFFAN & CO., 4509 W. Palmer St., CHICAGO, U.S.A. 


Pacific Coast Representatives 
HUGHSOWN AND MERTON 






200 Church St 


Eastern Representative 


H.D.MELICK 
New York, N.Y 


San Francisco - L 
Seattle 






Salt Lake 


os Angele 


City 
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to change their rating pattern | 
under the old procedure may take 
advantage of the amendment to 
Regulation No. 11 which permits 
them to extend ratings for mate- 
rials not appearing on the mate- | 
rials list. If they decide on re- | 
ceipt of their PRP certificates 
that the ratings assigned are not | 
sufficient to enable them to fill | 
their rated orders. However, PRP | 
units which elect to extend rat- | 
ings as permitted by the amend- | 
ment may use the new procedure | 
not only for old orders which | 
have been rerated, but also for | 
newly received orders. 
Another important change con- | 
fines -restrictions on quantities of | 
materials which may be received | 
by a PRP unit to those on the | 
Materials List. Hereafter, a PRP | 
unit will not be restricted by its | 
PRP certificate in the quantities | 
of other materials which it may | 
receive. PRP units will, of course, | 
remain subject to the general in- | 
ventory restrictions of Priorities | 
Regulation No. 1. | 
The interim procedure for the 
placing of orders prior to receipt 
of PRP certificates for the fourth 
quarter is changed. The regula- 
tion also provides that the reduc- 
tion of outstanding orders must 





be made within five days after 
receipt of the fourth-quarter cer- 
tificate (or on Oct. 10, whichever 
is later) instead of on Oct. 5 as 


| previously required. 


On receiving its fourth-quarter 
certificate, a PRP unit must not 
only adjust its outstanding orders 
for materials to the amounts 
authorized on its PRP certificate, 
as previously required, but must 
also reduce the ratings on its 
yutstanding orders so as to con- 
form to the ratings assigned on 
ts certificate if these are lower 
than the ratings it has previously 
used under the old rerating pro- 
cedure. 

The new regulation includes 
special provisions with respect to 
steel mills. Steel mills are un- 
ler PRP with respect to mainte- 
nance, repair, and operating sup- 
plies. The new provision states 
that with respect to such sup- 
olies, they are not restricted in 
the amounts of materials which 
they may receive or to which 
they apply the authorized ratings 
except that they remain subject 
to the general inventory restric- 
tions of Priorities Regulation 
No. 1. 

An additional change in Prior- 
ities Regulation No. 3 with re- 


spect to the manner of applying | for comparable quantities, grades | 





and extending ratings requires a | 





dorsement its PRP certificate 


PRP unit to include on its en- | number as well as its name. 


OPA Clarifies Methods to Be Used in 


Determining 


Clarification of the method to 
be followed by manufacturers in 
establishing maximum prices for 
new grades of mixed fertilizers, 
superphosphate and potash, as 
well as certain changes in the 
requirements regarding terms of 
payments, are contained in 
Amendment No. 3 to MPR No. 
135 issued recently by OPA. 

Ceiling prices for the fertilizers 
governed bythe regulation are 
established on the basis of sell- 
er’s “average prices” or “sched- 
ule prices” in effect during the 
base period, Feb. 16-20, 1942. In 
instances where a fertilizer can- 
not be priced by this method the 
published price of any manufac- 
turer during the same period is 
applicable. In the case of a new 
grade or product not marketed 
by any manufacturer during the 





base period, the seller must sub- 
mit to OPA a proposed maximum 
price in line with the level of | 
the maximum prices established | 


| 





New Fertilizer Prices 


and kinds of fertilizer sold to 
consumers under the same terms 
and conditions. 

Terms of payment of mixed 
fertilizers sold between Sept. 29, 
1942, the effective date of the 
regulations, and Dec. 1, 1942, 
and during the period July 1 and 
Dec. 1 in future years, shall be 


‘in line with those provided in 
| the seller’s price schedule in ef- 


fect between Oct. 1-15, 1941. 
Terms of payment on sales for 
the spring season may not be 
more onerous than those in effect 
during Feb. 16-20, 1942. 
Manufacturers are required to 
submit on the application to 
OPA the basis on which all pro- 
posed new prices were deter- 
mined. They must also file any 
new price schedule, amendment 
or supplement. If OPA has not 
disapproved of the new price 


| within 10 days after date of mail- 


ing, the manufacturer may offer 
the new product for sale at the 
filed prices. 
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* * 
We manufacture braided cords of all kinds, sizes, colors and 
qualities, also polished cotton twines and specialties in this field. 
‘= SS 
GQ REG. U.S. PAT. OFF. 
The most durable material for hanging windows. 
PHOENIX SASH CORD - AETNA SASH CORD - WHALE CLOTHES LINES - SAMSON SMALL LINES, ETC. 
SAMSON CORDAGE WORKS:BOSTON. MASS. 
haleleleleleleleieleloieleleiaieleiaieleleiaielelolel* 
* When you buy War Stamps and *% 
* War Bonds, you do two good things ¥ 
* * ¥ at the same time — you save for § * * 
4 a rainy day, and you help } 
x to win the war. ¥ 
TUSSI SSSI SOI IID II AIO: 
* 
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STILL EASY TO BUY 
— STOCK —SE 


* Now 
trade popularity of R-V-LITE, the Champion 
of Modern Glass Substitutes 


shipping all orders within 24 hours so we can 


still another reason for the amazing 
We are still 


still bring you this fast-selling item that has so 
many uses for your customers. Still with the 
features that made it famuus, R-V-LITE is avail- 
able through your jobber NOW! Comes in 36” 
rolls .. 50 and 150 ft. long. Remember to 
recommend R-V-LITE wherever glass is used 
in all Farm Bldg., City Homes, Plants and 


and watch your repeat business 


FREE 


R-V-LITE DISPENSING DISPLAY RACK 


with order for 150 ft roll or three 50 ft. rolls 36” wide. 
Beautifully lacquered in 3 colors. Adjustable for counter, 
wall or shelf use. Convenient cutting-edge guide. Makes 
display space pay! Send for sample 
and particulars 


Factories . 


g-T-o-w! 














WPB Announces Regulations 
for Manufacturers’ Appeals 


Appeals by manufacturers for 
relief from the restrictions im- 
posed by 31 of the limitation and 
conservation orders issued by 
WPB must be filed in WPB’s 
field offices, beginning Oct. 22, 
by the terms of Priorities Regu- 
lation No. 16. The Regulation 
also requires the use of form 
PD-50 when filing an appeal. 

Appendix A to the new Regu- 
lation lists the orders which are 
to be appealed from only through 
field offices. Those of interest to 
the hardware industry are: 

L-5-c—Domestic mechanical re- 
frigerators; L-6-c--Domestic laun- 
dry equipment; L-18-b—Domestic 
vacuum cleaners; L-21, 2l-a 
Phonographs, ete.; L-33—Porta- 


| ble electric lamps; L-49—Beds. 
springs and mattresses; L-62 
Metal enameled furniture; L-78 
Fluorescent lighting fixtures: 
L-80—Outboard motors; L-81 
Toys and games; L-84—Electric 
heating pads; L-92—Fishing tac- 
kle; L-93—Golf clubs; L-98 

| Domestic sewing machines; L-161 
| —-Electric fuses; M-11-b—Zinc: 
M-126—Iron and steel. 

Appeals from orders not in- 
cluded in Appendix A should be 
filed directly with WPB in Wash- 
ington. If no particular form is 
prescribed, the appeal should be 
made by letter, in_ triplicate, 
(marked Ref: L or M Order No. 
| ...), stating in detail the grounds 


| for the appea!. 








OPA Sets Top Prices 


on Grates, Ash-pit 


Doors, Other Oil-Coal Conversion Parts 


American home owners were 
assured Oct. 10 of reasonable 
prices for grates, ash-pit doors, 
and other parts necessary for 


converting boilers from oil heat- | 


ing to coal heating with the issu- 
ance by Price Administrator 
Henderson of a specific price reg- 
ulation governing these conver- 
sion parts at all levels of distri- 
bution. 

Applying initially only to sales 
made in the eastern United 
States, the new regulation estab- 
lished dollars and cents maxi- 
mum prices at levels currently 
prevailing for most sellers. It 
also sets a ceiling on installation 
costs at the highest hourly 
charges in effect last March. ad- 
justed to take account of any 
increases in wage rates up to 


July 1. 


The schedule, titled Maximum 
| Price Regulation No. 236 (Heat- 
ing Boiler Conversion Parts), and 
effective Oct. 14, does not affect 
warm-air furnace parts or boiler 
| parts other than those required 
| for conversion, such materials re- 

maining under the general maxi- 
mum price regulation. 


The regulation covers the east 
ern states where the fuel oil 


shortage is most acute and where 


conversion from oil-fired to coal- 
fired boilers is being encouraged 
to offset this shortage. 


The regulation will be extend- 
ed to other states where conver- 
sion is being encouraged as soon 
as details of an appropriate pro- 
| gram for these areas can he 
worked out. 








Sale of Low Alloy Steel Hacksaw 


Blades 


(Washington Bureau 
of HARDWARE AGE) 


The sale of low alloy steel 


hacksaw blades, which are used 


in ordinary hand frames has been 
permitted by an amendment to 
Order E-7, issued by WPB. Hack- 
saws containing no alloying ele- 
ments other than specified per- 


Permitted by W. P. B. 


centages of molybdenum and 
| tungsten may be purchased, sold 
or delivered without preference 
rating. The limit on tungsten is 
1.25 per cent and the limit on 
molybdenum is .75 per cent. The 
blades cannot be more than .025 
in. thick or more than 12 in. 
long. 
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Repair parts for broken, bent 


and otherwise disabled golf clubs, 


won't be available once current 
stocks are gone, under the terms 
of an amended order issued by 
WPB. The WPB ordered 
iron, steel and other such critical 
materials henceforth can not be 
used for the manufacture of re- 
pair and replacement parts. Com- 
pletely fabricated parts in man- 


that | 





WPB Stops Manufacture of 
Golf Club Repair Parts 


| ufacturer’s stocks as of Oct. 12 | 
are exempt from the order and 
intended 


can be used for their 
purpose. This action, in the form 
of an amendment to Order L-93, | 
is the 
against golfers. 
production of golf balls last April | 


1, while the second stopped pro- | 
duction of new golf clubs com- 


| pletely last June 30. 


Manufacturers Checklist of Data 
Required for Pricing New Products 


Manufacturers reporting maxi- | 


mum prices of new products with 


OPA determined under the third | 


method (pricing by comparable 


articles) section 1499.157 of Max- | 
188 
certain in- | 


imum Price Regulation No. 
are required to file 
formation in support of 
price determination. OPA 
issued the following checklist of 
information that should be filed 
with such reports: 


their 


1. A complete description of the 
article being priced accompa- 
nied by illustrations or sam- 
ples where practicable. 

2. A complete description, ac- 
companied by illustrations or 
samples where practicable, and 
a reference 
ber in a catalog on file 
this Office, for the 
parable articles 
costs are next above and next 
below the direct cost of the 
article being priced. 

this 


to a catalog num- 


two com 


whose direct 


why method of 


a. Reasons 


pricing was chosen rather than 


either of the first two methods 
set forth in Sections 1499.155 
and 1499.156. 
1. The following 
both the comparable 
and the article being priced. 
(a) A list and description of 

the direct materials used. 

(b) Highest March, 1942, re- 
placement costs per lb., 


cost data for 


per ft., per doz., ete., 
for each material. 
(ce) Quantity and cost at 


March replacement rates 
of each material used 
per unit of the finished 
products. 

(d) List of major labor op 
erations involved. 

(e) Highest March, 
wage rates per hr., 
day, etc., for each major 
labor operation. 

({) Direct labor cost for 


1942, 
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has | 


with | 


articles 


| 839 


per | 


major operation 
per unit* of the finished 
products. 

(March material 
within the meaning 


each 


the Regulation, do not | 
necessarily mean “March 


average costs” or the 
“costs generally prevail- 
ing in March,” but mean 
rather the “highest 
March replacement 
costs.” For detailed di- 
rection regarding the use 
of March costs in com- 
puting direct material | 
direct labor 


and costs 


for both the second and | 


third pricing methods, 
see Section 1499.157 (b) 
of the Regulation. Note 
carefully that direct 
costs do not include fac- 
tory 

head.) 


burden or over 
5. An 
lowed in computihg the maxi- 
mum price of the article being 
priced after the total direct 
cost for both the comparable 
articles and the 


outline of the steps fol- 


article being 
priced has been eomputed. 

(in units) 
of the comparable articles dur- 
ing the past three months ans 
a careful. estimate of the unit 
production per month of the 


. Production volume 


Da 


article being priced. 

*In the case of small items, 
used per hundred, per gross 
or per thousand, ete., as the 
unit of the finished product. 
Please indicate unit used. 

Manufacturers will find Form 

available by 


recently made 


OPA very helpful in filing maxi- | 
products | 


mum prices on 
where either the second pricing 
method (section 1499.156) or the 


new 


third pricing method (section 
1499.157) under Regulation No. | 
188 are used. 


third WPB order directed | 
The first cut off | 


costs, | 


of | 


HERE'S THE 
BEST WAY TO FIX IT, 


| MISTER JONES 


H 
| 
| 








KESTER METAL MENDER 
Makes—and Holds—New Friends 
FOR YOUR STORE 


Give a man a hunch on some better way to 
do something, and you’ve won a friend— 
and a customer! 
That’s what you do when you introduce 
| people to Kester Metal Mender! There are 
broken, cracked and leaky metal articles 
around every home—articles which prob- 
ably cannot be replaced until after the 
war—that can be fixed, easily and quickly, 
with this quality home solder. 
Now is the time to push Kester Metal 
Mender, for profitable sales and repeat 
business. Display the attractive green car- 
ton prominently—many of your 
regular customers know Kester 
Metal Mender already from hav- 
ing used it before, or having seen 
it advertised in national maga- 
° zines. Order Kes- 
ter Metal Mender 
from your jobber! 


} 
| 
| 
| 
| 
| 
| 




















<4@@ KESTER SOLDER COMPANY 
=” 4207 Wrightwood Avenue Chicago, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


WALL 


Henepee cnr 


KESTER 


METAL MENDER 














LAWSON 
WARWOOD CABINETS 











LTHOUGH Lawson Warwood Cabinets are 
quite frankly a wartime substitute, we are 
mighty proud of them. So skillfully are they de- 
signed and so carefully made that they really look 
like steel. Yet the complete line of Warwood cabi- 
nets is constructed of wood and other non-critical 
materials. 


No matter what your requirements may be, you 
can continue to recommend or specify a Lawson cabi- 
net with the full assurance that it is the finest avail- 
able not only from the standpoint of design but also 
of construction. Write today for the new wartime 
price list showing the com- 
plete line of Lawson Warwood 
Bathroom Cabinets. 







Bathroom Cabinet Division 
CINCINNATI, OHIO 


Lawson “Know How” Is Based Upon 126 Years of Experience 


THE F. H. LAWSON COMPANY 
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Sales and Manufacture of Commercial 
Cooking Equipment Restricted Further 


Non-electric 


cooking equip- 
ment used in restaurants, hotels, 
cafeterias, etc., was put under 
strict production and distribu- 
tion control by order L-182 is- 
sued Oct. 1 by WPB. 

Effective Oct. 1, manufacturers 
of commercial bakers, broilers, 
fryers, griddles, grills, hot plates, 
ovens (except built-in types), 
ranges, roasters, steamers, toast- 
ers, urns and warmers must cut 
their use of iron and steel by 75 
per cent, based on 1941 produc- 
tion, for both new equipment 
and repair parts. Only equip- 
ment operated by coal, wood, 
gas, oil, or other non-electrical 
fuel is covered. Household cook- 
ing utensils are not affected. 

Sales of cooking equipment— 
both used and new—to restau- 
rants, cafeterias, cafes, and simi- 
lar establishments is prohibited 
except with specific authoriza- 
tion from WPB. Authorizations 
will be granted only in the most 
essential cases, and must be ap- 
plied for on Form PD-638A. De- 


Blanket Construction 


| liveries to Army, Navy, Maritime 
| Commission, War Shipping Ad 
ministration, and the Defense 
Plant Corp. are not covered by 
this provision. 

Production of the following 
products is stopped entirely as 
being non-essential: barbecue 
machines, chicken singers, chop 
suey ranges, cruller fryers, cup 
warmers, dish warmers, egg boil- 
ers, nut blancher ovens, nut fry- 
ers, nut roasters, Oyster stoves, 
peanut roasters, plate warmers, 
potato chip fryers, roll warmers, 
rotisseries, sausage warmers, 
waffle irons and warming ovens. 
Repair and replacement parts 
can continue to be made _ for 
these items. 

One section of the order al- 
lows ultimate consumers of cook- 
ing equipment to resell it to 
dealers, distributors or manu- 
facturers without _ restrictions. 
Manufacturers, distributors and 
dealers must file reports of in- 
ventories with WPB on the 10th 
of each month on Form PD-638. 





Permits Available 


To Builders and Building Operators 


Operators of industrial 
plants, office buildings, apart- 
ment houses, hotels and other 
substantial buildings were 
granted permission September 15, 
by the WPB to apply for blanket 
authorization to cover miscel- 
laneous construction work over 
a period not to exceed 6 months. 


This makes it possible for both | 


the operators and WPB to avoid 
handling numerous applications 
for construction jobs which are 
necessary in larger buildings, but 
which, under the former plan, 
had to receive individual author- 
ization when the cost for all such 
work reached the limits set in the 
stop-construction order, L-41. 
Under the new plan all routine 
individual construction jobs, ex- 
cept those estimated to cost more 
than $5,000, may be included in 
applications for blanket authori- 
zation. In cases where authoriza- 
tion is granted, the applicant 
must file within two weeks after 
the expiration of each period of 
the term of the authorization a 


| report covering the work done, 
its cost and the materials con- 
sumed. Form PD-200 should be 
used for all such applications and 
reports. 

| PRICE REGULATION 

| MANUAL ON SERVICE 
TRADES ISSUED 


On September 17, OPA began 
the quantity distribution of Man- 
ual No. 2 which explains how 
the service trades price regu 
lation applied to more than 
600,000 service establishments 
throughout the country. The reg- 
ulation is MPR No. 165 as 
Amended—Services. 

The manual is intended to help 
the many service trades affected 
to understand the provisions of 
the service trades price regula- 
tion and to check their ceiling 
prices under its terms. Every 
retail merchant affected by this 
regulation may secure a copy of 
this manual from local OPA field 
offices. 
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ber footwear, which is produced 
under a WPB order, were set 


both at wholesale and retail Iev- 
els in a regulation issued Sept. 


29 by OPA. The regulation cov- 


ers heavy occupational rubber 


footwear as well as ordinary ci- 
vilian articles. 


Retail price maximums are es- | 


tablished in dollars and cents at 
five different levels for each 
item. The level applicable to a 
retailer depends upon the amount 
he paid his supplier, whether the 
supplier is a manufacturer or a 
wholesaler. The price paid to 
the supplier in turn depends 
upon the discount that the sup- 
plier allowed the retailer from 
the maximum wholesale prices 
as established in this Maximum 
Price Regulation 229. (Part 1315 

-Rubber and Products and Ma- 
terials of which Rubber is a 


component.) The wider the sup- | 


plier’s discount, not counting 


cash discounts, the lower the ap- | 


plicable retail ceiling level. 

So that a retailer may deter- 
mine which of the five maximum 
prices for each item is the ap- 
plicable one in each case, the 
regulation sets forth four differ- 
ent discount classifications. Class 
I included discounts up to and 
including 10 per cent from the 
wholesale price maximum listed 
in the regulation; Class II, dis- 


OPA Sets Retail Ceiling Prices on 
New “Victory” Line of Rubber Boots 


Maximum prices for the new 
Victory line of waterproof rub- 


| counts over 10 per cent and less 
| than 16 per cent; Class III, 16 
per cent to 21 per cent; and 
Class IV, 21 per cent and over. 

Four of the ceiling levels are 
set in accordance with the dis- 
count classification and the fifth 
is a special provision for mail- 
order houses that fall within 
Class IV. Mail-order houses in 
this widest discount classifica- 
tion are given a lower price ceil- 
ing for mail-order sales than re- 
tailers in the same class, in line 
with their customarily smaller 
mark-up over cost. Sales of mail- 
order houses through a regular 
retail outlet, however, are not 
governed by this lower ceiling. 
| Such sales come under Class I 
| through IV, depending upon the 
discount received by the mail- 


| order house. 

| Rubber footwear manufactured 
| before the WPB order went into 
effect is not covered by the or- 
der. However, the maximum 


| prices of these older lines are 
controlled by the General Maxi- 
mum Price Regulation and re- 


tailers who have any of these 
items for sale must display the 


applicable maximum price. 
Hardware dealers handling 
| rubber footwear covered by this 
| regulation should write their lo- 
cal field OPA offices for copies 
of the order which contains 


| schedules of retail prices. 


AAA Ratings Available for Critical 


Materials in Emergency Cases 


In a move to prevent stoppages 
or slow-downs in essential pro- 


duction that might arise from | 
lack of small amounts of critical | 


materials, WPB September 22 
announced it has authorized its 


regional offices to assign high | 


preference ratings for the use of 
earmarked materials in  emer- 
gency situations. 

Under this regional emergency 
materials plans, preference rat- 
ings up to AAA may be assigned 
to avoid positive losses of essen- 
tial production and up to AA-2X 
for other emergency cases. 


Suppose, for instance, comple- | 


tion of a ship is being held up 
because a small amount of steel 
is needed for a critical part. If 
it is impossible to obtain the 
steel in any other way, the WPB 
field officer may assign whatever 
emergency rating is necessary to 
assure its immediate delivery. 
With the way clear for the part 


OCTOBER 29, 1942 


| to be made, the Ship can be de- 
| livered without delay. 

The quantities of materials 
against which such preference 
ratings in the aggregate may be 
assigned each month are not to 
exceed a small specified percent- 
age of the available supply of 
each material. 
| The regional emergency allot- 

ment plan was put into operation 
| September 22 and during the 

first month only 10 of the spe- 
| cified materials may be author- 
ized. 

| These are: Aluminum, brass, 
copper (refined), lead, nickel, pig 
| iron, steel (scrap), steel (assorted 
| structural), steel (other except 
| plate), zinc. 

| Other materials to be included 
| later in the plan are: Cadmium, 
ferrochrome, cobalt, cork, for- 
| maldehyde, molybdenum, rubber 
| (crude), rubber (synthetic), tan- 
|tulum ore, titanium ores, tin, 
| tungsten, vanadium. 












PREFERRED BY 


Recommended to all others 
who value close accuracy 
and long edge-life! 


USSELL JENNINGS Auger Bits, 

forged from special-formula steel, are 
micrometrically sized, hand-sharpened, and 
individually tested in hickory before leav- 
ing the factory. The result: size accuracy, 
cutting edges that last, and uniform quality 
throughout. 


Because of this, pattern, cabinet and furni- 
ture makers—and numerous others doing 
high grade work—use the genuine Russell 
Jennings Auger Bits purely because they 
are a good investment. And the hardware 
trade have found it good business to keep 
representative stocks always on hand. 





AUGER BITS 





THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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PATTERN MAKERS 





FUEL CONSERVATION 
in Thousands of Homes 


Dependable 
Controls ... 


Here's one way YOU can help stretch America’s 
Fuel Supply even farther—help lift the load from 
our overburdened transportation facilities—render 
a real service to your customers . . . NOW, before 
cold weather starts, inspect, adjust, repair your 
heaters now in use. Replace with new A-P Con- 
trols where possible. 


On New Wartime 
Building Projects... 


Be sure to contact your local Defense Housing Con- 
tractors, Offices and FPHA—tell them about A-P 
DEPENDABLE CONTROLS for Gravity Fed Oil ae 
Heaters and Furnaces. De- 
pendable, trouble-free serv- 
ice of A-P Oil Control Valves 
is welcome assurance of fuel 
conservation so essential to 
our Nation's War efforts. 


A-P Model 240-Q, 
Temperature Limited 
Furnace Control. 


+ 
AUTOMATIC PRODUCTS COMPANY 


nots ran - sTace 


MILWAUKEE “wisconsin 


APENDRELE 








OPA Amendment Speeds Government 
Buying of New Produacts-Materials 


Action to prevent delays in 
procurement of many newly de 
veloped manufactured consumers’ 
durable goods and building mate- 


| rials by the United States armed 


forces and by 


| 6 by the OPA. 


This action was taken in 
Amendment No. | to Maximum 
Price Regulation No. 188, which 


| controls the prices of new goods 


developed in over 100 industries. 

Under the new provision the 
manufacturer may make bids on 
Government orders immediately 
after his new product has been 


produced. He may enter a con- 


tract to sell, may make delivery, | 


and may collect his payment for 
the sale. But within 10 days 
after entering such a contract he 
must file his report with OPA. 


After another 15 days, if no 
word to the contrary has been 
received from OPA or if OPA | 


has given its approval, the re- 


| ported price becomes official. If. 


on the other hand, OPA rejects 


for Wire 


A proposed Simplified Practice 
Recommendation for Wire Rope 


governments of | 
| friendly nations was taken Oct. | 


|the reported price the manufac- 
| turer must refund any overcharge 
| to the procurement agency. 
The amendment also includes 
an enlarged and revised appendix 
which clarifies the scope of MPR 
188 by detailing at greater length 
|the commodities which it con- 


trols. 
| 


ODT ISSUES BOOKLET 
OF INSTRUCTIONS 

A booklet of instructions pro- 
duced by the Office of Defense 
Transportation is now available 
| to operators of commercial mo- 
| tor vehicles to aid them in filing 
| applications for Certificates of 
War Necessity under General 
| Order ODT No. 21 

All questions on the program 
should be directed to John L. 
| Rogers, Office of Defense Trans- 
| portation, Division of Motor 
| Transportation, Interstate Com- 
merce Building, Washington, D. 
C. Extra copies of the instrue- 
tion booklet can also be secured 
here. 





# Simplified Practice Recommendation 


Rope Before Industry 


wire rope, and therefore the pre- 
| dominant tonnage is covered by 


| has just been submitted to pro- |four different rope-constructions. 


ducers, 


distributors, 
others interested for approval or 
according to an = an- 
Division of 
National Bu- 


comment, 
nouncement by the 
Simplified Practice, 
reau of Standards. 

This 


includes 


recommendation, which | 


sizes, constructions, | 


| grades and breaking strengths of | 


| designed to 


| and at the same time adequately 
| care for important consumer re- 


| quirements. 


the vast majority of tonnage of 
based on an ex- 
haustive analytical review of ex- 
isting published standards of the 
industry. The recommendation is 
conserve strategic 


wire rope, is 


materials and available produc- 
tive capacity for the war program 


General adherence to the 20 | 
tables shown in this recommen- | 
dation will result in a net re- 

duction in variety, from 973 items 
to 643, or 33.9 per cent. The 


major production and use of 


users, and 


| tice, National 
| ards, at the request of the Wire 


land Steel 
| Production Board. 


|} measure are 


where the reduction in variety is 
from 352 items to 182, or 48 
per cent. 

The proposed recommendation 
was developed by the Contact 


| Committee of the Wire Rope and 


Strand Manufacturers Associa- 
tion and submitted for passage 
through the regular procedure of 
the Division of Simplified Prac- 
Bureau of Stand- 


Iron 


War 


and Wire Products Section, 
Branch of the 


Distributors and users of wire 
rope that are desirous of aiding 
the war program by conforming 
with this important conservation 
invited to write to 
the Division of Simplified Prac- 
tice, National Bureau of Stand- 
| ards, Washington, D. C., for mim- 
eographed copies of the proposed 
Simplified Practice Recommenda- 
tion. 
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.. TROUBLE-FREE FASTENINGS 


Scientifically produced with the uniform precision 
of small tools, HOLTITE Screws, Bolts and allied 
fastenings have been universally adopted by the 
Aircraft Industry for use in every part of America’s 
fighting planes. No greater tribute could be paid 
to the accuracy, uniformity and ruggedness of 
these trouble-free assembling units. Long the 
choice of America’s important industries, 
HOLTITE fastenings are now being used in 
the assembly of practically all weapons of 
war — from bombs to battleships — to insure 
uninterrupted production and _ enduring 
performance. 


Laboratory-controlled throughout’ every 
stage of manufacture, HOLTITE fastenings, 
standard and special, have amply demon- 
strated to the trade their high standard of 
excellence for nearly forty years. You can 

sell HOLTITE products with complete 

confidence in their time-saving application 
and dependable performance. 


ERY, 
sou 
PRODUCTS 


Ona we 


ONTINENTAL SCREW C 


New Bedford, Massachusetts, U.S.A. 





BUY WAR BONDS 






























The men in our armed forces, 
our government, know the im- 
portance of mass production 
in winning this war... . To 
avoid ruthless enslavement 
that can follow defeat, Amer- 
ican industry must produce to 
supply world armament needs. 
You can have a part in this 
mammoth production schedule 
by supplying to essential users, 
as many other dealers are do- 
ing, dependable high quality 
Indestro hand tools. Before 
the war, these tools through 
their quality and value were 
in demand all over the world. 
Today they are sought for 
more than ever by all types of 
war workers and factories. 








































SMITH PARISH, president 
and treasurer of Smith Parish. 
Inc., Portville, N. Y., has been 
actively engaged in the hard- 
ware business for the past half 
century. Born June 14, 1868, 
Mr. Parish entered the business 
on September 12, 1892, and has 
been owner and manager of his 
store from that date until the 
present. He has never been 
identified with any other busi- 
ness. Starting with a hardware 
store and tin shop, he hired his 
first employee in 1893. About 
two years after he expanded 
into the plumbing and mate- SMITH PARISH 
rials business. Furniture and 
floor coverings were added in 
1912 and electrical appliances in 1920. The business 
was incorporated in 1932 with his son, Robert, as vice- 
president and another son, David, as secretary. Mr. 
Parish enjoys his work thoroughly and would rather be 
at his desk than be inactive. He does all of the hardware 
buying and leaves other lines to his sons. He has taken 
an active interest in the affairs of his community and has 
served as a trustee of the Portville Free Library from its 
incorporation in 1910 to the present; 10 years as a mem- 
ber of the local school board; 57 years as a member of 
the Portville Methodist Church and 42 years of that time 
as a trustee; 43 continuous years as superintendent of 
the Methodist Sunday School, retiring in 1936, and 12 
years as an active member of the local volunteer fire 
department. In addition, he holds one of the oldest mem- 
berships in the New York State Retail Hardware Asso- 
ciation. Mr. Parish’s hobbies consist in community im- 
provement, including church and Sunday school work. 
He has always enjoyed his annual summer vacations 
which are spent at Chautauqua Lake Assembly and Silver 
Lake, N. Y., where great educational and religious leaders 
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are featured as speakers. On September 13 Mr. Parish 
was the guest of honor at a dinner commemorating his 
half century in business. About 25 past and present 
employees of the company were present. 


W. E. HAMILTON, New 
England salesman for Artwire 
Creations, Inc., New York City, 
has spent 64 years in the hard- 
ware business. Mr. Hamilton 
was born Oct. 6, 1862, and be- 
gan his business career in 1878 
driving a wagon for H. E. Star- 
bird & Co. of Clinton, Mass. 
He was next identified with 
A. J. Wilkinson & Co. of Bos- 
ton and had charge of a sec- 
tion with that firm. After seven 
years with that organization he 
entered business for himself in 
Melrose, Mass.. following which 
he joined the forces of Nichols 
& Bellamy of Boston. Later he 
was with Mason & Rooks and 
Smith & Adams, both of Worcester, Mass. For some time 
he had charge of the Newtonville, Mass., store of A. M. 
Gardner Co., Boston, following which he opened his own 
firm, the Roslindale Hardware Co. in Roslindale, Mass. 
He was builders’ hardware salesman for Chandler & 
Barber of Boston. For a number of years he represented 
the Reading Hardware Co. in Ohio, Indiana, West Vir- 
ginia and Kentucky and was transferred to the New 
England territory about 30 years ago. Mr. Hamilton was 
with The Wire Goods Company, Worcester, Mass., for a 
number of years. About seven years ago he joined the 
forces of Artwire Creations, In¢., making his home in 
Roslindale, Mass. He has never held public office, and 
states that his former hobby was carpentry. 





W. E. HAMILTON 


WILLIAM FEGLEY] 
SWINEHART, with the Paul J. | 
Devitt Hardware Co., Philadel- | 
phia and Coatesville, Pa., is ap- 
proaching his 60th anniversary | 
in the hardware business. Born § 
November 20, 1866, Mr. Swine- 7 
hart entered the employ of J. § 
Fegley & Sons, Pottstown, Pa., 
on December 1, 1882. His first : 
position was that of clerk having : 
responsibility for other duties. % 
He eventually became head clerk 
and assistant buyer of the firm. 
In 1912 the company disposed of 
its hardware stock and on Janu- 
ary 1, 1913, he became identified 
with the Pownall Hardware Co. 
as salesman. In February, 1935, 
he was placed in charge of the builders’ hardware de- 
partment. When this company was sold to the Paul J. 
Devitt Hardware Co. he retained the same position. Mr. 
Swinehart is a member of Trinity Lutheran Church Coun- 
cil and has been financial secretary for the past 15 years, 
treasurer of the Sunday School for 10 years and librarian 
for a long period. His hobby is hardware. 





W. F. SWINEHART 
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TOO MUCH DRIER-—DRIES TOO FAST 
-BURNS THE FILM 


THE CORRECT AMOUNT OF DRIER 


The correct amount of 
drier in linseed oil 
is mighty important. 
That's why thousands ) 
of painters use nothing ~~ : 

| 

} 





but Pol-mer-ik Boiled. It dries properly in 
8 to 12 hours — never burns the film — 
never dries too slowly. Pol-mer-ik is the 
scientifically balanced boiled oil that dries 
when it should—as it should. 


..»-PLUS THE EXTRA 
VALUES OF POLYMERIZED OIL 


All Pol-mer-ik Boiled Oil 
contains 10% of poly- 
merized oil. It brushes 
better—levels better — 
and makes a tougher, 
‘more elastic, longer lasting paint film. 
Sell Pol-mer-ik Boiled for your next job. 


It’s the extra value oil at no extra cost. 


FOR THE DURATION 


The Quality of Pol-mer-ik Linseéd Oil will 
be maintained throughout the war emer- 
gency. You can always rely on Pol-mer-ik 
— it's the extra value oil at no extra cost. 





ARCHER-DANIELS-MIDLAND COMPANY 
Roanoke Building « Minneapolis, Minn. 





Boiled \iNSEED OIL 
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National steel inventor) — 
The first step in W.P.B.’s huge steel 
recovery program, involvy'ng the pur- 
chase and re-distribution of millions of 
tons of iron and steel products, was 
taken Oct. 7 with the mailing by the 
Steel Recovery Corp. of the first 200,000 
inventory forms, to holders of | steel 
stocks rendered idle or excessive as the 
result of W.P.B. regulations. The pre- 
liminary report forms are simple one- 
page sheets on which recipients will 
indicate whether they hold steel inven- 
tories, and if so, the types of iron and 
steel of which they consist. Following 
receipt of th's information, W.P.B. will 
mail detailed questionnaire forms to 
cover each type reported, together with 
schedules of prices to be paid by the 
Government for any of the material 
needed for the war effort. 

* * + 

Inventory rise halted—The 
total value of inventories held by all 
types of manufacturers, wholesalers and 
retailers at the end of August was esti- 
mated at $29,275,000,000 by the De- 
partment of Commerce. This represented 
little change from the peak value, at 
the end of June, but indicates that the 
general inventory expansion is tapering 
off in contrast with a year ago when, 
in the same period, inventories increased 
$1,000,000,000. There was some rise in 
the value of manufacturers’ stocks in 
August, but this was more than offset 
by the decline in the value of inven- 
tories held by wholesalers. There has 
been a steady decline in wholesale in- 
ventories since March, and these are 
now $500,000,000 lower, due principally 
to sales of irreplaceable goods. 

a * * 

Steel for warehouses — To 
make a reasonable, but limited tonnage 
of steel products continuously available 
for emergency purposes, a new system 
of government distribution of steel prod- 
ucts to warehouses will be put into 
effect Nov. 1, it was announced Oct. 14 
by H. G. Batcheller, chief, W.P.B. Iron 


156 


& Steel Branch. Producers who nor- 
mally supplied warehouses are being 
directed to ship definite tonnages of 
specific products to warehouses each 
month on rated orders. These “earmark 
ing” instructions are supplemental to 
the steel production directives which 
have been issued by the Iron and Steel 
Branch for the past two months. Under 
Steel Order M-21-b as amended, ware- 
houses are permitted to sell most steel 
products only on A-l-a or higher rated 
orders, except for small percentages sold 
under repair and maintenance orders 
such as P-100. Wire, nails, staples and 
farm fence may be sold by warehouses 
for repair purposes when available. No 
preference rating is required, though 
any higher ratings than 3 should be 
extended. 
& ” ” 

Hand service tools—Sales of 
hand service tools by manufacturers are 
limited to purchase orders rated A-9 or 
higher (stepped up from A-10) in an 
amendment to Preference Order E-6, 
issued recently by W.P.B. At the same 
time, further limitations are placed on 
the types of alloy stee} from which hand 
service tools may be manufactured. 
Tools covered by the order include 
chisels, hammers, industrial hand files, 
pliers, punches, screwdrivers, snips and 
wrenches. Schedule B of the order orig- 
inally listed eight series of alloy steel 
which may be used in the manufacture 
of hand service tools. The new amend- 
ment lists only five series, the effect 
being to permit the use of a lesser 
amount of ecrit'cal alloying elements, 
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particularly molybdenum. Sale of low- 
alloy steel hacksaw blades which are 
used in ordinary hand frames is _per- 
mitted in a recent amendment to pref- 
erence order E-7. Hacksaw blades, up 
to 12 in., containing no alloying ele- 
ments other than specified percentages 
of molybdenum and tungsten may be 
purchased and sold without preference 
rating. 
ae * * 

Shovels and scoops—Several 
changes have been made in limitation 
order L-157 covering sizes and stand- 
ards of hand tools. Shovel manufac- 
turers are now permitted to finish blades 
and handles in accordance with army 
and navy specifications. Two types of 
coal yard scoops, Nos. 6 and 10, are 
eliminated and one type, No. 8, is sub- 
stituted. Manufacture of B and C grade 
gravel, round point scoops is now per- 
mitted, where previously only A grade 
has been allowed. 


co ” * 


Scales, balances and weights 

On Oct. 10, W.P.B. issued Limitation 
Order L-190 classifying and limiting 
scale manufacture and sale. Class One 
scales are defined as commercial scales 
for use in retail trade, baby weighing 
scales for domestic use, and scales for 
household use, including bathroom 
scales and kitchen scales. Class Two 
scales are baby weighing or person 
weighing scales for clinical use and 
metric dietetic scales. Class Three are 
mailing and parcel post scales. Class 
Four includes all other than those in 
Classes One, Two or Three. After 90 
days, no Class One scales may be made 
—meanwhile one month’s average pro- 
duction may be assembled from mate- 
rials on hand. No repair and mainte- 
nance parts for this group may be made. 
Mailing and clinical scales may be made 
for the rest of 1942 at a rate of 25 per 
cent of 1941 sales for this period, and 
may be sold only on orders rated A-9 


or higher. 
* * * 


Restaurant Equipment—Non- 
electric cooking equipment used in res- 
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taurants, hotels, cafeterias, etc., was put 
under strict production and distribution 
control Oct. 1 by W.P.B. Order L-182. 
Only equipment using coal, wood, oil, 
gas or other non-electric fuel is covered; 
household cooking appliances are not 
affected. Beginning Oct. 1, manufac- 
turers of some types of equipment must 
cut their use of iron and steel by 75 
per cent, based on 1941 production, for 
both new equipment and repair parts. 
Production of other specified types of 
such equipment is completely prohibited. 
The order restricts use of iron and steel 
in such items as bakers, broilers, fry- 
ers, griddles, grills, hot plates, ovens 
(except built-in) ranges, roasters, steam- 
ers, toasters, urns and warmers. Sale 
of cooking equipment, both new and 
used, to restaurants, cafeterias, cafés, 
and similar establishments is prohibited, 
except with specific WPB authorization, 
which must be applied for on Form 
PD-638-A. Deliveries to specified govern- 
ment agencies are not thus restricted. 
Manufacturers, distributors and dealers 
must file reports of inventories with 
WPB on the tenth of each month on 
Form PD-638. 
os * * 

Builders’ hardware—Manufac- 
turers of lock-sets and builders’ hard- 
ware are rapidly releasing their stocks 
of discontinued sizes and finishes to 
their regular customers. When these 
stocks are sold further deliveries will 
be difficult because of the high ratings 
required to obtain raw materials. One 
leading manufacturer of butts and 
hinges states that any orders, with 
A-l-k rating or better, for standard 
items will be accepted. 


% * * 


Ironing boards—Makers of 
ironing boards generally are replacing 
their steel framed boards with wood 
bracings, reducing to a minimum the 
amount of metal used in their manufac- 
ture. The new tables are known as 
“Victory” models. 


* * * 


Wood—Since Pearl Harbor, 
wood has become a critical material, 
needed in large volume for Army and 
Navy construction, and for replacing 
other critical materials. Examples are: 
veneer and plywood in place of light 
metals in aircraft; wood for steel in 
sub chasers, mine sweepers, and torpedo 
boats; and wood cooperage in place of 


metal drums. 
* * * 


Work gloves—Seasonally, and 
under direct war and lend-lease de- 
mand, mills are far behind on cotton 
glove production, their books crowded 
with high-rated business. Some fac- 
tories have withdrawn from sale their 
lines of leather-palm or  all-leather 
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Another 

RB&W Business-Builder 
...to build strength 
into your business 











The Government has declared that 
farming is a vital industry and that it is 
essential that farmers keep their equip- 
ment in good repair. RB& W must and 
will make Empire brand PLOW BOLTS 
available to the farmers through you, 
our distributors. 

Whatever the priority rating on Plow 
Bolts may be, R B& W will give you the 
best possible service, and your farming 
customers will appreciate the service you 
will be able to give them. 




















RB&W’s 
BUSINESS - BUILDING 
PROGRAM 
FOR DISTRIBUTORS 


















PRODUCT SUGGESTIONS — broadening 
. your war-time sales opportunities. 


NATIONAL ADVERTISING—building your 
* future market for RB & W products. 


3 INFORMATION SERVICE — answering 
* your war-time sales and priority 
questions. 
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the Mobile Units of Our Armed Forces 


Lubrication of trucks, jeeps, 
tanks, planes and all other 
mobile units — inflating 
tires — pumping gas — 
powering repair units — 
these are but a few of the 
scores of jobs on which 
Briggs & Stratton instant- 
Starting gasoline motors are 
now doing their part—fur- 
nishing dependable power to 
speed up this work with our 
armed forces everywhere 


In the War Program of the United 
Nations, Briggs & Stratton 4-cycle, 
air-cooled motors are now giving the 
same kind of service’ that has made 
them world famous — “preferred 
power” wherever gasoline powered 
equipment is used. 


If you are now planning post-war 
production of gasoline powered 
equipment, we would appreciate the 
opportunity of consulting with you. 


BRIGGS & STRATTON CORP. 
MILWAUKEE, WISCONGIN, U. S. A. 








were running out of 
A definite 


shortage for civilian use is certain. 


gloves, as they 


materials for many styles. 


* * x 


Aids to coal burning 
ican home owners have been assured of 


Amer 


reasonable prices for grates, ash-pit 
doors, and the other parts necessary for 
converting boilers from oil heating to 
coal heating, with the issuance, Oct. 
10, of an OPA 


these conversion parts. 


regulation governing 
Applying in- 
itially only to sales made in the eastern 
United States (but later to be extended 
elsewhere) the new regulation estab- 
lishes maximum dollar prices at levels 
currently prevailing for most sellers. It 
also sets a ceiling on installation costs 
at the highest hourly charges in effect 
last March, adjusted to take account of 
any increases in wage rates up to July 1. 


we ” * 


Nickel restricted for war 
Use of nickel, except where specifically 
authorized by WPB was restricted Oct. 
3 to implements of war and other prod- 
ucts certified by the Army-Navy Muni- 
tions Board to be essential in the suc 
cessful prosecution of the war. Imple- 
ments of war are defined as combat-end 
products, complete for tactical opera- 
tions, and includes aircraft, ammunition, 
armament, ships, tanks, and other mili- 


The use 


of nickel is not permitted in facilities 


tary vehicles, and their parts. 


or equipment to be used in the manu- 
facture of war items. 


* * * 


Ban lifted on carpet wool 
Over 30,000,000 pounds of previously re- 
stricted carpet wools were released for 
the manufacture of floor coverings Oct. 
9 by WPB. 


turers had been prohibited from using 


Floor-covering manufac- 


this wool in the belief that it could be 
adapted for the manufacture of clothing. 
However, only a very small part of these 
wools were consumed by the apparel 
industry during the period they were 
While the bulk 


of the carpet wool can now be used in 


restricted for that use. 


the manufacture of floor coverings, the 
consumption quotas set up by Order 
M-73 are not changed. 


* * * 


Kraft paper ceilings—Maxi- 
mum prices for distributors and mer- 
chants’ sales of kraft wrapping and bag 
papers in less than 100 pound lots have 
been established by OPA, which also 
makes 10 other changes to the price 
regulation controlling these paper prod- 
ucts. Among these are: Retail put-ups 
of kraft wrapping papers are excepted 
from the provisions of the regulation 
when sold by retailers, remaining under 
the general maximum price regulation. 
Manufacturers may now sell on a gross 


HARDWARE AGE 















& 


o¢ 


ig out of 
A definite 


*rtain. 


ig —Amer- 

assured of , 4 

s, ash-pit — “ge CAG When lovely glassware is joined with 
essary for . 4 REN precious silver its scintillating beauty 
eating to EY oA ! ; : captures the heart of any woman. Heir- 
ince, Oct ZZ \ vay ee loom Quality Glass brings regal splen- 
governing a “ ‘ \ dor to America’s table .. . fulfilling 
plying in- per ee = “A ¢ every need for something precious, 
he eastern , fae ae — ; ; something exclusive. Hardware dealers 
- extended Se . 7, SAWS \** will find the Century line solves most 
ion estab- bo . SAA \ ae re , FA customers’ Christmas shopping prob- 
, at levels ~ i ‘on eh x ros ee -" ' lem. A radiantly beautiful line . 


= = z st lh foe Mt) priced to sell your average market. 
tion costs ae \ 2 5 


; in effect 
iccount of 
to July 1. 


rr war 

pecifically 
icted Oct. 
ther prod- 
ivy Muni- 





) the sue 
. Imple- 
ymbat-end 
al opera- 
munition, 
ther mili- 
The use 
facilities 


he manu- 


t wool 
jiously re- 





eased for 
‘ings Oct. 
manufac- 
om using 


could be ey y j : A full line*of more than fifty numbers 
clothing. ’ x eae . . . Buffet Plates, Bowls, Compotes, 
t of these TR ~ 2 es Cake Plates, Salad Plates and Relish 
» apparel on3 oP Dishes. Special package assortments for 
hey were the Hardware Trade. Order a sample 


the bulk assortment from your jobber today. 
e used in 
rings, the 


by Order 




















's— Maxi- 

and = mer- For increased holiday profits, make an 
and bag attractive store display. Appealing 
lots have counter cards are available and will 
hich also ‘ii  athate help add many easy Christmas sales. 
the price Cee fio bake a / : ; 

per prod- b., genre ae ae eR 

1 put-ups 5 sf Whe: . 

excepted , = ee gt 5 * Century Melilerafl 
egulation Ps 

a a Eat NR Lease 5960 Broadway Corp. Chicago, Ill. 
-gulation. 

n a gross 7 Chicago: Merch. Mart Ralph Higgins 


E AGE OCTOBER 29, 1942 159 








MILK FOR THE NATION'S HEALTH— 
PRODUCED BY THE BORDEN COMPANY 
WITH THE HELP OF (AR GLOVES 


From healthy cows and highest-rated dairies, The Borden Company gathers and 


dispenses a vital food 


the milk so essential to a nation’s health. Countless cars and 


trucks haul the milk; hundreds of plants pasteurize, filter, homogenize and bottle it; 
an army of men and vehicles deliver it. On many farms supplying Borden, Boss 


Gloves are an important part of the picture... 





SNUGNESS AND WARMTH are features of Boss FOR OVER 50 YEARS, Boss has provided 
No. 407, a practical, everyday brown work glove 
with slip-on wrist and red fleeced full lining. 
Often used for driving or for “dress” 


wear, 





THE BOSS MANUFACTURING COMPANY 


KEWANEE, ILLINOIS, U.S.A. 
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Seen below is Boss No. 407. 





gloves for every need of America at work. 
Every glove gets okay of the Boss Bureau 
... See your jobber! 


of Standards (below 








weight basis when using chipboard pack 
ing for sheets instead of a net weight 
basis. Certain differentials may be ap 
plied in sales between merchants or dis 
tributors. Definitions for imitation kraft 
wrapping paper and standard un 
bleached kraft butchers paper are 
broadened, and included in the scope 
of the regulation. All rolls and bundles 
of imitation kraft wrapping paper must 
be stencilled or labeled as such. 


Ba * * 


Toilet tissue simplified—An 
order designed to standardize and sim 
plify varieties of toilet tissue manufac 
tured, has been issued by the paper and 
pulp branch of the War Production 
Board. The order also provides that 
rolls be compressed in order to save 
shipping space and container board. 
Carton packing within shipping con- 
tainers and individual wrappings in 
multi-roll unit put-ups within shipping 
container are eliminated. 


% * * 


Rope and cordage—The tight- 
ening of sisal supplies for civilian use, 
to almost the same extent as manila, has 
given rise to experiments with istle, 
jute and American hemp rope for such 
substitute uses as may be _ possible. 
Looking to the future, the Board of 
Economic Warfare and the Defense 
Supplies Corporation announce that con- 
tracts have been signed with the United 
Fruit Co., which provide for the culti- 
vation of 40,000 acres of abaca (manila) 
in four Central American countries 
Panama, Costa Rica, Guatemala and 
Honduras. It is estimated that 40,000 
acres will yield at least 40,000,000 
pounds of fiber annually. The Defense 
Supplies Corp. will pay all direct costs 
of the abaca development, while United 
Fruit will contribute its equipment and 
personnel to cultivate and process the 
manila hemp without fees or profits. All 
processed fiber will become the property 
of Defense Supplies, to be used in the 
manufacture of cordage for war uses. 


% * * 


Dry cell batteries — flash- 
lights—Control over production of dry 
cell batteries and flashlights for civilian 
use has been ordered by WPB. The 
order permits smaller plants which do 
not have large military orders to oper- 
ate at a considerably greater rate of 
civilian production than larger plants, 
which for the most part are operating 
at capacity on orders for the armed 
forces. Curtailment of civilian produc- 
tion, on a quarterly basis, wiil have 
these results: (1) Only 35 per cent of 
the number of radio batteries produced 
in 1941 will be manufactured. These 
will be primarily for radios used on 


farms. (2) Batteries for the portable 
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‘Steel Traps_ 


| get back — 


Today, steel is a precious metal. It is more precious than gold— 
because gold would be too soft for ships and planes and guns and 


tanks. 


Today, the necessity of protecting our wildlife from fur-bearing 
predators is naturally subordinated to the urgency of protecting 
ourselves from predators in human form—who would rob us of 


liberty and our way of life. 


Accordingly—it is easy to understand that there is, and will be 
for the duration—but a limited amount of steel available for the 
manufacture of animal traps. And this limited amount of precious 
metal must be used, as never before, to check the weasel, the fox, 
the wolf, the wildcat and other predators; to procure as many 
pelts as possible for the adornment of femininity and thus con- 
tribute towards the morale of the home front; and—most urgent 
of all—to provide the skins from which are made the fur parkas 


for our fighting men in the frigid zones of defense. 


Today, the manufacturer-jobber-dealer channel of hardware distribution 


understands the problem of steel better than any other group of men. 


are grateful that they appreciate, without explanation, the impossibility of 
according them the same complete and unfailing deliveries of which we have 
been proud in the past. And we are confident that we shall work hand-in-hand 
in distributing and taking care of the available supply of Blake & Lamb— 
until thousands of youthful trappers return, after having completed their job 


of destroying the predators across the seas. 


For The Duration 


Our next regular catalog will be our VICTORY ISSUE—to be published 
after the war is won. For the duration, we shall issue periodical bulletins— 
advising the hardware trade and the trapper of the limited number of sizes 


and patterns we shall be able to supply under current restricted conditions. 


THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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Sell These 


MIAMI caciners 


and WOOD FRAMED MIRRORS 


Miami Mirrors in six 
sizes. No. 1 plate 
glass; frames finished 
in three coats of baked 
on white enamel. 











Yes—Miami is producing Wood Bailuvom Cabi- 
nets for the duration. They are modern, stream- 
lined, beautiful. Their neatly framed mirrors, 
durable finish and compact, easily accessible cabi- 
net space reflect good design and craftsmanship. 
Miami Wood Cabinets are equipped with conve- 
nience features that are standard in MIAMI 
Metal Cabinets. You will find that they are built 
to meet today’s needs for real service and 
dependability. 

Whatever your customers’ bathroom cabinet re- 
quirements, you may continue to recommend 
MIAMI with every assurance that these new 
cabinets will prove worthy of the name. Write 
Dept. HA for complete details 


CASCADE ACCESSORIES 


Board No. 3 displays 19 sepa- 


rate items, recessed and pro- 
jection type tumbler holders, 
seap dishes, towel bars, ete 


Deeb 
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Esa AL 0 on 
MIAMI Metal Bathroom Cabinets 
Available for Immediate Shipment 
MIAM] CABINET DIVISION 


The Philip Corey a _" aeneuns Products 
MIDDLETOWN. OHIO 























type of radio are entirely eliminated as 


being non-essential, since most of these 
sets can operate on AC household cur- 
rent. (3) Production of flashlight bat- 
teries will be cut one-half, compared to 
1941 output. (4) Other types of dry 
cell batteries will be reduced 10 per 


cent, although the order provides that 


batteries for hearing aids and railroad 
lanterns will be produced in greater 
quantity during the quarter ending Dec. 
31, 1942. (5) Output of flashlights and 
other types of portable electric lights 
(such as electric lanterns) will be one- 
fifth on 1941 outturn. Supplies of flash- 
lights, part‘cularly in the hands of con- 
sumers, are known to be large at the 
present time, and it is believed that no 
serious shortage will result from re- 
However, WPB 
emphasizes that care should be exer 


stricting manufacture. 


cised in the use of flashlights and that 
such damage as broken lenses or other 
parts be remedied promptly. 


* * * 


Silver-content solders —Sell- 
ers of tin base, lead base, or tin-lead 
base solders containing silver have been 
authorized by OPA to add 9.634 cents 
per fine troy ounce of silver content, to 
maximum prices established by the Gen 
eral Maximum Price Regulation for 
these solders. This results from the re- 
cent increase in the price of imported 
silver from 35° 4 cents to 45 cents an 
ounce, which represents a rise of ap- 
proximately 1.4 cents per pound for 
every one per cent of silver which solder 
metals contain. To an increasing ex- 
tent silver is being used in solder to 


conserve tin. 


Golf clubs—An amendment, 
Oct. 12, to Limitation Order , L-93, pro- 
hibits the use of any iron, steel or criti- 
cal materials for use in the production 
of golf clubs, golf parts, or repair or 
replacement parts. This shall not be 
construed to prevent the assembly of 
repair or replacement parts which were 
completely fabricated or assembled prior 
to Oct. 12, with used golf clubs for re- 
pair purposes. No manufacturer is al- 
lowed to acquire any iron, steel or criti- 
cal materials for use in the production 
of golf clubs, golf club parts, or repairs 
or replacement parts after Oct. 12. 


* « ~ 


Mechanical pencils—A _ clari- 
fying amendment to Conservation Order 
M-126 relating to the use of iron or 
steel in the making of mechanical and 
automatic pencils, was issued Oct. 2 by 
WPB. When Order M-126 was first is- 
sued on May 5, the item “Pencils, auto- 
matic” appeared among the prohibited 
items on the order. This has been gen- 
erally construed to cover all types of 


mechanical pencils. However, to clarify 
some contention that the term “auto- 
matic” has acquired a specialized mean- 
ing in the trade, the item is changed 
by the amendment to read “Pencils, 
mechanical or automatic,” all types be- 
ing governed. 
a a <«< 


Industrial indicators — Elec- 
tricity production in the week ended 
Oct. 10 rose from the preceding week 
to 3,702,299,000 kilowatt hours. The 
output represented a gain of 10.3 per 
cent over the corresponding 1941 period 
and compared closely with the all-time 
high production in the Sept. 19 period. 
Railroad freight loadings in the Oct. 10 
week, excluding critical war materials, 
totaled 909,957 cars—an increase of 
6,080 cars, or 0.7 per cent over a year 
earlier. The value of construction con- 
tracts awarded in September in the 37 
eastern states ran ahead of both the 
preceding month and the year-ago pe- 
riod, according to F. W. Dodge Corp., 
New York City. Awards totaled $723,- 
216,000, compared with $623,292,000 in 
September last year. For the first nine 
months of 1942 the total value was 35 
per cent above a year earlier. 


oe o* « 


September sales _ reports 
Sales of independent retailers increased 
4 per cent in September over the same 
month of 1941, the U. S. Census Bu- 
reau reported. September sales were 
5 per cent above those for August. Dry 
goods and general merchandise stores 
led other retail trades with a sales gain 
of 30 per cent,.and department stores 
Montgomery Ward & Co. 
reported that September sales increased 


13 per cent. 


2.87 per cent over a year ago, the first 
monthly gain since last March. Volume 
of Sears, Roebuck & Co. showed a de- 
crease of 6.1 per cent from September, 
1941. Sales of both companies in the 
first eight months of their fiscal years 
were smaller than a year earlier— 
Wards by 2.95 per cent, and Sears” 
paps 


by 7.2 per cent. For September, the 


variety chains made good gains. 


New price regulations—The 
Interstate Commerce Commission has 
allowed a flat 10 per cent increase pet 
package on less-than-carload shipments 
This in- 


crease is to give a “lift” to the Railway 


by express, effective Oct. 1. 


Express Agency, toward offsetting in- 
creased costs of labor, taxes, materials 
and supplies. An OPA regulation No. 
241, effective Oct. 21, establishes maxi- 
mum prices for malleable iron castings, 
at the highest prices the seller was 
charging for the same or substantially 
the same castings between Oct. 1 and 
Oct. 15, 1941. 
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or fights, MASTER PADLOCKS 
are on guard! 


HROUGHOUT a working, fighting nation, 

and half around the world to its farthest 
bases and battle fronts . . . in thousands of its vast war 
plants, its arsenals, shipyards and teeming training camps 
. -- Master Padlocks are on guard. A padlock is a small 
thing but its responsibilities are huge. In war duty as in 
peace-time service, the word Master is synonymous with 
dependable protection. 
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Service Sales Opportunities 


ce F. E. Myers & Bro. Co.. 
Ashland, Ohio, has pointed out 
to its dealers the favorable position 
they occupy in meeting the problem 
of repair and maintenance of Myers 
hand pumps. water systems and 
other pumping equipment during 
this period of restricted production. 
With repair and replacement parts 
available for substantially 
Myers 
should experience no difficulty in 
meeting the needs of their customers 


every 


pump ever built, dealers 


during the present emergency. The 
company has encouraged all of its 
dealers to carry a complete stock of 
most needed replacement parts, the 
exact nature and extent of the stock 
being dependent upon the type and 
number of pumps in use in their re- 
spective territories. Previous experi- 
ence and familiarity with the local 
needs and conditions are also im- 
portant aids to the selection of prop- 
er parts. 

During these times, pump owners 
should be willing to make every ef- 


fort to preserve their equipment. 


.003 to .200. 


JOHNS 


Myers Repair Program Stresses 


When a small spring breaks, when wire forming 
is needed, when a new design is required, you 
can perform the job quickly by using the correct 
size of XLO music wire. 


XLO comes to you in attractive packages in red and 


silver for all standard sizes of music wire in units of '/4 Ib., 
/y |b., | Ib., also special 5 Ib. packages. Wire sizes from 


Johnson Steel & Wire has enlisted a heavy produc- 
tion of music wire for the war. 


ON STEEL & WIRE CO.INC. 


WORCESTER * MASSACHUSETTS 








This Myers “Han- 
dy Repair Kit’ 
includes all neces- 
sary parts to en- 
able owners to 
make their own 
simple repairs. 














Owners should be both willing and 
able to undertake the care and main- 
tenance of their pumping equipment 
as well as making minor repairs and 
adjustments. For many years the 
Myers company has provided every 
purchaser of its equipment with a 
special bulletin which contained a 
complete parts list together with in- 
structions for the proper installa- 
tion. care and servicing of his par- 
ticular pump. It is the company’s 
observation that the information has 
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been instrumental in prolonging the 
life of the equipment, in addition to 
eliminating unnecessary _ service 
calls. If a customer has lost his 
bulletin, a new one can be obtained 
from the company without charge, if 
the owner can properly identify his 
pump. 

Myers has recommended that the 
dealer stock repair kits which are 
available for each type of Myers 
water system and power pump. 
These repair kits include all the re- 
pairs necessary to replace those 
parts of the pump which are subject 
to wear. The Myers “Handy Repair 
Kit” plus the accessibility of work- 
ing parts of Myers electric pumps 
enables many farmers who like to 
do their own work to take care of 
minor adjustments and __ service 
needs. 

Dealers are cautioned not to un- 
derestimate the repair business, for 
although a number of the service 
calls are unprofitable, the sale of 
parts and repair kits is going to rep- 
resent a continually increasing part 
of their total sales. 


Town Expositions 


One of the most successful pro- 
motions put on at Elkhart, Ind., in 
a long time was the Greater Elk- 
hart Industrial Exhibition. For 
the first time in many years, Elk- 
hartans had an opportunity to see 
displays of the many and varied 
lines of locally manufactured prod- 
ucts. Held in downtown store 
windows, the event high-lighted a 
so-called mystery window depict- 
ing Elkhart’s need of new factory 
buildings to aid in attracting out- 
side industries to the town and a 
window naming contest, with a 
New York World’s Fair tour as 
grand prize. 
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Richard Harte’s Address 


(Continued from page 130) 


fraction of our entire * popula- 
tion. We know that nothing 
can be beneficial to. labor that 
is not good for all of us 55,000,- 
000. We know that the word 
“labor” should always be used 
in the honest fullness of its true 
meaning. We dislike to see a 
portion of this great group 
chipped away, and, when finally 
wedged apart from the whole, 
pandered to and favored at the 
expense of all of us equally im- 
portant and deserving. It is the 
antithesis of true Americanism, 
and we detest to see this great 
country in wartime or in any 
other period being intentionally 
split into segments for political 
gain, to the serious detriment 
of our entire war program. 

We long to feel that now, 
above all others, our Govern- 
ment is one of all the people, for 
all the people. Any other po- 
litical philosophy in wartime is 
a catastrophe that America de- 
serves to be spared. Why this 
false talk of labor’s gains—labor 
in wartime? Labor means one 
and only one thing—‘“we the 
people.” 

It is again our duty and obli- 
gation to have this truth recog- 
nized and understood. We, the 
people, have not made our wishes 
clear and unmistakable to our 
political representatives, nor 
have we as yet altered their di- 
rection by our acts. This mis- 
conception, this half-truth re- 
specting organized labor, must 
be corrected. Labor is “we, the 
people,” and when this new and 
correct definition is recognized 
we will have eliminated an ex- 
traordinarily large proportion 
of the handicaps that fritter 
away, clutter up and bog down 
our war effort. 


Fighting Will Win 


And finally, when we are on 
the right track and the green 


_ light is at last shining, and 


home-front sores are healing 
on the soldierly body of Uncle 
Sam, there is only one thing 
that will win this war, and that 
is fighting! If we fight better 
than the Nazis, and the Sons of 
Heaven, we will win. We can’t 
win with slogans. Defense 
Bonds won’t win the war, only 
fighting will win the war. War 
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is fighting and there is no sub- 
stitute. 

Besides our sons fighting on 
the battlefront, every single one 
of us on the home front must 


before. Remember, last year we 
worked less than 41 hours a 
week—the Germans and Japs 
worked more than 60 hours a 
week. If we do these things, 
then when our sons return vic- 
torious, we can honestly and 
fearlessly look them in the eye 
and say —‘We, too, did our 
part.” 


turn ourselves into home-front And in the days to come— 
fighters. We must fight any- the terrible days ahead, let us 
thing that delays or interferes tee] and fortify our determina- 
with our rapid production and tion to fight to the end, on the 


distribution of the tools of war. home front by remembering 
We must fight any dissipation that great saying of the Span- 
of our national strength, any ish, “It is better to die on your 
wastefulness of our capacities, feet, than to live on your 


any short circuiting of our knees.” 
power. We must fight any 
selfish group that drags red 
herrings across the trail for its 
personal and selfish advantage, 
thinking of self before country. Latest News on 
Our enemies are the Germans 


and the Japs—there can be no PRIORITIES 


sideshows! and 

And, besides fighting, we must 
work—not by the clock, but WAR-TIME ORDERS 
harder and longer, more _ in- on page 142 
telligently and with better dis- 
cipline than we have worked 








“SHARP TOOLS | 


will SPEED the 
VICTORY". 













You're right, Uncle! And you also know 
that Berea Abrasives are doing their 
part to keep tools sharp. In factories and 
workshops from Coast to Coast... on 
the farm and in the home . . . BEREA 
| Grindstones, Grinding Wheels, Scythe 
Stones and other products are helping 
Americans turn out more work faster. 


“For Your Profit’s Sake’ 


aa DCRR any curvetano 


Division of The Cleveland Quarries Co. @ir-a'2-1ielale ME Odili) 








% In the battle of production 
good tools are essential. 


Vichek tools are enlisted for 
the duration, helping to make 
and maintain inva'uable 
fighting equipment. 

Vichek quality is helping to 
“keep ‘em rolling” and “keep 
‘em flying.” 


THE VLCHEK Toot co. 


O01 E. 87th St ® Cleveland, Ohio 





Lewis Herndon’s Address 


(Continued from page 81) 


direct to the Distributor Branch, 
outlining what the problem is. 
I don’t know if we can work it 
out for you or not, but we will 
do what we can and will look 
into the matter carefully. 


Question —If you have need 
for 100 units of an item and 
have priorities for, we'll say, 30 
units, can you use priorities for 
the 30 and PD-1X for the 
balance? 

Answer — Yes, provided that 
doesn’t take you up to your per- 
missible inventory. 


Question — We have a retail 
furniture store and we have 
$5,000 worth of cook stoves and 
oil stoves and want to dispose of 
them. How can we do it? 


Answer—Well, there are three 
ways you can dispose of them. 
You can sell those to some. other 
dealer; the manufacturer can 
take them back; or you can sell 
them on certification. I suppose 
you are familiar with that certi- 
fication. That’s a different order 
from ours, but I happen to know 
what it’s about. There is a cer- 
tification assigned to a man, and 
you can sell him and deliver upon 
that basis. 


Question — Does the amount 
and percentage of a distributor’s 
priority business have a direct 
bearing on the assistance he will 
get on non-priority orders, on 
PD-1X? 

Answer — No, I wouldn’t say 
that it does. We don’t know that. 
We take your record as it is 
shown on PD-;1X, and base the 
conclusions entirely on the fig- 
ures you show here on PD-1X. 


Question — I have some dis- 
tributors who try to supplement 
a new line for lines that have 
been knocked out. Can they file 
a PD-1X on lines that they have 
not carried before? 


Answer — That’s a very good 
question. Some distributors are 
adding new lines which are simi- 
lar to lines they can no longer 
get. Can they use the informa- 
tion on the lines which they did 
have, to base their application 
for the new item? That infor- 
mation would have to be given 
in a letter, because it wouldn’t 
mean what it says if you put it 
in the application. You would 
have to give that information in 
a letter. 






I want to say this, that we are 
trying to discourage new stocks 
wherever possible. We don’t 
want all the bartenders getting 
into the industrial supply busi- 
ness and the wholesale hardware 
business if it can be helped. 
Now, if there is a real need for 
it, that’s given full consideration. 
I won’t say we deny it in every 
instance, but we try to discour- 
age putting in additional stocks. 


Question — Why does a hard- 
ware distributor get only an A- 
10 on oilers, for example, and a 
large agricultural implement 
firm an A-2 or A-3 on the same 
item? 

Answer—Up until very recent- 
ly the manufacturers had a very 
distinct advantage over the dis- 
tributor in getting goods which 
they sold purely as a distributor. 
Now farm equipment manufac- 
turers, for the oilers which they 
sell as oilers, will have to file 
PD-1X and will get the same 
treatment as a distributor. For 
their oilers which go in as part 
of the equipment, they will prob- 
ably still get a higher rating, but 
only for such quantities that go 
in as equipment of the tractors. 


Question—One of our buyers 
wanted to buy radio parts, small 
parts selling for 15 cents up to 
75 cents. He wanted to order 
two or three hundred dollars’ 
worth of these. WPB came back 
stating that we would have to 
break that down specifying the 
parts wanted. Is this correct? 


Answer—Yes. They will have 
to be broken down, gentlemen. I 
know it’s a nuisance, but how 
will WPB know whether a part 
is aluminum, copper, chromium, 
or what not? We will have to 
have the information in order to 
intelligently pass on this thing. 


Question—If these miscellane- 
ous items were broken down into 
their component parts without 
having to itemize them individ- 
ually, would that be sufficient? 


Answer—They wouldn’t want 
you to itemize each size of screw, 
for example, but you would want 
so many screws and you would 
say those screws were copper or 
chromium, or whatever metal 
they were made of. You wouldn’t 
have to break down the sizes of 
those screws, but you would have 
to separate them if they were 
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different kinds. If you had iron 
screws and chromium screws 
and copper screws and brass 
screws, you would have to sepa- 
rate each kind by itself. And 
you would have to say how many 
you wanted of each of those 
classes. 


Question — How does PD-1X 
fit into lines on which the gov- 
ernment is allotting material by 
industry ? 

Answer — Up until recently 
those were all limitation orders. 
They are still limitation orders. 
They tell manufacturers how 
much they can make of a given 
item, and until recently, no rat- 
ing was allowed. It was up to 
the manufacturers to distribute 
them in the same ratio as he was 
allotted material to make them. 
In other words, if you had a 
hundred dozen of something last 
year, and they'said you could 
produce only sixty dozen this 
year, the manufacturer is sup- 
posed to give you sixty dozen 
and no rating was supposed to 
be necessary. We are rating 
nearly all of those goods today, 
but then it is still up to the 
manufacturer to see that you 
don’t get any more than you are 
entitled to. 


Question—Should items com- 
ing under M-21-b and E-2-a be 
eliminated from inventory fig- 
ures as reported on the PD-1X 
form? 

Answer — Items under the 
M-21-b most assuredly should be 
eliminated. Now, under’ the 
present system, we are rating 
cutting tools under PD-1X. They 
can be applied for on PD-1X, 
and they receive an A-9 or 
higher rating. 


Question—Should the PD-336 
figures be complete back to the 
time that PD-1X went into 
effect? 


Answer—That is correct. 


Question—An inventory as of 
January 1, priced as of figures 
last year, which were perhaps 
materially lower than the price 
unit today, might show a false 
picture. Is that discrepancy 
given consideration in the allot- 
ments made now? 

Answer — The order says “at 
cost” in all instances, Now, I 
realize that that will pinch some 
for the first two or three months, 
but after that, you pick up your 
new cost, and it carries along 
and puts you pretty much back 
on an even keel. Of course, it 
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Fast work in thousands of war equipment plants is aided 
by millions of quick-threading TRIPLEX Bolts and Cap 
Screws — accurately made, carefully heat-treated. Write 
for prices and delivery estimates. THE TRIPLEX SCREW 
COMPANY, Box 1768, Newburgh Station, Cleveland, Ohio 


=BOLTS NUTS AND RIVETS 


MILLIONS IN USE * EVERYWHERE 





Sam, your customers and 
you—all benefit by this timely idea. 
With this message on your boxes 
of Acme Corrugated Wood Joint 
Fasteners . . . your customers are 
reminded of one important way in 
which they can ‘aid the Victory 
effort. By repairing—by fixing up 
—they are making their furniture, 
cabinets, screens and other wooden 
articles last longer—a primary re- 
quirement of the day. So put an 
Acme Fastener Display Box up in 
front—and let it do its job for all 
three! If you now have Acme 
Display Cartons without the red, 
white and blue REPAIR labels, we 
shall be glad to send you the neces- 
sary number without charge. 
Acme Tack-Point Corrugated Fasteners are easily and quickly ap- 
plied. Driven with a hammer, they assure stronger joints easier and 
faster. With their long beveled points and sharp cutting edges, they 
penetrate but do not crush the wood fibres. Almost anyone who 


works with wood is a prospect for this inexpensive Victory item. 
Insist on genuine ACME STEEL Wood Joint Fasteners. 

















OX-STOK 


Fence Controllers 





All Electric 
Unit 








Low Cost — Long Service 
NO MOVING PARTS 


$ 95 Operates in any po- 

sition. Operating 

4 cost about %e per 

Retail day. Absolutely 

safe. No tubes to re- 

place. Built-in lightning arrestor. 

Weatherproof heavy steel case. 
Positive current control. 


Battery Unit 














MODEL C 
Magnetair Control 
| “SEE IT WORK" 


$995 Simplicity of construc- 








tion. No weights, 

springs or bearings. All 

Retail parts precision ma- 

Less chined. Fits over any 

Battery hot-shot battery. For 

indoor or outdoor use. Adapter 
heavy gauge steel. 


Ask Your Jobber—Or Write 


Guaranteed Products Co. 
Wellington, Ohio 




























will be decidedly to your advan- 
tage when you begin to get any 
decline. 


Question — Shovels can’t be 
had from factories on higher 
than A-l-j rating. How can 
wholesalers replace shovels sold 
to farmers for irrigation — a 
very essential tool for food pro- 
duction ? 

Answer — To be _ perfectly 
frank, there are going to be 
mighty few shovels available, ex- 
cept for the Army and Navy and 
Maritime Commission, for sev- 
eral months to come, except for 
those shovels that are now in the 
inventories of distributors and 
retailers. As far as replacing 
them when they are sold out, all 
he can do is to come back on 
PD-1X and make a statement 
that he can buy them only on a 
certain rating, and we will then 
investigate that and see whether 
it is correct or not. One shovel 
manufacturer may be able to 
ship on the A-10. Another man 
will tell you that he can’t ship 
on less than an AA-1. But your 
only hope is to come in on the 
PD-1X and see what you can get. 


Question—Is there or is there 
not relief for the distributor fil- 
ing a PD-1X when he is granted 
an A-10 rating and goes to the 
regular source of supply and 
they say they cannot ship on less 
than an A-1-j? 

Answer — In the first place, 
many ratings higher than A-10 
are given out on PD-1X. We 
give plenty of A-l-j. We give 
ratings as high as AAA, believe 
it or not. Not for civilian use— 
no, sir. That’s got to be some- 
thing that is directly for the war 
effort. 


The thing I was trying to ex- 
plain in the beginning was that 
when an A-10 will not get it, and 
we are completely satisfied that 
it won’t get it, we go back for 
you and try to get a directive 
that will give a rating that will 
get it. I still say you can get a 
lot of goods on A-10. 


Question —Is it desirable to 
separate PD-1X applications on 
the same or similar material if 
it is to be used in part for in- 
dustry and part for agriculture? 


Answer — You get exactly the 
same rating on it. I would say, 
if you are applying for oil- 
ers, and you have them in 
your hardware department, your 
industrial supply department, 
if there are two different de- 











THOMAS A FERNLEY. JR. 
Asst. Secretary-Treasurer, N.W.H.A.; 
Secretary-Treasurer, National Assn. 

of Sheet Metal Distributors 


partments and you want to 
keep it that way, that’s all right. 
But there is no particular ad- 
vantage in getting it processed 
by having it on two applications. 
In fact, it would slow it down 
just a little bit. But don’t put 
oilers and hammers and electric 
wire and auto accessories all on 
the same PD-1X. That certainly 
slows them down. 

Question—On the E-2 orders 
on which an A-9 priority rating 
is required, what is to be done 
on an A-9 priority application 
which is previously extended on 
an A-10 rating? 

Answer — You will have to 
either refile or send a letter giv- 
ing the serial number, and so on, 
of the A-10 application which 
has been approved. Orders less 
than A-9 are automatically can- 
celled. 

Question — On that A-10 rat- 
ing on tools, are you to take the 
application and send it back to 
the War Production Board, or 
are you supposed to keep that 
original A-10 for your file and 
reapply? 

Answer—You can do it either 
way, but be sure, if you do it 
by letter, that you give complete 
information covering what the 
goods on that application were, 
and the serial number on the 
authorized PD-1X which you 
have on hand. It is just as well 
to fill out another one and put 
the information that you are re- 
filing under section 4 for goods 
on which you were previously 
granted an A-10 rating. Make it 
exactly the same. Don’t increase 
it. 
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_ Discussion on 
Handling New Lines 
(Continued from page 89) 


in Iowa has been and remains a | 
major and important line for a | 


wholesaler in North Carolina-- 
namely, floor covering. 

It would seem inevitable, in 
the immediate market, that re- 
tail business would tend to drift 
toward the larger units and our 
duty of protection to our dealers 
would seem two-fold—our own 
survival and our dealers. It 
might. be most debatable, but it 
is my courageous observation 
that a fast thinking small shop 
owner may make out better than 
some of the merchandising 
giants. 


Daily I meet men of “small” | 
business who have lost their | 


perspective. They are not de- 
featists—they are carrying on— 
they are buying bonds and pay- 


ing taxes agreeably enough, but | 


they are confused. This “small” 


dealer is tied down to his store— | 
he can’t get away. He is looking | 
for advice from people who have | 


an interest in his business—he 


is looking for encouragement | 


from you. 

We pledge our every endeavor 
to encourage every dealer to try 
and keep his store open (that’s 
the message our salesmen are 
carrying) — because while war 
demands requires all of us to 
subordinate normal activities to 
the needs of the emergency, it 
is good sense and good patriot- 
ism for those who can to con- 
tinue to maintain and develop 
their business as a means of 
helping this difficult adjustment 
to full war-time economy. A 
newspaper headline reads. ‘ 
“California Carries On’”—South- 
ern California is today in the 
same position as are many indus- 
tries. Its “goods” (sunshine, 
scenery, etc.) are there to sell, 
but “delivery” is impeded. Nev- 
ertheless, California is preserv- 








ing the advertising momentum | 


built up in 21 years. Ads, for 
the duration will aim at making 
“sales” now for the trips that 
can be “delivered” after the war. 

At the Super-Market Conven- 
tion, held recently in Chicago, 
eager merchants crowded the 
glassware manufacturers and 
many added tumblers, pitchers, 
and other housewares and non- 
grocery lines to their businesses. 
Drug sections are almost uni- 
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O10 YOU KNOW THE 
RIGHT ANSWERS ,(\ 


to questions on page /29 





e If you checked No. 3, you win. 
The big swing is to cooking in 
glass. And PYREX WARE sets the 
style with new items designed in the 
modern manner. 


2 « Only one answer allowed... 
PYREX WARE. It guards the 
family’s health; saves fuel;-saves 
time and work; saves on leftovers; 
helps the home hostess; delights 
every woman on your gift list! 


3 « (1) New Pyrex Matched Mixing 
Bow] Set for 95c. (2) New Pyrex 
Flavor Saver Pie Plate at only 45c. 
Both have received national recog- 
nition as housewares’ best sellers. 


4e TRUE. Extensive 

tests prove that clear, 
transparent Pyrex Oven- 
ware actually cooks food 
as muchasone-third faster. 


...and both are mighty im- 
portant to the housewife 
these days. 


PYREX 


This saves time and fuel nano 

OVEN WARE 

for better ond fester 
beking 







COMMING GLASS WORES, 
Coming, MY, USA. 


5 e 66 MILLION would get you 

under the wire; so would 76 
MILLION. The absolutely right 
answer would be 71 MILLION read- 
ers reached by PYREX WARE 
ads this coming Christmas! 


6 « PYREX WARE. No other 
cooking utensil can come close 
to matching this record. That’s one 
reason why a recent survey showed 
three out of every four housewives 
think of PYREX WARE first when 
they think of cooking utensils. 
7 « Because these magazines are 
part of FAWCETT WOMEN’S 
GROUP and are read largely by 
young women in the “new- 
rich” wage earner families 
that are today’s heaviest 
purchasers. Their average 
age is 26 years...more than 
two-thirds are married... 
many more soon will be... 
now more than ever they 
are buying for the home. 








arlin 


eep-cut “Ballard” 

rifling was first 
introduced in 1875 by 
Marlin in a single 
shot rifle. The superi- 
ority of this new type 
rifling was so marked that Marlin’s 
1875 model soon became recog- 
nized as the world’s outstanding 
target arm. 

For many years, Marlin rifles 
have featured Ballard type rifling for 
accuracy and long life. Before ship- 


/87O * 


NEW HAVEN 









ment, all Marlin rifles have been 
thoroughly tested and targeted. 

Marlin recently introduced a 
new chemical treatment for barrel 
bores which resists rust and corro- 
sion. This new im- 
provement adds to 
the long life and 
trouble-free use of 
Marlin rifles. 

These famous Mar- 
lin features are worth 
remembering after the war is won. 





THE MARLIN FIREARMS CO. 
* /942 
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/ 
A Great Pair of 


SPEEDSTERS! 





No. 447 Snap 
with Serew and Roller 





ED 
e2> 


No. 2530 
Chain Repair Link for Quick 
Repairs 


This year, when all farm 
equipment is so vitally 
needed for food production, 
speedy harness repairs are 
important to you and your 
customers. Sell Anchor 
Brand repair buckles, dees, 
snaps and links—keep har- 
ness in shape for heavy 
work — and make a profit, 


too. 


Standardize on Anchor 
Brand—order it from your 
jobber. 


VORTH & JUDD 


NEW BRITAIN, CONN 








versal in Supers in most locali- 
ties. 

Why not the stores the whole- 
saler serves? 

Let us make a visit in Novem- 
ber, 1942, in the “Aggressive 
Wholesale Hardware Company.” 
They are having a fall showing 
for their customers, and where 
we formerly saw an abundance 
of refrigerators, washing ma- 
chines, stoves, and small table 
appliances, we now see a most 
complete gift department, not 
only for holiday selling, but for 
year-round merchandizing. Who 
thought in 1938 the “Aggressive 
Wholesale Hardware Company” 
would be selling a most elaborate 
line of crystal and glass gift 
goods? Mirrors, what-nots, 
china, earthenware, pottery, and 
lamps. As we move a little 
further we come across a com- 
plete display of furniture, a unit 
which is helping to make up dol- 
lar volume lost when major ap- 
pliances were eliminated because 
of the armament program. We 
walk a little further into the toy 
department. The “Aggressive 
Wholesale Hardware Company” 
did not discontinue their toys 
because steel toys were out for 
the duration. Here we saw sub- 
stitutes made of wood, card- 
board, and other non-critical 
materials. 

Were we surprised to see a 
beautiful display of pet supplies 
and goldfish in glass bowls, baby 
chicks, smokers articles? No 
longer were we surprised when 
we ran across new department 
after new department. Men’s 
work clothes, notions, stationery, 
fountain pens, pottery, cosmet- 
ics, greeting cards, phonograph 
records, party favors, and, yes, 
even fruit cakes done up in pyrex 
glass. Especially were we sur- 
prised to see an extensive dis- 
play of blackout materials and 
a most recent addition ‘Room- 
Pak” wallpaper. Back to our 
own business, and while we are 
now stocking the lines just men- 
tioned, we are also now doing 
considerable research in other 
lines. 


More Extended Lines 


While our thinking is that in 
the future we will carry a small- 
er variety of assortments and 
sizes of items like padlocks, 
bolts, screws, our endeavor will 


be to carry a much more extend- 
ed and assorted line—a some- 
what wider variety on general 
department store lines. 

We, like the wholesale busi- 
ness—its future looks as bright 
as most any other line. A re- 
cent Dun-Bradstreet report 
cheers us when we read that in 
a canvas of 2600 hardware 
stores, 80 per cent buy their 
requirements from the whole- 
saler. 


There will be changes in the 
economic and social setup after 
the war, but, remember, mer- 
chandise will still have to reach 
the ultimate consumer. Thou- 
sands of independent retailers 
will have to stay in business to 
serve the ultimate consumer and 
our duty as distributors is a 
patriotic duty to stay in busi- 
ness in order to keep the inde- 
pendent retailer in business. 

And, again, after the war, 
what? Aircraft companies are 
planning to invade other fields 
after the war—one west coast 
manufacturer already has de- 
tailed plans to produce automo- 
biles and washing machines. We 
want to be around to help in the 
distribution. 

Nothing is permanent but 
change. Today’s business needs 
a flexible mind, an elastic mode 
of thought and point of view, 
and a large amount of common 
sense. There will be a tomor- 
row ...anew horizon...anew 
day. 

One of our greatest “enemies” 
today is our perfectly natural 
tendency to do things today as 
we did them yesterday, just be- 
cause that is the way we did 
them the day before yesterday. 

We can better afford to have 
almost any line we now have 
“frozen” or taken away from 
us “for the duration” than we 
can afford to become self-satis- 
fied and “freeze” our ability to 
think, to change, to adapt, or to 
ignore the changed conditions 
and the changed humanity 
around us, and to fight on. To- 
morrow won't be like yesterday. 

Edward H. Carr, chief editor- 
ial writer of the London Times, 
declared recently: 

“The old world is dead, the 
future lies with those who can 
turn their backs on it and face 
the new world with understand- 
ing, courage and imagination.” 
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DEHYDRAY 


“The completely dehydrated flat wall paint” 


A new source of PROFITS 


To meet the growing demand fora one-coat-covers-wallpaper 
water paint that could be profitably sold for less than $1.50 
per “‘gallon”” Devoe Laboratories have perfected an entirely 
new type of wall paint that is completely dehydrated. 
Here’s what, Mr. Sam Kove of Kove Brothers, leading 
paint and hardware merchant, 189—7th Avenue, New York 
City, has to say about this new revolutionagy product: 
“Water paints are in demand, today, but until Devoe 
came along with Dehydray my customers were obliged to 
pay for expensive containers. Dehydray comes as a powder 
in an inexpensive but attractive and easy to handle carton. 





“Selling this new type wall finish at $1.48 puts me in 
a fine competitive position, what with all my neighbors 
selling resin emulsion paints at $2.59 and up. 

“And another thing that’s important to me. Devoe pro- 
tects us on the deal. They see to it that in return for our 
cooperation, ours is the only retail outlet in our section 
to sell this modern dehydrated paint.” 

Because Dehydray is so éasy to mix .. . dries in an hour 

. covers any interior wall surface . . . hides wallpaper in 
just one coat .. . and still costs less, you give your customers 
a real break. They'll come back for more when they see 
what it does for one room. 


RETAILS UNDER $1.50 PER GALLON 


Five-pound package 

makes one liquid 

gallon. ¢ 
RETAILS FOR ONLY © 


You, too, can give your customers a bigger value and get extra sales, more profits with Dehydray. 


For complete information tear Te COUPON | 


and mail this coupon today. 


DEVOE & | 


Please send me complete information on Dehydray — the new dehydrated flat wall paint. 








DEVOE & RAYNOLDS CO.,INC., 44th St. at Ist Ave., N.Y.C. 


HDY-5 





RAYNOLDS = 








44th St. at 1st Ave., New York, N.Y. CITY 





STATE 














Here are two items which will 
aid your customers in using 
electricity in their homes today. 
Display G-E heater cord sets and 
fuse plugs on your counter. 


G-E HEATER CORD SETS 

These heater cord sets are attractive, 
easy to use, and will give long service. 
They are ideal for your customers to 
use with their table appliances, irons, 
space heaters, etc. They will keep ap- 
pliances in operation. 

G-E FUSE PLUGS 

Both G-E Textolite and G-E Pyrex* 
fuse plugs are available. They give last- 
ing protection. The Textolite fuse has a 
clear window; the Pyrex fuse has a 
magnifying-lens window. Both indicate 
clearly when blown. 

G-E heater cord sets and G-E fuse 
plugs are high quality. The G-E mono- 
gram each item carries will be recog- 
nized by your customers. They know 
it stands for quality, dependability and 
safety in electrical merchandise. 

*Reg. U.S. Pat. Off. 

For information about G-E Over-the-Counter 
Devices see the G-E Merchandise Distribu- 
tor near you or mail the coupon below. 


KKK KKK KKK KKK 


General Electric Company 
Section D1023-29 
Appliance and Merchandise Dept. 
Bridgeport, Conn. 

Sirs: Please send me information on G-E 
Over-the-Counter Devices. 


Name 
Address 
City 


GENERAL ‘#4 ELECTRIC 


State... 











Linford C. White’s Address 





(Continued from page 94) 


column, say, and there is no 
limitation in the filing of the 
application form, can the job- 
ber still sell the goods without 
some replacement rating? 

Answer: Yes, to the best of 
your ability, proportion it out. 
We do not want rationing com- 
ing in from retailers. There are 
hundreds of thousands of them 
in the various types of sup- 
plies, and we just couldn’t han- 
dle it. If you stop and consider 
the L63 Order, it is going to 
save you a lot of trouble right 
now. A lot of people didn’t like 
it in the beginning, but the L63 
Order, in itself is a conserva- 
tion order. If you will just stop 
and think, where you used to 
turn over once in six months, 
you can do it once in two 
months, and I know you can be- 
cause the forms are proving it 
now. But I think if everyone 
will comply with the L63, and 
get their inventories down 
within reason, and turn them 
over, only buying the items 
they really need from a buying 
record, the situation will be 
eased. 

Question: In instances where 
your book inventories and sales 
for the past month indicate 
that you are sincerely comply- 
ing with the terms of L63, 
should not a more or less flexi- 
ble policy be followed in the 
granting of your PD-1X’s? 
That is, if we would say we 
would like to get $10 worth of 
this, or $50 worth of that, or 
$100 worth of the other, and we 


are one of the houses that are 
within the inventory limits that 
you have established should not 
our judgment on that be re- 
garded as suitable for our 
area? 

Answer: That is right. 

Question: Now, if you have 
complied with all of these other 
requirements, and still think 
you would like to invest a little 
money in certain merchandise 
that is available, should you 
not have the privilege of get- 
ting that, rather than saying, 
“You can only get one-fourth 
of what you ask for”? 

Answer: When you are with- 
in your terms of the L63, on 
the PD-1X form, you get full 
consideration if the item has 
not been cut down by the 
branch. Now, many branches 
are right up against it, for a 
certain amount of material will 
be given to a branch to allot 
out to the various products. 
They have just so much and no 
more. And so on certain very 
critical items, if you are within 
the L63, your material will be 
allowed if it is an allowable 
item. But it will be cut down 
in proportion to the material 
given out. There is no sense of 
passing over the fact that you 
might want to build up a cer- 
tain big item. We are not, gen- 
erally speaking, allowing over 
a two months’ supply on any 
item. Now we are reducing this 
because of this particular criti- 
cal quarter. 


N.W.H.A. EXECUTIVE COMMITTEE 


R. R. WITT 
Builders Hardware 
Co. 


I. S. DILLINGHAM 
Bigelow & Dowse 
Co. 





Cc. R. WATKINS 
Watkins-Cottrell Co. 
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tires. Quick seller. 
least one case of 24 jars today. 
descriptive folders with every order. 


DEALERS!/—JOBBERS! 


Here’s NEW Profit for You— RIGHT NOW! 


FLEXOI 


Sell FLEXOID to save 
rubber preserver applied with an ordinary paint brush. Dries in ten 
minutes. Makes tires look like new. 60 cent half-pint jar coats five 
Generous mark-up. Quick turn-over. 





tires and save rubber. New, timely! A _ real 


BOSTON VARNISH COMPANY 


Boston — Chicago — Los Angeles — Montreal 


Makers of KYANIZE Self Smoothing Paints—V arnishes—Enamels 


RUBBER TIRE 
PRESERVATIVE 


Order at 
Free display card and package of 








Developed and Perfected 
by America’s Only Makers 
of Micrometers Exclusively 
All sizes up to 6 inches available 


with ° graduations” by thousandths 
of an inch. * 


All sizes up to 4 inches are also 


available with graduations by ten 
thousandths of an inch. 


AUBURN... 
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E RHODE ISLAND — 
MICROMETERS OF CERTIFIED ACCURACY | 


FOR MORE THAN A 
QUARTER CENTURY 
SPECIALISTS 
IN FINE 
MICROMETERS 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


WPB HAS TAKEN TWO AC- 
TIONS affecting purchasers and proc- 
essors of manila and agave cordage. 
Order M-84, as amended, provides that 
until Nov. 16 agave cordage can be 
used for wire rope centers as one of 
the permitted essential uses. The wire 
rope industry is about 95 per cent en- 
gaged in war work. 

At the present time, a program is 
being developed for substitution of 
such fibers as jute, istle and cotton in 
place of the agave. Existing inventories 
of finished agave centers are lower than 
was at first established and additional 
time for the manufacture of useable cen- 
ters from other fibers is necessary be- 
cause of the increased requirements for 
wire rope. 

At the same time, the Textile, Cloth- 
ing and Leather Goods Branch declared 
that any cordage processor who has on 
his books a rated order for procurement 
of cordage can, if the purchaser agrees, 
extend the rating to producers of jute 
or cotton yarns in the event agave or 
manila are not available or allowed. In 
the connection it was pointed out that 
Order M-70 provides for the manufac- 
ture of jute yarns for use in cordage 
sold on defense orders. 

Jute and cotton are both substitutes 
for agave and manila in the manufac- 
ture of cordage for many purposes. In 
view of the serious shortage of the latter 
material, processors were urged wherever 
possible to use jute and cotton in their 
operations and to arrange with jute and 
cotton spinners for a supply of the 
yarn. 

ee @ 


TO MURRAY COOK, Metals Re- 
serve Co., agent, 155 East 44th Street, 





New York, has been assigned the task 
of purchasing 10,000,000 or more pounds 
of manila cordage in the hands of deal- 
ers which was frozen by WPB’s Gen- 
eral Preference Order M-36 and which 
is to move shortly to production and 
fighting fronts. Approximately 57,000 
wholesalers and retailers will receive in- 
ventory report forms from WPB’s Mate- 
rials Redistribution Branch. Returns 
must show inventories of manila rope 
3/16 in. in thickness and larger in 
lengths of 200 ft. or more and indicate 
willingness to sell stocks to the Govern 
ment. Warning was given that in cases 
of delay in accepting the Government’s 
offer to pay 10 per cent more than the 
net price which prevailed in the market 
on which the rope was purchased, WPB 
probably will institute requisitioning 
proceedings to secure cordage for the 
Army, Navy and Maritime Commission. 
For cordage purchased on a discount 
from price list basis, net means the 
market list price, less standard and spe- 
cial discounts and other allowances. Net 
price for cordage purchased on a cost- 
plus basis is the price actually paid. 
Freight or handling charges will not be 
included in calculation of purchase 
prices. All stocks purchased will be sub- 
ject to inspection and verification of 
weight, condition and specifications. 


x *k 


EFFECTIVE IMMEDIATELY, 
WPB’s Order M-84, as amended, 
completely barred production of agave 
fiber cordage for non-essential civilian 
purposes. Cordage of this type is made 
by 21 manufacturers who, together with 
processors, until Dec. 31 cannot dispose 
of it except for governmental and Lend- 
Lease purposes and the following essen- 
tial civilian uses: commercial, marine, 
towage, or lighter uses, provided the 
cordage is 1 in. or more in diameter; 
fishing uses for commercial fish markets 
or canneries; cat lines, bull ropes and 
drilling cables used in the operation or 
drilling of oil and gas wells; drilling 
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cables used in mines and quarries; 
power transmission uses; and rigging 
for shipyard or other construction pur- 
poses. Purchasers are required to certify 
to the processor that the material is to 
be consumed only for permitted uses. 
Provision also was made that until 
Dec. 31 processors are restricted in 
their consumption of agave fiber for 
cordage for specified civilian uses to 20 
per cent of their unprocessed quota as it 
existed at the close of business on Sept. 
25, 1942. 
xk & 


IF A SMALL MANUFAC- 
TURER can show that the money he 
wants to borrow will help win the war, 
the Smaller War Plants Corp. will not 
ask gilt-edge security, and there is a 
good chance that the loan will be 
granted. During the two weeks ending 
Sept. 28, approximately $6,000,000 worth 
of war contracts went to small plants as 
a result of the efforts of the Smaller 
War Plants Division of WPB. 


xkk 


CREATION OF A WAR LIA- 
BILITIES ADJUSTMENT BOARD 
to facilitate use of all productive facili- 
ties during the war and to assure small 
business enterprises opportunity to re- 
enter a competitive economy at the 
war’s end was suggested by WPB Chair- 
man Donald M. Nelson to the Senate 
Special Committee to Study the Prob- 
lems of Small Business. 


= & ® 


PRP APPLICATION FORMS for 
the first quarter of 1943 have been ap- 
proved and will be mailed out soon. 
The schedule for the January-March, 
1943, quarter calls for receiving appli- 
cations and returning the certificates to 
applicants some time in advance of the 
beginning of the quarter. All material 
authorizations on PRP certificates for 
the current quarter will be covered by 
preference ratings in the AA series, and 
a new AA-5 rating has been established 
to be applied in certain instances. In 
adjusting requirements to match avail- 
able supply it was necessary to cut back 
requests of companies under PRP from 
a moderate amount in the case of direct 
military items to a substantial amount 
in the case of less essential items. 


Pacific Plastics Can 
Still Supply Trade 


Pacific Plastics & Mfg. Co., Los 
Angeles, Calif., manufacturers of the 
Hollymade line of plastic and glass door 
knobs, cabinet hardware and tubular 
latch sets has announced that although 
its large new plant at 4865 Exposition 
Blvd., is now mostly devoted to defense 
production, the company is still able to 
continue supplying its jobbers’ and deal- 
ers’ needs. 

The company’s normal production of 
Hollymade products continues to func- 
tion for the needs of large housing and 
slum-clearance projects. 
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DIX 


GRAPHITE PRODUCTS 


CTORy 








War-condition your customers’ equipment to stand emerg- 
ency speeds, pressures, hours. DIXON’S Graphited lubri- 
cants s-t-r-e-t-c-h bearing life, reduce friction load, increase 
capacity, speed output. 


DIXON’S TICONDEROGA DIXON’S MICROFYNE 
Flake Lubricating Graphite — For cylin- Extra finely subdivided particles for clos- 
ders, bearings, packings, gaskets,threaded _ est fits. 

joints. Choice of large and small particle 


sizes. DIXON’S CUP & PRESSURE GUN 
DIXON’S NO. 635 GRAPHITED GREASE 


Similar to Ticonderoga but processed to Ideal for indoor and outdoor equipment, 
reduced particle size for closertolerances. Available in six consistencies. 


Write for booklet 40, "Graphite Products for General Industrial Uses" 





JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 


Ticonderoga Graphite * No. 635 Graphite + Microfyne Graphite + Pipe Joint Compound 


Graphite Seal - Graphited Oils » Cup and Pressure Gun Grease + Gear Lubricants » Waterproof 


Graphited Grease - Auto-Marine Grease + Graph-Air Guns + Belt Dressing (Contains no Graphite) 


@ 2002A 
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TWIST DRILL AND 
MACHINE COMPANY 


NEWBEDFORD, MASS., U. S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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Deming Co. Offers Distributors 


“Deming Pump Protection Plan” 


HE Deming Co., Salem, Ohio, 

has announced a plan of cooper- 
ation with its distributors and deal- 
ers designed to meet present day 
problems affecting Deming pumps 
and water systems. A special folder 
entitled “Deming Pump Protection 
Plan—a Business Assurance Policy 
for Deming Dealers,” explains the 
reasons for and the operations of 
this plan. It also gives details on 
the working material provided to 
help the dealers make a success of 
the full program. With this a busi- 
ness reply card is enclosed for re- 
questing actual samples of free ma- 
terial. 

Dealers requesting information on 
the plan receive a complete explana- 
tion on how it can be made to work 
with samples of the working mate- 
rial, all of which is furnished at no 
cost to the dealer. This material in- 
cludes a water systems service man- 
ual, repair list, service agreement 
forms, free advertising postcards and 
purchase order forms. 


The Service Manual 


The “Deming Water Systems Ser- 
vice Manual” is a 64-page guide on 
the servicing and repairing of vari- 
ous types of pumps and water sys- 
tems. Prepared by men with many 
years experience in the design, con- 
struction, maintenance and repair of 
pumps and water systems, this man- 
ual tells clearly and_ specifically 
what to look for when inspecting 


various types of pumps and water 
systems. It also gives the step-by- 
step procedure for making most of 
the repairs required. 

The repair list contains the latest 
prices and complete listings of parts 
for all Deming water systems. This 
is to help the dealer identify the 
proper parts when ordering required 
replacement items. 

The service agreement forms 
which are supplied to the dealer 
with his name and address printed 
on one side, enable him to have a 
signed agreement on regular service 
with his customers. 


Advertising Post Cards 


Free advertising post cards are 
also furnished printed with the deal- 
er’s name and address on one side. 
These tell full details of the plan 
and are to go direct to the people 
the dealer wants to reach. 

Purchase order forms are also in- 
cluded to make it easy for the deal- 
ers to order repair parts assortments 
or repair parts. 

The Deming Co. feels that this 
program services a very pressing 
current need for the users of pumps 
and water systems and points out 
that new equipment is not now avail- 
able—therefore dealers need such a 
coordinated repair and maintenance 
plan as a service to their customers 
and as a source of revenue for them- 
selves. 





Manning Bowman & Company Receiving 
Hundreds of Repair Jobs Daily 


ITH Manning, Bowman & 

Company, Meriden. Conn.. 
these days, it’s almost a question of 
“Ring out the new—Ring in the 
old.” The shortage of electric ap- 
pliances that developed under war 
restrictions has brought forth large 
quantities of repair work. and this 
company is receiving hundreds of 
items daily for service. These offer 
a most interesting study in the de- 
velopment of appliances made by the 
company in the past 20 years. There 
have been frequent instances where 
a returned article which was made 
by the company 30 and 40 years ago 
has been restored to working con- 
dition. It isn’t always possible to 


repair these older items, but a satis- 
factory job has been done on the 
majority. The company has a large 
stock of most parts and, in general, 
is still able to complete most service 
jobs. Plating cannot be done. of 
course, because of government re- 
strictions. 

With the exception of those em- 
ployed on service, their entire per- 
sonnel is now given to the manufac- 
ture of war materials. In addition 
to several prime contracts awarded 
to them, the company has con- 
tributed to the development of a 
number of intricate devices used in 
important armaments. 
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CKinney 








At Camp Jackson . . . Fort Benning. . . at many 
other camps where Uncle Sam builds soldiers, 
you'll find the buildings equipped with McKinney 
Hardware. Builders everywhere draft McKinney 
because they realize the advantage of McKinney's 
greater durability, adaptability, and ease of 
installation. They realize, too, the advantage of 
equipping buildings with hardware which not 
only meets today’s stringent requirements, but 
adds the plus of good appearance and engineer- 
ing, developed through 75 years of quality 
hardware manufacture. Now is the time to 
talk McKinney and display McKinney . . . to 
build customers for tomorrow. 
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HOW 10 SELL ee 
MORE 
HAMPERS ? 


JUST TALK SUPERIOR CONSTRUCTION... 
NATIONAL ADVERTISING HAS BUILT THE 
ACCEPTANCE FOR WHITNEY! 
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(/ SEE WHITNEY ADVERTISES 9) f YES. /T'5 A BETTER MADE Y 
| V HAMPER, TOO! FEEL HOW & 

SMOOTHLY THE INSIDE 15 

SANDED. NO ROUGH EDGES! 





(COLORS THAT REALLY MATCH 
BATHMATS, TOWELS ETC. x 
» 





Illustrated below is the 
exclusive Whitney “In- 
formative Label" and 
guarantee tag that is at- 
tached to every Whitney 









ANDTHE INFORMA- 
TIVE LABEL SHOWS 
6 OTHER REASONS 
fy WHYA WHITNEY 
HAMPER \5 BETTER 
MADE eee 
IT GUARANTEES IT 





























CLINCH THE SALE... 
AND KEEP IT SOLD 
WITH WHITNEY’S 
SUPERIOR 
CONSTRUCTION 














The Only Nationally Advertised 


HAMPERS 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 


F. A. WHITNEY CARRIAGE CO. 
Box 100, LEOMINSTER, MASSACHUSETTS 










SAN FRANCISCO 666 LAKE SHORE DRIVE, CHICAGO 
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Are You on a Plateau? 


Arrested progress is a 
real danger to the hard- 
ware man because of the 
complexity of his work 
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PERCENTAGE OF POSSIBLE 
ACHIEVEMENT 








A typical learning chari. 


where progress has been 


a is 


never finished in modern life and 
modern business. Each day 
brings new facts and ideas to 
learn, and also proofs that pet be- 
liefs are no longer tenable. In 
the hardware business, constant 
attention must be given to new 
products and new methods. 


Arrested Skill 


But learning of any sort sel- 
dom progresses steadily. After 
increasing for a while, the learn- 
er’s skill usually becomes tem- 
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The dotted lines indicate 


arrested at a plateau level. 


perarily arrested or even drops 
downwards. 

Psychologists call these station- 
ary periods “plateaus,” because 
of their appearance on a learning 
chart. They are of interest to 
everybody, because the progress 
of a good many people stops per- 
manently on one of these plateaus, 
often far short of their possible 
development. In industrial occu- 
pations, many instances have been 
discovered where men _ unknow- 
ingly have worked for years at 
levels much lower than those 
they should have been capable of 
attaining. 

There are many reasons for the 





appearance of plateaus in the 
learning curve. One of the most 
important is lack of incentive. 
This factor should not affect the 
advance of the business man, 
whose every effort normally 
brings its own reward. However, 
employees on wages may be af- 
fected. In factories, it has been 


found that increased incentive 


will practically always increase 
the worker’s output. It always 
happens that way. 

Other causes of temporarily ar- 
rested progress are: emotional 
strain, illness, weather and, of 
course, unfavorable working con- 
ditions. 


Unremitting Effort 


Experiments have shown that 
a difficult and complex task al- 
most always causes plateaus to 
appear in the learning curve. But 
what task is more difficult and 
complex than hardware retailing? 
In fact, so rapidly does advance 
and change come in this _busi- 
ness that one must make constant 
progress to avoid going back- 
wards. Learning some jobs is 
like climbing a flight of stairs 
with several landings. But learn. 
ing the hardware business is like 
climbing an escalator that is run- 
ning downwards. Unremitting 
effort is necessary if one does not 
wish to be quickly lowered to the 
basement. 


Watch Your Progress! 


It pays a retailer to be particu- 
larly watchful that his progress 
does not become prematurely ar- 
rested. Lacking a technician to 
guide him, he should occasion- 
ally indulge in a critical self-ex- 
amination to discover his capacity 
for further advancement.  In- 
creased attention to any or all 
departments of the business are 
capable of producing remarkable 
results. And he should keep him- 
self constantly aware of his in- 
centives, such as: business suc- 
cess, freedom from worry, in- 
creased sales and higher profits 
on the yearly statement. 
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en: AGE INSURANCE is 
built into BERNARD PLIERS and 
PLIER ACTION TOOLS. 


THE WM. SCHOLLHORN CO. 


New Haven, Conn. 
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New and Improved Merchandise—Display Helps—Sales Literature 
New Packages—New Colors—Catalogs 


Adjustable Extension 
Brush Handle 


“Adjust-O-Handle” for use with 
paint brushes, scrapers and _ similar 
handled tools. Designed to make paint- 





ing and cther jobs easier. Said to per- 
mit efficient coverage of large work 
surfaces from a fixed position. Its use 
is said to effect greater speed and 
efficiency on shipbuilding, housing, etc. 
Maker states it is easy to operate. 
Regular brushing technique is em- 
ployed. By manipulation of springs 
and guide tape, any size standard brush 
can be operated smoothly and efficiently. 
Working pressure at the point of con- 
tact is said to be equalized because the 
brush can be adjusted to any angle de- 
sired by two-finger control of the tape. 
Available in standard lengths of 6, 8, 
and 10 ft.; special lengths to order. 
Breinig Brothers, Inc., Adjust-O-Handle 
Div., Hoboken, N. J. 


“Victory Rummy” 


Played with a special deck of 63 
cards containing the Victory code sym- 
bol of three dotes and a dash and a 
“V,” complete in red and in white and 
in blue, and caricature “Axis” cards. 
Play centers on gaining “victory” in the 


dots and dash symbol in the national 
colors and capturing the Axis. Game 
can be played by young and old. Free 
display card with every initial order, 
available in two sizes, 11 by 14 in. for 
windows and 9 by 12 in. for counters. 
Suggested retail selling price is 50 
cents. Victory Game Co., 22 W. 48th 
St., New York City. 


Luminous F ‘abric 
for Blackouts 


Coated fabric which glows visible 
light in complete darkness. Can be cut 
into letters or strips to mark door@ays, 
staircases, arm bands, etc. Applied to 
any surface with casein glue, wallpaper 
paste or thumb tacks. No special 
primer is required. Exposure to elec- 
tric light or sunlight for 30 sec. is suffi- 
cient to give the coating the power to 
glow for a minimum or 4 to 6 hr. Glow 
can be renewed an endless number of 
times by re-exposing the fabric to light. 
E. I. du Pont de Nemours & Co., Inc., 
Fabrikoid Div., Wilmington, Del. 


“Flavor Saver” 
Pie Plate 

















This “Pyrex” brand pie plate is said 
to be the first with easy-to-hold glass 
handles. Has high-fluted edges to keep 
the juice and flavor in the pie. Four 
color printed label with tested recipe 
on every plate. Plates are packed 12 to 
a case. Suggested retail selling price 
is 45 cents each. Corning Glass Works, 
Corning, N. Y. 


Playing Cards and 
Display Stand 


=> 2% ey 
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“870 Deal” includes a finished wood 
display stand fitted out with three 
dozen decks of cards in four popular 
price ranges and having a varied as- 
sortment of back designs. Dealer cost 
of the three dozen decks is $12.57, dis- 
play stand 95 cents extra. Suggested 
retail selling price of the cards is $19.20. 
Arrco Playing Card Co., 308 S. Racine 
Ave., Chicago, IIl. 


“Gold Bond” Handbook 


The National Gypsum Co., 315 Dela- 
ware Ave., Buffalo, N. Y., has issued the 
1942 edition of the “Gold Bond” Hand- 
book of related products for walls and 
ceilings. This 84-page illustrated book is 
divided into five sections dealing with 
plaster bases; plaster, lime, paint and 
texture; gypsum wallboards; insulation 
products; and sound control products. 
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“LEADER” 


CHROME CLAD 


STEEL TAPES 





The quick way to sales and 
profits in steel tapes is to fea- 
ture the Lufkin “Leader.” Jet 
black markings show up 
prominently against a satin 
chrome surface that won't 
rust, crack, chip or peel. It 
looks better, lasts longer and 
has plenty of “buy appeal.” 
So take advantage of this 
newest improvement in meca- 
suring tapes by putting the 
“Leader” Chrome Clad Steel 
Tape where your customers 
can see it. 


OF HA/N 


SAGINAW, MICHIGAN . New York Cit 





TAPES - RULES PRECISION TOOLS 
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Fibre Waste Baskets 


Line of sturdily constructed oblong 
baskets. Three styles for every room in 
the house. Each basket edged with 
gold. Come in variety of colors and 


prints, red, blue, green and yellow plaid; 
assorted pastels with floral prints; and 
assorted leatherettes with scenic prints. 
Lined with a contrasting paper. Packed: 
assorted three dozen sets to a_ case. 
Dealer cost is $7.20 per dozen sets of 
three. Suggested retail selling price is 
three for $1.00 or 39 cents each. Leipzig 
& Lippe, Inc., 1166 Broadway, New 
York City. 


Auto Lay-Up Kit 

“Parfax” Auto Lay-Up Kit is manu- 
factured for owners of automobiles who 
are planning to lay up their cars for the 
duration of the war. Kit contains ma- 
terial to protect 12 parts — radiator, 
motor, battery, starter, transmission, 





differential, gas tank, springs, chrome 
trim, generator, moving parts, and steer- 
ing apparatus. Each kit has sufficient 
material for a single car. Size 10% 
by 10% by 7% in. Weight, 17 lbs. 
packed. Instruction booklet included 
with each kit. Parfax Sales, 266 Bryant 


St., Buffalo, N. Y. 


















ON THE JOB FOR DEFENSE! 





ALL TEGCO DOOR KNOBS 
AND SETS FIT NEW SPECI- 
FICATIONS AS ORDERED 
IN DEFENSE HOUSING 
CRITICAL LIST 


Pt 











No. 391 x45 Latch Set 
No. 391x46 Lock Set 





No. 361x45 Latch Set 
No. 361x46 Lock Set 


resco UAYOTAL GLAGD 


KNOBS AND KNOB SETS 


The knobs that are putting “quality” 
into many important jobs of defense 
housing! These knobs take all the 
abuse in the world yet their effi- 
ciency, luster and modern beauty re- 
main like new. Here are two of five 
designs voted most popular by De- 
fense Housers. 2” Tegco Crystal Glass 
Knobs, Latch and Bathroom Sets 
meet all specifications. Write for full 
particulars today! 





Manufactured by TECHNICAL GLASS CO., INC. 
2050 E. 48th St.,Los Angeles @ 297 Mercer St., New York 
AES SS ARNE Oe RNR RI RICRRRHE 
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Many a merchant has noticed that Weld. 
wood Waterproof Glue is moving off his 
shelves at a record pace 


Carpenters, cabinet makers, mechanics and 
home craftsmen are fast appreciating the 
good qualities which led the U. S. Army, 
U. S. Navy and Civil Aeronautics Authority 
to give this glue their unqualified approval. 


Convenient to handle and display . . . attrac- 
tively packaged in display cartons of 10¢, 
25¢ and 50¢ cans. Also available in 1 Ib. 
(85¢), 5 Ib. and 10 Ib. cans 


Order Weldweod Glue and attractive, atten- 
tion-arresting counter display (free) through 
your jobber. Act now .. . supply limited by 
Uncle Sam’s war needs. 


For full information mail coupon below. 


Weldwood Glue has everything: 

1. Tremendous Strength. 

2. Waterproof, Bacteria 
and Rot-Proof. 


3. Quick and Easy to use. 
No heating. Nowaiting 


Lowago? ~ 


Plastic Resin 


4. Economical. 


5. Applied Cold, quick 
Setting. 
6. Stain-Free. 


“Makes the glue line the SAFETY line” 


WELDWOUD. 


WATERPROOF GLUE 





V7 We a2) Lolo) amey MU) 


UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept., 103 Park Ave., N.Y.,N. Y. 


Please send literature, prices, discounts, samples 
and information on weLD wooD Glue dealer plan 





Name 7 — 
H.A. 10-29-42 


Address- 


Our Jobber is 
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Tire Preservative 


“Flexoid” a rubber tire preservative 
developed to meet the vital need for 
prolonging the life of tire casings. A 


RUBBER TIRE 
PRESERVATIVE 
\ 7) 





Ws), 


pant 


NW 
MA 
ON VARNISH CO! wre 


“UE station BOSTON. 











resinous plastic so placed in solution 
as to be readily applied with an ordinary 
paint brush. Said to be adherent, flex- 
ible, water resistant and entirely com- 
patible to rubber. Maker states that one 
coat dries in 10 minutes and will fill in 
tiny cracks on beads, sidewalls and shoul- 
ders, sealing and waterproofing the outer 
casing for an entire season. Said to act 
as protection against curb scuffing in 
addition to conditioning the tires for 
later retreadings and is offered as a 
shield for six of the seven vital tire 
failure zones—all but the tread. Also 
improves the appearance of the tires. 
Boston Varnish Co., Everett Station, 
Boston, Mass. 


Razor Blade Sharpener 


i 

For double edge blades. A U-shaped 
carbide of silicon hone with a metal 
band that follows precisely the curve of 
the honing stone. Blade is placed be- 
tween the band and the honing stone 
and then stroked back and forth in a 
straight line across the stone. Band is 
said to hold the cutting edges of the 
blade in mechanically true position for 





sharpening and correct pressure is 
thereby automatically applied on the 
blade. Display card holds 12 blade 


sharpeners. Suggested retail selling 





pr'ce is 29 cents each. Dealer price is 
$2.32 per card. Manufactured by The 
Varlin Firearms Co., New York City, 
and distributed through its distributing 
subsidiary, Kenro Products, Inc., 17 E. 
42nd St., New York City. 


Spray for Poultry 
and Live Stock 


“Toxite,” a spray developed for the 
control and prevention of poultry dis- 
eases. This disinfectant is said to con- 
tain 100 per cent active ingredients. 
Maker states it is long lasting, pene- 
trates and does not evaporate. Easy to 
use, sprayed on with an-ordinary gar- 
den-sprayer. Manufacturer states that 
this spray will kill red mites, bed 
bugs, blue bugs, fleas, cattle lice, ter- 
mites and ants, worms, coccidiosis and 
house pests. Toxite Laborctories, Ches- 
tertown, Md. 


“Warwood” Victory 
Bathroom Cabinets 


Complete line of cabinets constructed 
of wood with minimum use of critical 
materials. Select kiln dried hardwood 


®. 








used for the recessed body. Maker states 
that door and cabinet back are made of 
moisture resistant hardboard, which is 
said to be assurance against warping 
and cracking. All joints locking type, 
held with water-resistant glue and nails. 
Doors hinged with butt hinges. Cabinets 
have three coats of enamel finish. Ten 
models (six recess, four surface) for 
apartments, and private homes. The F. 
H. Lawson Co., Evans and Whateley 
Sts., Cincinnati, Ohio. 
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STARTER DISPLAY 
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A REAL STARTER 
for STARTER SALES 


wee 
Aid 


Pep up electrical sales with the best and fastest 
selling fluorescent starters on the market. 


LLOYD "NO-BLINK" FS-4 NA 
LEADS THEM ALL 
Display Carries 20 “No-Blinks" 
Pat. Nos. 2200443—2228210 


They prevent “flicker” and “blink”. 
Start Quicker—Work Better—Last Longer 
Listed and Approved by Underwriters Labs. Inc., and 


Canadian Engineering Standards Association. 
Certified to Fleur-O-Lier Standards 


LLOYD QUALITY WALL PLATES 


Brown bakelite and ivory. For ivory designate “‘V” after 
stock number. Each plate, with screws, enclosed in glassine 
envelope. 


820) 


IMMEDIATE 
DELIVERY 
GUARANTEED 


“Lloyd Policy 
Insures Quality" 


LLOYD PRODUCTS CO. 


Box C~—Edgewood Sta., Providence, R. | 


Representatives — Branch Offices — Warehouse Stocks in 23 Le 


Export Office — 100 Varick St., New York N.Y 
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Mr. Hardware Dealer— 


this man wants a V-Belt 


Here’s where your Gilmer “Eye-Ful” Tower 
Belt Assortment does its stuff. It can fit this gent 
out with any size V-Belt he’s likely to ask for. 


And that’s not all. He used to buy all his 
hardware needs from Smith, your competitor 
down the street. But Smith doesn’t carry 
V-Belts, so it looks like you’ve got yourself not 


just a V-Belt sale, but a brand-new customer! 


The Gilmer “Eye-Ful’’ Tower Assortment No. 
350 takes up only a square foot or two of 
space, yet it meets 887 common V-Belt 
requirements. $22.51 buys it, and $15.01 is 
the clear-profit result. Order one for YOUR 
store NOW. 


4 TOWER COSTS—*225! 
4 YOUR PROFIT— 515°! 


L. H. GILMER COMPANY, Tacony, Phila., Pa. 





Send me complete Gilmer “Eye-Ful” Tower Assortment 
No. 350 as follows: 


1. 35 assorted V-Belts fo- *ousehold appliances 


2. Gilmer Handimeter (patented) for quick measuring 
of belts 


3. Display Stand, Sign, «Gd inventory Form 
4, Useful Gilmer Catalog—"America's Belt Bible” 
Bill me $22.51 through your nearest jobber. 


Name 


Address 
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Easier 
to read 
in any light 


You ll save your eyes 


and do more accurate 


measuring with G So y 
MASTER BRITE- iy 


BLADE put 
Ny \s 








e Here is the only 6’ steel tape rule 
with black numerals and graduations on a 
white surface. And that special, snow-white 
surface is crack-proof, acid-proof, smooth 


and hard—for long life and easy cleaning. 


Flat-edge metal case with push-button lock 
(optional) makes both inside and outside 
measurement a quick, easy, one-hand job. 
Comes apart for cleaning or insertion of spare 
blade — an exclusive feature that doubles 


service life. 


MASTER 


Sscosossosssocesooeosessocosssoossese 
s MASTER RULE MFG. CO., INC. : 
: 518 E. 136th St., New York,N.Y.Dept. A-i0 & 
7 Please send me postpaid. . .BRIGHT-BLADE ® 
s ule ($1.50)......Spare blade (65c)...... ° 
4 BRITE-BLADE rule with lock ($1.75). ! 7 
-- GN 4. 0:6 66.04 o660h0046 54806 646bsc0 C08 > 
. . 
” . 
Ld PE vaccdesedddenccececedoousenaseee bd 
. ® 
: BEE bo ncn cece cssccecssciensceaves * 
S . 
4 i idetsscenedeaah stud re ® 
Dessateseasesseeneesesasennsannscoooes 
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Glass Coffee Makers 


In percolator, drip and “Biggin” 
models. The percolator model (illus- 
trated) has a delayed action brewing 





chamber, and a wide infusion area. 
Uses “Coffee-Miser” filter said to insure 
clear, sediment-free coffee. through 
convenient cloth. The drip model also 
features the “Coffee-Miser” filter for a 
clear brew and fast “drip.” The glass 
“Biggin” provides for a small portion 
of water at a time. None of these mod- 
els contain strategic war materials. Sug- 
gested retail selling price of each of 
these models is $2.95. The Silex Co., 
Pliny St., Hartford, Conn. 


Color Hoods for 
Light Bulbs 


“Reco” color hoods are strong shells 
of natural colored glass which can be 
slipped over an ordinary light bulb. 
Maker states that the light from a bulb 
covered by one of these hoods cannot 
penetrate to the street. Bulbs have 
springs inside that are said to hold 
them rigid to the globe, either straight 
up or upside down. Supplied in various 
sizes in blue, green, amber, purple and 
canary colors. Colors are put in glass 
when made and manufacturer states 
that they will not fade. Hoods offer pro- 
tection to the bulb and when the latter 
burns out the hood can be transferred 








WHATS NEW 





to a new bulb. Suggested retail selling 
prices range from 20 cents up on half 
hoods and 25 cents up on full hoods. 
Reynolds Electric Co., 2650 W. Congress 
St., Chicago, Ill. 


“Super Solarex” 
Varnish 


Maker states that this varnish dries 
completely in one hour, leaving a high 
gloss surface. Can be used on floors, 
furniture, woodwork, bar tops and 
tables. Said to be resistant to alkali, 
water, ammonia and alcohol. Comes in 
convenient sizes: half pints, pints, 
quarts, one gallon and five gallons. 
Great Lakes Varnish Works, Inc., 2215 
N. Pulaski Ave., Chicago, Ill. 


Shipping Estimator 


A guide for finding approximate ship- 
ping time and cost. The map on one 
side of the estimator can be used to 


Shipping 


i stimator 





xa Totat COST SETweEn 
‘o0—0 ADDRESSES WH AIRPORT 
j . | CONES —NO EXTRAS 
| | 


WOW TO USE THE stuPrinG ESTIWATOR 
Se id te Aen a 08 cat se 9 eae iggy ak fein 
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find the distance between shipping and 
destination points. When this is deter- 
mined the approximate flying time and 
cost can be found by the use of the 
sliding scales. Both sides of the slide 
may be used by simply removing and 
reversing it. Estimator will be mailed, 
without cost, to any one desiring it. 
Air Express, Div. of Railwcy Express 
Agency, Inc., 230 Park Ave., New York 
City. 
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FEATURE THESE 2 FAST-SELLING 
CP “G Value 100 
GUT SETS fj [22 


Avatlable for D Dele 
NATIONALLY ADVERTISED IN LADIES’ HOME JOURNAL 


SEE YOUR JOBBER... 














No. 937 GIFT SET 


Feature as a ‘“‘save-food-for-victory” special, because all items are prac- 
tical necessities that protect their contents, prevent spilling, avoid waste. 
Set consists of No. 630 Sugar Server, No. 427 Dripless Server, No. 453 
Twin-Server set (2 condiment jars, 2 spoons, 1 tray). All tops, spoons, 
and tray are red Tenite plastic; containers are clear-glass. Packed complete 
in attractive red corrugated gift carton which can be mailed “as is’’ for 
your out-of-town trade.................+-.++.--.- Retail price: $1.00 





No. 915 MATCHED DRIPLESS SERVER SET 


Was an outstanding profit-winner last Christmas and all through the year . . . 
will be a big-seller this holiday time, too. Consists of matched dripless 
servers—48-oz. and ll-oz. sizes—tissue-packed in smart set-up gift box. 
Tops and slides are sanitary Tenite plastic in red, green, yellow, blue; 
containers are clear glass in ribbed design.........Retail price: $1.00 


(Retail prices slightly higher west of Mississippi) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO, ILLINOIS 








Ten years 
test makes 
Star sell best 





@ STAR “Moly”* High Speed —the first 
molybdenum alloy hack saw blade — the 
only genuine “Moly”*—has been used for 
ten years on heavy duty sawing in thou- 
sands of plants and is the result of ten years 
improvement in steel, heat treatment and 
uniformity. 

Because of this head start, today’s STAR 
“Moly”* High Speed is recognized as unex- 
celled for swift sawing and long life. That's 
why you get more “defense” business when 
you sell STAR “Moly”* High Speed. Expe- 
rienced blade buyers look for its all-over 
copper metallic finish. 


INEXPERIENCED WORKERS CAN'T BREAK 
STAR Unbreakable Special 
Flexible in use in a frame. 
Yet this blade cuts and lasts 
like an all hard. Show it to 
the man with “trainee trou- 
ble.” He'll remember its all- 
over green metallic finish 
and ask for more. 


rn - 


Incorporated 


MIDDLETOWN, NEW YORK 


*T. M. Reg.—introduced and made only by Clem- 
son Bros., Inc. and affiliated companies. 


6138 
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“Carrying On” Is Theme of 
Farm-Equipment Dealer Meeting 


(Continued from page 120) 


There is, he pointed out, no ceiling 


| on custon work with leased farm 
| equipment but there is a ceiling on 
| implement rental rates under Maxi- 


mum Price Regulation 165 concern- 
ing consumer services. 

Fred B. Northrup, assistant chief, 
Agricultural Adjustment Agency,U.S. 
Department of Agriculture, said. 
“There simply isn’t any prospect of 


| having enough steel for war weapons 


and the normal amount of farm 
machinery too.” Rationing is the 
only way to make sure farm machin- 
ery gets to men most needing it, he 
stated. We have temporary rationing 
and shall soon have permanent ra- 
tioning. It is expected that steel will 
be allocated in sufficient quantity to 
produce about the same amount of 
repair parts as last year. By doing 
a good servicing job during the war, 
he stated, you can maintain good 
will with customers and keep your 
trade names before them. Perma- 
nent rationing goes into effect on or 
soon after Nov. 1. 

Roy E. Murphy, W. Burlington, 
lowa, a farmer, urged dealers to do 
their best to give farmers a lift. L. 
L. Needles, director, Division of 
War Board Services, U. S. Depart- 
ment of Agriculture and Mr. North- 
rup then conducted a discussion. 


William H. Roberts, Jr., S. L. 


| Allen & Co., Philadelphia, Pa., pres- 
ident of the Farm Equipment Insti- 


tute, welcomed dealers to a joint 
session with that organization at the 


| Edgewater Beach Hotel, where the 


latter group was holding its conven- 
tion. He said if ever we need each 
other it is now. We contribute to the 
welfare of the country and if we 
work out our problems together we 
can help this country keep going 
in its war efforts. At the joint ses- 
sion, Mr. George asked where im- 
plement dealers fit into a nation 
wholly on war production. He com- 
plimented manufacturers for efforts 
expended in Washington to get 
“quotas and allotments set at a sen- 
sible ratio to the farmers’ and deal- 
ers’ demands.” You cannot supply 
dealers with goods that are not 
made. If we dealers cannot func- 
tion from lack of income then all 
this farm equipment now in use will 
slow down in performance or lay 
idle thus materially aiding our en- 
emies. Dealers want to carry on and 
we will if our government and our 
suppliers help make it possible. 


W. C. Lassetter, vice-president 
and editor, Progressive Farmer, 
Memphis, Tenn., spoke on the sub- 
ject “Equipment Makes the Farm.” 
Federal taxation was the topic be- 
fore the joint session of F. H. Clau- 
sen, Van Brunt Mfg. Co. 

Fowler McCormick, president In- 
ternational Harvester Co., Chicago, 
Ill., said that things will never be 
the same as before Dec. 7, although 
there will be many similarities after 
this war. The post-war period will 
be prosperous for the farm machin- 
ery industry because of pent-up de- 
mand resulting from war time buy- 
ing restrictions. He said a “reason- 
able guess” is that farm debt will 
be lower than at present since 
farmers are now enjoying peak 
level incomes at a time when they 
cannot buy many articles that for- 
merly took a good sum from their 
funds. He expressed the opinion that 
the present Washington tendency to 
allow production of abundant re- 
pair parts will permit many manu- 
facturers to stay in business. He 
urged keeping farm equipment, now 
in use, in good condition. 


Prevent Increased Costs 


W. A. Neiswanger, price execu- 
tive, Machinery Branch, Price Divi- 
sion, O.P.A., said that O.P.A. must 
do all in its power to prevent in- 
creases in costs to the farmer. When 
inflation comes men turn from pro- 
duction to speculation. Somehow 
service dealers must be maintained 
to keep farm equipment in working 
order. Mr. Neiswanger, A. A. Stone. 
business specialist, Farm Equipment 
Section, Machinery Branch, O.P.A., 
K. G. Matheson, business economist, 
Farm Equipment Section, Machinery 
Branch, O.P.A. and H. S. Pringle, 
head, Industrial and Farm Machin- 
ery Section, Standards Division, 
U. S. Department of Agriculture, 
then lead adiscussion. Itwas brought 
out that rationing would cause 
dwindling of trade-ins and that 
much of the loss on trade-ins is 
when parts must be replaced under 
guarantee. Mr. Mulliken said that 
at least 954% per cent of the deal- 
ers want to observe regulations. 
The association voted that its ex- 
ecutive committee appoint a_per- 
manent committee to cooperate 
with O.P.A. 

Eric Marks, head of the Farm 
Scrap Unit, Conservation Division. 
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TIPS for ROPE 
PURCHASERS 


Here is a new way to 
stimulate business and 
hold your Hardware 
Customers throughout 
the duration — Sell 
FITLER Sisal, it is lubri- 
eX cated against internal 
Fab itece friction and is specially 
treated with a water 
preservative. 






Take care of the Manila 
Rope now in your posses- 
sion — Be sure storage con- 
ditions are satisfactory. 


Manvtacturers of Quality Rope for Over o Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


New York Chicago St. Lovis los Angeles Sen Francisco Portland 
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USEFUL HARDWARE ITEMS FOR 
ARMY-NAVY-HOME-AND ESSENTIAL NEEDS 


Here are a few items from our large and complete line of 
bright wire goods and wire fittings. Many are used in our war 
efforts. However, your jobber can take orders for shipment of 
most items in our line. Order today. 


CHAS. 0. LARSON CO. e STERLING, ILLINOIS 
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N O wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX 
Ever Ready 
Horse 
Shoe 


PHOENIX 
Toed and 
Heeled 


JUNIATA 
Short Heel 





e 
Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern. 





SWEETS 
Toe Calks 





Noiseless 


JUNIATA 
Light Mule 


Blunt 








Country Pattern 


. 


Note High 
inner Rim 





PHOENIX 
Noiseless 
Horse 
Shoe 


















Leading jobbers every- 
where distribute Phoenix 
and Juniata horse and 
mule shoes on an ées- 
tablished policy through 
regular trade channels. 


Front 
Polo 







Phoenix also manufactures Turned Heel shoes, Sport 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding 
and Slip-On Flanges, Commercial Forgings, and other 
similar items. 


——- MANUFACTURING COMPAN 


Aule Shoes and Colks 


Catasauqua, Pa., 


Joliet, Illinois, 











PHOENIX 
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Help Mechanics 
SPEED WAR JOBS 





“SUDDEN DEPTH" 


DRILL BITS 


CARBOLOY TIPPED—> 0G 


* 

That Cut 50 to 75% Faster 

In Masonry and Concrete 
PAINE "Sudden Depth” Drill Bits are doing a 
front-line job in speeding up the ~—— of an- 
chor, cable, conduit and pipe holes and routing 
for rafters. 
They're the big time and muscle savers that every 
mechanic wants to handle jobs faster. They are 
quiet in operation—hold their edge for a sur- 
prisingly large number of holes and can be used 
in any rotary drill (slow speed). 
Ask your Jobber Today—Promp? attention given 

Priority Orders. 


THE PAINE CO. 
2963 Carroll Ave., Chicago, Ill. 
Offices in Principal Cities 


‘PAINE 
Morrie 41143) 





STARRETT TOOLS 


Their quality and accuracy will continue 
to be appreciated long after procurement 
delays and difficulties are forgotten. 


THE L. S. STARRETT CO. 


W orld’s Greatest Toolmakers 
Precision Tools Dial Indicators 
Ground Flat Stock . . Hacksaws 


Metal Cutting Bandsaws Steel Tapes 
Athol * Massachusetts * U.S.A. 
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W.P.B. and R. A. Crosby, con- 
sultant for the same unit spoke on 
the National Scrap Harvest compli- 
menting the farm equipment men 
for their efforts in that direction 
but pointed out that further digging 
in is necessary to obtain more 
scrap. Next to industry the great- 
est source of scrap, in this country, 
is on farms. 

Clyde Tomlinson, Hillsboro, Tex., 
president-elect, suggested thinking, 
planning and following through as 
in the past year. He said we are 
more concerned about winning the 
war than about making profits. We 
are fighting to preserve American 
rights and are opposed by 286,000,- 
000 people trying to destroy us. 
Selfish ends must be submerged to 
strengthen the war effort. 

Officers of the National Retail 
Farm Equipment Association are: 
Clyde Tomlinson, Hillsboro, Tex., 
president; C. A. Nordlund, Auburn, 
Neb., vice-president; M. M. Smith, 
Clay Center, Kan., treasurer, and 
Paul M. Mulliken, St. Louis, ex- 
ecutive secretary. Newly elected 
directors are: C. L. Barr, Bick- 
nell, Ind.; Burl F. George, Spring 
Valley, Ill., and H. A. Page, Prairie 


du Sac, Wis. Other directors are: 
Mr. Smith; W. L. Mott, Pine 
Island, Minn.; Ben Weber, Teuto- 
polis, Ill.; L. C. Hilleman, State 
Center, Iowa; Fred Detjen, Wapa- 
koneta, Ohio; Leslie W. Sidell, 
Fowlerville, Mich., and H. L. Taylor, 
Alexandria, S. D. Advisory board 
members are: T.J. Turley, Bloom- 
ington, Ill.; R. A. Lathrop, Hope, 
N. D.; Stanley M. Sellers, Lebanon, 
Ohio; C. R. Peters, Des Moines, 
Iowa; A. A. Doerr, Larned, Kan.; 
E. C. Barton, Vermillion, S. D.; 
N. G. Bender, Sutton, Neb.; Clay- 
ton Lehman, Newton, Kan.; C., D. 
Gustafson, Thief River Falls, 
Minn.; H. S. Kerssen, Fredericks- 
burg, Iowa; H. A. Schantz, Grand 
Rapids, Mich., and J. D. Reynolds, 
Carthage, Mo. 

The Farm Equipment Institute 
elected for president, Frank Sillo- 
way, vice-president, Deere & Co., 
Moline, Ill.; chairman of the ex- 
ecutive committee, C. B. Schmidt, 
DeLaval Separator Co., Chicago, 
Ill.; first vice-president, F. H. 
Clausen, Van Brunt Mfg. Co., 
Horicon, Wis.; executive-secretary, 
Robert A. Jones, 608 South Dear- 
born St., Chicago, II. 
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tease show, which I read about 
in the paper the other day. And 
one of the young ladies didn’t 
care to take it quite so easily, 
so she went to court and fought 
the thing, with a little perfor- 
mance to emphasize her elo- 
quence. She said, “There are 
four or five million men in the 
Army fighting for American 
womanhood, ,nd I think they 
are entitled to see what they are 
fighting for.” 

So, from week to week, or 
month to month, as we have the 
opportunity, we are endeavoring 
to fit into this picture the facili- 
ties and the services of the en- 
tire hardware industry, and don’t 
let anybody get by with telling 
you that the hardware industry 
has no service to render at this 
time. It not only has, but it is 
daily keeping the war production 
of this country going by the ser- 
vice which it has been rendering 
through all these years in a mul- 
titude of detailed things with 
which you are thoroughly famil- 
iar, but of which a large per- 
centage of the country is en- 
tirely unconscious. 

There is just one thing I do 
want to bring before you which 


we are being constantly reminded 
of, and you have been reminded 
of by representatives from 
Washington; that there is one 
thing that needs desperately to 
be done, and that is the conser- 
vation of such materials as tools, 
shovels, and things of that kind 
which are being made available 
from necessary civilian activi- 
ties, but which no one has been 
able to work out any means of 
controlling so they don’t get into 
unnecessary, non-essential activi- 
ties. You realize what happens 
if the word goes around that 
there will be no more shovels. 
It is perfectly human and natural 
for the person to figure, “Well, 
I haven’t a very good shovel. I 
had better get another one,” and 
in no time flat the amount of 
shovels that have been set aside 
from the direct war production 
activity to take care of these 
civilian activities is mopped up 
and gone, and the necessary ci- 
vilian need still exists. George 
Fernley has endeavored to epito- 
mize that thing in a very ex- 
pressive phrase, “Hardware is 
vital to victory, except only 
where vitally needed.” 
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me 
Teuto- -0- COPING SAW FRAMES 
S 
— VICK LOADING CARTRIDGES 
W apa- 
Sidell WITH CARTRIDGE EJECTOR GUN 
balla © Caulk-0-Seal is a permanent seal. Holds fast. 
aylor, @ Super-plastic. Weatherproof. Does not stain, chip 
board or crack. on 
@ Saves fuel. Eliminates drafts. Prevents heat waste. 
loom- @ For inside or outside use. Does not exude oil. 
H @ Easy to apply with trouble-free Calbar Pressure Gun. 
ope, @ Caulk-0-Seal comes in Tubes, Cans, Drums, CAR- 
anon, TRIDGES. Black and 12 Colors. 
oines, 
Kan.: NEW TYPE CAULK-O-SEAL No. 24... An extra deep, finely No. VOL... A low cost VI- 
“> finished frame. Built to do today’s KING favorite with an adjustable 
; mee Vulco Fibre Cartridge Lined tone on oe. Siok: "2" flat steel ime fe"xte"; depth 
yi ept y,”. usiness-like hard- 5”. Hardwood handle. Pin end 
Clay- With Cellophane wood handle. Complete with No. blade. With these two motels in 
ie D 20H specially hardened and tem- stock, you are ready to meet a 
F; ll ; pered Whale Blade. wide demand. 
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rand renege peng. WHALE Brand Coping Saw Blades 
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nolds, is removed to re-load — | i 
Adaptable for all size CEI Bee ee . 
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titute h - <r os eae be | Pin type coping saw blades that ig TL RR EE Eee ere 
Sillo- Gans over he DSS coe - “take it’ 4.’ 7 - 
YOUR JOBBER CAN | oe oe ee eee Heavy loop end Coping Saw Blades 
Co., SUPPLY YOU | a 6” long. Polished 14” or 125”, wide, 
e ex- ‘ .022” thick—18 teeth. Also 6” long. 
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imidt, and Color Chart stant Sales Action in— thick—18 teeth. 
icago Attractive Counter 
. Displays available. WHALE AND VIKING 
_ > a BRAND HACK SAW 
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— PAINT & VARNISH CO. | coping saw 
Dear- FRAMES AND 
Mfgs. of Technical Products. BLADES @ SCREW 
2612-26 N. MARTHA ST. DRIVERS @ HAND . 
PHILADELPHIA, PA. DRILLS @ BAND @ MFG. CO., BRIDGEPORT, CONN., U.S.A. 
SAWS 
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from | 
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“GLAS 
MAIL BOX 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 






Every Purchaser a Proud Owner 
‘ Every Neighbor, Friend 
and Relative a Live Prospect. 


FEATURES 

@ Contents Are Visible 

@ Saves Time, Unnecessary Trips and 
Exposure in Bad Weather 

@ Body is Heavy Crystal Glass in 
Attractive Stippied Design 

@ Harmonizing Rust-Proofed Hardware 

@ Large Capacity, 12 in. Deep 

@ Distinctive On Any Home 


For Quick Sales and Good Profits, the ‘Visible’ Glass Mail 
Box creates and supplies an important new year ‘round 
market on a handsome, useful new Household Specialty which 
has mo competition 


“Glass Retains Its Beauty Always” 


Ocealers everywhere report increased sales. Don’t overlook this 
profitable business. Stock and display now. National adver- 
tising in leading home magazines is rapidly increasing the 
already large demand 

ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA OKLAHOMA 










Arm-and-Hammer 


Look for the 


Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination”’ Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of ‘‘Saunders” type 
cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type” the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


“ARMSTRONG BROS.” 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and Cadmium Plated. 




































Write today for Caft- 
alog C-39, showing 
the most complete line 
of Pipe Tools made. 






4 
ARMSTRONG BROS. TOOLCOMPAN: 
**The Tool Holder People'’ 

314 N. Francisco Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales 
199 Lafayette St., New York 
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The General Maximum Price Regulation 


(Continued from page 180-A) 


house expense, overall insurance, 
administrative expense, and mar- 
gin of profit are clearly indirect 
costs and should not be included 
in prime or direct cost totals. 
The only two classes of items 
which should be. included are the 
labor and materials which go 
into the actual composition of 
the finished product. Since so- 
called “factory costs” have so 
frequently been confused with 
direct costs, it may be well to 
emphasize again that although 
the materials and labor com- 
ponents of factory costs are gen- 
erally direct costs the inclusion 
of factory burden, the overhead 
of component of factory cost, is 
not permitted. This does not 
mean, however, that we do not 
recognize the existence of in- 
direct costs. The margin of sell- 
ing price over cost which is 
transferred to the direct cost of 
the new article to arrive at its 
maximum price according to the 
formula takes cognizance of 
these indirect cost factors. 

Unit costs for the purposes of 
the regulation are required to be 
computed solely on the basis of 
direct labor and materials costs 
for the following reasons. By so 
doing the accounting complexi- 
ties attendant on any attempt to 
allocate indirect costs are avoid- 
ed. It also eliminates the varia- 
tion in unit costs which curtail- 
ment orders, and other distur- 
bances which reduce output, 
might cause if indirect costs 
were included in the calculation 
of unit costs. 

There have been certain in- 
stances in which price reports 
have been received which did not 
contain sufficient cost informa- 
tion for an informed appraisal as 
to the correctness of the price de- 
termined. When manufacturers 
fail to submit detailed cost 
breakdowns in their price re- 
ports, it is not possible for our 
commodity specialists to ascer- 
tain whether or not the prices re- 
ported have been correctly de- 
termined and some delay is oc- 
casioned thereby owing to the 
necessity to write back and ask 
for the necessary detail. Merely 
to report cost totals for direct 
labor and direct materials is not 
enough; a complete breakdown of 
these two totals is essential in 
order that it will be apparent 


just how these totals were ob- 
tained. The breakdown on mate- 
rials should include a list and 
description of each material used 
in the finished product; the 
highest March, 1942 replacement 
costs per pound, per foot, etc., 
for each material; and the quan- 
tity and cost at March replace- 
ment rates of each material used 
per unit of the finished products. 
The breakdown of direct labor 
costs should include a list of the 
major labor operations involved; 
the highest March, 1942 wage 
rates per hour, per day, etc., for 
cach major labor operation; and 
the direct cost for each major op- 
eration per unit of the finished 
products. This information 
should be filed for the original 
articles of method two, the origi- 
nal articles of method three and 
in any case for the article or ar- 
ticles being priced. 


Checklists Prepared 


To facilitate complete filing of 
these reports and to provide 
manufacturers with a standard 
procedure to follow, checklists of 
the minimum information re- 
quired have been prepared and 
are now being printed. These 
checklists will be ready for dis- 
tribution within the very near 
future. If they are closely fol- 
lowed and if care is exercised in 
computing March replacement 
costs per unit much of the need- 
less delay occasioned by follow-up 
correspondence will be avoided. 

Let me dispel the erroneous 
impression held by some manu- 
facturers that maximum prices 
involved in sales to the United 
States government need not be 
reported under MPR 188. This 
is not true at all. Prices in- 
volved in sales to the govern- 
ment are subject to the same re- 
porting provisions which apply 
to the prices involved in sales to 
civilians. 

With respect to reporting the 
maximum prices which were de- 
termined under the General 
Maximum Price Regulation, let 
me urge you in your own in- 
terests to file these prices im- 
mediately in the event that 
through an oversight you have 
failed to comply with that re- 
quirement to date. Some manu- 
facturers seem not to have been 
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OLE TIMER SEZ: War or No War! 
ob- u . . w | 
penal How long will it take me to get to town? ROGERS CARRIES ON 

. w 
_ How fast are you going to walk? With Exclusive Hardware Jobber Policy 
ise 
the During these strenuous days we are doing our utmost to 
rent supply our customers with Rogers liquid fish glue as rapidly 
ote. as possible ... and we are abiding by our exclusive policy 

f of offering the hardware trade absolute protection by not 
lan- - 
ace- In Egg Beaters, the selling to chain store groups, group buyers and maii order 
aed factors that “get you houses. In fact, be- 

a cause of the excel- ° 
me there” are SPEED | phecmnenstion dias An Apology and a Promise 
\bor | ve suff delay in ob- 
the plus SMOOTH- a keys a z nies ‘ar Tiguid. fish ‘on 8 & 

. , resu of our sfric because Uncle Sam is the man ahead 
ed ; NESS. Edlund Beat- | hardware trade of you. . . we know that you won't 
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for ers have both... P Y we are ex- assure you that we are doing our ut- 
and BF ge einygerd tee 
op- plus a real profit for your benefit, and rapidly as possible. Please bear with 
| - - « WE ARE NOT us in this respect . . . we expect that 
os factor for the dealer. ADVANCING OUR you will receive your shipments 
10n promptly. 
ail PRICES! ° 
igi- Phone Your Jobber for Free Project Sheets) 

_ USE ROGERS LIQUID FISH GLUE 

ASK YOUR | all 
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fs FLETCHER GLASS CUTTERS | 


BRING YOU ADDED PROFIT 


I f C 








K. PORTER, Inc. 
EVERETT, MASS 


The unusual FLETCHER dis- 


play package is printed in four colors. 
Each package contains one dozen 
individually cartoned “Gold Tip” 
Glass Cutters. 


yply 
3 to 


the 
When placed in rominent 
P bn? SEND FOR CATA- 


de- 
oral space on your counter, it will attract LOG giving valuable 
i i i t time 
let attention and create sales for you. pre ge eye ns ae 
in- The dozen will melt away quickly, ing two-hand portable 
. > ‘ - zs metal cutters. 
im- leaving you a nice profit. Try it! oe 
hat | every available machine 
and every available 
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he “THE FLETCHER, TERRY CO., Forestville, Conn. is'"sze: iri 
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Keeping the Eagle 
In Fighting Trim! 


Yes. right now, we’re busy 
nelping to keep the Eagle in 
fighting trim. Naturally, this 
affects deliveries to our hard- 
ware friends. But we know 
they are as anxious for 
Victory as we—and that, to- 
gether, we can work out the 
problem of dealer supply. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


“BROGKS HOOKS” 


Satisfied Users a 
Source of **Repeat”’ 
Business 


Your customers can save time, money 
and labor by moving things with Fair- 
banks Hand and Platform Trucks. 

They’re smoother running, easier to 
handle, less fatiguing and last years 
longer. 

Fairbanks Hand Trucks, for instance, 
are practically indestructible because 
the seasoned hard Oak, full-length 
handles are protected from wear .. . 
and other parts subject to excessive 
wear can be replaced easily and inex- 
pensively, 

Crossbars are set flush on top of the 
wooden frame—no mortises to weaken 
the frame. Handles cannot 
work loose as they are 
part of the frame. Nose 
iron can be replaced by 
removing only six bolts. 


Write for Catalog No. 51- 
52 and price list. 


THE FAIRBANKS 
COMPANY 
400 Lafayette St., New York, N. Y. 


Boston, Mass., Pittsburgh, Pa. 
Distributors in Principal Cities 


PIG 
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aware that Section 1499.153 of 
MPR 188 requires manufactur- 
ers of a specified list of products 
listed in the appendix to report 
all the maximum prices deter- 
mined under the General Maxi- 
mum Price Regulation unless 
they have already reported such 
prices to O.P.A. This should be 
done whether or not the pro- 
visions of the General Regula- 
tion required such reports. 

The logic of this requirement 
is simple and is readily apparent 
if one but reflects for a moment 
on the fact that Regulation 188 
provides for the pricing of new 
commodities by reference to com- 
modities whose prices have al- 
ready been determined under the 
General Maximum Price Regula- 
tion. It is obvious that if no re- 
ports of these prices were re- 
quired there would be no way of 
eliminating the cumulative error 
which would result from pricing 
a new article by reference to a 
wrongly determined maximum 
price on a comparable article. In 
order that any such errors in 
pricing may be caught before 
they are perpetuated in maxi- 
mum: prices for new articles, it 
is necessary that all manufac- 
turers report all maximum prices 
determined under the General 
Maximum Price Regulation im- 
mediately. Such reports should 
include a description of the ar- 
ticle and its price, a statement 
as to how the price was arrived 
at with a reference to the ap- 
plicable section of the General 
Regulation, and a full descrip- 
tion of the similar items. 

Now to sum up, I have review- 


ed reasons which led to the is- 
suance of Maximum Price Regu- 
lation No. 188 and outlined the 
four pricing methods this regu- 
lation provides. Then in addi- 
tion I have tried to indicate a 
few points around which some 
little misunderstanding seems to 
have arisen in the minds of a 
few of the manufacturers cov- 
ered by the Regulation. Let me 
enumerate these points again. 
(1) Some manufacturers have 
not been using March replace- 
ment costs correctly in comput- 
ing their costs. (2) Occasionally 
manufacturers have made the 
mistake of including items of in- 
direct cost in their direct cost to- 
tals. (3) Certain of the price re- 
ports received have not contained 
a sufficiently detailed breakdown 
of direct labor and materials 
costs. The two additional points 
made were first that the prices 
involved in government sales 
must be reported as well as those 
involved in sales to civilians; and 
second that all of the maximum 
prices determined under the 
GMPR prior to Aug. 1 must be 
reported. This was necessary in 
order that any previously exist- 
ing pricing errors would not be 
perpetuated in the maximum 
prices of the new articles. 

To date, I feel that we have 
been reasonably successful in ob- 
taining understanding and ac- 
ceptance from those whose prices 
have been fixed. This may be be- 
cause we have been in that easy 
stage in which business profits 
have been large enough to heal 
many wounds. 





Industrial Concentration 
(Continued from page 108-D) 


the cooperation we get from the 
industries themselves. 

Now let me say something 
about the second question I have 
anticipated. “Will we, the hard- 
ware manufacturers, be singled 
out for concentration?” I can’t 
answer that one directly because 
no decision has been made by the 
War Production Board commit- 
tee on concentration of produc- 
tion. I shall merely say that 
there is a possibility. 

In the first place, it is my un- 
derstanding that most of your 
plants are at least partially con- 
vertible to war work. Many of 
you are presently producing spe- 


cial items for the Army and 
Navy in addition to the hardware 
going into the construction of 
defense plants and _ housing, 
which we call indirect war work. 
It is primarily this construction 
work which has kept you busy 
during the last year. But there 
are going to be some changes. 
Construction is going to take a 
turn downward before long, and 
the requirements for most types 
of hardware are going to de- 
crease. Steel, the life blood of 
your industry, is a scarce com- 
modity and when all the demands 
for steel for direct war produc- 
tion are added up, there isn’t 
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OVER SIX 
MILLION! 





1 ANNUAL SALES NOW OVER | 
TWO AND ONE-HALF MILLION 


Proof that “‘Nee-Action’’ Peelers are 
Quality products with custemer appeal. 


For more profits and larger 
dollar volume,, give feature 
display space to the Combina- 
tion Peeler and Green Bean 
Slicer. An outstanding value 
at 25c—Nation-wide promotion 
and demonstration have cre- 
ated real consumer demand. 
On beautiful new four-color 
lithographed card. 





BOTH "NEE-ACTION" PEELERS ARE DOUBLE EDGED—CUT BOTH 
WAYS IN A NATURAL KNIFE LIKE MANNER—EASY TO US58 
EITHER RIGHT OR LEFT HANDED. POINT OF BLADE IS 
SHARPENED FOR EASY REMOVAL OF EYES AND BAD SPOTS. 





#3 4‘'Nee-Action"’ Peeler — The 
largest selling peeler in the 
world. On beautiful new three- 
color lithographed card. Re- 
tailing at 10c. 








PROMPT DELIVERIES ASSURED 


See your jobber or write direct. 


M & M MANUFACTURING CO. 
732 N. MORGAN ST. CHICAGO, ILL. 











from Youngster 
to Marine 


Keeping ° em Fit on BATTLESHIPS 


We kept them fit as youngsters—now 
we're keeping them fit on Uncle Sam’s 
Battleships. 

To our Soldiers—Sailors—Marines 
and millions of American Youths, the 
name “CHICAGO” on Roller Skates 
remains a symbol of outstanding serv- 
ice in JOY, HEALTH and PHYSICAL 
FITNESS. 


SLyIN 


“CHICAGO” Roller Skates—our engineers and technical 
experts, yes our entire manufacturing facilities with many 
hundreds of loyal “CHICAGO” workers—are now 100% 
in defense work and proud to serve Uncle Sam. 


CHICAGO ROLLER SKATE CO. 


Quality Roller Skates for Over 40 Years 
4456 West Lake Street Chicago, Illinois 
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BOMMER 


SPRING HINCES 


ARE THE BEST 


ESTABLISHED 1876 





66 Years of Bommer Experience, 

Bommer Facilities and Bommer 

Spring Hinges Help to Swing the 
Tide to Victory. 


TRADE MARK 


BOMMER 








Double Action 
Standard Type No. 29 


BOMMER SPRING HINGE CO., BROOKLYN, N.Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 


Single Action 
Standard Type No. 0 




















END DAMP AIR with "DRI-AIR™ 


Stop Condensation — Mo!d — Rust ! 


DRI-AIR Powder in new designed DRI-AIR Units (made from unrestricted mate- 
rials) absorbs excess moisture from air in basements, storerooms, vaults, ete. 
Protects furnishings, equipment, food supplies, against mildew and corrosion. Kills 
musty odors! 


COMMERCIAL DRI-AIR UNIT HOME STYLE DRI-AIR UNIT 


* Suspended bag holds 10 Ibs. of * Sturdily constructed of special treated 
DRI-AIR Powder, enough for 1,000 to wood. Walnut finish. Has built-in 
1,200 cu. ft. area. Unit is made of basin for collecting drippings, and 
special treated wood, attractively comes equipped with twin mesh bags 
painted. Place your bucket or pan un- that hold 10 Ibs. of = AIR Powder, 
der bag to catch drippings. Retail enough for 1,000 to eu. ft. area. 
price $3.75 f.0.b. Chicago. Retail price $4.70, AA 4 “euhsea. 


10 Ib. bag of DRI-AIR Powder 80¢ 


_TAMMS SILICA CO. 228N. LaSalle St. Chicago, Ill. 
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A REPAIR & RESURFACING 
COMPOUND FOR 
ALL SURFACES 





READY - MIxED, READY TO USE, 
EAsy To APPLY 


Greater compressive strength than concrete 
. and it's resilient . LEV-L-FLOR stands 
up under the heaviest loads without cracking 
Jf r breaking out Requires nc st me 
taking preparing hipping or sitting out of 
the old surface . .. no skilled labor. Applied 
at the end of a day, ordinarily ready for heavy 
service next morning. For use on wood, stone 
concrete tile composition, surfaces. 
Bonds to any surface. 
LEV-L-FLOR assures a smooth, good-looking 
surface! Fireproof . . . Waterproof . . . Slip- 
proof .. . Sparkproof . . . Dustproof .. . 
Decay Proof .. . Weatherproof .. . Acid- and 
Alkali Proof Economical, toc Packed in 
quart, | ga 5 gal., and 55-gal. containers 


Write today for Circular H.A. 


JOBBERS — LEV-L-FLOR is a useful 
jobbing item. Write for full details. 





much left for anything but the 
most essential civilian or indirect 
military requirements. Those of 
you who manage to get deep in- 
to direct war work need least 
to fear curtailed hardware pro- 
duction or possible concentra- 
tion. Those of you who have 
plants which are not tooled to 


| do war work generally would be 


Central Paint & Varnish Works | 


Brooklyn 

















Every User Recommends It— 


Every mar who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
ean stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 


New York | 


will stretch plain, twisted, barbed, woven | 


wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 


ranted not to slip. Also ideal for tight- | 


ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also Folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 





favored by a possible concentra- 
tion program for your industry. 

You have all heard of the man- 
power shortage and I know that 
some of you have personally 
faced its consequences, because 
you are located in so-called tight 
labor areas. Depending upon the 
type of work you are doing, you 
will be helped or hindered by a 


possible concentration program. 

I have no idea of what impor- 
tance the power and transporta- 
tion factors will play in the con- 
sideration of your industry. You 
probably know the answers. At 
any rate, before any positive ac- 
tion may be taken to concentrate 
hardware production you or 
your representatives will be 
given ample opportunity to offer 
criticism and suggestions. Your 
point of contact with the War 
Production Board is the industry 
branch which deals with your 
production problems, and your 
cooperation with the branch will 
hasten the day when we can say 
we have reached the goal of max- 
imum efficiency in production. 








OFFICERS 
of the 


NATIONAL ASSOCIATION of 
SHEET METAL DISTRIBUTORS 


Elected at Chicago, Ill., Oct. 20, 1942 


President 
Eugene Foley, Bayonne Steel Products Co. 


Vice-Presidents 


H. E. Usinger, Berger Bros. Co. 
Bruce Haines, E. E. Souther Iron Co. 


Secretary-Treasurer 
Thomas A. Fernley, Jr. 


Advisory Secretary-Treasurer 
George A. Fernley 


' Executive Committee 

1942-1945 

Arthur M. Vorys, Vorys Bros., Inc. 

H. B. Thompson, Conklin Tin Plate & Metal Co. 
1941-1944 

Henry A. Hoeynck, Shapleigh Hardware Co. 

Wm. A. Vernier, Superior Safety Furnace Pipe Co. 
1940-1943 

James G. Beard, Braden Mfg. Co., Inc. 

O. F. Murphy, Lyon, Conklin & Co., Inc. 


Advisory Board 
Composed of Former Presidents 
O. Schoedinger, F. O. Schoedinger. 


F. 
A. W. Howe, The J. M. & L. A. Osborn Co. 
A. J. Becker, Ohio Valley Hdw. & Rfg. Co. 
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DOOR BOLTS 





NO. 12-00-0 STEEL BARREL BOLTS 


A rugged door bolt of good appearance 
and smooth action. In all government 
specified finishes. Sizes: 2%”, 3”, 4”, 
5”, and 6”. Packed one dozen in a box 
with screws. 


No. 26-00-0 HALF ROUND 
SURFACE BOLTS 


ee HI 


A well-designed bolt of extra-sturdy 
construction. Meets Federal Specifica- 
tion FF-H-111 Type 1060 and 1060A. 
Wrought steel. Sines: 3", &, @, 
9”, and 12”. 

Each bolt furnished with angle strike 
(2” x 54”) and universal strike (1%” x 
1%”). 

JOBBERS' NOTE— 


We still have good stocks of many items on which 
production is now restricted. We suggest you 


order any items desired from our regular catalog, 
and we will fill your lists as completely as 
possible. 


THE Ce [yelby 


CC SPRING HINGE Co. 
SHELBY, OHIO 








YEAR ‘ROUND SALES 


with Eagle Galvanized Cans! 





Seasons come and seasons go, but 
Eagle ‘“Handy-Grip” Cans are 
always in demand. They are ideal 
for filling oil burning heaters or 
tractors. The “Handy-Grip” can 
unscrews easily by hand. Triple 
lock body seams prevent leakage. 
Oil cans decorated blue. Gasoline 
cans enameled all red and sten- 
cilled gasoline. 

Important—We are cooperating with 
the War Production Board. Priority 
orders are filled first. If your order is 


delayed it will be because of conditions 
beyond our control. 


Ask your jobber or write 


EAGLE MANUFACTURING CO. 


Dept. 9102 Wellsburg, West Virginia 
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The Distribution 
of Iron and Steel 
Products 


(Continued from page 108-H) 


restriction which was incorpo- 
rated in Amendment No. 6. In- 
stead of limiting you on your 
maintenance and repair sales be- 
low A-1 to 5 per cent of the 
quota, the new amendment will 
say something like this: that you 
may deliver below AA-5 for 
maintenance and repair work 
either 5 per cent of your quota 
or 150 tons per quarter, which- 
ever is the greater. Obviously, 
therefore, a man whose quota for 
the quarter is 135 tons could de- 
liver the entire quantity for 
maintenance and repair work. 
That, we think, will help the 
rural distributor who serves 
primarily the farm trade whose 
business is largely of that char- 
acter. 


In the old warehouse order 
pipe below 3% inches o.d. could 
be delivered without a rating. 
That is now changed. Pipe may 
not be sold without a rating of 
at least A-10 or better. Pressure 
tubing and wire rope under the 
new order may be sold on a rat- 
ing of A-10, whereas previously 
an A-1 or better was required. 

The paragraph which permits 
a warehouse to deliver nails, bale 
ties, and so forth, on lower rated 
or unrated orders, has been 
changed to be more restrictive, 
and it says that you may deliver 
those products, including well 
casings, by the way, on lower 
rated or unrated orders for 
maintenance and repair purposes 
only, except as restricted by any 
order of the Director General for 
Operation. We say that deliber- 
ately because M-126, for ex- 
ample, limits the use of steel in 
certain types of applications. We 
don’t want the warehouse to be 
obtaining steel under a prefer- 
ence rating, and then sell that 
material to someone who won’t 
ordinarily get it under an M-126. 
Furthermore, as I pointed out 
earlier, the use of these products 
is restricted to maintenance and 
repair work. I might say, how- 
ever, that we have exempted 
nails, staples and bale ties be- 
cause the natural market for that 














PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 


os Off : 
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EMBURY 


AIR PILOT 


Raise your sales sights when you stock 
the Air Pilot. It's the modern lantern 
that appeals to modern farmers, 
sportsmen and city folks who want a 
lantern handy for every emergency. 
Burns better and longer. Air Flow 
Combustion. Aero-Dome sheds rain. 
. Everything to make it sell fast. 















Embury Mfg.Co.,Warsaw,N.Y. 












Are you getting 


YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 
BUSINESS? 


One thing is certain in these 








uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live’’ prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, % im. tip) from the line of 
DRAKE Industrial Soldering Irons. 


ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 













SEND US YOUR 
INQUIRIES 


rence and 
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* Stewart Chain 
> Link Wire Fences 
are built to meet all 
requirements from 
low lawn types to 
high _ industrial 
fence with barbed 
wire overhang ar- 
rangement. 


























CHAINLINK 
FACTORY FENCE 
Other Stewart a 
Products, Wire *%| 
Window Guards. =A) 


Wire Mesh Par- di 
titions. Steel Fold- (MAA) 






















ery Guards. Chairs € 
Settees, etc. 






Send Stewart your inquires for fence, 
_ gates, and all types of metal specialties. 
Literature is available on all Stewart 
products. When writing please mention 
literature in which you are interested. 


THE STEWART IRON WORKS CO., INC. 
937 Stewart Block. Cincinnati, Ole 
Fence Butiders to America Since 1886 





IRON 





is not 100 per cent maintenance 
and repair. 

The carload provision of 40,- 
000 pounds is retained in this or- 
der, and, in addition, a new para- 
graph is substituted wherein we 
try to recognize that the essen- 
tial character of the warehouse 
business is small orders which 
are not practical for a mill to 
handle. There is obviously no 
point in shipping steel to ware- 
houses and have a car come in 
with a couple of sizes and have 
one of your good customers come 
in the next morning with an or- 
der which would take the entire 
amount. So in the new ware- 
house Amendment No. 7 a pro- 
vision is incorporated which en- 
titles the warehouse to refer any 
order for more than 8000 pounds 
for size to the War Production 
Board for relief, if such relief 
is necessary. 


I want to spend about two 
minutes to tell you a little bit 
about the Steel Recovery Cor- 
poration and the nature of its 
work. There is organized in 
Pittsburgh a government corpo- 
ration known as the Steel Re- 
covery Corporation. 

Affiliated with the War Pro- 
duction Board there was estab- 
lished an office in Pittsburgh the 
work of which is essentially di- 
vided into two parts. On the one 
hand, you have the Materials Re- 
distribution Branch of the War 
Production Board represented, 
and on the other hand, the Iron 
and Steel Branch of the War 
Production Board is represented. 

The Steel Recovery Corpora- 
tion is a corporation not a part 
of the War Production Board, 
but as an ‘auxiliary to this 
tremendous problem of reclaim- 
ing usable material and directing 
it back into war work. There is 
no accurate estimate of the ton- 
nage that will be available, but 
it is expected that it will exceed 
100,000 tons by a very comfort- 
able margin. 

The Materials Redistribution 
Branch has the problem of con- 
tacting the holder of the stock; 
of tabulating the available mate- 
rial; and if necessary, of estab- 
lishing a proper government 
price for the material in the 
event the holder does not wish to 
sell it. The power of requisi- 
tions has been vested in the War 
Production Board, and if the 
necessity arises, that action can 
be taken. 

After the material has been 





classified, it is referred to the 
Iron and Steel Branch for redis- 
tribution to war contractors. 

A number of you have already 
received your first questionnaire 
that was sent out to every known 
consumer or buyer of steel, and 
you were asked to indicate what 
products you had in stock—a 
very brief questionnaire, and one 
which was not too detailed. 
Based on the returns from that 
questionnaire, they intend to 
make up a mailing list by prod- 
ucts, and the survey of available 
material will be handled on a 
product basis. I believe the first 
one they intend to work on is 
stainless steel. From that we 
will go to structural shapes, and 


so on, down the list. I expect’ 


that a very large quantity of 
usable material will be reclaimed 
for war work through the efforts 
of this organization in Pitts- 
burgh. 

The Steel Recovery Corpora- 
tion comes into the picture when 
it is necessary to buy material 
that now has storage and other 
charges accumulated against it 
which would preclude its pur- 
chase by a private enterprise, 
and by running it through the 
Steel Recovery Corporation, the 
government can absorb the loss 
and thus reclaim the material for 
war work. 

One other point I want to 
touch on. Up until this time the 
War Production Board has not 
required a report from distribu- 
tors handling Schedule B prod- 
ucts. We have done that de- 
liberately because we felt the 
numbers were too large, and in 
the second place, that a great 
many of the distributors did not 
have records of a type which 
would facilitate the compiling of 
such a report. The further we 
get into this problem, however, 
the more difficult it becomes to 
obtain any steel unless you can 
tell exactly what it is going to be 
used for. I think, therefore, 
that by the first of the year, the 
larger distributors of Schedule 
B products may be asked to re- 
port once a quarter on the dis- 
tribution of the material which 
they receive. The form to be 
used is now being drawn up. It 
is comparable in many respects 
to Form PD-83, with which a 
number of you are already famii- 
iar. 
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Established 


“Use Brushes of Merit” 


“UNITED” 


FOR 


VICTORY 
Buy U. S. WAR BONDS 


<OUBM> UNITED BRUSH MANUFACTORIES 





“‘UNITED BRUSHES’’ 


FOR PAINTING 
AND DECORATING 






























*THIS TIME-PROVED - 


LINE MEANS GREATER 
SALES FOR YOU... 


Boost your profits by featuring these long-wearing, easy scour- 
ing, light draft Star Shares! For 69 years they have been 
helping farmers cut plowing costs; they'll save time, work, 
and money for your customers, too. Patterns are available for | 
practically all plows, listers, middlebreakers in No. 1 soft cen- 
ter or No. 2 crucible steel of the highest quality obtainable. sparta 0. Shenties eaus Pehabe tentieen ... . ten. 0 Salina aes teh 


Send today for catalog and trade prices. Remember: every . .. an inexpensive set of doors and hardware for openings 8’ 


° ; - eae wide and 7’ high, that meets the specifications of the WPB critical 
Star Share is fully guaranteed as to quality, fit, and finish! list for Defense Housing. Doors are of laminated fir, toxic-treated 
for weather resistance. Hardware includes 3 pair Hinges, Latch, 
Foot and Chain Bolts, Pull, and all necessary screws. Door can be 


Sr) padlocked from the inside or outside. Write today for further in- 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO FRAN i yf 


Geuarastecd BUILDWARE 





FRANTZ 
MANUFACTURING CO. 


STERLING, ILLINOIS 


CARPENTERSVILLE, ILLINOIS, U.S.A. 


ESTABLISHED 1873 





THE NAME SILVER LAKE stampep on Every FooT 
@ PACKED IN CARTONS e 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
4 CDODYSTONE 


PELHAM 


, Mill Chatt: 1 a OF NUCORD 
SILVER LAKE C0. f Mi 99 Casual a. BENCAL 
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RANSON 


oT 07. Et 


Health Scales 
* 
Utility Seales 
e 
Narsery Scales 
® 
Postal Scales 
e 


Hanging 
Balance Types 





ARMSTRONG 


Wess 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 


dling and card-end loss - every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt.Lacing is applied 
with a hammer. Comes in 8 sizes, 


in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 


—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 


5348 Northwest Highway, Chicago, U.S.A. 
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Report of A.H.M.A. Secretary 


Charles F. Rockwell 


ie American 


| Hardware Manufacturers As- 
| sociation is a trade associa- 


tion, but not in the common 
conception of the term. That 
conception envisions a group of 


| producers engaged in the fabri- 


| most exclusively to 


cation of specific and closely 
related products, the functions 
of the group being confined al- 
research 
and statistical work in connec- 


| tion with the industry they rep- 


resent. Because a prime incen- 
tive for membership in the 
American Hardware Manufac- 
turers Association is the per- 
sonal contact with the whole- 
sale distributors of the country 
which our convention system af- 
fords, our membership is com- 
posed of cross-sections of very 


| many wholly unrelated indus- 
| tries. Most members, if not all, 


are identified with one or more 
independent specific industrial 
organizations. Very generally, 
members are also _ identified 
with local or state organiza- 
tions especially interested in 
legislation. Obviously, there- 
fore, the field of this organiza- 





C. F. ROCKWELL 


Secretary-Treasurer 


tion, although of long demon- 
strated value, is not boundless. 

The benefits which have ac- 
crued to members and the con- 
tinued strength and success of 
our organization have been 
maintained through these many 
years by recognition of this fact 
and consequent close adherence 
to the specific purposes for 
which the Association was or- 
ganized. As repeatedly set 
forth, these purposes were: To 





A.H.M.A. EXECUTIVE COMMITTEE 








HAROLD G. PHILLIP ROGERS STANLEY 
INGERSOLL Millers Falls Co. WOODWARD 
Ingersoll Steel & The Ruberoid Co. 

Disc Co. 
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NOW! 


ILLINOIS 





ALL FROM ONE FACTORY 


ONE SHIPMENT—FULL FREIGHT ALLOWED ON SHIPMENTS OF 100 LBS. 


Floor, Window and Counter Brushes—Feather Dusters—Ostrich Dusters—Wool and Wool Wall Dusters—Janitor Dust 
Mops—Squeegees and other miscellaneous cleaning items. 


Write At Once for Catalog and Price List- 


DUSTER 


1926-1944 WEBSTER AVE.. 





AND BRUSH CO. 


CHICAGO 








Senbteabandnn 


cloth of countless uses. Wr folabminloigeh gelas 


Ni Tolalolol ao MIP 4M 21 a-San Qlola-SiV1 NY 


Copper bearing stee 


ole lh Jolalp 4-z¢) 
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Hoppe’s No. 9 Always 
Delivers - All ways 


Hoppe’s No. 9 Solvent cleans guns thoroughly. 
Gives users complete satisfaction. Gives retail 
dealers fast and steady turnover plus full 
profit. Gives wholesalers who job it definite 
security as to capital invested, profits 
and steady, ready demand. Are you 


handling THIS ESSENTIAL? 


FRANK A. HOPPE, Inc. 
2314A North 8th Si., Philadelphia, Pa. 
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Southington Wood Screws, Drive Screws 
heads in the most called for types. Send 
THE SOUTHINGTON 


SOUTHINGTON 
For Wood or Metal 

Since 1867 the name Southington has 

and Sheet Metal Screws are in constant 

demand because of their superior quality. 

for Catalog which illustrates and de- 
HDWE.MFG.COMPANY 
17 SOUTHINGTON, CONN. ix; 


stood for dependable value in hardware. 
All standard sizes with various styles of 
scribes the entire line. 

















TODAY- Making Tools for 
VICTORY@ 


But Planning ~~ 
Now For | . 
| Tomorrow's s 


aaaar 


Peace Ne 
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A popular buy-word 


National 


HARDWARE 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 


National Manufacturing 
Company 
STERLING - - - ILLINOIS 























STP Ae el 


No More Darrage from Condensation 
or Sweating Pipes, Tanks, Watrr So.t- 
eners, Walls, Ceilings and Air Ducts 


“Id A SURE CURE 


This sensational plastic cork coating is 
easily applied with brush, trowel or 
spray to metal, concrete, brick, wood 
or plaster. Insulates and prolongs life of 
pipe and other metal by preventing rust. 
Produces a permanent stucco-like fin- 
ish that requires no maintenance. 

A gallon covers about 30 feet of 1” O.D. 
pipe. NoDrip comes in 1, 5 and 55 gal- 
lon drums. 







Nationally adver- | 
tised. Demand is ' 
growing rapidly with | 
good profits for 7 
dealers. 
Immediate Shipment. 
Order from your Job- 
ber or write for cir- 


cular and local Sales 
Helps. 


J. W.MORTELL CO. 


Technical Coatings Since 1895 
508 Burch St. « Kankakee, I. 
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promote cordial relations with 
distributors and among manu- 
facturers; by legitimate coop- 
eration to assist in the solu- 
tion of common trade problems, 
and in general to devote its 
influence and activities toward 
improvement of merchandising 
methods of the hardware field. 

But now, with the whole 
world at war, and the future of 
our country at stake, these 
peace-time aims are completely 
subordinated to every possible 
effort to hasten the _ victory 
which must be ours. Therefore, 
this war-time convention. 

In June of this year, Joseph 
B. Eastman, director, Office of 
Defense Transportation, issued 
what was virtually a proclama- 
tion requesting that conventions 
be deferred for the duration, to 
lighten the burden on trans- 
portation facilities, and thus ac- 
celerate the movement of troops 
and essential material. This re- 
quest was at first regarded 
practically as an order, but later 
realization of the vital im- 
portance of the council-table to 
businessmen in time of war led 
to modification of Mr. East- 
man’s attitude and it became 
understood that there would be 
no ban on industrial conven- 
tions “where the main purpose 
of the meetings was to help 
overcome War problems through 
joint discussion.” 


War Problems 


To comply literally not only 
with the letter but the spirit of 
governmental desire, the gov- 
erning boards of the American 
Hardware Manufacturers As- 
sociation voted unanimously 
that this joint convention should 
concentrate completely upon 
problems arising from the war 
effort, and the large and thor- 
oughly representative group 
here assembled is indicative of 
the wisdom of that action, and 
an assurance that similar meet- 
ings in the future will be wel- 
comed not only by the industry, 
but by our Government as well. 

But some day hostilities will 
cease, and like the armed forces, 
we soldiers of production and 
distribution will demobilize and 


the battle of reconstruction 
will begin. Social and economic 
problems will supersede the 


problems of military strategy, 
but will be none the less vital 








A.H.M.A. Vice-president 
J. S. TOMAJAN 
The Washburn Co. 


for the nation and will try the 
soul of man. “In unity there is 
strength” and with the ever- 
loyal support of its members, 
your organization will continue 
its 40-year record of accomplish- 
ment in peace, depression, war 
and the new peace. 

The high quality and numeri- 
cal strength of the membership 
are indicated by the roster pub- 
lished as a part of the formal 
convention program. Since my 
last report, we have added the 
following new members: 

American Logging Tool Co., 
Evart, Mich. 

Century Metalcraft Corp., 
Chicago, II]. 

Hill-Shaw Company, Chicago, 
Ill. 

McGill Metal 
Marengo, Ill. 

Clayton Mark & Co., Evans- 
ton, Ill. 

Milwaukee Stamping Co., Mil- 
waukee, Wis. 

J. W. Mortell Co., Kankakee, 
Til. 

Plastic & Die Cast Products 
Corp., Los Angeles, Calif. 

John A. Roebling’s Sons Co., 
Trenton, N. J. 

Rubberset Co., Newark, N. J. 


Products Co., 


Solventol Chemical Products, 
Inc., Detroit, Mich. 
Sydney-Thomas Corp., Cin- 


cinnati, Ohio. 
Arrco Playing Card Co., 
cago, IIl. 


Chi- 


The Forsberg Mfg. Co., 
Bridgeport, Conn. 
G. W. Onthank Co., Des 
Moines, Ia. 
HARDWARE AGE 

















Seymour Smitx 





snap Gv’ Praner 


Easiest Cutting Pruner Made aso: 


Hedge Shears 

Tree Pruners 

Grass Shears 
Lopping Shears 





Thin, keen blade — easily cuts 34’ greenwood, twigs, even 
twine. Won’t pinch or blister hands. Preferred by women — 
demanded by all pruning experts. In handsome display car- 
ton with hardwood sticks to prove its cutting action. 


SEYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 
Specialists in Garden Shears for Three Quarters of a Century 


ADDITIONAL 
NEW BUSINESS 


FOR YOU 
™ and 
Profitable, 
Too! 





Oxide Finish 






Distributors 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 
565 W. Wash. Bivd., Chicago 











WE BOW TO THE 


Government's 
“Trade Mark” 


. . Cabinet and pattern 
makers have long respec- 
ted the PROMCO " but- 













ton” as a symbol of the r) 
most versatile augur bit... o WAXED BAGS 
the Forstner. We have Pg SANETTE 
long given this trade mark o 
the honored place of Now everyone must These moisture-resist- 
in our advertising o look on the Govern- ant waxed bags are 
aeaeeamenias o mate's suena” abe for use in the inner pail 
9 . symbol of the best possible £ all st on cans 
e place to put extra money. In of all step 
e recognition of the necessity for ° k h 
¢ continuing increases in the pur- They save wrapping refuse, eep the 
7 chase of War Bonds and Stamps... inner pail clean, prevent refuse odors and 
¥ and as another move by the makers prolong the life of the pail. 
of the Forstner Bit to help win the 
war... the Government “trade Is it any wonder housewives are using 
mark” will hold the place of honor more Sanette Waxed Bags than ever be- 
in our advertising, for the duration Sonal 











Feature Sanette Waxed Bags and you 


The PROGRESSIVE MEG. CO Sioa eeneeeeenannes 


pe eR! Oe eee EC TI CUFT MASTER METAL PRODUCTS, INC., Buffalo, N. Y. 








World’s Standard for Half a Century CARPENTERS WOOD 


SAND’S LEVELS AND ALUMINUM 


* a 
SAND'S-STEVENS TELL THE TRUTH TILE SETTERS’ WOOD 


AND ALUMINUM 
sent St Ae SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. 


i" ee —=E ee WRITE 
iia tie ACCU ___@)__)f(__i@ __ji_@__ FOR CATALOG 














1-ib. can 25¢ 


What Other Cleaner COLDFOAM : 
«Werk in COLD Water, MARD Weter, SALT Wote/ ag 4 | 


@ Makes 40 Gallons per Pound? C THE COLD WATER SOAPLESS SOAP POWDER 
Write for FREE SAMPLE and Selling information! THE SAVOGRAN CO., India Wharf, BOSTON, MASS. 


SAVOGRAN Heavy Duty CLEANER SAVOGRAN PRODUCTS SAVOGRAN WOOD PUTTY * PAINT BRUSH CLEANER 
CRACK FILLER e REMOVER & BLEACHER STRYPEEZE Semi-Paste REMOVER 
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The Distribution of Small Tools 


ISTRIBUTORS’ Branch is liaison branch be- 
tween wholesalers and other WPB 
branches. Inventories will have to be cut down. 
Tells how this branch operates. 


t} HE Distributors’ 


Branch is the liaison branch 
between the distributors and the 
other War Production Board 
branches. 

The Distributors’ Branch was 
organized to accomplish three 
important objectives: 

(1) To write and administer 
the Suppliers’ Inventory Limi- 
tation Order L-63; therefore, 
controlling and equalizing the 
present and future inventories 
of all distributors affected. 

(2) To recommend priority 
assistance on essential materials 
through the medium of [PD-1X 
application, therefore, aiding in 
the replenishment of distribu- 
tors’ depleted stocks of essen- 
tial merchandise. 

(3) To act as a headquarters 
for all distributors’ problems 
pertaining to the war effort 
including vital civilian needs 
and priority regulation. 

It may be of interest to all to 
know that the Distributors’ 
Branch crosses every other 
branch of the WPB. That is, 
through Form PD-1X proc- 
esses and rates all material 


By RAY C. NEAL 
War Production Board 





RAY C. NEAL 


which needs priority assistance 
for Distributors’ Stocks except 
Order M-21-B Steel Warehouse 
Order. 

It may be a surprise to all to 
know that the branch originates 
no rating of its own but con- 
tacts all commodity branches 
from which it gets its directives 
and over 7500 directives are 


* * 


At Monday Afternoon Joint 
Session of Jobbers 
and Sheet Metal Distributors 


now in the Distributors’ Branch. 
By directives, 1 mean that we 
contact the Commodity Branch 
and they give us the rating which 
can be applied for the dis- 
tributor on the PD-1X applica- 
tion. 

The duty of the Distributors’ 
Branch is to endeavor to obtain 
ratings from the Commodity 
Branches which are sufficiently 
high to obtain for the distribu- 
tor the essential merchandise to 
which he is entitled as well as to 
allocate to him the quantity to 
which he is entitled. 

You are going to be cut down 
on your inventories, consider- 
ably. You can make your minds 
up to that. And even though 
you feel that you are entitled to 
a lot more than you will get, 
you will have to be sufficiently 
charitable to believe that the fel- 
lows in the Distributors’ Branch 
in Washington are at least allo- 
cating to each firm and each dis- 
tributor, that which they be- 
lieve is their quota against the 
available material in the market. 

The branch is unique in its 
organization which permits quick 
and intelligent processing of 
PD-1X applications when prop- 





.....--... Ready to Use // | 








| SURE/ GENUINE HIDE GLUE -- 


\ (But Tom Toto You 
a ||FRANKLIN GLUE Is USED 
COLD-WiTHOUT MIXING / 













CANT HELP IT! 
THIS GLUE IS 
HARD To HEAT 











\ (1S IT TRUE ABouT 
FRANKLIN GLUE @ 











YES-AND\( eyERY DROP in 
NO ODOR ENT ORKS /« 








START SELLING 
FRANKLIN GLUE- 
ITLL KEEP 
SELLING FoR 
You / 











WRITE F 


HARDWARE AGE 











+ 


Fl 


Cros: 
taria 
stati 
our | 
any | 


SER 


Provi 
eludi 
conv: 
betw 
Prov: 
outsit 
Oper 
naval 
cal te 
Prov: 


socks 
DIS. 


Supp 
shelt 
tims. 
home 
mum 
vent 


CIV 
Trai: 
aides 
tive 

volu 
in } 
Orga 
fami 
Chay 
of e 


SEF 


Give 
Cros 
sible 


OT! 


New 


deve 


TO 










ae eee 

















Settee ttttt 


Why your Red Cross now needs 


FIFTY MILLION DOLLARS 


Every dollar that you give now to your Red 
Cross marches into the thick of things where humani- 
tarian help is needed most—up to the fronts and battle 
stations where the fighting is heaviest. And throughout 
our broad land to train and equip volunteers to meet 
any emergency that may strike. 


How this War Fund is Used 


SERVICE TO THE ARMED FORCES $25,000,000 


Provides for the care of the Army and Navy, in- 
cluding services to men in hospitals and during 
convalescence. ® Provides an important link 
between the service men and their families. ® 
Provides essential medical and other supplies 
outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and 
naval stations. ® Enrolls blood donors and medi- 
cal technologists for Army and Navy needs. ® 
Provides millions of surgical dressings, sweaters, 
socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN 
EMERGENCY RELIEF - - 


Supplies emergency needs for food, clothing, 
shelter and medical attention for.disaster vic- 
tims. @ Assists stricken families in repair of 
homes and other adjustments; provides mini- 
mum reserves of essential relief supplies to pre- 
vent unnecessary delays. 


CIVILIAN DEFENSE SERVICES - $ 5,000,000 
Trains volunteers for home nursing and nurses’ 

aides. © Trains nurses, men and women, for ac- 

tive duty with the Army and Navy. ® Trains 

volunteers in First Aid and accident prevention, 

in Motor Corps, Canteen and Production. ® 

Organizes for evacuation of children and their 

families from stricken areas. ® Assists Red Cross 

Chapters in establishing effective coordination 

of emergency relief. 


SERVICE AND ASSISTANCE 
THROUGH CHAPTERS - - $ 4,000,000 


Gives assistance and service to the 3,740 Red 
Cross Chapters with their 6,131 Branches respon- 
sible for local Red Cross activities. 


OTHER ACTIVITIES AND 
CONTINGENCIES - - - + $ 6,000,000 


New activities made necessary by unexpected 


developments. 
TOTAL - +> +--+ + + + + * $50,000,000 


THE AMERICAN RED CROSS 
$50,000,000 WAR FUND 


Use this page to inform 





a to Red ph Canvassers: 


contributors how their donations are being expended. 
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$10,000,000 | 
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4 STAR 


ampa FUustics. 


Kampa Kin AMfI¢ Parts represent a complete package 
of plumbing items. They are available at a time when con- 
ventional materials are difficult to obtain... . Each Kampa 
part is a definite development and improvement in plumbing 
application... . Kampa Plastic Plumbing Parts replace critical 
material. They are available for immediate delivery. Each 
part packed in convenient display cartons. 





























THE FOUR STAR PLASTIC FLOAT 


Standard size, 4"x5”. Made of non- 
corroding, tough, long lasting plastic. 
A big advancement over metal floats. 
Sold and recommended from coast 
to coast, 


THE FOUR STAR ACE PLASTIC DRAIN STOPPER 


Available in popular sizes. Easily in- 
stalled. A new, modern, non-corrod- 
ing stopper that is sanitary and long 
lasting. Permanent color, matching 
plumbing ware. 


THE FOUR STAR PLASTIC FLUSH ELBOW 


Standard sizes. Made of permanently 
white, dimensionally stable plastic. 
Nuts and gaskets to match. Makes a 
permanent, better, cleaner installation 
than metal elbows. 


THE FOUR STAR PLASTIC FLUSH BALL 


One universal size. Made of tough 
non-water absorbent plastic. Pliable 
enough to give a permanent water 
seal. Should many times outlast the 
average rubber flush ball. 


THE FOUR STAR PLASTIC SEAT BUMPERS 


Available in five styles. Designed 
Made of pliable 
plastic and molded with tack in head 


to replace rubber. 


ready for installation. 





NO DELIVERY DELAYS + NO PRIORITIES 


KAMPA MFG. CO. 
Plastics Fatrication 


12132 W. CAPITOL DRIVE - MILWAUKEE, WIS. 


ra 















OXFORD CHISELS 






OXFORD TOOL COMPANY 


G. G. Campbell, Pres 


1633 N. 2nd St. Philadelphia, Pa. 


TROY—BEST 


File Handles 





\Rigid 
=a) Metal to 

"Metal 
Gri 


(Patented), assures better workmanship 
and safety to user. A favorite for over 





40 years. 
TROY FILE WORKS 
Troy, Est. 1831. “6. ¥. 





Gripper Clips 


Registered U. S. Pat. Office 





Patented Gripper 
Clips, flexible steel, 
nickel plated. Smail 
size holds kitches 
utensils, tools, golf 
clubs, canes, etc 
Large size for 


tall 10¢ es. Also 
Robertson original 
‘Horseshoe Mag- 





net’ Hammers. 


GIBSON GOOD TOOLS, INC. 


© box 268 Orange, Mass., U.S.A. © 











A WORLD-FAMOUS 


Chicag ot tld 


Distinguished visitors have 
made The Blackstone one of 
the World's most famous ho- 
tels. Beautiful appointments, 
quiet luxury, perfect service, 
excellent cuisine, sparkling 
entertainment. 

A. S. KIRKEBY, Managing Director 


The Blackstone 


South Michigan Ave 
CHICAGO 





204 











erly made out. The mechanics 
of the organization for prompt 
and efficient work in processing 
properly made out PD-1X appli- 
cations is the result of the ability 
of R. B. Galbrith, Head of Inter- 
nal Operations, who has_ been 
an operations man with the 
Federal Government for a period 
of approximately ten years. 

The Branch is also unique in 
that one of its outstanding fea- 
tures is the number of experi- 
enced persons operating in all 
of the key positions. To keep 
in touch with the other branches 
continuously in the interest of 
keeping directives up to date 
and obtain necessary ratings, 
two men have been appointed: 
Jack De Ibero, senior analyst, 
and Mr. Candlee, directive speci- 
alist. Their work is to stay in 
touch with the other branches, 
get the ratings, try and get 
higher ratings if they can and 
where ratings are not available, 
fight it through with the help 
of the Senior Analyst and Con- 
sultants of the Branch. 

As I said earlier, the Branch 
is unique in its experienced 
personnel, from Linford C. 
White down. The Senior Con- 
sultants and the head analyst of 
each branch are persons who 
have been intimately connected 
with the industry which they 
are now endeavoring to aid 
through the distribution of 
merchandise for the benefit of 
war and civilian needs. 

Properly made out PD-1X ap- 





A. j. BECKER 


Retiring President National Associa- 
tion Sheet Metal Distributors 





EUGENE FOLEY 


Bayonne Steel Products Co. 
New President National Association 
of Sheet Metal Distributors 


plications are now promptly 
processed. On the average, 
twenty-four hours after they 
reach our branch. 

There is a new _ procedure 
which we are trying to put into 
effect at the present time, 
whereby PD-1X applications 
will come from the first mail 
room direct to our Branch, and 
if that can be accomplished we 
will probably save about two 
days in having the papers reach 
our Branch and the Analysts. 

If PD-1X applications are not 
properly made out, there will be 
checked practically every day 
a delay, because it has to go 
back, letters written on it and 
then a further delay waiting for 
the answer from you. 

There are 7500 directives now 
in our branch. These must be 
and what I mean is that almost 
every morning the Branch will 
call up and say: “Cancel the rat- 
ing we gave you yesterday,” and 
at two o’clock in the afternoon 
they will say: “Put it back on 
again.” Outside of those direc- 
tives, there are new items being 
applied which have no directives, 
and therefore, we have to con- 
tact the Branch to get a direc- 
tive for that. 

Many times the delay is be- 
cause the Commodity Branch 
itself cannot make up its mind, 
at which time your Distributors’ 
Branch endeavors to force a 
decision. Several times two 
branches are at variance on a 
ruling and your branch has to 
endeavor to bring them together. 
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POPULAR-PRICED 


ASK YOUR SUPPLIER ABOUT 


BATHROOM AND KITCHEN FIXTURES 
IN AUTOYRE HY-GRADE QUALITY 


WRITE FOR LITERATURE 








SKOKIE 
HAMS 


FRONT REVERSE signed to your order. Sell 
YOUR AD WAR SLOGAN war stamps and your brand 
ON — ON STORE —too...or choose other slogans 


THE AUTOYRE COMPANY, 


OAKVILLE, CONN 


Santord Desigtt 


DESIGNED TO MAKE THE PASSER-BUY Pama 
























GAIN DEALER 
COOPERATION 


These new, low cost, double- 
face decal spot window signs 
build consumer morale. Col- 









orful. Easily applied. De- 


SIDE —‘Get in the Scrap,” etc. 









Make your present torch last for 
the duration. “Torch Pointers,” 

a handy manual crammed with 
valuable data, will help. Tells 
how to fuel, start, stop; safety - 
hints; simple repairs; tips on 
soldering, sweating, tinning, etc. 
Yours, absolutely 





Soft Drink Service Division An effective wartime effort. 
Free designing serv- 


THE MEYERCORD CO. ice. Write for com- [iis 


$323 W. Lake St., Chicago, Ill. Plete details—today! [RRM 


xaKenenu” 


MECHANICAL 


\ RUBBER GOODS 


BOSTON WOVEN HOSE 


& RUBBER COMPANY 
CAMBRIDGE, MASS. 








Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 
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100 East 42nd Street New York, N. Y. 








free! 


CLAYTON & LAMBERT 
MFG. CcO., Detroit, Mich. 









"FAULTLESS! 


DOUBLE BALL BEARING 


CASTERS 


86% more BALL BEARINGS. 








FAULTLESS CASTER CORPORATION 
EVANSVILLE, INDIANA 
Branches in Principal Cities Canada Factory: Stratford, Ontario 


e PELOUZE SCALES ° 


POSTAL 
INFANT 
COMPUTING 
CANDY 

DAIRY 
DIETETIC 
PHOTOGRAPHIC 
COTTON 
HANGING 
COUNTER 
SPRING BALANCES 
Write for Catalog— 


Then Order from 
Your Jobber 


PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET (Gel @ atc Ommiat 





STANDARD 


Two sizes—2 Ibs. 


& 4 ths. 
Adjustable Beam 
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HELPS WARTIME MAINTENANCE 


Durham 
ROCK HARD 
WATER PUTTY 


Will Not Shrink - Sticks and Stays Put 


IMMEDIATE DELIVERY from your jobber 


Donald Durham Company, Des Moines, lowa 












STEEL BRICK HODS 
Have been used 


for years 
because of 
their strength 
and lightness. 
All steel 


Prices Will Interest 


The Govetand Wire Spring Co. 
. 88th St. and Hamilton Ave. 


e °@ * CLEVELAND. OHIO @ @® 

























REPAIR PARTS 


A.M.Collot Supplies 





221 N.W.8“Ave Miami Fia 


GUNSHINE 
cHAMOIS 


MADE IN U.S A 


“ASK YOUR JQB886R 
POR GUR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 


PRIEST'S CLIPPERS 


A Complete 
Line— 








Ask 
Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 
NASHUA, N. H. 















COOK'S 
NEW STREAMLINE 
SUPER VALUE 
NAIL 28 19° 
Latest member of Gem 0' 


Nall en family 
Hardened jaws, sail 





THE H. C. COOK CO. 
27 Beaver St., Ansonia, Cons. 
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HERBERT P. LADDS 


National Screw 
& Mfg. Co. 


Again, some manufacturers may 
be getting supplies on their PD- 
25A on a high rating, thereby 
passing the distributor, in which 
case we must try to obtain for 
the distributor an equally high 
rating so he may be able to en- 
joy that business. 


Essential Materials 


Let me say emphatically that 
the Distributors’ Branch is en- 
deavoring to first flow essential 
materials to the war effort, to 
distributors in proportion to that 
which is available. Any ma- 
terial left is then distributed 
among dealers in their just pro- 
portion as we see it. If you do 
not get what you believe is your 
just share, maybe the fault is 
yours for not presenting and 
preparing your PD-1X applica- 
tion intelligently. 

I will further say that we 
realize our efforts are not 100% 
correct. Maybe, only 60% or 
75%, but be thankful for that 
correct percentage and do not 
let your complaints of the wrong 
percentage become so drastic and 
severe that the wrong seemingly 
will outweigh that percentage 
which is correct. Give to us in 
your branch, many who are there 
not by choice, the same break 
you would seek for yourself. 
Don’t sit in your cities and com- 
plain when you have only half 
truths and half information. 
Come to look over your branch 
in Washington and I guarantee 
you that you will leave Wash- 
ington a changed person. 


In closing, may I admonish 
every wholesaler and retailer 
that material is scarce; that 
everyone try, implicitly, to dis- 
tribute his merchandise wisely 
for the war effort and only for 
the most essential civilian needs. 
The success of our fight for ma- 
terial for you will depend, more 
than you probably now realize, 
on the impression and belief of 
those controlling Commodity 
Branches; that our industry 
sincerely is not endeavoring to 
get merchandise just for sale for 
profit, but that it is earnestly 
endeavoring to work on lower 
inventories, more rapid turn- 
overs and limiting sales to es- 
sential war indusries and civi- 
lian needs. I say, again, that we 
must by acts and deeds dras- 
tically control our sales of mer- 
chandise to only the war effort 
or most vital civilian require- 
ments. 

Your patriotism can be mea- 
sured by your willingness to 
forego a sale that will take even 
a small essential item out of a 
vital spot. 


Future Allotments 


Just as news and reports get 
to the ears of the Commodity 
Branches and the ANMB as to 
how we are responding to this 
plea, just so will the allotment 
of merchandise for distributors 
in the future be governed. 

Your future is in your own 
hands. Do not tie the hands of 
your branch by unwise actions. 
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Pin‘your faith 


onthe good things 


coming hack 


@ In these perplexing days in the hard- 
ware trade—when the finest goods vanish 
from the shelves and war conditions make 
it obvious that they cannot be immedi- 
ately replaced—let’s not waver for an in- 
stant in the knowledge that their return is 
as certain as Victory itself. You don’t for- 
get the boys who go with the colors and it 
is equally proper that you should not for- 
get brands and products that have been 
business standbys in the days of Peace. 


® Cortland screen wire cloth, hardware 
cloth and netting certainly will not be for- 
gotten—by either dealers or users. The 
more than 65 years of service, which have 
made Cortland Brands so well regarded, 
also assure better than ever peacetime 
markets once Wickwire Brothers, Inc. 
plants return to normal production. So 
help your customers patch, repair and 
maintain their screens and nettings until 
the day when you can again sell them their 
favorite Cortland Brands. 


WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 
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When Janie comes 


£4 


Sa 


/ 


# 


~ 
Jj 
4. 


' 4 


' 4S fb 44 tf 


wy 
Y/ 


r 4 


S44 Mt 3 


When she comes back to that ruffled 
apron, she'll be eager to settle down to 
some real home-cockirty again. And 
when she does, we’ll be ready eo 

with a Grand gas range that wil] nepee- 
sent a new conception of cooking con- 


ments of war. But in the meantime, far- 
seeing minds in our laboratory on do- 
ing intensive after-hours concentrat 
ing. The product of today’s research will 
be translated into miracles of produc- 
tion o 0 when we can again turn our 
energies to making implements of peace 
When Peace Comes, 


It Will Be GRAND 








*+* Coming Conventions and Events «« 


Corrected Each Issue According to Latest Data 


California Retail Hardware Associa 
tion, annual convention, Feb. 15-16, 
1943. Sessions will be held at the West- 
ern Merchandise Mart, 1355 Market St., 
San Francisco, Cal. Hotel Headquarters 
at Hotel Whitcomb, San Francisco. 
LeRoy Smith, 417 Market St., San Fran- 


cisco, is secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 
9-10, 1943, at Hotel Syracuse, Syracuse, 
N. Y. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 

Ohio Hardware Association, an- 
nual convention and exhibit, Feb. 16- 
19, 1943, in Cincinnati, Ohio. Head- 
quarters, convention sessions and ex- 
hibit all at the Netherland-Plaza Hotel. 
John B. Conklin, 175 S. High St., 


Columbus, Ohio, is secretary. 


Southern California Retail Hard- 
ware Association, annual convention and 
exhibit, Feb. 24-25, 1943, in Los An- 
geles, Calif. Convention headquarters, 
sessions and exhibit at the Elks Club. 
J. V. Guilfoyle, 509 Rives Syrong Build- 
ing, Los Angeles, Calif., is managing 


director. 


Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 


Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 25-27, 1943, in 
Kansas City, Mo. Headquarters will be 
at the Hotel President, convention ses- 
sions at the Little Theater, Municipal 
Auditorium and exhibit at the Mu- 
nicipal Auditorium. Frank H. Spink, 
322 Scarritt Bldg., Kansas City, Mo., 
is secretary. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 2-3, 1943, 
at the Hotel Schroeder, Milwaukee, Wis. 


H. A. Lewis, Stevens Point, Wis., is 
secretary-treasurer. 

Minnesota Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
Jan. 26-28, 1943, in St. Paul, Minn. 
Headquarters, sessions and exhibit in 
the St. Paul Hotel. C. J. Christopher, 
Nicollet at 24th St., Minneapolis, Minn., 
is secretary. 

Mountain States Hardware & Im- 
plement Association, annual convention, 
Jan. 19-20, 1943, at Cosmopolitan Hotel, 
Denver, Colo. John J. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 


Distributive Trades the Heart 
of Small Business Problem 


66 HE Department estimates that 

there are more than 2,750,000 
small business establishments in the 
United States. Over 8,350,000 peo- 
ple are engaged as employers and 
employees in these enterprises. 
Relative to total business in the 
country, the Department classifies 93 
per cent of the business concerns of 
the country as small. Small units 
account for 45 per cent of the work- 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.06 
All capitals, maximum, 50 words.... 5.00 
Each additional word...... . & 


Positions Wanted 
(Special Rate) set — maximum 
TO rr $1.00 
Each additional word............... .05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Ge GU nose cede ccdeddcvesccasaes -00 
Each additional inch.......... 4.00 








WANTED TO BUY—Stewart & Oster Elec 

tric Cow Clippers. New preferred Write im 

mediately to—Halpern Supply Company, Fleisch 
‘ Y. 


mann, N 





INCANDESCENT MANTLES 


Distributors, jobbers, factory representative 
and salesmen wanted for an old established 
line of high quality incandescent mantles 
A brand that has been a household name 
for years Not affected by priorities—-imme 
diate shipment any quantity 


Address Box H-139, care of HARDWARE AGE 
100 E. 42nd Street, New York City 











WANTED TO BUY 


Fishing tackle of all kinds 
Sporting goods 
Cameras, Guns (new and used) 
Ammunition, Radios 
Write what you have to offer 
WE BUY FOR CASH 
GATEWAY SPORTING GOODS 


COMPANY 
Kansas City, Mo. 
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WANTED—LINES FROM MANUFACTUR- 
ER FOR St. Louis, Mo., territory. Selling to 
jobbers, department, furniture, hardware, variety, 
gift stores. Also have a large following among 
premium trade. Age 45, married; have a car. 
Can furnish excellent references. Address Box 
H-113, care of Hanpware Ace, 100 E. 42nd St., 
N. Y. City. 


FOR SAL! E: HARDW ARE STORE FIX 
TURES, galvanized metal drawers with wood 
front, wood shelving, glass wall cases, display 
tables and counters, sufficient for medium sized 
hardware business. Will sell at a sacrifice. Ad- 
dress—W. C. Hack & Sons, Shamokin, Pa. 


MANU F AC TU RER’ s REPRESENTATIVE 
DESIRES A LINE—20 year acquaintance with 
electrical and hardware distributors also chain 
store syndicates in greater New York and vicinity. 
Seeks sales connection this territory. Address 
Box H-142, care of Harpware Ace, 100 FE. 42nd 
St., N. Y. City. 





WHOL ESAL E STOVE AND “HARDWARE 
SALESMAN will act as factory agent for the 
Buffalo, New York, area. Address Box H-141, 
care of Haroware Ace, 100 E. 42nd St., N. Y. 
City. 





REPUTABLE FACTORY REPRESENTA- 
TIVES DESIRE manufacturers requiring rep- 
resentation in all or part of California. Prefer 
manufacturers of tools, machinery or machinery 
accessories. Address Box H-140, care of Harp- 
ware Ace, 100 °E. 42nd St., N. Y. City. 


ers and 34 per cent of the business. 

“These small businesses can be 
segregated into 169,000 industrial 
concerns, 72,000 wholesalers, 1,614,- 
000 retailers, 638,000 service organ- 
izations, 200,000 construction com- 
panies, 40,000 places of amusement, 
and 25,000 hotels. 

“Each of these various classes of 
concerns in a wartime economy will 
have its own special problems. Up 
to the present time the problems of 
<mall manufacturers who have either 
been unable to obtain defense con- 
tracts or who have been unable to 
convert to defense production have 
been prominent. More and more 
from now on we shall hear of prob- 
lems in the distributive trades due to 
shortages of goods to sell. Still later 
wil! come problems of labor short- 
ages in all classes. 

“In wholesaling and_ retailing, 
little conversion will be possible. 
The distributive trades have been ex- 
ceedingly active thus far, largely in 
selling goods made before drastic 
curtailment orders were put into 
effect. As these inventories run out, 
retailers face a very serious situa- 
tion. Not only will goods be increas- 
ingly scarce, but most of these com- 
modities cannot be sold at prices 
above certain ceilings. Acute labor 
shortages, moreover, will confront 
retailers as more men are drawn in- 
to the armed forces and into war 
industries. Because the great ma- 
jority of small businesses are in the 
distributive trades, this area will be 
the heart of the wartime small busi- 
ness problem.” 

Charles C. Fichtner, U. S. Dept. 
of Commerce before Senate Small 
Business Committee. 
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Tus is more than a war of mechanical 
monsters clashing in the night... 
more than a war of production. 


It is a war for markets—your markets! 
The Axis wants your business—wants to 
destroy it once and for all. 


With so much at stake, there is no doubt 
you will want to do everything you can to 
meet this Axis threat. Two ways are 
open: Speed production and put 10 per- 
cent of your income into WAR BONDS! 
The only answer to enemy tanks and 
planes is more American tanks and 
planes—and your regular, month-by- 
month purchases of War Bonds will help 
supply them. Buy now and keep buying. 


THE GOAL: 10% OF EVERYONE'S 
INCOME IN WAR BONDS 


When you install the Pay-Roll War 
Savings Plan (approved by organized 
labor), you not only perform a service 
for your country but for your employees. 
Simple to install, the Plan provides for 
regular purchases of War Bonds through 
voluntary pay-roll allotments. 


Write for details today! Treasury Department, 
Section R, 709 12th St. NW., Washington, D. C. 





War Savings Bonds 
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Hollymade PLASTIC KNOBS 


SAVE CRITICAL MATERIALS 


comply with federal specifications; ideal for low cost housing. 


“LOS ANGELES" 
Design 
Latchset No. 9'/4 


All plastic 2” ivory 
knob, plastic face 
insert, plastic ro- 
sette. Latch of 
diecast material. 
Black knobs at no 
extra cost. 





“LOS ANGELES" 
Design 
Lockset No. 93/4 


For bathroom or 
bedroom. All plas- j 
tic 2” Ivory knob. } 
Metal locking device 
equipped with lever | 
on inside, which locks 
both knobs. Black | 
knobs at no extra j 
cost. 





We carry a complete line of Plastic and Metal 
Cabinet Hardware, Metal Door Knobs, Glass 
Door Knobs and Reversible Tubular Cylinder 
Night Latches. We are the originators of the 
All-plastic Tubular Latchset. Write your 
jobber .. . or direct to 


PACIFIC PLASTICS & MFG. CO., INC. 


4865 Exposition Bivd., Los Angeles, Cal. 








THE SUN IS SETTING ON OUR 
OLD WAY OF DOING BUSINESS 
as, /& > ae 

Today, supplies are running low, in 

some cases exhausted, on many items. 

Industry has manfully tackled the situ- 

ation and is now supplying the trade 

with new items, mostly manufactured 
of non-critical materials. These new 
articles are revamping merchandising. 
You, too, to stay in business and keep 

up your volume will have to sell a 

different type of merchandise. 

This new merchandise requires an ad- 
justment of your display fixtures. You 
will need Heller display tables here or 
there in your store and probably some 

Heller flexible wall equipment which is 

adaptable to regular merchandise or 

for new departments. 

Heller can furnish you promptly with 
fixtures for an entire store or sections 
| of fixtures and some tables that may 

be added to later to complete the entire 
| 
| 
| 
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store. 


Ask for suggestions about better dis- 
play. Write today for catalog No. 
1140. Address 


W. C. HELLER & COMPANY 


1142 Bryant St. 330 Hudson St. 
Montpelier, Ohio New York City 














SPEED 


tomatic THE 
oi ETE VICTORY 
ecrewor'VE"° Bi -Seva se 


SAVE TIME— SAVE MANPOWER! 


Because its automatic grip ture high-quality blades, 
enables the worker to hold, tempered entire length ; 
start and set up screws in hand-ground bits; unbreak- 
. ae ee ph el able insulating handles in 
co Hold-E-Zee screwdriver is a aoe —, — o 
pis natural for speeding Victory Popular Mechanics” and 
production. “Popular Science’ to reach 
war workers. 


Gripper, 


PUSH-PINS 
PUSH-LESS HANGERS % 


In addition to the patented 
Hold-E-Zees fea- 


UPSON BROS., INC.,84 Exchange St., Rochester, N.Y. 


Order Through Your Jobber 








SRA p 
Send for free copies How to Blackout Your Home 





MOORE PUSH-PIN CO.- Since 1900 


113.25 BERKLEY STREET, PHILADELPHIA, PA. 












WRITE NOW 
for 
FREE FOLDER 
giv ing detailed 
‘ormation on 
COMPLETE 
CRAYON 
LINE 
ond Prices 


METAL MARK 





for hot metal marking 


“HOTMARX for high temperature metal marking 

766 RUBBER MARKING CRAYONS 

*777 CARPENTERS’ CHALK 

*888 RAILROAD CRAYONS 

“EMPIRE TEXTILE MILL CRAYONS 

@ BRANDUM MARKING CRAYONS for animal hides 
*Reg. U 


8S. Pat. Off 















INDUSTRIAL CRAYON Ss. 


SPECIALISTS for over /00 Years in makin 
Complete Line of Dependable ble Crayons 


@ “AMERICAN LUMBER CRAYONS 

“AMERICAN MARKING—CHECKING CRAYONS 
“AMERICAN CHINA & GLASS MARKING CRAYONS 
“AMERICAN LEATHER MARKING CRAYONS 

TALC CRAYONS for cold metal marking 





ate 











SLIDE SILENTLY - SOFTLY -SMOO 





oe 10c SET-10c SET 







TH LY 
SAVE FURNITURE 


& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 










Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Neineless. Sizes for metal beds, wood beds, large 





THE AMERICAN CRAYON COMPANY: SANDUSKY: OH/0- DEPT HA-2 * 


Genuir° DOMES o SILENCE 





Ondex S30 fidwerttisvewu 





; 
Columbian Vise & Mfg. Co. .. 55 


A 
Ackermann-Steffan & Company 144 | Columbus-McKinnon Chain Corp. 50 
Acme Steel Co. . 167 | Continental Screw Co. re 
American Cabinet Hdwe. Co. 131 | Cook Co., The H. C. 206 
American Chain & Cable Co. Inc. 64 Corbin Screw Co. ” 21 
American Chain Div. 64 | Corning Glass Co. 129-169 
American Crayon Co., The 210 | Coughlin Co., G. N. ; 5 
American Fork & Hoe Co. 24 | Crescent Tool Co. ; 30 
American Grease Stick Co. 211 | Cyclone Fence Div. 39 
American Mfg. Co. 113 | 
American Pad & Textile Co. 26 D 
American Shearer Mfg. Co. 206 | Deming Co., The ' Wg 
American Steel & Wire Co. 48-49 | Devoe & Raynolds Co. 71 
American Thermos Bottle Co.. The 59) Dexter Co., The : ryt 
American Wire Fabrics Co. 6| Dietz Co., The R. E. 11-12 
Ames Baldwin Wyoming Co. 140 | Disston & Sons, Inc., Henry 123 
Animal Trap Co. of America 36 | Dixon Crucible Co., Joseph 175 
Apex Oil Products Co. 42 | Domes of Silence 210 
Arcade Mfg. Co. 63| Drake Electric Works, Inc. 196 
Archer, Daniels, Midland Co. 153 | Durham Co., Donald 206 
Armstrong Bray & Company 198 
Armstrong Bros. Tool Co. 190 | E 
Arrco Playing Card Co. 203 Eagle Mfg. Co. 195 
Arvey Corp. 146 | Edlund Co. 191 
Attins & Co., E. C. 38 | Elastic Tip Co. 201 
Atlas Ansonia Co. 189 | Embury Mfg. Co. 195 
Atlas Asbestos Co. 189 | 
Automatic Products Co. 150 | F 
Auteyre Ge, The 205 | Fairbanks Co., The 192 
| Farrell-Cheek Steel Co. 58 
. | Faultless Caster Corp. 205 
Barcalo Mfg. Co. 9 Fawcett Publications, Inc. 129, 169 
Bayer-Semesan Co. 138 | Federal Tool Corp. 185 
Behr-Manning 13 | Fitler Co., Edwin H. 187 
Berea Abrasives 165 | | Fletcher, Terry Co. 191 
Bethlehem Stee! Co., Inc. 52- 53 | | Flexible Steel Lacing Co. 58 
Blaisdell Pencil Co . 16 | | Formica Insulation Co. 29 
Blackstone Hotel 204 | Forsberg Mfg. Co. 189 
Bommer Spring Hinge Co. 193| Franklin Glue Co., The 202 
Bond Anti-Freeze 139 | crontz Mfg. Co. 197 
Boston Varnish Co. 173 | 
Boston Woven Hose & Rubber Co. 6 
31, 205 | 


Boss Mfg. Co., The 


Bridgeport Hardware Mfg. Corp., 
The 


Briggs & Stratton Corp. 


Brooks & Sons, M. S. 


c 
Calbar Paint & Varnish Co. 
Carborundum Co., The 
Central Tool Co. 
Central Paint & Varnish Wks. 
Century Metalcraft Corp. 
Champion Hardware Co. 
Cheney Hammer Corp., Henry 
Chicago Roller Skate Co. 
Chicago Spring Hinge Co. 
Clarke Sanding Machine Co. 
Clayton & Lambart Mfg. Co. 
Clemson Brothers, Inc. 
Cleveland Chain & Mfg. Co. 


Cleveland Cooperative Stove Co. 


Cleveland Wire Spring Co. 
Collins & Co., 
Collins Company 


George F. 


Collot Supplies, A. M. 
Columbia Steel Co. 
Columbian Rope Co. 


169 | General Electric Co. 
| Bldg. Material & Wiring Div... 172 


5 Lamp Div. 25 
15g | Gibson Good Tools, Inc. 204 
192 | Gilmer Co., L. H. 183 

Griffin Mfg. Co. 179 
| Guaranteed Products Corp. 168 
189 

28 | H 
173 | Hanover Wire Cloth Co. 14 
194 Hanson Scale Co. 198 
i oe & Richardson Arms 

ad Hawkins Co. 16! 
wi Hozard Insulated Wire Wks. 18 
| Heller Bros. Co. 19 
| Heller Co., W. C. 209 

- Hoppe, Inc., Frank A. 199 
7 Hoyt & Worthen Tanning Corp... 236 
43 F 
soa Iinois Duster & Brush Co. 199 
as Independent Lock Co. 67 
oes Indestro Mfg. Corp. 152 
” Ingersoll Steel & Disc Div., Borg- 
206 Warner Corp. 1 





ened International Chain & Mfg. Co... 137 


10 | Irwin Auger Bit Co. | 
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| R 
p. 50 Jennings Mfg. Pg The Russell 149 | Ray-O-Vac Co. 35 < a L } iy | Oo L E U M 
151 Johnson Steel & Wire Co., Inc. 164| Remington Arms Co., Inc. i ag This specially formulated SHEF- 
4 Rapubtle Steal Corp. « Sheffield FIELD LINOLEUM PASTE 
2 K Reynolds Wire Co. ..... 17 makes the laying of linoleum (on 
129-169 Kampa Mfg. Co. ‘ 203 | Richards-Wilcox Mfg. Co. 34 floors, steps, sinks, etc.) a very 
5s Kester Solder Co. 147 | Rogers Isinglass & Glue Co. 191 simple job. It’s easy to work with 
30 Klein & Sons, Mathias 57 | Ruby Chemical Co. ......... 211 —it grips fast—it holds tight—and 
39 Russell, Burdsall & Ward Bolt it’s priced for quick sales. Show 
L & Nut Co. vetees 157 it to your trade NOW. % pts. to 
centien & Seattade Co. 4) | Ryerson & Son, Inc., Joseph T. 195 gallons. 
119 Larson Co., Charles O. 87 @ Write for catalog of 40 Sheffield 
171 Lawson Co., The F. H. 148 Ss Fast Sellers 
Libbey-Owens-Ford Glass Co. 32 
44 Samson Cordage Works 145 . 
fie Lloyd Products Co. 183 | sand's Level & Tool Co. vo, | THE SHEFFIELD BRONZE POWDER & STENCIL CO., CLEVELAND, O10 
123 Lo Temp Chemical Wks. 138 | Savogran Co. 
175 Lufkin Rule Co., The 18! | Schalk Chemical Co. 
210 | Schlueter Mfg. Co. ‘ R BER GOODS AND 
19% “a | Schollhorn Co., William MOLDED UB SPECIALTIES 
206 Ma M Mig. Co. 193 Shapleigh Hdwe. Company We ‘ 
Magor Car Corp. 8-9 | ci ettield B ihcthie te Wieauts Plain and Mushroom Bumpers — Suction Rubbers 
effie ronze Powder e | 
Manning, Bowman & Co. 143| Co. wa 2i1 | Rubber Head Nails Toilet Seat Bumpers 
Marlin Firearms Co. 169 | Shelby Spring Hinge Co. ‘ Chair Tips Crutch Tips 
196 Master Lock Co. 163 | Silver Lake Co. 
9 Master Metal Products 201 | Smith, Inc., Landon P. .. ; 
2i1 Master Rule Mfg. Co., Inc. 184 | Smith & Son, Inc., Seymour | 
195 McKay Co. ‘ 15 | Southington Hdwe. Mfg. Co. 
McKinney Mfg. Co. 177 | Stanley Works, The PP ORELS 
Miami Cabinet rch tg T LASTIC TIP CO 
192 Miami Cabinet Div. 162 | Starrett Co., The L. S. ; ® 
58 Miller, Inc., Robert E 210 | st 
: “ . ewart Iron Wks. ; 
205 Millers Falls Co. 33 SEND FOR CATALOG 370 ATLANTIC AVE. 
129, 169 Mi ta Mining & Mfg. Co. 54 
a innesota veg 9 ° | T OF COMPLETE LINE BOSTO N, MASS. 
Moore Push Pin Co. 210 | = 
187 7 fi “ Tamms Silica Co. 
Morse Twist Drill & Machine Co. 176 Varatond Gs c 
echnica ass Co. 
191 Mortell Co., J. W. 200 | , Coat. | = Guten 
| Tennessee Coal, Iron ailroa 
58 Morton Salt Co. 125| Co. .. 48-49 Sell RUBYFLUID 
29 Myers & Bro. Co., F. E. .. : 4| Tennessee Valley Associated Mar- FOR 
189 eters .. 138-139 H . 
ome Soldering 
202 N Townsend, B. W. , 194 
‘ ’ r | tri —" ; When customers ask for 
197 National Enameling & Stamping | Triplex Screw Co. . 167 soldering flux or paste for 
Co. . : 20 | Troy File Works 204 home use, help them by 
National Lock Washer Co. 212 | - ge them Rubyine. 
| | , “ t's fast acting and easy 
National Mfg. Co. . 200 | . to use. Produces neat 
wv... 72 National Screen Co. 136). ° sll - strong unions without fuss 
Nicholson File Co 62 | mana anietage dient ve 50 | ey or bother. Customers like 
% j United Brush Manufactories .... 197 | » . it. Rubyfluid is supplied 
Noblitt-Sparks Industries, Inc. 205 | hardware dealers in at- 
204 » ‘ | United States Plywood Co. Lieve | a ug tractive self-selling count- 
183 North & Judd Mfg. Co. 170; wood Div.) 182 — er display cartons. Ask 
179 Northwestern Steel & Wire Co... 127 | United States Steel om 39, 48-49 | your jobber for them. 
168 Norton Lasier Co. 37 | Upson Brothers, Inc. 210 | RUBY CHEMICAL CO. 
. | Uitee Srap Forge & Tool Corp... 1S | 58 McDowell St., Columbus, Ohio 
Ohlen-Bishop Mfg. Co. 56 | 
4 Okonite Co., The 18 | v mag pos > 05 - rw 
198 Oxford Tool Co. 204 | Vichek Tool Co., The 166 EVERYWHERE 
rms | 
61 | EMAND 
- | “ oe SES On ALLY ADVERTISED 
- Pacific Plastic Mfg. Co., Inc. 209 Waren Teel Corp. 54 WATI : 
1” Paine Co., the 188 | Weaver Pres-Kloth Co. 14) prele) co a: ¥-34 
Patterson-Sargent Co., The 46 | whitney Carriage Co., F. A. 177 STAINLESS STICK LUBRICANT 
= ilcox C 121 | : 
ravages sta -cepeieen | Wickwire Bros. Inc. 207 Show it! Sell it! Every home 
199 . ry 
... 26 Pelouse Mig. Co. 05 | Wickwire-Spencer Steel Co. 6 needs it! Used Jike a crayon for 
Pennsylvania Woven Wire Co. 2” | Winchester Repeating Arms Co. 47 things that stick or squeak. No 
Phoenix Mfg. Co. 187 | witt Cornice Co. 58 styles . . . no seasons . . . no ob- 
199 Pittsburgh Plate Glass Co. (Penn- tidied Regi te : solescence . . . no stock loss. 
vermas Sty.) sed Witaht & Mc@it C 199 Free display material. Write . . . 
nd Plumb, Inc., Fayette R. so, ac ta He A10e SELLER J AMERICAN GREASE STICK CO. 
152 Plymouth Cordage Co. n | Wright Steel & Wire Co., G. F... 199 MUSKEGON, MICHIGAN 
jorg- Porter, Inc., H. K. 191 
‘ . | P DOOR-EASE 
Z 137 Progressive Mfg. Co. 20! idl tat Win OF VO 
on ' Puritan Cordage Mills 60 | Yale & Towne Mfg. Co., The oF STAINLESS STICK LUBRICANT 
' OCTOBER 29, 1942 211 
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Assortment Package 
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0. new eye-catching packages have 
greatly increased the sales of Kantlinks 
wherever they have been displayed. 

Every industry, large or small, uses spring 
washers; and many householders are learn- 
ing that they should put a spring washer on 
every nut and bolt in the home,—on all 
gadgets, handles, etc. Kantlinks not only hold 
everything tight longer, but they make them 
safer. 

Kantlinks— patented by us—are the most 
efficient as well as the most widely used of 


all spring washers. These strong helical live 
springs hold things tighter over a wider range 
than any other fastening device made. 

You can sell more National Kantlinks. Put 
these attractive packages out where custom- 
ers see them. Every shop, store, and house 
should have spring washers on hand. 

Write to us for a descriptive folder giving 
sizes, prices, etc., and put in an order for 
National Kantlinks in these new orange and 
black packages. 
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TOOLS TO SPEED VICTORY 
Rod Devil, 


GLASS CUTTERS. After eight hours of cutting glass for air- 
planes, jeeps, barracks, war factories or storm sash they'll 
realise why the well designed, well balanced RED DEVIL Cut- 
ter is a pleasure to use. No glass cutters hands—no calouses 
between fingers, or thumb. The exclusive Red Devil Wheel 
makes clean cuts lightly, no pressure needed. 


RedDevily 


WOOD SCRAPERS. These modern tools, too are de- 
signed to fit the hand, give all the scraping action 
required with the least pull or effort. Replaceable 
blades removed in a jiffy. Users do a quicker, cleaner 
scraping job in the untiring Red Devil way. 


Red Dewi, 


PUTTY KNIVES and WALL SCRAPERS. They’re nearly 
all made for war work now, so don't let anyone doing 
non-war work turn over a Red Devil to the scrap pile. 
These specially designed blades are of the finest cutlery 
steel and do their work with precision and ease. (By now 
you'll realise that all the Red Devil Tools shown on this 
page are not only tops in quality, but are designed io 
speed victory without wearing down the user with need- 
less effort—Red Devil Tools are tops in design, too.) 


Red Devily 


ROLLER STIPPLER. Speed up war painting. Can 
be used on any flat surface inside or out (except 
clapboard, shingles etc.). Ideal for plaster board, 
plywood, steel plate, etc. Originally designed for 
fine stippling work, this tool has been a boon in 
rapid-pace painting, replacing in many cases 
brush or spray gun. Small size fine for: stenciling. 


Red Devil, 


DIAMOND POINT DRIVER. Rat-tat-tat with ma- 
chine gun speed, this one hand tool drives dia- 
mond glaziers points into war time sash and storm 
windows. Some plants glaze two sash at a time 
by working with a Driver in each hand. Points 





























5 ae ee 8 can't drop out regardless of the angle held, won't 
IY bend or break. Point Driver holds clip of a hun- 
dred points at a filling. Speed up with Red Devil. 
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INSIDE LOCK SETS 
At Prices Which Afford Satisfactory Profits to Dealers. 
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CYLINDER FRONT DOOR LOCK SETS 


Which Enhance the Beauty and Value of the Home 
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